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The “Business End” of a 
Pipe Reamer is the CONE! 



















Beaver Pipe Reamers— 
with one-piece 
drop-forged cones 


Generally speaking, all makes of pipe reamers are similar, as far as the 
handle and the ratchet mechanism are concerned. It is the cone—that 
determines the service and durability and the value you get for your money. 
The cones of Beaver pipe reamers are single units—drop-forged from a 
carefully selected grade of alloy-steel. No blades to work loose and thus 
render the whole cone useless. Be sure to point this fact out to your trade. 
The 2-inch models are available in two types, viz..—No. 200 has a swivel 
head; No. 200-R has a ratchet head. They use the same full-range 14 to 
2-inch drop-forged cone. The 3-inch model, Beaver No. 300-R, is offered 
in the ratchet type only—range *%% to 3-inch. Your trade will like this 
extra large range. 





(Left) The renewable multi-fluted cone used 
with Beaver Reamers is drop-forged from a 
solid block of alloy-steel. There are no in- 
serted blades to work loose. And, of course, 
the cutting edges can be resharpened on any 
small portable grinder. 


(Right) The form-fashioned. hand-fitting han- 
dles of the Nos. 200-R and 300-R Beaver Ream- 
ers may seem like an insignificant thing to a 
buyer—but their ease and comfort on the hand 
is an important thing to the man who uses 
them. 
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Looking pthead 


Developing and organizing sales 
efforts have always been of para- 


utors but they are of even greater 


& 


be shown how to direct their efforts 
to obtain maximum market cover- 
mount interest to industrial distrib- age. 
@ There will be five major sub-sec- 


of information to help them but 
salesmen, themselves, will find they 
are an integral part of the picture 
for it is around them that “Accent 





importance today. For now that we 
are in the post war era, the accent 
very definitely is on selling. Your 
editors have recognized this and 
therefore the May (Convention) 
issue will contain a special 32-page 
section in which distributors will 


tions, all bolstered by case histories. 
The five general subjects will be 
Organizing Sales Efforts, Sales Pro- 
gramming, Sales Promotion, Selec- 
tion of Salesmen and Training of 
Salesmen. 

@ Sales managers will find a wealth 


on Selling” revolves. 


e@ In addition, the Convention issue 
will contain such regular helpful 
departments as New Products, How 
They Do It, Sales Tips, Keeping Up 
With Business, Questions & Ans- 
wers, and Talk of the Trade. ~ 














HOLO-KROME 














firefryed SOCKET SCREWS 


Holo-Krome Authorized Distributors thoroughly 
understand and like the clearcut manner in which 
Holo-Krome.carries out its 100% Distributor Distri- 
. bution Sales Policy. Each carefully planned detail 
of its policy is a “must” with every member of the 
Holo-Krome organization . . . Yes, the H-K Policy 
and its quality Socket Screw Products are building 
volume sales for Holo-Krome Distributors. 


THE HOLO-KROME SCREW CORP. 


HARTFORD 10, CONNECTICUT, U. S. A. 


| HOLO-KROME J/S SERVING ITS DISTRIBUTORS 
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INDUSTRIAL LUBRICATING 
AND SERVICE EQUIPMENT 


Long recognized a leader in the manufacture 
of modern lubricating equipment for auto- 
motive use, the Gray Company now announces 
the expansion of its activities into the industrial 
field with a complete, new line of lubricating 
and service equipment. 


ad . New profit possibilities are open to industrial 
% distributors with Graco’s full line of equipment 
. .. hand guns, bucket-type pumps, air-oper- 


ated units, portable lubers, transfer pumps for 
all purposes, automatic water unloader for 
compressors, Gun- Fil controlled-feed lubrica- 
tors... designed to set the pace in lubricating 
and service equipment for a growing industrial 
market. 
Graco industrial products are backed b 

practical product-engineering gained throug 

ears of experience in pioneering improvements 
in lubricating and service equipment. Your 
inquiry will bring you full brinetion about 
Graco’s plan for more profits. 


GRAY COMPANY, INC. 
MINNEAPOLIS 13, MINN. 


A copy of Graco’s new 
Industrial Catalog ‘ 
No. 1301 illustrat- 

ing a complete liné of 

lubricating and serv- : 
tce equipment, is 

ready for you! Write 

for a copy today. 


PACEMAKERS IN LUBRICATING AND SERVICE EQUIPMENT 
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Note that only the HUB is threaded. Screw-head seats itself 
against offset in bushing. As the screw is turned, the sheave is 
drawn up—wedged —with a firmness equivalent to a shrunk- 
on fit, whether the shaft is standard or normally undersize. 


“* 
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PPL. 


Patent applied for 


THE SYMBOL THAT CAME TO LIFE 


The man who walks into your factory 


wearing t 


He is the 





s symbol is the living embod- 
service which gives you th 
to your problems in effi- 
anical transmission of power. 
iodge Transmissioneer. 


LEADING. BUSINESS 
SENDS 


SOO See Bee ee es 


Leet ss 


Here is the simplest, surest mechanism 
ever devised for holding wheels to shafts. 
No flange. No collar. No protruding parts. 
Easy on—easy off—and holds fast! Breaks 
all speed records in mounting and de- 
mounting. Slip it on, line it up and tight- 


Note that here only the BUSHING is threaded. Screw-head 
seats itself against face of hub. As the screw is turned, the 
wedge is disengaged. Due to its steep taper, the bushing 
disengages with le 


effort than in any other sheave. 


en while sighting... A complete range of 
stock sizes, from Dual Duty to C and D. 
For details call the Dodge Transmission- 
eer, your local Dodge distributor. Look 
for his name under ‘‘Power Transmission 
Equipment”’ in classified phone directory. 


DODGE MANUFACTURING CORPORATION, MISHAWAKA, INDIANA 


MISHAWAKA 
~~ 


AND INDUSTRIAL 
PROSPECTS TO DODGE 
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THIS ADVERTISEMENT 








LEAK-PROOF, PRESSURE-TIGHT 
ASSEMBLIES 







UAE 


OVE LE 
FORM:A GASKE 





USE PERMATEX FORM-A-GASKET 
on NEW gaskets...and on OLD gaskets! 


Form-A-Gasket No. 1 (a paste) sets fast but not too 
fast for use on large surfaces. It dries hard but never 
becomes brittle. It's a swell product for making pressure- 
tight, leak-proof, permanent unions even when surfaces 
are warped. 


Form-A-Gasket No. 2 (a paste) sets a little slower 
than No. 1. It dries to a tough, pliable layer with 
plenty of “cushion”. It resists high pressures and very 
readily disassembles. 


Aviation Form-A-Gasket No. 3 (a heavy, brushable 
liquid ) sets itself into position and dries to a tacky 
paste. It will not run even when heated to 400° F. Nor 
will it become hard or brittle at temperatures down to 
70° below zero. It's a great, all-around product! 


ALL TYPES OF FORM-A-GASKET 
PRESERVE ALL TYPES OF GASKETS! 


PERMATEX COMPANY, INC. 
BROOKLYN 29, N.Y., U.S.A. 
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...and Still Not Enough to Meet the Demand for Plomb! 


Today the production rate of Plomb Tools is 
over SEVEN TIMES the pre-war rate! Last 
year, Plomb shipments TO DISTRIBUTORS 
were 11/, times the 1944 shipments... . and 
7, times the 1940 shipments. That means 
you will have more Plomb Tools to sell in 
1946 than ever before. 

Plomb is expanding its plant facilities. 
Workers are turning out tools, withouf 
interruption, at an unprecedented pace. 
War-gleaned experience is speeding pro- 
duction. The continuous research, basic to 


Plomb's leadership, is being accelerated. 


: Cake 
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In the last few years, Plomb has become 
the nation's largest manufacturer of hand 
tools. And during this growth, Plomb 
engineers, designers and production men 
have ‘striven to improve the quality that 
has made Plomb Tools world-famous. 

The demand for these fine 

tools continues to soar. 

Keep the orders coming 

and we'll do our best 


to fill them promptly. 


Pilomb Tool Company, 
2215-K Santa Fe Ave. 
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COLD 
QUICK 


ACCURATE 


WITH THE 
W-S PORTABLE PIPE BENDER 


Your industrial customers will be interested in this Portable Hydraulic Pipe Bender 
because it can save them time, cut costs and do a better job for them. They will like it 
because it is easy to carry around the shop, simple to set up and operate, and because it 
will handle pipe from ¥ inch to 3 inches and solid steel bars up to 2 inches. 

The 90 years of Watson-Stillman hydraulic experience is your sales support when 
you sell W-S Pipe Benders. You can increase your sales volume by showing your cus- 
tomers how to bend pipe better, faster and easier with a Watson-Stillman Portable 
Pipe Bender. 

The Watson-Stillman Company also manufactures a complete line of Forged Steel 
Screw End and Socket Welding Pipe Fittings and High Pressure Globe Valves. 

. 


WATSON-STILLMAN CO. °¢ Distributor Products Div. * ROSELLE, NEW JERSEY 
Sold only through distributors 


Designers and Manufacturers of Forged Steel Fittings, Valves, Wire Rope Shears, 
Hand Pumps, Jacks, Pipe Benders and Hyditaulic Equipment 
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Write for 
Book 125 


Send for Silverstreak 
Silent Chain Data Book 
125. It is an engineering handbook that 
enables you to determine upon the correct 
drive and figure its cost. Thousands of 
these books are in use today. 















FLEXIBLE as a Belt.... 
POSITIVE as a Gear... 
MORE EFFICIENT 
THAN EITHER 





° o 

You are in an excellent position right now to help indus- 
trial plants in your territory to modernize their power 
transmission and thereby automatically lower costs. Ef- 
fort in this direction can net you a sizable profit because 
most organizations are always alert to suggestions for 
highly efficient power transmission. 

LINK-BELT Silverstreak Silent Chain Drive affords a 
wide range of advantages to users, such as... . contribut- 
ing to the quality of products ... increasing machine out- 
put ... cutting power consumption .. . adding dependa- 
bility to machines . . . lowering cost of maintenance... 
increasing all around efficiency . .. saving space because 
it operates on short centers. 

Silverstreak Silent Chain is made in several types and in 
sizes from fractional H.P. to 2000 H.P. so that you can 
éasily meet every requirement. 
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and SELL ° 


SOME of the Selling Points 


@ Transmits any given amount of power 


@ Unaffected by climatic conditions — Heat, Cold, 
Dryness, Dampness 


® Smooth, positive transmission assures uniform ma- 
chine output 


@ Cannot slip —no power loss — maintains pre- 
determined R. P. M. 


@ Operates equally well on long or short centers 


@ Durable — requires practically no maintenance 
during a long life 


@ Unaffected by operating temperatures up to 
250°F. 


Installations of LINK-BELT Silverstreak Silent 
Chain Drives properly encased in oil-retaining cas- 
ings have been made in plants and mills of all types. 
For example, in tanneries where moisture, heat, cold, 
or steam do not affect their operation. In cement 
mills where shocks caused by widely varying loads 
are readily absorbed. In textile mills where smooth, 
steady speed is so necessary to a uniform and high 
grade product. In steel plants where they stand up 

“under heavy loads, variations of temperature with 
little attention. In paint mills where severe serv- 
ice requires the positive contact and flexibility this 
drive affords. By machine tool builders for meeting 
the changing requirements of power with a steady, 
uniform action. 


LINK-BELT COMPANY 


Chicago 9, Indianapolis 6, Philadelphia 40, Atlanta, Dallas 1, Minneapolis 5, 
San Francisco 24, Los Angeles 33, Seattle 4, Toronto 8. Offices in Principal Cities. 


LINK{@:BELT 
Stlverstresak 


SILENT CHAIN DRIVE 


10,047 












. 
~ al 1" nt "Tp 
Book No. 2057 covers the sizes of Link- LINK -B 
Belt Silverlink roller chains and sprockets, Sth“ OLLT 
normally carried in stock by distributors. 












Vv 





v_ IN ADDITION TO 
SILENT CHAIN DRIVES 
YOUR ATTENTION 

IS CALLED TO THE 
FOLLOWING 
LINK-BELT PRODUCTS 





Link-Belt bearings are made without 
mountings in ball and roller ty, 
and as pillow blocks, and ge, 
flanged, take-up hanger or duplex 
units. Send for engineering data 
book No, 1775-A. 


DRIVE | 
CHAINS | 





How to select chain drives to operate on SPROCKETS 
cast tooth sprocket wheels, is shown in by 

this Link-Belt Book No, 1994, covering 
Link-Belt chains of malleable LINK® 
Promal and “SS” steel types for power K{O) BELT 
transmission, Send for it. 








This 52-page book gives complete in- 

formation on the various Link-Belt 

power transmission accessories as in- 

| dicated on the cover of the adjoining 

i ae Send for it. Ask for Book 
oO. ° 





Book No. 2045 covers the line of 
Link-Belt couplings of the flexible, 
flanged face and compression types 
for every industrial service. 


Book No. 1725 covers the sizes of Silver- 
streak silent chain drives normally car- 
tied in stock by distributors throughout 
the country. 


| Book No. 1761-A covers the line of 
Link-Belt Ice Crusher-Slingers for 
snow icing perishable foods. 





LINK-BELT 
CAR SPOTTER 


The Link-Belt Car Spotter is covered in 
this Book No. 1992. A time, effort and 
cost-saver with a huge sales market. 
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YOUR CUSTOMERS KNOW A GOOD THING WHEN YOU EXPLAIN— 


More Strength—at No Extra Cost- 
thanks to 


— 


r J 0 
e/a 


2 ee 
———_ 0 SS 











The toughness and accurate fit you want in fasteners for heavy transportation jobs, for 
instance, are forged into Cleveland Top Quality Cap Screws by the Kaufman Double 
Extrusion Process. This process assures greater strength and uniformity in the various 
types of cap screws for any fastening requirement. Precision controlled heat treating is 
added in the manufacture of popular Cleveland High Carbon Heat Treated Cap Screws. 
It's good business to use the best cap screws you can buy—for top speed in the shop and 
strength in your finished product. Write the factory, or your nearest Cleveland representative. 


CLEVELAND 


Top Cuskdly 
FASTENERS 


MADE BY THE ORIGINATORS OF THE KAUFMAN 


te er rea 
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“What We Want” said Navy, “are 1/,-hour rated elevator 
motors that'll lift planes from carrier hangar decks, up at 
42 ft, down at 52 ft a minute. And they must be excep- 
tionally dependable — under all conditions — because 
these planes have to be in the air when we need ‘em!” 


















sTroneer! 
SMALLERL 
















“Look, Here's What We're Using Now. Two standard Whew! High elevator speed, low motor speed . . . stronger 
winch motors on each elevator . . . doing a good job ... lighter . . . smaller — this'll take 6 months to 
too. But we want something better. Because swo motors design! Then we rolled up our sleeves, tackled first the 
mean extra space, weight and repairs — things we've problem of developing extremely high torque for fast 
got to cut down for more important ordnance.” starting under load — solved it with a special field. 





How To Get Light Weight — yet maintain the generous Came the Big Surprise! After we put on finishing touches 
motor design for which we are famous — presented — special corrosion-resistant marine parts, new kind 
still another problem. This one we solved by skilful of insulation — we added up design time. . . just 
substitution of copper for steel . . . of war-proved one month! And much-needed motors were rolling 
fabrication for casting. Yes, we cut down weight and off the lines less than 414 months later. 






maintained ample, generous design! 





. - A 1998 












Significance: The creative engineering that goes 
into solving special motor problems, like this 
one, also points out new ways to build better 
standard motors for you! Watch for these 
new and better motors from A-C. ALLIs- 
CHALMERS, MILWAUKEE 1, WISCONSIN. 






















HEAR THE BOSTON SYMPHONY: Every Saturday Evening, American Broadcasting Co. 
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@ Williams “Superior” Wrenches are 
drop-forged from a selected grade of 
carbon steel and processed to exacting 
specifications. They are substantially 
twice as strong as the earlier carbon 
steel wrenches of our own manufacture. 
Comparative tests show that these 
wrenches average 93% as strong as 
our corresponding alloy steel wrenches 


costing approximately twice as much. 


Most industrial users find Williams 


“Superior” Wrenches their logical 


choice considering both strength and 


economy. “Superior” Wrenches are 
made in 50 patterns .. . more than 
1,000 sizes, and are sold by Industrial 


Distributors everywhere. 


J. H. WILLIAMS & CO., BUFFALO 7, N.Y 
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QUALITY 





SPANG CHALFA NT Division of The National Supply Co. 
tr EXECUTIVE OFFICES: PITTSBURGH, PA. 
District Sales Offices: Atlanta; Boston; Chicago; Denver; Detroit; Houston; Los Angeles; New York; 
Pittsburgh; St. Lovis; San Francisco; Tulsa Philedelphie 
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OW @ FIRST OF THE NEW SKILTOOLS... 


WILL HELP SKILT 
OOL DISTRIBUTORS KEEP STILL FARTHER AHEAD OF THE FIEL 
D! 


@ You'll find more drill value per dollar in this 
light, compact general purpose electric tool for all mainte- 
nance work. One look tells you this streamlined beauty’s g°F as advertised 
speed, perfect balance, easy handling...one demonstration in leading 
proves it. Only 12% inches long, weighs only 9 pounds. , 
Ask for SKILDRILL Model “281” by brand name when you soto 
e $ is month 


Call your distributor fora demonstration 


industrial 


SKILSAW, INC., 5033-43 Elston Ave., Chicago 30, Il. 
Factory Branches i All Principal Cities 


PORTABLE ELECTRIC 


MADE BY SKILSAW, inc. 
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MEN WHO KNOW HOISTS KNOW THE NAME 


roo we 


Hoisting Equipment For Every 
Material Handling Job 


No matter what the hoisting job may be there is a specific type of Round 
equipment to handle it. It may be a call for a Chain Hoist or a Trolley-Hoist, 
a Traveling Crane, I-Beam Trolley or a Winch—each is designed to perform 
a definite material handling operation better than any other. Installation of 
the proper type of David Round hoisting device assures maximum efficiency 
on any material handling job. Consult the David Round factory representative 
or write us for assistance on your hoisting problems. 


, 


SELF-ALIGNING TROLLEY 
Capacity % to 40 tons. Ball 
bearing or Timken roller 
bearing equipped. Plain and 
geared types. 








SIMPLEX PORTABLE CRANE 
& HOIST 
SUPERIOR SPUR-GEARED Capacity 1% to 2% tons. 
CHAIN HOIST SAFETY TYPE—with friction 
Capacity % to 40 tons. load brake (as illustrated). 
Ball bearing equipped. NO. 99 STANDARD TYPE—with ratchet 
5-Ton Capacity All-Steel Winch and powl. 
Two Speeds. Wgt. 135 Ibs. 
NO. 99 JR. 
2-Ton Capacity All-Steel Winch 
Two Speeds. Wgt. 61 Ibs. 
(Identical ‘in design to No, 99 but 


D R of smaller size.) 


* 
. — 


ASSOCIATES: 
THE CLEVELAND CHAIN & MFG. CO. THE BRIDGEPORT CHAIN & MFG. CO. 
SEATTLE CHAIN & MFG. CO. ROUND CALIFORNIA CHAIN CORP., LTD. 
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and tomorrow ... 


necessary for the fabrication of 
Delta- Milwaukee tools threaten 
to curtail our production, due to 
conditions beyond our control: 

We are experiencing difficulties 
in keeping deliveries from out- 
side foundry sources coordinated 
with our production schedule... 

We are just now feeling the 
effects of the recent steel iaieaky 
shutdown .. . 
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To put Delta-Milwaukee 
in a better position to 
promptly meet your re- 
quirements, the present 
Delta iat is being ex- 
panded, The illustration 
at the left shows con- 
struction of the new ad- 
dition already under way. 


















A quick picture of the situation today — 


At the present time, Delta-Milwaukee is allotting mer- 
chandise to all dealers on as fair and equitable a basis 
as possible. We realize that you want Delta-Milwau- 
‘kee Machine Tools, and we have been doing every- 
thing possible to give them to you, 

Now, however, dwindling supplies of materials 











ELTA 


MILWAUKEE 


Machine i eye) ts 


An answer to a question you have perhaps been asking: 


Why Can't I Get Delivery of More 
Delta-Milwaukee Machine Tools? 


We are re victims of labor difficulties in companies 
upon whom we are dependent for our supply of ball 
bearings, roller bearings, and motors. 


We look forward to the time — in the near future, 
we hope — when this situation clears up. 


Shown here is our new plant addition scheduled for 
— this summer—considerably i increasing our 
production capacity. This will step up our facilities 
e backlog of your orders which have 
accumulated as a result of the 
widespread demand for Delta- 
Milwaukee Machine Tools. 

We sincerely appreciate your 
patience thus far. anks! 

Keep looking to Delta for the 
kind of cooperation that helps 
make your Delta-Milwaukee fran- 
chise more valuable to you. 


for reducing 






The Delta Manufacturing Co. 
639D E. Vienna Ave., Milwaukee 1, Wis. 


D-37 





DELTA-MILWAUKEE SERVES THE DISTRIBUTOR WHO SERVES AMERICA 
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Toughest Cover 


in 20 Years of V-Belt Experience 


Selected 


long-staple combed 


cotton, tightly woven into a 
fabric of exceptional strength. - 


Two complete plies, bias cut, 
wrapped in opposite directions for 


unbroken protection 


Heavily impregnated with tough, 
durable synthetic rubber com- 
pound, cured in preci- 


sion molds. 


Allis-Chalmers Builds Longer Life 
Into Famous TEXROPE V-Belts 


V-Belt is no better than its COVER. And. . . TEXROPE 
Super-7 belts today carry the toughest, most wear-resistant 
cover that Allis-Chalmers has mp ge since they invented the 
Multiple V-Belt Drive! It's the result of 20 years of continuous 
research and improvement. 
This tough, resilient sheath is unbroken and unweakened by 
grooves or serrations, It takes the wear, holds the belt in shape, 
protects the load-carrying core structure. 


Added Strength — Smoother, Cooler Running 
50% Stronger Cords, impregnated with friction-fighting gum 
rubber. War-proved Buna-S, better, cooler-running than natural 
rubber. Perfect Balance, every belt accurately proportioned, pre- 
cision molded to run true and cool. Make Allis-Chalmers your 
V-Belt headquarters! ALLIs-CHALMERS, Milwaukee 1, Wisconsin. 
. A 2003 














5 TYPES... 
WHICH DO YOU NEED? 


TEXROPE offers you the most com- 
ap line of V-Belts — types special- 
y developed to meet ALL operating 
conditions. Pick the right TEXROPE 
Super-7 V-Belt — it'll give you the 
most in efficient power transmission. 
Heat-Resisting Super-7 

Stands temperatures up to 180°. The 
TEXROPE V-Belt for most drives. 
Oil-Resisting Super-7 

Neoprene cover protects core against 
moderately oily or greasy conditions. 
Oil-Proof Super-7 

Made of Neoprene throughout. Use 
it when the belt must swim in oil. 
Static-Resisting Super-7 
Recommended where explosion haz- 
ard exists. Static-conducting element 
throughout cover won't wear off. 
Super-7 Steel 

Twin steel cables, to pull extremely 
heavy loads with minimum stretch. 
GET THEM — through your Allis- 
Chalmers district office or dealer. 


TEXROPE Super-7 Y-Belts result from, the co- 
operativeresearch of two great companigs—Allis- 
Chalmers and B. F. Goodrich — and are sold 
exclusively by A-C. 





C ALLIS © CHALMERS 


wacr cts  TEXROPE V-BELT DRIVES 


— Sizes, types for every 
ORIGINATORS OF THE MULTIPLE V-BELT DRIVE 


and condition. 


SHEAVES 


VARI-PITCH sheaves. 








HEAR THE BOSTON SYMPHONY: Every Saturday Evening, American Broadcasting Co. 
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““MAGIC-GRIP”’ , . . TEX- 
STEEL . . . TEXDRIVE 


. . . Speed changers and 


IWAST, DRILL AN D0 OF CONTPAN ¥ 


ROCHESTER, MICH., U.S.A. 
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Fig. 386—200 - pound Bronze 
“White Star’ Gate Valve, with 
screwed ends, outside screw 
rising stem, screwed-on yoke 
and bonnet, renewable, wear- 
resisting ‘“Powellium’’ seat 
rings and taper wedge solid disc. 


Fig. 560—200-pound Bronze Regrinding Hori- 
zontal Swing Check Valve. Screwed ends, 
screwed-on cap and regrindable, renewable 
bronze disc. 


Fig: 375—200 - pound Bronze 
“White Star’ Gate Valve with 
screwed ends, inside screw 





Fig. 1708—200-pound Bronze “White Star’ rising stem, union bonnet and 
Globe Valve, with screwed ends, union bonnet, renewable, wear-resisting 
renewable seat and regrindable, renewable Powellium” disc. 


“Powellium” semi-cone plug type disc. 


A century ago Powell started to pioneer in making valves for 
industry. At the close of the Civil War, Powell patented 
the famous “Bronze ‘White Star’ Regrinding Globe Valve’’, and through 
the years Powell Engineering has developed a most complete line of Bronze 
Valves. Today Powell can supply the correct valves for every kind of service 
in which bronze valves are applicable. A few examples are shown here. 


The Complete Powell Line includes Iron Valves of all necessary types, sizes 
and designs for intermediate steam, oil, water, gas and process lines; Cast 
Steel Valves of all types for pressures from 150 to 2500 pounds, some for 
temperatures up to 1400 F. and Valves for Corrosion Resistance in a wide 
range of specially adapted patterns and the greatest variety of pure metals 
and special alloys ever used in making valves. Catalogs on request. If you 
have any flow control problems, consult Powell Engineering. 


The Wm. Powell Company, Cincinnati 22, Ohio 


DISTRIBUTORS AND STOCKS IN ALL PRINCIPAL CITIES 
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Porto-Pawer 


PUTS HYDRAULIC POWER 


WHERE you want it! ... WHEN you want it! 


“IGHT spots and tough jobs are “duck soup” for Porto- 

Power. This compact, easily transportable hydraulic unit 
brings tons of power right to the job. Myriads of ingenious 
attachments permit Porto-Power to work with equal ease in 
close quarters or over long spans — at any angle, on 1001 
production and maintenance jobs. Tell your customers this 
Porto-Power story and cash in on big extra volume. 


A Product of BLACKHAWK MFG. CO., Dept. P1746, Milwaukee 1, Wis. 


on th’ 
crane 
lifting @ while 


k new 
its I installed. 


Here Porto-Power bends 
Monorail so chain hoists, 
etc., can roll around cor- 
ners and obstructions. 


A “pint sized’’ 7-ton 
Porto-Power ram slips in- 
to cramped quarters to 
lift a crane and permit 
rebushing of wheels. 


Porto - Power separates 
yen yo arog Al 
a6 a . Hy td eee. ogy cag oe 

ere a 10-tonPorto-Power | Ce ; in- 
combination  straightens =? a to toe-lift machin 
a drive shaft following a = ry. 
jam up on a conveyor, 
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FINISHES 


A POST-WAR PRODUCT 


For consumer and industrial use, now, for the first time ... these exceptional 
finishes! Created by one of America’s largest manufacturers, supplying 
makers of Refrigerators, Radios, Surgical Instruments and other products 


requiring a beautiful and lasting finish. 


\ 


—— : 


Gi 


— 


DISTRIBUTORS, INVESTIGATE APPROVED BY UNDERWRITERS LABORATORIES 
PLICOTE INC., PITTSBURGH, PA. + SALES OFFICE: 664 WN. MICHIGAN, CHICAGO 
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LONG LIFE 
LINE 


Woo “Matched Team" Transmits Power 


«..From Motor to Machine with Minimum Loss 


Wood’s V-Belt drive experience looks back to the 
early days of American and English methods of 
rope transmission, Wood’s having supplied indus- 
try with cast iron sheaves for these pioneer drives. 
Wood’s were thus thoroughly prepared to enter 
the new V-Belt drive market with their new type 
sheave for use with the V-shaped belt. 

Wood’s modern V-Belts and sheaves comprise 
a truly “matched team” for transmitting power 
from motor to driven machine with minimum loss. 
Sound engineering, precision design and construc- 
tion based on years of research and production in 
the power transmission field, stand back of the 
silent, dependable Wood’s V-Belt drive. 

Wood's precision V-groove sheaves have uni- 
formly spaced, perfectly designed grooves, accu- 
rately machined to gauges for width, depth and 


angle. Wood’s full molded, resilient, flexible 
V-Belts are designed for accuracy and efficiency. 

Engineered to work together . . . the proper 
groove contour of the sheave permits complete 
belt contact and uniform seating of the “tailor 
made” V-Belts . . . Wood’s V-Belt drives trans- 
mit energy from source to operated machine with 
maximum efficiency. 

Established by years of active sales effort and 
maintained by consistent advertising, the market 
for Wood’s products is well-grounded. Some 
attractive territory still open for progressive 
dealers. 

WOOD’S PRODUCTS 


FOR POWER TRANSMISSION 
Pulleys © Clutches © Hangers ¢ Pillow Blocks 
Couplings © Bearings © V-Belt Sheaves 
and Complete Drives 


T. B. WOOD’S SONS COMPANY, CHAMBERSBURG, PENNA. 


BRANCHES BOSTON, MASS 





NEWARK, N. J 


PITTSBURGH, PA 
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CLEVELAND, OHIO DETROIT, MICH 















SCRUGUN 
SCREW DRIVERS 
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Sell Hole Saws now... more sales later on 





le Van Dorn Drills. A Van Dorn '/,” Standard Drill 

y. has a capacity of '/2” in steel, 1” in hardwood. Equipped 

r with Van Dorn Hole Saws, it cuts clean, round holes 

fe up to 3!/,” diameter in any material a hacksaw will 

- cut...a lot faster! And, mounted in a Van Dorn Drill 

a Stand, the !/)” Standard makes a powerful drill press. 

th Performance like that has created a big demand for 
Van Dorn Drills. And that demand temporarily exceeds 

d our ability to turn them out. But it pays to urge your 

et 

1e 7 

> For Power Specify 

ks 


PORTABLE 








To Cut 3% Holes with a %’ Drill 






ELECTRIC TOOLS ~ 
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STANDARD DRILL 


Sell HOLE SAWS now for use 
with the 1” Standard Drill... 
in sizes from ¥y” to 3 Yh” 





SCRUGUN 


SCREW DRIVERS ELECTRIC A 


VALVF SEAT GRINDERS BENCH GRINDERS 


/ 










customers to wait a little longer for tools as productive 
as these... in future benefits for the user . . . in future 
sales for you! 


Meanwhile . . . there’s a big, profitable job to be done 
in selling Hole Saws and the other accessories which 
increase the value of your customers’ present Drills. 
This kind of selling keeps your customers Van Dorn 
conscious . . . and boosts sales opportunities when 


Van Dorn Portable Electric Drills are again readily 
available. The Van Dorn Electric Tool Co., 717 Joppa 
Road, Towson 4, Maryland. 


(DIV, OF BLACK & DECKER mFa. co. ) 


Alert jobbers everywhere have been quick to re- 
alize that the circle © line of fasteners is a real 


money-maker... that no matter how you look at 





it, the circle © trademark stands for greater prof- 








its all along the line. From cap screws to stove 
bolts every circle © product has the same uni- 
formity and quality that makes for plenty of prof- 
itable repeat business. You can be sure you're on 
the right road — the sure route to greater profits 
— when you follow the sign of the circle ©. 


aing wih. Lg 1a Py) ~- ‘ ets 


. 


- at eee, oe a 
an Cee SR a ° “0a 


ee wh i » 
oe “4 tits ‘a, ans Me. 
a 


* 

. atin * 

0% wi“? “im guilt “ 
‘wt @ 


BUFFALO BOLT COMPANY 


NORTH TONAWANDA, N. Y. - SALES OFFICES IN PRINCIPAL CITIES 
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‘ ADVERTISING 
AN[ 


SALES PROMOTION 


PROGRAM 





























Like what? The new Sterling 
Program for distributors— 

of course! 

Contains a multitude of good, 
sound sales helps— 

the double post card 

shown below is one of them! 


> 

















Double post card direct-mail pieces—in two 
colors—will really bring you inquiries for 
Sterling Sanders. They have your name and 
address on 'em—you make the mailing and the 
inquiry comes direct to you. Ask about this 
“sales-getter’’ today. Sterling Tool Products Co., 
384 East Ohio Street, Chicago 11, Illinois. 


STERLING porraste evectaic ‘ 
ano air-priven SANDERS 
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INDUSTRIAL MARKETS ALL OTHER MARKETS 
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DEMING PUMP 
MARKETS ARE 


Everyone 



































L PUMPS 








DEMING CENTRIFUGA 


.- tine includes 
Deming line 1n©  5ide suct 
The capacities of si ; 








itie two-stage Cone @ The move is on to electrify RURAL AMERICA. 
Loc self-priming, * ion returo units, Shoe: 
so ragal pumps, condense Millions of farm and rural non-farm people need and 
vertical 


camp will buy electric pumps and water systems. 


umps, 
cellar 
drainers, 


DEMIN 
T_ PEMING TURBINE PUMPS 


Popul . 
well Re = omg Water-lubricated deep 


Pye e Pumps ar b : ° 
Capacities from 15 © built in 
minute, The muttionee Ballons per 
of construction ies Chee ea! type 
ae unit 
Y depth f, 
face. All wees al” sur 
heads for ail types 
Of Power drive. 


Factories everywhere are constantly in need of a 
wide diversity of pumps for general water supply, 
and for an almost infinite variety of production and 
maintenance uses. 








Schools, hospitals, office buildings, libraries, stores, 
banks, institutional buildings of all descriptions, golf 
courses, swimming pools, and an endless list of other 
places are in need of pumps of many types and capacities. 





ALL are markets for DEMING PUMPS. ALL are 
markets for DEMING DISTRIBUTORS. 











(NOW is not too soon for Distributors’ Salesmen to study the 
potential sales possibilities of the COMPLETE Deming line. The 
time will come when they will be called upon to SELL with 
no need to apologize for deliveries!) 


THE DEMING COMPANY «+ SALEM, OHIO 


PUMPS AND WATER SYSTEMS 











water Sy 
sell DEM 
sell them 
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AMPCO TWIST DRILL COMPANY 
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conditions 





When production demands exceed the output of large expen- 
sive machinery, many a manufacturer is reluctant to invest in 


additional costly equipment to handle fractional increases. 
That’s a time when production men will welcome your re- 
minder that versatile, low cost Atlas 10” lathes are ideal for 
precision small parts machining, whether to augment existing 
equipment or to take over entire production runs. Send for a 
fresh copy of the latest catalog to keep yourself up to date on 
Atlas facts. Atlas Press Company, 410 S. Pitcher St., 
Kalamazoo 13D, Michigan. 
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While no picture can do full justice to rugged- 
ness of design and construction, the big cut- 
away view gives you at a glance the most 
important features of a widely applicable valve 
suited for severe operating conditions in proc- 


7 


essing and other work. 


B@ @ @ SS Union bonnet construction provides for 
easy dismantling and reassembly where 
frequent cleaning or inspection is neces- 
sary. Threads on outside of body are not 
subject to attack by fluids in line. 


{ 


,ae4 
PELE LLL LEAL RL LL 


mew @ oe we Heavy octagonal bonnet nut holds radial 
body bonnet joint in pressure-tight align- 
ment. 


gee 2 eS Nickel alloy wedges and renewable seat 
rings provide extra long service through 
hardness and resistance to corrosion under 
pressure. Valve may also be had with in- es 3 
tegral bronze seats. ee ee 


. 8 ibid ii 


This valve is furnished with rising or non-rising { ee : 
stem. Low in maintenance cost, this 200 Ib. anes. | 
bronze gate valve is typical of the Fairbanks 1 
line of bronze, iron body, and all-iron valves. 
Write today for further information. 


& 
™ fgirbanks om < Wi 
393 LAFAYETTE STREET, NEW YORK 3, N. Y. x 


520 Atlantic Ave., Boston 10, Mass. 748 M & M Bidg., Houston 2, Texas 15 Ferry St., Pittsburgh 22, Pa. 


IT’S WORTH LOOKING INTO BY EVERY INDUSTRIAL DISTRIBUTOR interested in a feature-crammed profit-building valve 
item “made to order for orders” . . . strongly backed by the long-established name of a w ‘Il-known manufacturer. 
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® “Blueclad”’ 
h j D F 
TRENTONNJ f pc ne a 
ont oe 


PACEMAKER IN WIRE PRODUCTS 


WIRE ROPE AND STRAND «~ FITTINGS °* SLINGS * ROUND 


AND SHAPED WIRE * COLD ROLLED STRIP + WIRE CLOTH 
AND NETTING « HIGH AND LOW CARBON ACID AND BASIC 
OPEN HEARTH STEELS * ELECTRICAL WIRES AND CABLES 
SUSPENSION BRIDGES AND CABLES . AIRCORD, SWAGEC 
TERMINALS AND ASSEMBLIES + AERIAL WIRE ROPE SYSTEMS 


“Blueclad” “Blueclad” 
Heavy Duty Wire Répe 
Steel Thimbles Clamps 
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“‘Blueclad” 
Galvanized 
Wire Rope Clips 












MEAN BUSINESS 


.»« When you handle ROEBLING WIRE ROPE 


















WHEN A MAN NEEDS WIRE ROPE, he can’t use excuses. He expects 
you to have what he wants and to be able to deliver it quickly. 





With more than a dozen completely stocked Roebling warehouses 
in principal cities throughout the United States you can offer faster 
delivery on practically any item any- 
where in the country. 


This is the kind of service that wins new 
customers... builds profits. Yet this is ee a 
only one point of the Roebling program. | a ew 


JOHN A. ROEBLING'S SONS COMPANY 
TRENTON 2, NEW JERSEY 


Branches and Warehouses in Principal Cities 





ROEBLING 


PactmAnen Im WIRE PRooUCTS 





PE oo aky 

















a HALF A MILLION MEN who 
ia buy or who influence the buying 
of wire rope are constantly being 
reached with big, colorful, 2-page 
advertisements. These messages, 
appearing in the leading business 
and industrial publications, mean 
greater sales for agencies handling 
Roebling Wire Rope. 

















Roebling engineers and re- 
search men in the mill and 
in the field are ready to help 
you solve tough technical 
problems. The results have 
won much repeat business 
for other suppliers handling 
Roebling Wire Rope. They 
‘can for you, too. 
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JOHNSON BRONZE 
DISTRIBUTORS SELL 


A Complete Bearing Service 


There are many reasons why leading Mill Supply Dis- 
iributors ... everywhere... prefer to sell Johnson Bronze. 
One reason in particular is that they make—more profit 
per call. At each stop they are able to give each custo- 
mer a complete bearing service. This includes such items 
as Johnson UNIVERSAL Bronze Bars; Johnson General 
Purpose Bearings; Johnson Electric Motor Bearings, and 
Johnson Babbitt. This “one-stop” service sometimes 


changes a no-sale c1i! into a profitable transaction. 


Another worthwhile reason is the wide market for 
Johnson Bronze. Every type of industry . . . from the super 
giants to the small repair shop . . . is a possible customer 
for Johnson Bronze. Quality bearing bronze is a neces- 


sity wherever wheels: turn. 


Johnson Bearing Bronze is easier to sell. Every item in 
the line is oi ihe highest quality available. Steady, con- 
sistent advertising has built a nationwide acceptance 


for our products. 


Why not investigate the possibilities of selling Johnson 
Bronze in your territory? You will find a connection with 
Johnson Bronze a pleasant and profitable affair. Write 
for details ... TODAY. 


JOHNSON BRONZE COMPANY 


535 S$. MILL STREET ee e« e NEW CASTLE, PA. 
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“Your Molded Goods are giving us 
a Great New Opportunity” 


—say big supply houses 


Pe il — 


| ar ee 


LERT distributors are finding that 

Goodyear’s Molded Goods Department 

affords them an enviable opportunity to go 
after new and highly profitable business. 


Our rubber-molding plant at St. Marys, Ohio. 
is the newest and best-equipped in the world. 
There all of Goodyear’s highly specialized 
skill and experience are brought to bear in 
shaping rubber products to the widest range 
of specifications, to every degree of tough- 
ness, hardness, elasticity and pliability, down 
to the most precise tolerances. 


It’s having first call on facilities like these 
that gives Goodyear distributors a distinct 


~ 
JN y! 


Goodyear's Molded Goods Plant, 
St. Marys, Ohio 


aie —. Sako 
co 


edge in soliciting new accounts, in solidifying 


old ones, 


And when you consider the high dollar 
volume—the healthy profit margin—the con- 
sistent advertising support of all Goodyear 
Industrial Rubber Products— it’s easy to see 
why the Goodyear line is classed among the 
first three money-makers by successful 
distributors. 


If you'd like a bigger slice of the available 
business in rubber products, why not see if 
there’s a Goodyear franchise open in your 
territory? Write today to Goodyear, Akron 
16, Ohio or Los Angeles 54, California. 


GOOD*YEAR 


INDUSTRIAL RUBBER PRODUCTS 
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Threadwell cold-tempering of every high speed tap, at 


120° below zero, means better threads as well as more of 
them per tap. 

It won't take your customers long to find that out for 
themselves, so once you get them to try Threadwell 
COLD-TEMPER Taps the repeat business builds sure and 
steady volume and profit for you. 

Threadwell advertising is directing every tap user in 
your territory to the Threadwell distributor. Now is the 
time to make the most of the powerful selling advantage 
that is yours when you recommend Threadwell COLD- 
TEMPER Taps. 








THREADWELL SCREW PLATES as- 
sure straight, accurate threading. Each die 
is furnished with a pressed steel guide that 
makes it easy to cut standard, oversize or 
undersize threads, Every shop is a prospect 
for these attractively packaged sets. 


THREADWELL KEYWAY CUT- 
TER SETS provide the fastest, sim- 
plest nether of cutting keyways to 
standard width and any desired depth 
in gears, cutters, couplings, pulley 
hubs, etc. Threadwell offers an ides 
Arbor Press to use with them. Noth- 
ing like this set on the market. It sells 
on sight! 











THREAD WELL TAP AND DIE COMPANY - eee MASSACHUSETTS, U.S. A. 


CALIFORNIA OFFICE, THREADWELL TAP & DIE CO. OF CALIF., 1322 SANTA FE AVE. LOS ANGELES 21 
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Only the KENNEDY 
WEDGE GATE VALVE 
has all these features 


Some of these details provide extra strength. 
others provide extra tightness, resistance to wear, 
ease of operation or convenience of repacking or 
dismantling and reassembly. 


Some of the details are vital to satisfactory service, 
and others are of lesser importance . . . but they 
show the careful attention to every element of 
valve design and construction that makes KEN- 
NEDY Valves easy to sell and helps you get repeat 
orders. 


The KENNEDY Catalog describes all the special 
features of these extra value valves and lists the 
entire line of KENNEDY Iron Body and Bronze 
Valves for all standard pressures and services. 
Write for your copy and for discount sheets today. 
Your customers are sure to be interested in KEN- 
NEDY Extra Valves if you point out these features 
to them. 


THE KENNEDY VALVE MFG. CO. 
ELMIRA * NEW YORK 
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One of a series of advertisements 


explaining how Kennedy gives careful 
attention to the details of valve design, 
construction and workmanship that pro- 
vide maximum effectiveness, convenience, 
and length of service. 
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KENNEDY valves... pine fittings... re hydeants 
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In every shop, in every plant you call on, much metal cutting 
must be done by hand. Here, just as in power sawing, Atkins has 
the right tools for the job—“Silver Steel’ Hand Hacksaw Blades. 
Show your customers and prospects that shop men equipped with 
these blades are bound to do better work at lower time and 
tool costs. Tell them that tough, keen teeth that take a deep 
bite of metal at every stroke... blades that stand up and need 
less changing... are points that make a good workman better. 


Decide now to promote “Silver Steel” blades at every 
Atkins “Silver Steel” Hacksow opportunity. It pays! 
Blades, typical members of the My, 
complete Atkins line of fast-cut- * of v 
ting long-performing saws for ; y E. CC. ATKINS AND COMPANY 
every cutting job. h g 402 S. Illinois St., Indianapolis 9, Indiana 
AGENTS AND DEALERS THE WORLD OVER 


Makers of Getter Saws for Euverg Cutting Gob 
POWER AND HAND BLADES ¢ MILLING SAWS. e¢ SEGMENTAL COLD -SAWS e¢ METAL CUTTING BANDS 
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F C/R Mallets contain 
same non-chipping, 
non-shearing 
rawhide as hammers. Won't 
discolor, smear or 
mark surfaces. 


C/R Mauls increase 
production, reduce costs 
on dieing out operations... 
Surnish ample protection 


of dies, too. Refillable. 








C/R hammer faces of coiled 


rawhide may be quickly 

replaced in the permanent 

malleable iron heads, 
Hdvetiining Sigyoor Too! 


Phe major markets for rawhide mallets and hammers 


R Malletand Hammer advertising 
supported by this in- 


are covered by the ¢ 
campaign Your sales efforts are 
dustry-wide coverage which tells your customers why 


Nothing like Chicago Rawhide 


a supply of these better mallets and hammers in stock? 


There's Do vou-have 


_ NOTHING PROTECTS LIKE RAWHIDE 





: bo te 


AND THERE'S N NOTHING LIKE CHICAGO © RAWHIDE | 


i 


.. Vontiats beat rawhide. Mallets and han, 


aa "mers. thade. from this tough, resilient mate- 
“rial deliver the most. power with the most — 


‘ _ protection... preserving delicate finishes and 
4 apenas eines: Chicago is the best in 


1205 ELSTON AVENUE - 
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Rawhide. Carefully selected hides... special 


seasoning and manufacturing processes - . . 
Chicago Rawhide’s 58 years’ experience — 
all add up to give these superior malletsand 
hammers top-notch resiliency and durability. 


CHICAGO 22, ILLINOIS 
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GORHAM TOOL COMPANY 


14400 WOODROW WILSON AVENUE 
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go big with mining engineers! 
* Pd A market study on pump operation in 17 industries 


recently uncovered this striking fact: The two greatest 
causes of pump failure are packing troubles and wear 
on parts! 

In the mining industry, where pumps are paramount, 
superior packings are looked for. That is why the 
complete line of easy-to-select, performance-proved 
PALMETTO Packings goes as big with mining engineers 
as it does with engineers of all industry. 

PALMETTO Packings are self-lubricating — easier on 
the wearing parts. Quickly replaceable PALMETTO Pack- 
ings cut maintenance time to a minimum — reduce 
shut-down production losses. They are simple to select— 
so there’s no need for stocking heavy inventories. And 
PALMETTO Packings are suited just as well to every 
mining service. 

Sales ammunition? The PALMETTO line loads you 
with it for more sales — with orders repeated . . . and 
repeated .. . AND REPEATED! 

Our ABC Packing Selection Chart and the new PALMETTO 
Packing Comparison Chart (with price list) furnish the de- 
tails. Write for your copies today, and keep them handy. 














QF: a St 


© Some PALMETTO Packings 
for the mining industry 


PALMETTO Braided—for ‘steam, air and 
general service 

PALMETTO Plaited, PALMETTO Hydravu- 
lic Duck, PALMETTO Flax — 
‘for hot ond cold water 

PALMETTO Twist—for valves 

PALMETTO Plastic—for general utility 

PALMETTO Spiral (High and Low pres- 
sure)—for reciprocating rods 

PALMETTO SUPERSHEAT — all-purpose 
jointing 

PALMETTO High Pressure Folded Gaskets 
—for boilers - ‘ 














Monvfactured by 


GREENE, TWEED & CO. 


Bronx Bivd. at 238th St., New York 66, N. Y. 
Plants at New York City and North Wales, Pa. 
GT.1531 


PALMETTO pacnincs 
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" PELRO—for fuel oil ae 
* SUPER CUTNO—for acid mine water 

























The answer is... MORE SALES! 

















— rings doorbells for distributors in thousands of plants, 
through advertisements like this in leading industrial papers 

. . . asking a question that usually starts something . . . something 
that may lead to a sizeable sale. That’s part of Fafnir’s plan to help 
its distributors MAKE More SALES IN More P1aces. The Fafnir 


Bearing Company, New Britain, Connecticut. 








MOST COMPLETE LINE IN AMERICA 


- es 
: NG % ee es Po eer 
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TOOL HOLDERS 


For Every Operation 


CUTTERS 


All Types for Tool Holders 


WRENCHES 


A Complete Service 


Both Corbon ond Alloy Stee 


MACHINE SHOP 
SPECIALTIES 


Eucluarve Features 


evar 
, 


LATHE DOGS 
Square Heod or Sotety Type 


c Aree 
E 


For Eve ‘equirement 


HOLD-DOWN and 
SET-UP TOOLS 
All Types ond Sixes 


Pe 


KNURLS 
Precision Hob-Cut 


EYE BOLTS 


Proof Tested Dependable 


ARMSTRONG BROS 
PIPE TOOLS 


ARMSTRONG BROS 
CHAIN TONGS 
For Pipe and Fittings 


“Across the Board’ means 


Pipe Tool Profits, too 


For new construction, alterations or day by 
day maintenance, pipe tools are being bought 
continuously. Industrial distributors who cata- 
log, stock and sell ARMSTRONG TOOLS 
“Across the Board” get a full share of this 
business because they have “ARMSTRONG 
BROS.” Pipe Tools—a quality line that includes 
Solid Pipe Dies, and Stocks, Adjustable Pipe 
Dies and Stocks, Receding Threaders, Chasers, 
Pipe Vises, Pipe Cutters and Cutter Wheels, 
each a complete top quality line in itself. 


Write for Pipe Tool Folders 
ARMSTRONG BROS. TOOL CO. 


"The Tool Holder People" 


305 N. Francisco Ave. Chicago 12, U. S. A, 


Eastern Whse. & Sales Office: 199 Lafayette St., New York 12, N. Y. 
Pacific Coast Whse. & Sales Office: 1275 Mission St., San Francisco 3, Calif. 
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Century Form J motors driving a 
battery of automatic screw ma- 
chines where tolerances are 


often held to .00025”. 





























y 


ee motors are 
widely known for their ability to run smoothly 
and quietly — and with an unusual free- 
dom from vibration. On machine tools this 
means that production parts, tools, dies, or 
fixtures are more accurate because vibra- 
tion is not transmitted to the driven machine. 


Precision built to match the precision of 
the machines they drive — Century motors 
stand up under the toughest kind of operat- 
ing conditions. Rugged frames, accurately 
machined feet, accurately aligned bear- 
ings, and many other features contribute 
to their outstanding performance. 


Engineered to the functional character- 
istics of the machines they drive to assure 
top performance — Century motors are a 
vital factor in producing a better product 
at a lower cost. 


Century motors are available in AC or 
DC types and sizes from 
1/20 to 600 horsepower, 
Specify Century motors on 
all your electrically pow- 


ne ered equipment. 











460 


CENTURY ELECTRIC COMPANY .- 1806 Pine St., St. Louis 3, Missouri 


Offices and Stock Points in Principal Cities 
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Tell your customers about the advantages of the 


la 
DELTA HAND FILES 


File Faster.* Last Longer. Custom 
made for every filing job. filing jobs done quickly and done right! 


Delta Rotary File. It’s setting a pace in getting 


They can use it in electric or air driven port- 
able machines. It will do any one of hundreds 
of filing jobs for them. 

Delta Rotary Files, hand-cut or ground, come 


in every shape and size. 





DELTA FILE WORKS, 4837 JAMES STREET, PHILADELPHIA 37, PA. 


Haier’. 


*Actual scientific tests prove that on the average ; Ff t iL = % 


Delta Files will remove 25°; more metal in the some 


time with the same effort. J Pa i 4 ie aioe a 
A 
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Whether it's one flare or many thousands 


IMPERIAL FLARING TOOLS 


will do it faster, better, easier 


Whatever your customers need in the way of a flaring tool 
for soft, thin-wall copper, aluminum, brass, or steel tub- 
ing, Imperial has it. 

Each of the Imperial tools makes accurate 45° flares for 
S.A.E, flared joints. The four tools illustrated here are typi- 
cal of the complete line of Imperial Flaring Tools—tools 
that are so widely used in industry they have become the 
standard of comparison. 

These flaring tools, along with Imperial tools for cutting, 
bending, swedging, refacing, etc., form a great team that 
speeds up tubing connecton work and makes tight joints 
that stay tight. 


Hew Production Tube Flarer. Provides an exception- 
ally speedy, economical method of making S.A.E. flares 
on soft, thin-wall metal tubing on a production basis. Can 
be used on any drill press with movable table. Tubing is 
securely held in jaws of flaring fixture by a slight move- 
ment of the hand lever. Spreader cone, embodying 3 small 
rollers, is fed by spindle to produce flare. Flares 1/4”, 
5/16”, 3/8”, 7/16”, and 1/2” O.D. tubing. Catalog No. 
456-F, $37.50 each. 











New Wide Range Tool 


With this one flaring tool you can 
flare 9 different sizes of tubing. 
Has two flaring bars and one slip-on 
yoke. One bar flares 1/8”, 3/16”, 
1/4”, 5/16", 3/8” and 7/16” O.D. 
sizes. Other bar flares 1/2”, 5/8”, 
and 3/4” O.D. sizes. Eliminates need 
for having several tools to cover a 
complete size range. Furnished in 
— kit. Catalog No. 375-FS, $6.25 
each. 


Flaring Tool with Slip-on Yoke 


Just slip yoke over flaring bar and 
turn slightly. Inside edges of the 
yoke are slotted so that once in posi- 
tion a slight turn holds it in place. 
It’s surprising how much this im- 
provement speeds up flaring. Cata- 
log No. 193-F flares 3/16”, 1/4”, 
5/16”, 3/8”, 7/16”, and 1/2” O.D. 
tubing, $3.25 each. Catalog No. 
195-F flares 1/4”, 5/16”, 3/8”, 1/2” 
and 5/8” O.D. tubing, $4.25 each. 


Double-Flaring Tool 


Provides a new simple method of 
making accurate 45° double flares 
on thin-wall, soft steel, soft copper 
and aluminum tubing. Insures 
against cracking of welded or brazed 
steel tubing when flaring. Makes 
flares with double thick walls. Also 
makes single flares. Complete in 
metal kit. For 3/16”, 1/4”, 5/16", 
3/8” and 1/2” O.D. tubing. Catalog 
No. 93-FB, $7.00 each. 























THE IMPERIAL BRASS MFG. CO., 511 South Racine Avenue, Chicago 7, Illinois 


IMPERIAL? 


Pioneers in Tube Fittings and Tube Working Tools 
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‘ R.*BoOuha nan 


MILLING CUTTERS 
Plain , 
Side 
End 
Angle 
Keyseat 
Convex 
Concave 
Inserted Blade 
Slitting Saws 

Form Relief Cutters of 


Any Contour High Speed 
and Carbide Tipped Tools 


Milling Cutters 

Flat Form Tools 
Reamers 

Circular Form Tools 
Counterbores 


and many other 


special tools 


We manufacture a complete line of standard milling cutters, 
including slitting saws, plain side, half side, end, and angle mills, 
as well as keyseat, T-slot, convex, concave, and corner rounding 
cutters. We sell only through recognized, qualified supply houses, 
through whom our attractive catalogs are distributed. Our policy 
of maintaining large stocks of standard milling cutters on hand 
at all times, enables us to make shipment within twenty-four hours 
after receipt of an order. 


Lake Shore Tools are designed and manufactured by men 
who have been associated with the cutting tool industry for many 
years. Our modern plant is one of the best equipped in the 
country. As a result, the Lake Shore name is a national hallmark 
of cutting tool quality. Our engineers will also design special tools 


for your customers from a blueprint or sample. 


Write us for complete information, telling what territory you 
cover and what lines you now handle. If you can talk the language 
of the machine shop, it will be worth your while. 


LAKE SHIRE TOOL WORKS ~ 
INC. 2 


> 
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“Fits As It Grips . . . And It HOLDS” 


Now—get volume profits on this new high grade tool that can be sold 
in quantities to individual shops, plants, garages, homes. . . for use as a 
wrench, pliers, vise or clamp. It combines an entire tool kit in a single 
wrench. A wrench that Jocks as it grips ... and holds with more than 
a ton pressure, even when the hand is removed. 


Toggle lever pressure applied easily with one hand . . . unlocked with 
the flick of a finger. Has thousands of uses. Ideal for positioning and hold- 
ing small pieces for drilling, threading, bolting, riveting or welding. 


Write Today for Wholesale Set-Up on this quality tool 

that is suitable for the finest mill-supply and auto equipment 

outlets, or, for neighborhood hardware stores. It's a volume 

business backed by comprehensive counter displays, dealer 
helps and national advertising. 








production - 


AIR” handling speeds 


Here's a case of one back-saver helping to build 
another .. . a P&H Zip-Lift Hoist placing the “inners” 
in electric dishwashers. It’s an assembly line 
operation—so speed is a must. Equally important is 
the gentle, precision “spotting” of the load. 


ID S ” ———— Jobs of this kind are made to order for Zip-Lifts. 

os acme Traveling “thru-the-air’ they move direct—over 
assembly lines—leaving all floor space for 
production. Smooth electric power makes it 
easy ... push buttons provide accurate contro! .. . 


a single = A) an unbeatable combination for the production line. 
re than 





1 be sold 
use as 4 





But P&H Zip-Lifts are far more than an assembly 
oiaied line aid. “Thru-the-air’ handling speeds the flow of 
ked with a CRANES. materials throughout the plant—from raw to finished 
ind hold- 5 G i state! A P&H Hoist Engineer will gladly demonstrate. 
2g. Call him in... or write for free Zip-Lift Bulletin! 






































General Offices: 4538 W. National Ave., Milwaukee 14, Wis. 
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A MINUTE 


—yet the Red Elastic Collar 


protects permanently 


Vibration —from 1,950 sturdy hammer 
blows a minute — developed two prob- 
lem spots on the No. 36 Black & Decker 
Portable Electric Hammer. First, where 
the nuts had to lock in position on 
top of the spring-loaded-pins. Second, 
where prestressed nuts had to hold the 
vibrating tool-retainer-yoke to the spring- 
loaded-pins. All types of conventional 
fasteners failed. ESNA Elastic Stop Nuts 
held permanently! — just as they 


have held permanently against 


vibration on other types of ESNA 
hammers for over fifteen years. 
TRADE MARK 


against VIBRATION 


ESNA Elastic Stop Nuts are self-locking, 
easily removable, and reusable over and 
over. They protect permanently against 
Vibration, Corrosion, Thread Damage, 
Liquid Seepage and Costly Maintenance. 
Here’s a challenge: Send us complete 
details of your toughest bolted trouble 
spot. We'll supply test nuts — FREE, in 
experimental quantities. Or, if you want 
further information, write for literature. 
Elastic Stop Nut Corporation of 
America, Union, New Jersey. 
Representatives and Agents are 


located in many principal cities. 





Black & Decker No. 36 
Portable Electric Hammer 


The RED ELASTIC COLLAR 
= denoting an ESNA product — 


...is threadless and permanently 
elastic. Every bolt—regardless of 
commercial tolerances — impresses 
(does not cut) its full thread con- 
tact in the Red Elastic Collar to 
fully grip the bolt threads. In addi- 
tion, this threading action properly 
seats the metal threads — and elimi- 
nates all axial play between bolt 
ond nut threads. 


All ESNA Elastic Stop Nuts —re- 
gardless of size or type —lock in 
position anywhere on a bolt or stud. 
Vibration, impact or stress reversal 
cannot disturb prestressed or posi- 
tioned settings. 








ELASTIC STOP NUIS 


INTERNAL ANCHOR INSTRUMENT 
WRENCHING MOUNTING 


PRODUCTS @F: BLASTIC STOP NUT CORPORATION OF AMERICA 


48 
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C H GANG 
a bee 





Rn Me lh 


TEXROPE 


"MAGIC-GRIP” SHEAVES make the job easy! 


Eee slide it on the shaft — move it into exact alignment, 
using a straightedge if desired — then tighten three cap 
screws. It's easy as that. 

Sheave and bushing come completely assembled. No 
hammering, no filing or reaming. The patented “Magic- 
Grip” Sheave gives a powerful clamp fit without backlash, 
shear or wobble. Yet it can be taken off as easily as it goes on. 


CC 


V-BELTS 


TEXROPE c lete line 
— Sizes, cypes for every 
power transmission prob- 
em and condition, 


ALLIS © CHALMERS 
TEXROPE V-BELT DRIVES 22335 


You save manhours and money the first time you mount a 
Texrope ‘Magic-Grip” sheave — and every time after. In 
addition, there are no set screws to score shaft. And because 
you don’t hammer it on, you can’t damage motor bearings! 

These advantages cost you nothing extra. For details call 
your A-C office or dealer, or write for Bulletin B6310. 
ALLIS-CHALMERS, MILWAUKEE, 


SHEAVES 


. 


ORIGINATORS OF THE MULTIPLE V-BELT DRIVE ‘ARI-PITCH sheaves. 


HEAR THE BOSTON SYMPHONY: Every Saturday Evening, American Broadcasting Co. A 2008 
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Haue a Look at 
“THE RECORD’ 






J O help your customers 
offset mounting produc- 
tion costs, this new Bright- 
boy catalog embraces: 
%* Methods and Applications 
* Operating Data 
—that show TIME and WORK 
SAVINGS through the use of 
Brightboy’s rubber-cushioned, simul- 
taneous BURRING, FINISHING 
and POLISHING action. 
In your hands, the new Brightboy Cata- 
log is a timely, powerful sales tool. It 
is being featured in current Brightboy 
advertising, reaching thousands of pro- 
gressive engineering executives and 
shop men. Brightboy sales promotion 
extends right into your territory, and is 
closely integrated with the Brightboy 
distributor-franchise plan. WRITE 
NOW FOR FULL DETAILS. 


































BRIGHTBOY INDUSTRIAL DIVISION 
Weldon Roberts Rubber Co. Newark 7, N. J. 
















3 Brightboy Textures: 
STANDARD, FINE-TEX and TUFF-TEX. 
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You hit the 


Jack it 


with 


DUFF-NORTON 


ACKS 


You pile up extra profits when Write for a supply of effective 
you stock and sell Duff-Nor- Duff-Norton sales promotional 
ton Jacks. Your salesmen add material— it’s free! 
extra dollars to every order 
by checking the customer’s 
Jack requirements. 
The husky power and easy 
operation of every one of the 
wide line of Duff-Norton Jacks 
means satisfied customers and 
added business—it means hit- 


ting the Jack Pot for you! 


you'll giscover that 
your customer WW 
prospect — ad 


4s, > 
"Aguisneo 


THE DUFF-NORTON MANUFACTURING CO. 
ee _ PITTSBURGH, PA. | 
: Canadian Plants COATICOOK, QUEBEC 
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We don’t like to point... but this does concern the 
Sales Appeal of your customers’ products. 


They no longér have to be satisfied with just’ any 


gauge ...there’s»a completely new line for them to 
shop from... for you to sell...new/inside and out, 
new in color, easy to look at, easy/to read, and im- 
agineered from years of gauge making and research 
by U.S.G. 


Pardon us again for sales-pointing but over 6 





out of 10 original equipment manufacturers choose 


U. S. Gauges. — 


UNITED STATES GAUGE, SELLERSVILLE, PA. 


USG 
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EASILY CUT-OFF 
TOUGHEST STEELS 


Steels just don’t come too tough for MARVEL Giant Hydrau- 
lic Hack Saws. Take, for example, the three No. 18 MARVEL 
Saws, at the Babcock & Wilcox steel mill, shown above. These 
machines are used to cut test specimens from sample pieces 
of stainless and other tough alloy billets which are checked 
for seams, pipes, etc., before being drawn into tubing. It takes 
tough steel to make the best tubing, and it takes modern saw- 
ing equipment to cut it rapidly, accurately and economically. 
With 10 types of metal-cutting saws, each available in a series 
of variations, MARVEL can furnish sawing machines that 
exactly meet your requirements. If you have a metal-sawing 
problem—call in the local MARVEL Sawing Engineer. 


Write for MARVEL Catalog or check it in your Sweet’s Catalog Files 


ARMSTRONG-BLUM MFG. CO. 


"The Hack Saw People"’ 
5700 Bloomingdale Ave. Chicago 39, U. S. A. 


Eastern Sales Office: 225 Lafayette St., New York 12, N. Y. 
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No.1 
Capacity: 4x4 
No. 2 


Capacity: 6'x6 


No. 6A 
Capacity: 6°" 6 


No. 9A 
Capacity: 10 «10 


No. 8 
Capacity: 18° x18 


Copocity: 18 x18" 
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All-Purpose S 0 U z 


5 roi ; Di PHENOL 
arena | ABRASIVE 


are combined with heat resisting phenolic resin 

on a resin impregnated fibre backing to make this D { S C 
moisture-proof, fast-cutting, longer-life disc. 

Even with continuous cutting action, this sanding 


disc will run cool and clean. It reduces the 


drudgery of sanding jobs and saves time. It has CUTS FASTER « LASTS LONGER 
amazing flexibility for concave, convex and re- 


verse curve sanding. 


Write for details and discounts 


N : 
STANDARD THE . tis . . WORLD OVER 
3 
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guns FARRIS Ste... 






















Cast Steel Vidhuri-Type Safety- 
Relief Valve No.’ 2675, for difficult 
services on mixtures of gases, vapors 
and liquids, where flashing condi- 
tions prevail, or when high-capacity 
relief is essential. Sizes: 1/2” to 
6". In steel forPressures to 600 
Ibs.—1000°F, Type 2550, in cas? 
iron (40,000 tensile) for pressures 
to 250 Ibs. —450°F. 





he: 


Ch 
A 7” ALIGNMENT for pRecisiow 


ie 


\ "Believe it or not, Mr. Distributor, I'm helping you sell FARRIS Safety and 
Relief Valves. It’s been going on for months! 

“A recent survey shows us that many of the boilers in 24,000 U. S. plants 
need safety valve replacement. So, | am scheduled to meet and pre-sell 
eS, ' the engineers of those plants through the pages of over 20 engineering 

cA “<=. \ publications. 
%. . he “In the April issues of these magazines, | acquaint your prospects with the 
’ | = Precision Alignment feature of FARRIS Valves which assures safe, pressure- 
saving blow-down operations. 
“In preceding advertisements, other FARRIS girls have told of the advan- 
j tages of “high-lift” and “fewer-parts” in FARRIS Valves. And we'll 

e 4 ; continue to ease your selling job by setting the sales stage before you 
make your entrance. 

“But, my job is only to open the door for you. Yau can get your foot in, 
though, by letting valve users in your territory know that you carry the 
FARRIS Valves which we FARRIS girls tell them about each month. You 
see, we “warm-up” your prospects before your selling job starts. That’s 
certainly better than starting cold! 

“If you want fast turn-over — with long discounts, take advantage of 
the ground-work we're laying with our attention-getting advertising and 
sales promotion.” 

Distributors who do not already handle FARRIS Valves might do 
well to ask for our sales set-up. And write today for the new FARRIS 
catalog. 


























FARRIS ENGINEERING COMPANY 
360 Commercial Avenue, Palisades Park, N. J. 
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ANY HAND YOU PICK from this 57-“card” 
pack will be “tops”! They’re all part of a new, 
hard-hitting campaign planned to give Author- 
ized Carboloy Distributors a complete promo- 
tional program for local use. 

Provided free to our distributors—each folder, 
insert, postcard, ad mat, blotter and display is 
carefully designed to... 


Help the distributor build greater sales 


By stressing the convenience of buying 


CARBOLOY COMPANY, INC., 11131 





(TRADEMARK) 


FOR WINNING SALES = 





Standard Carboloy Products from local distrib- 


utor’s stocks. 


Aid in building distributor prestige 
By clearly identifying the local distributor as 


an authorized source of EXPERT Technical 
Service on Carboloy Cemented Carbides. 


... 57 sales-producing “aces” in a brand-new dis- 
tributor campaign; another on the list of factory 
aids to the men who keep the factory humming. 


E. 8 MILE STREET, DETROIT 32, MICHIGAN 


CARBOLOY 


CEMENTED CARBIDES 


STANDARD TURNING, BORING, FACING TOOLS « STANDARD BLANKS « CENTERS * WHEEL DRESSERS * MASONRY DRILLS 
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FIRE 
TAKES ONE ,' 


























5.0.5. te day, week after See SS te 
— wo paqenatinmerendliee LOOK FOR THE DISPLAY FEATURING 


month, an average of 24 


THIS DRAMATIC ILLUSTRATION 


You will find it in leading hardware, auto acces- 


Americans—men, women, 
children —are killed by fire. Yet, the great 
majority of these deaths could easily be prevented 
by proper protective measures. A General Detroit 
portable fire extinguisher, properly placed and 

s properly used, stops fire before it spreads, saving 
1 countless lives and preventing millions of dollars 
of property damage. 





sories, marine, mill, janitor, and electrical supply, 
and other retail and wholesale outlets. It is your 
guide to dependable fire protection for car, truck, 
boat, plane, home or factory. 


ba Raee 



















Make sure your family, your employees, and 


5 your property are safe from the menace of fire. tb eet ~ 24 Oey 
General Detroit manufactures a complete 
J line of portable fire extinguishers—the 
4 IF IT's Yel, IT’S DEPENDABLE right extinguisher for every fire hazard. 
HE (AENERAL TjETROIT (CORP. 
»| SOS FineGuand vaporizing liquid fire extin- T = |B a nl G 
guisher (shown above) is especially effective on 2270 E. JEFFERSON + (DETROIT 7, MICH 
electrical, gasoline, oil, and grease fires. Handy NEW YORK CHICAGO DALLAS 


one-quart size for motor vehicle or home use. West Coast Affiliate: The! General Pacific Corr. 
Patented Safety Phlare cylinder design assures Los Angeles San Francisco Seattle 
new pump action at all times. Underwriters’ Distributors in Principal Cities 
Classification B-2, C-2. 
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TAPPING 


RDENED, SELF 
REWS 


speet-MeET AL sc 


MONEL METAL 
EVERDUP. 


mmonly used Heads-+° 


g method can give yO jme-savings of 
as much 45 50% under your present 
ive Y e self-aligned t between screw 
f 


ews— 
n Phillips Sc ve yO 
riving -- the slash-P 
on for 7o# that comes £0 
suring higher perfection-Pe 


u the t 


in any type-- 

w.drivin 

Phillips Scr 
rae 


No other scre 


ly in the range of 
larly stainless steel. 
y different anal- 
uses. make use © 
metallurgical research. 
4 metal that 


especial 
d particu 


juminum, 
Phillips S¢ steels in man 
specifications ictated by different 


d experience an now-how in 
merican Phillips Screws 
m.-- and t 


fastening Pf° 


Is..-? 
salizes in 
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We're 
“Telling the 


you know youte baying World” 
"GETTER EQUIFMUENT about 


@ The j Vaives, Lubri . or Air Devices on power equip 
ment is an indication that the equip #t itself is of superior construction and efficiency 
It's the quality-minded manufocturer who selects Lunkenheimer products for his) 
equipment. He knows the Lunk ion for correct engineering, advanced 


design, superior workmanship . . . he knows his equipment will give better perform- 
ence with less trouble, when fitted with Lunkenheimer Valves or other devices 
He knows, in short, that his own product is thus given added satability, and in use 
will give the purchaser meximum results at minimum cost 

















Whenever ond wherever you purch power equip units, you'll be wise to look 
for the Lunkenheimer name on velves and lubricators—a positive guide to volve 
THE LUNKENHEIMER COMPANY, Cincinnati 14, Obié, U.S. A. (Offices: New York 13, 
Chicago 6, Boston 10, Philadelphia 7. Export Department: 318-322 Hudson Street 


New York 13. N.Y) 
o s “e «et he en ie ven bis 
. ded Sales Advantage. If your products require the vie 
- I “ o s tel 
q ms aweh ean ont © wovide ext 
Os i ‘ iw IMER DISTRI , 
G 














5 tle VALVES 


BRONZE, IRON, STEEL, AND CORROSION RESISTANT ALLOY VALVES 
AIR DEVICES, LUBRICATORS, AIRCRAFT FITTINGS 








Cooperation with our Distributors is basic Lunkenheimer policy. We're proud of 
the better valve service our Distributors render... and we consistently “‘tell the 
world” about that service in every Lunkenheimer advertisement. This builds more 
business for our Distributors, and for us. It’s the kind of cooperation that pays — 


and PAYS! 
THE LUNKENHEIMER ce: 


—=“QUALITY’=— 


CINCINNATI 14, OHIO, U. S. A. 
NEW YORK 13 + CHICAGO 6 « BOSTON 10 + PHILADELPHIA 7 + EXPORT DEPT. 318-322 HUDSON ST., NEW YORK 13, N. Y. 





ABOVE AD IS NOW APPEARING IN FOLLOWING PUBLICATIONS: 
Sugar * Power Plant Engineering * Southern Power & Industry * Industry & Power * Purchasing 
Oil & Gas Journal * Petroleum Refiner * Petroleum Engineer * Textile World * Cotton * Power 
National Engineer * Chemical & Metallurgical Engineering * Paper Industry & Paper World * Food Industries 
Factory Management & Maintenance * Manufacturers Record ° Mill & Factory °* Mechanical Engineering 
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ne “B-Line” HAS THE RIGHT SOCKET SCREW FOR EVERY APPLICATION 





Which One Is Strong Enough? 


» Phe BRISTOL “Hea” apetet serene bardened ovier dium a, eomecinily” where vilwa- 1 "aati? 
us wack Gilferent from the wrdinary hex eters a. with dom. octane, Po cand dadepeenh Ghat os 
eee cng = = Hc \ | sae now sasy 
“Matipedaine sc. ping the shred exe porate tightnste = AT 0S oer 
4 BRISTOL'S “B-LINE”’ 
BELT HOOKS 
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BRISTOL'S “B-LINE” — 
Trunimission Belt Hooks re 
PAST end TRUE 
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Only Bristol...in socket screws 
gives you help like this 


Aggressive advertising* —- featuring the ex- tractive profit structure, promotion plans, ete. 
clusive sales point that Bristol offers the cor- _It’s all contained in the “Bristol B-Line Plan 
rect socket screw for each application —is one for Distributors”. Make a date to see it by 
of 14 reasons why distributors get more value _writing today to The Bristol Company, Mill 
from a Bristol “B-Line” franchise. Supply Division, 126 Bristol Road, Waterbury 
Bristol’s precision-made ‘‘Hex” is recom- 91, Connecticut. 
mended for ordinary purposes, and the Bristo —_* 2-page ad illustrated runs in MILL & FACTORY, MACHINERY, 
“‘Multiple-Spline” for conditions of vibration, COTTON; others in CONSTRUCTION METHODS, ENGINEER- 
° ° ING & MINING JOURNAL, COAL AGE, PIT & QUARRY, IN- 
frequent disassembly, small size. DUSTRIAL EQUIPMENT NEWS, ELECTRICAL MANUFAC- 
Bristol distributors also have the advantage = TURING and PRODUCT ENGINEERING 
of offering the right types of belt fastener: “‘B- 
Line” Belt Hooks for transmission belting and 
Bristol’s Belt Lacing for conveyor belts. 
Have a Bristol representative tell you more 


about Bristol’s 100% distributor policy, at- B R [ fi 7 0 L 








THE BRISTOL “B-LINE” Zhe Bee-Line fo More Sales and Pootits 
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THESE ADVANTAGES—-AND MORE! 


POWER SAVING 


All the power of your 
drivers is transmitted by 

orse Chain Drives. 
They're over 99% efficient! 
No power loss to write off 
in red ink. 


WIDE RANGE OF 
SIZES AVAILABLE 


Morse Chain Drives are 
available in capacities from 
fractional horsepower to 
5000 horsepower ina 
single smooth drive. 


MORSE 0x and SILENT CHAINS 
SPROCKETS ¢ FLEXIBLE COUPLINGS e CLUTCHES 


Full machine capacity is 
maintained wit orse 
FULL CAPACITY Chain Drives because they 
drive at an absolutely con- 
stant speed. There’s no 
slippage, no waste power. 








Check these additional selling points: Morse Silent 
Chain Drives operate on short centers, saving valuable 
space; can be easily adapted to speed changes through 
interchanging wheels of varying diameters; are success- 
fully used on drives with speeds up to 8000 r.p.m.; 
operate without slip or power loss on drives running 
up to and beyond 8000 feet per minute; their flexibility 
cushions shocks and uneven impulses; chain wear, dis- 
tributed through many teeth, is negligible; special link 
forms and standard attachments for conveyor applica- 
tions are available. MORSE CHAIN COMPANY, Ithaca, 
N.Y., Detroit 8, Michigan. 
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EASY TO MAINTAIN 


Maintenance men get a 
rest when Morse Chain 
Drives take over. Easy to 
install, simple to service. 
Idle time for machines is 
sharply reduced. 


UNAFFECTED BY 
ATMOSPHERIC CONDITIONS 


Morse Chain Drives are 
fully efficient at all temper- 
atures, They aren’t affected 
by moist or dry conditions, 
seasonal shutdowns and 
idleness. 
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HENRY DISSTON & SONS, INC., 423 Tacony, Philadelphia 35, Pa, U. S. A. 
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A manufacturer was cutting nine different types of 
steel and other metals, using the same kind of hack saw blade for 
each operation...and with very unsatisfactory results. Cuts ran 
crooked, teeth would strip, and blades had to be changed every 


six hours. 


A Disstoneer*, called in for consultation, saw at once that, because 
of the nature of the work and the varying degrees of hardness of 
the metals, the strain on the blade was exceptionally severe. Obvi- 
ously a much tougher and stronger blade was needed... one that 


would stand upunder extra abuse. 
He recommended the use of 
Di-Mol hack saw blades— general 
purpose blades developed by 
extensive research and experi- 
mentation. 


The result was an immediate 
improvement. Operation was 
more satisfactory, cuts were 
straight and made more quickly, 
and on one tough alloy, the life 
of the blade was increased to 
eight hours instead of six, more 
on other metals—a saving of 
25% and upward in blades alone. 


Another clear-cut 
leadership 


*DISSTONEER_a man who combines the 
experience of Disston leadership and sound 
engineering knowledge, to find the right tool 
for you—to cut wood, to cut metal and other 
materials—and TO CUT YOUR COST OF 
PRODUCTION—not only on special work, but 
on ordinary jobs as well. 





i 
i 
i 


Instead of using hack saws, your 
metal-cutting may be done with band 
saws. If so, you will be interested in— 


DISSTON METAL CUTTING 
BAND SAWS 


If the materials you cut include thin 
sheet steel, aluminum, plastics or simi- 
lar materials, you will find many dis- 
tinctive advantages in Disston hard- 
ened throughout band saws. They stand 
up at high speeds, and can be resharp- 
ened by filing. For general metal cutting, 
at slow speeds, the Disston hard edge 
flexible back band saw gives excellent 
service...and with maximum economy. 
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FOR YOU 


Disstoneer Advertising and 
Disstoneer Service are working 
steadily month after month to 
build up prestige for Disston 
tools and the Distributors who 
handle them. This advertise- 
ment appears in the April 15th 
issue of Modern Industry, and 
the April 11th issue of American 


Machinist. 


HENRY DISSTON & SONS, INC. 
423 Tacony, Philadelphia 35, Pa., U.S. A. 


Branches: Boston, Chicago, Detroit, Memphis, New 

Orleans, Seattle, Portland, Ore., San Francisco, 

Vancouver, B. C. Canadian Factory: Toronto. 
Australian Factory: Sydney, N.S.W. 





three 
machines 


This low-cost DURO Router-Shaper- 
Carver can be converted from one 
use to another in a few seconds 





An ideal machine for these quick-changing times— 
when the ability to shift rapidly and economically from 
one set-up to another is vital. 

Here is an unusually flexible machine that can be 
used for routing, shaping and carving wood, metal or 
plastics. Combines high speed (20,000 R.P.M.) power 
(1200 watts at the spindle) and solid, heavy construc- 
tion that gives smooth, vibrationless cutting. Is extremely 
flexible—can be transformed quickly into a Shaper or 
Carver. Standard equipment handles 1/4”, 5/16” and 
3/8” bits for routing—5/16" and 1/2” bore shaper 
cutters—and all standard cutters for carving. Has many 
special features including: Specially designed G. E. 
Universal Motors, New Departure Precision ball bear- 
ings, precision machining throughout; Table can be 
instantly adjusted to any height without holding foot 
pedal. Chuck is part of spindle and holds adaptor and 
cutter close to work, thus preventing whip. Many other 
exclusive features. Unusually low-priced. 

Send for Catalog — giving full specifications and 
prices on the DURO Shaper-Router-Carver—and other 
DURO quality Machines including Drill Presses, Circular 
Saws, Band Saws, Flexible Shafts, Lathes, Sanders and 
Electric Drills. 


DURO VOOLS 


MACHINE TOOL DIVISION 


DURO METAL PRODUCTS CO. 2661 N. KILDARE AVE., CHICAGO 39, ILL 


ALSO MAKERS OF DURO HAND TOOLS 
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You don’t need 
hands 


to repack this valve! 
























7 


“A 
; 
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This OIC Steel Valve has all the advantages of 
2-piece gland-and-follower construction PLUS the 
exclusive LIFT-LOK feature. When repacking is 
needed the maintenance man lifts gland and 
follower as a single unit. He turns the gland 
slightly so that its cam-shaped rim rests on two 
lugs on the yoke. Then he repacks easily and 
quickly without fumbling or hindrance. 





The LIFT-LOK is one of the standard 
features of OIC Steel Valves. Your OIC 


This is only one of many ways we have found Distributor can give you detailed informa- 
to give you more for your money with OIC Valves. tion on special advantages in OIC Iron and 
Your OIC distributor has the full story. Bronze valves for all applications. 


OR COMPANY 








THE OHIO INJECT 





le a te ly oi 
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DO IT 
Faster and Getter with 


7 ARO PNEUMATIC 
TOOLS 


Write for complete catalog showing tools for drilling, 
screw-driving, nut-setting, sanding, grinding, pol- 
ishing and other production jobs. Simply 
clip this ad to your letterhead. The Aro 
Equipment Corp., Bryan, Ohio. 


THERE'S AN ARO 
JOBBER NEAR YOU 


hd 
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You get all three with the New Su b ER 


SOLID CARBOLOY 
INSERTED BLADE 


MILLING CUTTER 








* EFFICIENC Y—With this tool you can mill any and 
all materials with only one type body. Angles can be 
ground on the solid carbide blades, quickly and 
easily, for any specified material. 


| 
j/ 
| 
/ | 
/ . 
. 
‘ 


* LONGER LIFE—The body is of proven SUPER 
design and holds the wedged-in solid carbide blade. 
This permits the blade to be adjusted for wear... 
assures the profitable use of the maximum portion 
of the blade. Unbrazed carbide is adjudged to be 
definitely superior as to grind life. More rugged .. . it 
is more resistant to cracking . . . chipping or break- 
ing, than a brazed tool or blade. 


* ADAPTABILIT Y—Easy to sharpen with the use of 
simple jigs. The solid carbide blades can be ground 
to angles for all types of work . . . on all types of 
materials. The tools are available in 6”, 8", and 10” 
diameters as standard tools. Special adaptations of 
their principles can be worked into special cutters 
of many sorts. 





Carbide “Tipped “Jools 


21650 never Road, De Road, Detroit 13, | Michigan 
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time-payment plan 
wit step up your MACHINERY 
} | ana EQUIPMENT SALES 


send for free booklet now 


























Here is a plan that will help you make the large sales of machinery and equip- 
ment . . . to customers and prospects who lack enough cash to buy all that they 
need and want. 


Commercial Credit’s new Machinery and Equipment Purchase Plan enables 
you to perform a real service for such customers . . . by giving them the advantage 
of nominal down paymentsand low interest rates, with deferred payments spread 
to let equipment pay for itself out of earnings. 











1 ’ ne s y 
: 3 BIG ADVANTAGES FOR YOU 
d 1. Our Plan helps you get business immediately which 
otherwise might be lost. 
R 2. You get your full selling price in cash at once. 
si 3. The Plan involves no cost, credit risk or contingent 
n liability on your part. 
e ° ° 
it A booklet which you can use to show buyers the advantages of this plan has 
a just been published. Let us send you a copy . . . with full information about how 
this plan will work for you. Write to the nearest Commercial Credit Company 
of office listed below and ask for Booklet No. HI-1. No obligation. 
id 
of COMMERCIAL FINANCING DIVISIONS: ; 
7 f Baltimore, New York, Chicago, Los Angeles, San Francisco, Portland, Ore. 
Ts sii oval 

















COMMERCIAL CREDIT 
CONPANY 


| Surplus more than 
TIMORE 2, MD. 


$80,000,000 
Capital ant 
BAL 


FINANCING OFFICES IN OVER 100 PRINCIPAL CITIES OF UNITED STATES AND CANADA 
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DROP FORGED STEEL ‘ 


VALVES, FITTINGS & FLANGES 


-O rR 


J 


SAFE and SURE control of vapors and 
liquids at high pressures and high tempera- 
tures in modern steam generating plants is 
dependent on piping materials having an in- 
herent “plus” of strength and toughness. Drop 
forged steel Valves, Fittings, and Flanges 
made by Vogt play a vital part in the smooth, 
efficient operations of leading power plants. 


Catalog F-8 is the drop forged 
steel Valves and Fittings Blue Book. 
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{ DISTRIBUTORS EVERYWHERE 
\ are READY TO SERVE YOU 

“Wabi 


“CLEVELAND” 


\ 
wry ” 
Nd 


This advertisement appears in current issues of 
leading magazines in the metal-working field. 
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When you sell Pyrex and Corning Gauge 


Glasses, you relieve your customers of in- 
stallation problems because the tubing 
from which these gauge glasses are made is 
machine drawn to uniform accuracy. In- 
stallation strains are reduced to a mini- 
mum and every glass fits easily into place. 

Because of the glasses from which they 


TED 
For ACCURACY 


are made, their resistance to the solvent 
action of steam and hot water and their 
smooth, hard, abrasion resistant surface, 
Pyrex and Corning Gauge Glasses will 
give excellent service at low cost. That 
means satisfied customers and repeat 
orders. Stock up on a complete line of 
Pyrex and Corning Gauge Glasses now. 


“PYREX” and “CORNING” are registered trade-marks and ‘hdicate manufacture by Corning Glass Works, Corning. N.Y. 


TINA 


‘yi t 


i tA) }}t \t VOT 


x 


MILL SUPPLIES © APRIL, 1946 











LOADED & 


by / 

Hydraulic Cylinders 

Packed With R/M 
Hydraulic Rings ; 


U 
a 
a 











TMU 





Manheim, Pa. 


Over and over again engineers, like the one in 
charge of the loading-machine above, report: 
“1. Performance good. 2. Holds up well despite 
foreign matter in fluid. 8. Easy to install.” 


R/M makes a dozen different types of packing 
for hydraulic cylinders, each in a wide range of 
sizes... V-rings . . . metal-reinforced rings . . . 
rings for air, oil, water. 

R/M hydraulic packing was used throughout 
the war in thousands of munitions-loading ma- 


chines; is now used in thousands of peacetime 


applications in hydraulic cylinders on lifts, 
hoists, rams,. controls, motors, all kinds of spe- 
cialized machines. 


R/M hydraulic packings are just part of 
R/M’s complete line for all packing needs. . . 
for pumps, valves, compressors, pressure vessels 
... for long, economical service at extreme tem- 
peratures and pressures, or handling corrosive 
and poisonous fluids. Tie up with R/M for a 
profitable line that fits your customers’ toughest 


packing needs. 


It's” Packed with Satisfaction” when you we RIM 


RAYBESTOS-MANHATTAN, INC. 


ASBESTOS TEXTILE AND PACKING DIVISION 


e Bridgeport, Conn. 


e North Charleston, S. C. e 


Passaic, N. J. 
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The demand for good industrial lighting and lamps has 
never been greater than it is today. Every customer and 
prospect in your territory buys lamps from somebody — 


why not from you? 


CHAM PION Lamps help you to make the most of this business. Here are 
three good reasons why’ 


They have what it takes to get you in and keep you in — price, dependable 
quality and performance in service. 


no restrictions or contracts to hinder you from getting all the business you can. 


<> They are easier to handle and sell. No red tape, no special forms to fill out, 


They make you every cent of profit there is in lamps. Champion's modern 
production set-up (one of the largest and best in the industry) and Champion's 


clean-cut, direct-sale policy keeps overhead and costs at a minimum. 


TRY ’EM AND SEE 








CHAMPION LAMP WORKS 


Lynn, Massachusetts 


heh | Of CONSOLIDATEO ELECTRIC ed 
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4 MORE PRODUCTS 











STURTEVANT MONOGRAM FANS 
are versatile, ruggedly built, 
and extremely low in operat- 
ing cost. Used either as a 
Blower or Exhauster for dust 
control, collecting and con- 
veying waste or raw mate- 
rials; exhausting fumes, 
e, vapors, and supplying 
air for furnace draft, drying 
other process work. 





cost little to operate. 





STURTEVANT SPEED WEATERS STURTEVANT pennowne Ex. 
enable you to | _~ the entire . HAUSTERS co 


ect and control 
in new or old dust, ane | fumes; con- 


buildings. They deliver heat vey shavings, sawdust, chipe. 
promptly, make every pound High efficiency and low operat- 
of steam Ss off in useful heat. ing and maintenance costs are 


odern design, quick the result of unique Sturte- 


and easy to install. For steam vant Streamlined Inlet and 
Pressures up to 200 pounds. 


Angle Flow into the wheel. 


a 


ew 


” Laur Galle 


and more of ‘em 





Walk into any plant on your list... 
you'll find an immediate prospect for 
Sturtevant Propeller Fans. And not 
for just one fan, but for several... not 
just for one location, but all through 
the building. 


That’s because plant men don’t have 
to be “sold” on good ventilation. They 
know that fresh, clean air pays real 
dividends in employe morale,. better 
working conditions and better work- 
manship., 


For cafeterias ... fume-laden process- 
ing rooms... locker rooms... wash 
rooms ... office space, there’s a Sturte- 
vant Propeller Fan that’s tailored to 
the job. Wide range of sizes from 12” 
to 45” fan diameter. Free discharge 
from 1,000 to 15,450 CFM. Motors for 
all common types of current. 


You'll find the name of Sturtevant— 
backed now by the name of Westing- 
house as well—a ready introduction 
because of long leadership in the air- 
handling field. That’s a real sales help, 
too! For further details, write: THE 
B. F. STURTEVANT COMPANY, Division 
of Westinghouse Electric, Hyde Park, 
Boston 36, Mass, 


Sturtevant 





B. F. STURTEVANT COMPANY ° DIVISION OF 


Vemsingpe use 
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OVER 2,290,000 tnnessions 
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Throughout 1946 over two and one-quarter 
million advertising sales messages will tell 
industrial buyers why Dayton V-Belts make 
possible more efficient, more economical power 
transmission . . . how they save space, operate 


under the most adverse conditions, provide EIGHT REASONS WHY YOU SHOULD BE A 


emooth-flowing, quiet, dependable power. The DAYTON V-BELT DISTRIBUTOR 
publications in which these selling messages 


appear reach into industries of every kind, 
both large and small. Most important, they 
reach the men who specify and buy power 
transmission equipment . . . the men you sell! 
So, read the eight reasons why you should be a 
Dayton V-Belt Distributor listed at the right. 
Then, get the complete story of Dayton’s 
hard-hitting advertising and sales promotion 
programs. Write today. 


THE DAYTON RUBBER MANUFACTURING COMPANY 
DAYTON 1, OHIO 


Dayton ula 


THE MARK OF TECHNICAL EXCELLENCE IN NATURAL AND SYNTHETIC RUBBER 
THE WORLD'S°LARGEST MANUFACTURER OF V-BELTS 





EXCLUSIVE packaging for low-cost handling. 
Warehouse stocks to back you up. 

Complete, simplified engineering data at your finger tips. 
Factory man in YOUR territory. 

Most complete catalog in the field. 

Unsurpassed V-Belt quality. 


Telephone directory advertising plan. 


eN AUS WN 


Sales promotion tools to fit your particular needs. 
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THE ALL PURPOSE 
SHEET PACKING FOR ALL INDUSTRIES 































IMMEDIATE SHIPMENTS 
CAN BE MADE 


DURABLA SHEET PACKING is a quality produced engineering 
product which has been used in industry since 1900, the pioneer 
long fibre asbestos sheet with special compound binder. Indus- 
trial Salesmen and Industrial users, alike, have long recognized 
the long-term economy and amazing versatility of Durabla Sheet 
and Gaskets. A record number of applications in all fields has 
established DURABLA SHEET PACKING as the only All Purpose 
sheet. There is only one type DURABLA Sheet Packing, the type 
that meeis all installation requirements. 


Address Durabla Engineering Department 
for Durabla Gaskets Engineering Data, Reference 654. 


DURABLA MANUFACTURING COMPANY . 
114 LIBERTY ST. NEW YORK RCRD 


vis 








CHES IN PRINCIPAL CITIES. FOR CANADA REFER: CANADIAN DURABLA LIMITED. TORONTO 
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=e | USERS GET THAT COUNT 


Wire Wheel 


on IN YOUR SALES + ** 


“Steel-C Clad” 
" Duro-B8 Bilt” 

" Di- Bilt” 

as Peerless. “ 


\ 
oe we Polishing Whee 





“Sturdib sil" Wire CvP 
Brushes 18 cyshes 
Scratch — Brushes 


IMILWAUKEE 


INDUSTRIAL BRUSHES 
for All Industrial Needs 


OU can't beat good production results made 

possible by quality equipment . . . and that 
is why MILWAUKEE INDUSTRIAL BRUSHES find 
favor in factories of all kinds. 


In our situation, like others at the present, delays 
do occur in filling orders but that condition is fast 
being adjusted as we swing in to peak production. 
Our efforts are all in your direction, as in the 
past. With MILWAUKEE “TOOL" Quality so well 
established and the widening acceptance of these 
Industrial Brushes, there's an interesting profit 
picture directly ahead. 


THE MILWAUKEE BRUSH MANUFACTURING CO. 
MILWAUKEE, WISCONSIN 


MILWAUKEE WIRE WHEEL BRUSHES » WIRE CUP BRUSHES - WIRE SCRATCH BRUSHES 
The Key to Industrial Brush Problems 


FLUE BRUGHES FLOOR BRUSHES - PUSH BROOMS - BENCH BRUSHES - FOUNDRY BRUSHES 
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gives you the 


TWO BASIC ADVANTAGES 


for Peak-Profit Volume 


INDUSTRY-WIDE ACCEPTANCE 

For fifty years, most major improvements in portable power tools have 
come from Thor. This leadership in pioneering such time and money-saving 
developments as the first electric screw driver; the first ‘‘midget-type”’ electric 
drill; the first practical plastic-housed tool; the first electric tapper and 
dozens of other ‘‘firsts”, has won for Thor an outstanding preference through- 
out industry. Still more revolutionary developments are coming soon. And, 
as always, powerful promotion, engineering superiority and intensive sales 
help will continue to maintain industry-wide acceptance to put Thor Distribu- 


tors in the markets FIRST with tools that sell FAST! 


INDUSTRY-WIDE APPLICATION 
Whatever the job, Thor Distributors have a tool to do it fast and eco- 


nomically. With more than 100 models of eleven different tools, Thor ~ re Men 2 
offers the most complete industrial line to provide a size, speed and capacity per q 
for every application. You get your share, PLUS, of the electric tool Y 4 


business when you handle Thor. 


INDEPENDENT PNEUMATIC TOOL COMPANY 
600 W. Jackson Boulevard, Chicago 6, Illinois 


Look Ahead 
Get Ahead 


PORTABLE POWER 
Stay Ahead with— - - - 





ONLY. THOR DISTRIBUTORS SELL TOOLS FOR EVERY CUSTOMER'S EVERY JOB 
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lalk of the Trade 


CONVENTION OUTLOOK: C. C. Lowry (Hajoca Corp.) didn’t have to look 
for robins to know spring was near—he just looked at his calendar and found 
a series of spring convention dates .. . C. C. went to the Wholesale Hardware 
conference and is planning to attend a plumbing and heating session as well 
as the Triple Mill Supply Convention in Atlantic City. 





LABOR STUDENTS: In the audience when Maine Senator Ralph O. Brewster 
blasted at labor leaders during a meeting of the Central New York Purchasing 
Agents Association were Harold E. Torrell (Syracuse Supply); Bob Murphy 
(Burhans & Black); Bill Owens (Matt J. Kelly Supply); and Max Riepel 
(Alexander Grant’s Sons) . . . The Syracuse men are all members of the 
association ... When the Vulcan Copper Supply Co., Cincinnati was affected 
by the recent steel strike, J. E. Waltz, general manager, kept on friendly terms 
with his men . . . In fact, on the first day of the strike he stopped his car, 
called one of the strikers over and advised him to stop picketing long enough 
‘to go get a hat ... “We can’t have you getting sick because of rainy 
weather,” he cautioned. é 





LIKE FATHER—-: Jack Smith (Holo-Krome), a leading golfer among supply 
men in the New York area, was guest of honor recently at a sportswriters 
dinner . . . Jack is beginning to face new competition now, though . . . His 
14-year-old son already is a good golfer. and his 9-year-old boy is state 
champion for his age group on the New York Athletic Club swimming team. 


WHOLESALE SIDELIGHTS: Attending the Wholesale Hardware convention 
in Atlantic City last month was more than just a business trip for George H. 
Halpin (Minnesota Mining & Mfg. Co.) .. . . George and Mrs. Margaret 
Atkinson of Minneapolis were married on March 8 . . . Both were on hand in 
Atlantic City to receive the congratulations of friends. . . . Aubrey Hagar 
(Theo. C. Ulmer, Philadelphia) had two fingers in splints . .. He was leaving 
a hospital and tried to hold open a door for a woman . . . Someone leaned 
against the door, Aubrey’s fingers were caught and so, instead of going out, 
he went back in to the hospital . . . The gay clothes worn by Fred Body 
(Bethlehem Steel Co.) caused quite a stir . . . Unofficially designated dean of 
the bolt and nut field, Fred has seldom been seen in anything but black suits 
during his 50 years of activity . . . He’d still be wearing them, Fred said, if 
it weren’t for the tight clothing situaton . .. Among others on hand in Atlantic 
City was George F. Smith (Heller Bros.) who has been covering the south 
and southwest for the past 44 years, 36 of which has been for Heller Bros. 





DIRECTOR: A. Wessel Shapleigh (Shapleigh Hardware Co., St. Louis) has 
been elected to the board of directors of Washington University Corp. 





GOING UP: The offices of the Central States Mill Supply Association (Anne 
Greene, executive secretary, sole occupant) have been moved up one floor in 
the Daily News Building, Chicago . . . Some have asked if the move is 
indicative of the progressive-mindedness of the organization or a sign of 
inflation. 


ANNIVERSARY: Felicitations were in order for John Erhart (salesman for 
the Penn General Supply Co., Pittsburgh for the last 13 years) on March 
2... He and Mrs. Erhart celebrated their 35th wedding anniversary on that 
day . . . They spent the day at home with their son and daughter-in-law . . . . 
Young Erhart was recently discharged from the Army. R. W. B. Keeping pickets healthy 
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JENKINS VALVE RECORD SHEETS 


Designed to simplify the often 
neglected job of keeping useful 
valve records, these easy-to-use 
“score sheets”’ give the mainten- 
ance supervisor a clear, complete 
picture of a valve’s fitness for 
further use ... tell at a glance 
whether repair will be econom- 
ical, or replacement is advisable. 

Kept over a period of time, the 
records provide a reliable his- 
tory of valve performance, and 
prove valuable for reference 
whenever it is necessary to dem- 
onstrate that keeping wornout 
valves in service is throwing 
good money after bad. 


Show a valve user the simple facts 
that prove the poor economy of nurs- 
ing along wornout valves, and re- 
placement sales soon develop. 

The Jenkins Distributor can make 
it easy for his customer to set up these 
revealing facts and figures for him- 
self, by furnishing Jenkins Valve 
Record Sheets. 

Do valve users appreciate this prac- 
tical help in spotting valves worn 
beyond the point of economical re- 
pair? The answer is definitely Yes! 
Over 20,000 kits of Valve Record 
Sheets have already been distributed 
in response to direct requests. 

Jenkins advertising backs up the 
distributor with regular messages to 


LOOK FOR THIS 


dont 


over 430,000 readers of Fortune, 
Business Week, and other magazines 
reaching top management. These ad- 
vertisements stress the importance of 
valve replacement, and offer Jenkins 
Valve Record Sheets. 

This unique selling aid is another 
example of the foresighted valve 
merchandising that continuously 
cultivates the market for Jenkins 
Distributors. And it’s only one of the 
many advantages of the Jenkins fran- 
chise he can count on in his bid for 
better valve sales — and profits! 


Jenkins Bros., 80 White Street, New York 
13; Bridgeport; Atlanta; Boston; Phila- 
delphia; Chicago; San Francisco. Jenkins 
Bros., Ltd., Montreal; London, England. 


DIAMOND MARK 


JENKINS VALVES 


SINCE 1864 


For every Industrial, Engineering, Marine, Plumbing- 
Heating Service...In Bronze, Iron, Cast Steel and 


Corrosion-resisting Alloys 


. « « 125 to 600 ibs. pressure. 





ye 


Y/ REPUBLIC’S 


@ Point Poticy 
LINE 


A line of rubber items sufficiently com- 
plete to permit effectively supplying the 
requirements of the trade solicited. 


QUALITY 


A quality of product uniformly good 
and capable of delivering service results 
that should reasonably be expected. 


PRICE 


A price basis inducing and making pos- 
sible aggressive competition with reason- 
able profit return. 


FREEDOM 


Freedom from competition from his 
source of supply, either direct or indirect, 
among the trade covered by his day to day 
solicitations. 


SELLING 


Selling helps of reasonable amounts so 
that his sales force may be given the ad- 
vantage of specialized training and a knowl- 
edge of the product sold. 


1e salesmen of Re 


slic Distributors from 


coast to coast 
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INFLATION CONTROL 


OR THE PAST SEVERAL WEEKS, hearings have been held in 

Congress on the extension of the Price Control Act beyond 

June 30, 1946. The issues involved in the extension of the 
life of OPA are of vital concern to all businessmen, to all 
workers and to all consumers. Proponents and opponents of 
the measure have had an opportunity to state their cases. 
Out of the welter of testimony certain facts emerge. 

The pressure of inflationary forces in the economy are as 
intense now as at any time during the war. Demands for 
almost all goods far exceed supply and will continue in 
excess of supply for a number of years. The deferred demands 
for durable consumer goods—automobiles, houses. household 
appliances, house furnishings. etce.—cannot be filled for 3 or 


4 years. Even in the non-durable category. shortages persist 
despite record production. Overhanging the whole economy 
are billions of dollars of war-accumulated savings in the forms 
of war bonds, bank deposits and cash hoards. And the cur- 


rent. upward wage adjustments, coupled with record employ- 
ment. still further swell the pockets of individuals with the 
wherewithal to buy. All the elements of ruinous inflation 
are present and ready to boil over. Now is certainly not the 
time to take off the lid. 

To be sure OPA has made all sorts of mistakes. It has been 
inflexible when it should have been flexible. It has been ar- 
bitrary in its rulings when reasonableness was indicated. Its 
close-fisted policy on price relief has squeezed profits when the 
chance of increased profits would have expanded production. 
With all its limitations, however, OPA has done a herculean 
job of holding prices down under almost impossible condi- 
tions. The fact remains that our efforts to do something about 
the basic causes of inflation have been half-hearted. Other 
governmental policies during the war and subsequently, by 
omission or commission, have operated to increase the infla- 
tionary pressures. Without an adequate attack on the basic 
sources of inflation, the OPA has attempted to hold down 
prices. This is price control, not inflation contro] and there is 
a real difference. There is little possibility that there will 
be any reversal of policy toward the basic sources of infla- 
tion now—-that we will do now what we didn’t or couldn't do 
during the war. To abandon OPA would be to drop our last 
shield against inflation. The basic question is-—do we want 


the life of OPA extended, or do we want to go through the 
economic wringer of price inflation and collapse? 

The statement is made that if OPA were liquidated produe- 
tion would boom and, with the ensuing flood of goods, there 
would be no problem of inflation. That contention needs 
closer inspection. There is an old maxim in economics that 
the means of payment to buy the output of our factories come 
from production itself—the dollar payments for wages, inter- 
est and dividends equal the dollar value of production. Thus, 
for example. if we stepped up production by 50 billion dol- 
lars per year. that very increase in production would release 
50 billion dollars of purchasing power in’ wages. salar- 
ies. dividends and interest. How then can increased production 
solve the inflation problem? About all the increase in  pro- 
duction would do would be to broaden the base against which 
the billions of overhanging savings could exert their infla- 
tionary pressure. This is not to deny the importance and 
urgency of increased production. Without it the solution of 
the inflation problem becomes even more difficult. 

The point is, the basic sources of inflationary pressure are 
still very much with us and will remain even with high pro- 
duction. Rather than recommend the removal of OPA. we 
should scrutinize every pending piece of legislation to see if its 
provisions will add to the inflationary pressures. Inflation is 
a number one national problem and while we can’t go back 
and relive the past nor undo past mistakes. we can measure the 
desirability of current policies against the yardstick: Does 
this act or policy contribute to the inflationary pressures exist- 
ing in the economy? Taxation, federal and state expenditures, 
export-import policy, credit controls, banking policy and a 
host of other matters coming up for consideration should be 
weighed in terms of their inflationary effects. 

The legislative measure that will extend the life of OPA 
is up for consideration now. Under our democratic system, 
all citizens have an obligation to communicate their objections 
and positive recommendations to their elected congressional 
representatives. If you want changes made, let your sugges- 
tions for change be known. In light of the alternatives that 
are open at the present time. however,—ruinous inflation 
or another year of OPA—there is little doubt of the proper 


course. The life of OPA should be extended. 
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The Old Order Changeth ... 


Before embarking on any venture, the successful businessman 
first determines what he is shooting for and then carefully 
thinks the matter through, charting his course and determin- 
ing just how he will seek to reach his goal. This is exactly 
what your committees have done in making arrangements for 
the Triple Mill Supply Convention in Atlantic City next month. 
Just how successful the 1946 style will be, remains to be seen 
but the pre-convention consensus is that the streamlining will 
be a definite improvement. 

“Better Selling” is the overall convention theme and, it 
would seem, there is nothing of greater importance today to 
the distributor. (Mitt Suppties, too, has recognized the im- 
portance of the subject—the May Convention Issue is entitled 
“Accent on Selling”.) 

That the chief purpose of the convention is to provide an 
opportunity for distributors and manufacturers to get together 
and discuss mutual problems is generally agreed. In the past, 
however, there have been so many meetings that both distrib- 
utors and manufacturers experienced difficulty in finding time 
to see each other. This year promises to be different, for only 
the mornings will be devoted to meetings. 

Afternoons have been set aside as the time distributors and 
their sources can contact each other and, to make it easier for 
the delegates, the American Association will set up a “contact 
lobby” in the Claridge Hotel. This should eliminate most of 
the fruitless searching some delegates had to do in the past. 

Committee meetings will be held Sunday, May 5, and the 
convention will open officially Monday morning, May 6, with 
a joint meeting. On the program for the opening session are 
W. Gibson Carey, president of Yale & Towne Mfg. Co., and 
Alvin E. Dodd, president of the American Management Asso- 
ciation. Mr. Dodd will discuss “Mobilizing for Adequate Dis- 
tribution.” Mr. Carey, of course, is well known among indus- 
trial distributors and his talk also will deal with merchandizing. 
In addition, a speaker from the American Association will 
explain fully the association’s marketing program so that both 
distributors and manufacturers will clearly understand it. 
R. C. Duncan, chairman of the National Association’s New 
Activities Committee, also will be on the program. 

Tuesday morning has been set aside for individual associa- 
tion meetings and on the final day, Wednesday, there will be 
another joint session at which an American Association mem- 
ber will talk on “Better Marketing or Else—” and a National 
Association member will ask manufacturers “What Do You 
Have To Sell?” : 

All in all, the industry’s first post war convention appears 
to be headed for success. 

We'll see you in Atlantic City. 


IMPORTANT 


Cost Analysis 


Distribution cost analysis looms as the tool industrial distrib- 
utors are seeking in their efforts to reduce costs and increase 
efficiency without marring their service. In the December issue 
of Mitt Suppuies, E. R. Hawkins, chief of the Distribution 
Cost Unit of the United States Department of Commerce, out- 
lined several methuds of cost analysis the industrial distributor 
may use in determining where his costs are too high or too 
low and in what direction he ought to expend his greatest 
effort. These methods are explained more fully and in greater 
detail in a booklet titled, “Distribution Cost Analysis, A Man- 
agement Tool for Cost Reduction,” by Charles H. Sevin and 
published by the Department of Commerce. The study was 
prepared under the direction of Mr. Hawkins in the Distrib- 
ution Cost Unit of the department. It may be obtained for 
15 cents a copy from the Superintendent of Documents, U. S. 
Government Printing Office, Washington 25, D. C. 

In a foreword to the study, Amos E. Taylor, director of the 
Bureau of Foreign and Domestic Commerce, writes, “This 
study is a reappraisal of the techniques of cost analysis that 
have been developed by the-Bureau of Foreign and Domestic 
Commerce over the past 20 years. Separate sections are de- 
voted to the technique of distribution cost analysis at the 
retailing, wholesaling and manufacturing levels. There are 
included a discussion of the purposes of cost analysis and ex- 
amples of results that have been achieved by companies that 
have made and applied such studies. It is hoped that this 
present study is but the first step in a program under which 
the Bureau will undertake further field work to simplify and 
extend the use of distribution cost analysis.” 

Distributors have become sensitive to the charge that a 
greater portion of the consumer’s dollar goes for distribution 
and to the complaint that while distribution costs have been 
rising steadily, production costs have been decreasing. The 
study prepared by Mr. Hawkins’ unit, refutes the notion that 
there should be a certain relationship between the cost of man- 
ufacturing and the cost of distribution and rejects the validity 
of a comparison between the costs of manufacturing and dis- 
tribution as evidence that distribution costs are too high. It 
admits that “Only to the extent that costs are not reduced 
when they could be, are they too high. There is no doubt, how- 
ever, that neither marketing nor production is as efficient as 
it could be and consequently costs in both fields are too high.” 

The study points out that a large part of a firm’s sales may 
be unprofitable even though the business shows a profit and 
the purpose of cost analysis is to reveal the unprofitable com- 
modities, customers, territories and orders as a guide to cor- 
rective action. The reasons for misdirected marketing efforts 
are also discussed. 
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IN SALES TRAINING 










Beginners must start at bottom of ladder and work up, Chicago distributor 


believes; emphasizes 


to his house and to himself, accord- 

ing to Howard Learn who believes 
conversely that a poorly trained salesman 
not only is a discredit to his house but 
a waste of time from the standpoint of 
all concerned. For this reason, Mr. Learn 
who is manager of the industrial supply 
department for Charles H. Besly & Co., 
Chicago, has worked out a formula for 
a thorough-going sales training program 
which is now in effect. 

As in any effort, the finished product 
depends in large measure on the raw 
material. Therefore, Mr. Learn is dis- 
cerning in his selection of men, weigh- 
ing carefully the benefits of education, 
appearance, disposition, personality and 
other factors. Once the trainees have 


| WELL-TRAINED SALESMAN is an asset 


passed the preliminary screening their 
next step takes them directly to the bot- 
tom rung in the industrial supply ladder. 

“For two or three weeks the trainees 
work in the city shipping department,” 


that sales 


Mr. Learn said. “They labor right along 
with others, filling 
forming other duties. In this way they 
get acquainted with the lines carried, 


orders and _per- 





HOWARD LEARN 
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training is a never-ending process 


learn how customers order, how orders 
are handled, what procedures are gone 
through in making entries of back or- 
ders, shorts and the like, and the proce- 
dure for making deliveries. 

“The next step is another two or 
three weeks spent in shipping work but 
this time in the country shipping de- 
partment where the same routine is gone 
through but with somewhat different de- 
tails. While they are learning the rou- 
tines of the city and country shipping 
departments, anvther portion of the train- 
ing program is conducted simultane- 
ously.” 

Product knowledge, the foundation for 
all good sales techniques, is injected into 
the sales program almost immediately. 
Sometimes every day and other times 
every other day, Mr. Learn calls the 
trainees from the shipping department 
for product discussions. At these sessions, 
which are conducted by Mr. Learn, one 
line at a time is thoroughly discussed in 







Work in the shipping department 
comes first. Tom Flanigan and 
Wally Julian make up an order. 





simplest terms. When possible, equip- 
ment is demonstrated. Usually the talks 
last a couple of hours. After the major 
points have been reviewed by Mr. Learn. 
there is a question and answer session. 


Product Knowledge First 


At other meetings, the catalog is re- 
viewed. Meanwhile, the trainees have 
been given copies of Mitt Supp.ies along 
with other pertinent literature dealing 
with the selling and servicing of indus- 
trial supply customers. Special emphasis 
is placed on the reading of advertisements 
in Mitt Suppwies and questions are in- 
vited which are answered by Mr. Learn. 

The next step in the process of turn- 
ing out a well rounded salesman involves 
a three or four week apprenticeship at 
the city sales counter. It is here that 


Product lectures break up the shipping room training routine. Howard Learn 
(left) demonstrates a power hack saw to the students. At the extreme right 





is E. K. Welles, Besly president-treasurer. 


each neophite gets his first baptism of 
fire. He is watched closely for his abil- 
ity to meet the public. Oldér hands ob- 
serve how he talks to customers, reacts 
to their demands and fills orders. In 
most cases the demands made on a sales- 
man at a city sales counter are less 
profound or technical than may be ex- 
pected in the field. For this reason. and 
also because close supervision is possi- 
ble, an interim of work at the counter 
is one of the important steps in salesmen 
training, according to Mr. Learn. After 
successfully passing through the ship- 
ping and city sales stages the fledgling is 
ready to spread his wings and try out 
on the big circuit: the road. 

“We do not attempt to put the new man 
precisely in the territory where he will 
work on his regular job,” said Mr. 
Learn. “He is started off with an older 





Phil Gard: 


last year as staff sergeant. 





The Sales Trainees and Their Backgrounds 


In sales work since 1930; sold portable electric tools for 
Independent Pneumatic Tool Co., before entering Army as private in 1941; 
will receive discharge as Army Air Force administration captain this spring. 


Bob Green: Formerly worked part time for Besly while attending North- 
western University; entered Army in 1942; received discharge early this 
year after flying many missions piloting a B-29. 


Tom Flannigan: Formerly worked for Besly as errand boy and also in 
shipping and purchasing departments; entered army in 1942, was discharged 


Wally Julian: Formerly worked for Besly ‘in credit department; entered 
army in 1942, was discharged from Air Force as lieutenant in 1945. 
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salesman and some calls are made on the 
more friendly accounts. He is watched 
closely to see how he acts and noted for 
his improvement from day to day. For 
the first week we send a new man out 
with one salesman in one territory. In 
the second week the new man goes into 
another territory with a new mentor. 
In these field trips with a minimum of 
two different teacher-salesmen, the tyro 
gets to see first hand some of the prob- 
lems for which he has been prepared. 
He also, if he is observant, learns that 
there is much more knowledge to be ab- 
sorbed before he may consider himself 
a first-class salesman. 

“It is at this stage that we believe it 
is most opportune to swing again to em- 
product knowledge.” Mr. 
“Appointments are made 
with manufacturers of our principle 
lines arranging plant visits by the trainee. 
Anywhere from three days to a work week 
is spent by each trainee at each plant. 
\t these factory schools the training sales- 
men actually work in the plant. They 
see how the products are made and they 
follow through from beginning to end 
on the manufacturing work. From the 
production end they go into classroom 
sessions where applications are shown 
and explained. 


phasis on 
Learn said. 


Ready For Territory 


“Now the trainee is ready for his first 
crack at what is to be his territory. This 
territory is made up by going through 
the sales-records of the other salesmen 
and selecting from the records certain 
accounts on which, for one reason or 
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After shipping room work and lectures, the Factory schools are an important part of sales training. At the 
next step is the city sales counter. Bob Green Dumore Co., Racine, Wis., the salesmen see precision assembly 
serves his first customer. of quills in an air conditioned room. 


another, the older salesmen have not 
called on frequently. While some atten- 
tion is paid to geography, the primary 
emphasis is on accounts. Then the 
trainee is taken to these various accounts 
by the salesman who formerly had called 
on them. The new man is introduced by 
the experienced man who explains to 
the purchasing agent or the buyer that 
this new man will call on the account 
in the future. The new salesman’s ter- 
ritory is augmented by any new accounts 
that come in and also by his own legwork 
in digging up) new customers.” 


Helped Over Rough Spots 


After the trainee has worked in his They really get their hands dirty, these student salesmen, because they work 
own territory for two or three weeks a with the machines, tear them down and put them together. This is the 
sort of “jack-up” call is made by an older end of a hard day’s schooling at Dumore. 
man. He picks up the new man for two 
or three days and helps him over any 
rough spots that may have developed. 
and then leaves him again. Such “jack- 


Ready to graduate: Phil Gard is out 
to make his first calls under the wing 
of veteran Besly salesman, Art Wol- 
up” calls may be made two or three frum. Succeeding steps will include 
times over a period of half a year. The sales meetings, work with manufac- 
idea is to move in about the time the turers’ salesmen on the road and 
new salesman may find his problems finally a territory of his own. 
overwhelming and also to check up on 

his progress and see if he is smoothing 

out. Mr. Learn believes. 

After the new man has been in the These various steps complete the ini- 
field for a few weeks or a few months _ tial training but, Mr. Learn emphasized, 
he begins to work up a prospective list sales training never really ends, Sales 
of customers who are potential users of conferences are a continuing process as 
this or that line. After the lists have are factory visits and field work with 
been compiled, he is ready to work with manufacturers’ representatives. Day to 
4 manufacturer’s representative in the day study of manufacturers literature, 
field. Such cooperation is encouraged observation of operating practices in 
wherever possible for at this stage in plants over the years all contribute to 
the new man’s training it is most valuable, making a salesman a better salesman. 
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New home of Industrial Supply Company, Inc. 


transmission specialists, has experi- 

enced a 1,000 percent rise in city desk 
sales since moving into new quarters in 
central Minneapolis last summer, ac- 
cording to E. E. Rempfer, president and 
general manager. 

The tenfold rise in counter sales is a di- 
rect reflection of a central location, ample 
parking facilities (50 cars) and roomy 
city sales quarters, all of which were 
made possible by the advantages offered 
by the location—a former super service 
station. The site was selected by Mr. 
Rempfer who concluded that a service 
station which was convenient for motor- 
ists likewise would be convenient for 
his customers. 

The building was remodeled and en- 
larged and out of the changes came 
more window display space and better 


= Suprty Co., Inc., power 


interior lighting. The front part is oc- 
cupied by the office staff and salesmen. 
A small upstairs provides a private of- 
fice which, in the words of Mr. Remp- 
fer, “really is private” for it is the only 
one on the upper floor and to get to it 
employes must climb a flight of stairs. 

The sales counter runs a good part of 
the length of the building and in the 
rear there is ample space for handling 
incoming and outgoing freight. 

Speaking of the increased city counter 
sales, Mr. Rempfer said that “of course, 
a lot of them are small cash sales, which 
are not too profitable. However, some 
Jead to larger orders at a later date, and 
they are deliberately cultivated.” 

The new quarters have given Mr. 
Rempfer a chance to try out some of 
his ideas concerning display merchan- 
dising. “This type of selling has proved 





Interior view showing ample counter space and shelving arrangement. 
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PLANNING BOOSTS 


Improved Parking and Counter Space 
Brings 1,000 Per Cent City Sales 
Increase for Minneapolis Distributor; 
Small Cash Sales Cultivated as Means 
to Larger Orders 





Eldon E. Rempfer, president and 
general manager. 


itself a very good sales technique,” he 
said, “because whenever we have an item 
that seems to be slow moving all we do 
is place it near or on the city sales desk 
and the item starts moving.” 

Better merchandising is not the only as- 
set to accrue from the move. A rear- 
rangement of stocks has speeded up cus- 
tomer service and cut handling costs. 

“We naturally arrange our stocks so 
that our lightest merchandise is placed 
the farthest from the shipping room,” 
Mr. Rempfer said. “Our small package 
units and fast moving items are placed 
in a convenient place near the city desk. 
The slower and heavier merchandise is. 
of course, placed in the far away places. 
and in the basement.” 

“We try to keep like items in the same 
location. That is, our die cast, pressed 
steel and cast iron pulleys are all in a 
row in the same location so if we are out 
of one size in pressed steel, for example. 
we don’t have to run all over the place 
to find out if we have it in die cast or 
cast iron.” 

“And, for handling the incoming mer- 
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Floor and ground plans of new quarters of Industrial Supply Co., Inc. 


chandise, we have ample room in the rear 
for trucks to come in. We are installing 
an electric hoist operated on a trolley, 
whereby we can pick up the merchandise 
and trolley it right into the stock room.” 

Mr. Rempier said that he had five main 


objectives in mind when making the move 
to the present quarters, and that these 
have been accomplished to one degree or 
another. The objectives: 1. Improved 
(this involved: conveni- 
ent location, parking space, ample coun- 


counter sales 


ter and display room) ; 2. Improved win- 
dow display possibilities; 3. Scientific and 
convenient arrangements of stocks; 4. 
Reduced handling costs; and, 5. Pleasant 
working conditions for office, sales and 
stockroom forces. 





E. M. Bergen is president. 


Catching Up On Lost Time 





REHABILITATION of servicemen is no 
problem to the Kittredge-Waters Supply 
Co., New Orleans, but the rehabilita- 
tion of the firm is a post war problem to 
E. M. and S. B. Bergen, brothers and 
owners. The reason is that they have 
only recently been discharged from the 
armed forces. During their absence the 
business was operated by a friend. He 
tried to do the work of two men and 
consequently, expansion was limited. The 
firs’ to answer the call after the war 
started was E. M. Bergen who spent three 
years and three months in the Army. 
S. B. Bergen went two years later and 
served in the Coast Guard. The brothers 
were discharged in August, within three 
weeks of each other. 
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S. B. Bergen is secretary-treasurer. 
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SERVICE 
SELLS LUBRICANTS 





Photo Courtesy Fiske Brothers Refining Co. 


All equipment offers challenge to salesmen to help owners keep it in perfect 


operating condition; five characteristics that differentiate lubricants listed 


ON’T SELL LuBRICANTS, Mr. Industrial 
Supply House Sales Representative. 
Instead, concentrate on selling the 

service and profits to be derived from 
the use of the particular line of lubri- 
cants distributed by your firm. 

Another name for this service is ap- 
plication. A salesman must always be 
on the alert to recognize and point out to 
prospective and established customers 
needs and applications for his products. 

Selling this service is far more than 
simply taking an order for a drum of 
grease or a barrel of oil. 

Modern industry is mechanized to 
such an extent these days that a working 
knowledge of lubricants and their many 
applications is essential to the indus- 
trial supply salesman. 


Conditions Change 


Each customer and prospective cus- 
tomer presents a new problem in lubri- 
cant application each time he is called 
upon. Operating conditions can some- 
times change radically in a shop or plant 
in a comparatively short time. Old me- 
chanical equipment requires special at- 
tention and care to keep it functioning 







efficiently, and every new piece of equip- 
ment should be a challenge, both to the 
owner and to the salesman to keep it in 
perfect operating condition as long as 
possible. 

It is, or should be, the business of 
salesmen to quickly note and take advan- 
tage of changes as they occur, and be 
prepared to offer vital lubrication ap- 
plication service for each change in op- 
erating conditions. 

To more quickly and accurately take 
advantage of opportunities to serve. the 
salesman should have a working knowl- 
edge of the line of Jubricants his firm 
distributes, and its many specific appli- 
cations. The latter can only be obtained 
through a fair working knowledge of 
mechanics in general. 

No lubricant has yet been discovered 
or developed that will serve as a universal 
lubricant. The reason is that so many 
variables enter into a given application, 
such as, climatic conditions, local atmos- 
pheric conditions, specific use of lubri- 
cant in regard to speed of operation, 
where and how lubricant is te be applied. 
and niany other conditions. Therefore. 
the manufacture of the many types, kinds. 
and grades of lubricants necessary to 
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modern industry has developed from a 
samewhat haphazard art to a very exact- 
ing science. 

Through innumerable tests and experi- 
ments, the laboratory has developed hun- 
dreds of formulae to produce just the 
right lubricant for practically every piece 
of mechanism, from giant gears to a fine 
watch, and for widely varying ranges of 
climatic. atmospheric, and other operating 


conditions. 


Mineral Oils Excel 


The history of lubricants is as old as 
man, in fact, centuries older. There are 
three sources of lubricants—animal. 
vegetable. and mineral. Animal and 
vegetable oils are called organic fats. 
while mineral, or rock oils are known as 
inorganic fats. 

It is believed that animal fats such as 
whale oil and blubber, were the first lu- 
bricants used by man. Later, mineral oils 
in surface pools were discovered and used 
in the natural, or crude state. 

While animal and vegetable fats are 
still used to a certain extent in the lu- 
bricant field, they have been supplanted 
by mineral oils in most cases. There are 
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two reasons for this change: first, the 
increasing availability of mineral oils in 
quantity, and the superior performance 
of mineral oils over animal and vegetable 
oils as lubricants. 

Petroleum is, of course, the source of 
nearly all mineral oil and its by-products. 
The word petroleum comes from the two 
Latin words, petra, meaning rock, and 
oleum, meaning oil, and was first called 
rock oil. 


Graded By Refining 


Scientists differ in their theories as to 
the origin of petroleum. Some contend 
it is the result of purely chemical changes 
wrought in the mineral deposits of the 
earth by heat and pressure, while others 
hold the theory that petroleum is the re- 
sult of heat and pressure on the remains 
of minute animal life in far-gone ages. 
The inorganic, or first theory seems to be 
the most popular. 

In its crude state petroleum is entirely 
unsatisfactory for modern lubrication 
needs because of objectional foreign mat- 
ter contained in it. However, history 
records the use of crude petroleum for 
fuel and light as well as a weapon of 
war, as far back as the time of The 
Carthaginian Wars. Some form of refin- 
ing the crude oil was also known and 
used in Old Egypt, and Ancient China. 

Analyses disclose the fact that there 
are two chief kinds of petroleum, and 
many intermediate combinations of these 
two kinds. Petroleum drawn from some 
parts of the earth has what is called a 





























The life of all machinery depends, to a large extent, upon its freedom 
from the ravages of friction. Careful periodic lubrication with the right 
lubricant is essential to top performance. 


parafine base, while from other parts 
comes crude oil with an asphalt base. 
Crude oil having a parafine base is most 
suitable for the manufacture of indus- 
trial lubricants. 

The discovery and use of iron, and the 
later refinements in the manufacture of 
steel which has made possible precision 
tools and machinery, have demanded un- 
told research and experimentation in the 








































These familiar pieces of lubricating equipment, used for machine lubri- 
cation in a modern plant, were painted different colors to ensure the 
use of the proper lubricant in each one. 
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field of mineral oil lubricants and lubri- 
cation. The result if this study has been 
the development of a great number of lu- 
bricants in a wide range of scientific 
blends and combinations, and in consist- 
encies ranging from solids to liquids, 
each designed for one or more specific 
applications. 

While the refining of crude petroleum 
is a highly developed science, it can be 
summed up briefly thus: 

Refining consists of employing in suc- 
cession, one or more of the following 


processes. 


Distillation—Heating to vapor, 
then condensing. 

2. Absorption—Percolation and con- 

tact. 

3. “Cracking’—A_ rapid reheating, 
above boiling point, of heavier 
distilled gas oil, subject to high 
or low pressure. 


Characteristics Differ 


“Crack” in this sense means to decom- 
pose into lighter or more volatile frac- 
tions or parts. 

Among the qualities or characteristics 
that differentiate one grade, or kind of 
lubricant from another and decide the 


(Continued on page 242) 












WHAT DO CUSTOMERS NEED 


Users of industrial supplies buy to fill specific needs and salesmen 


who uncover those needs intelligently sell more, market experts find € 


the help of the distributor in select- 

ing products which will fill specific 
needs, according to the findings of Er- 
nest E. Wachsmuth and Ira Cotins, of 
the James O. Peck Co., New York, re- 
searchers and analysts. This help is nec- 
essary even on relatively minor items, the 
market experts said in a discussion on 
“What the Industrial Buyer Needs from 
the Supplier”.* 

The Peck Co., conducts field surveys 
and factual interviews with men at all 
levels in industry for manufacturers 
seeking unbiased statements of users 
which point the way toward product im- 
provement, fruitful promotion and _ in- 
creased sales. 

The consumer of industrial goods, ac- 
cording to Mr. Wachsmuth and Mr. Cot- 
ins, is mainly interested in how a prod- 
uct will improve some aspect of his op- 
erations. On the other hand, he is not 
too interested in how a product is manu- 
factured or what ingredients enter into 
its fabrication. 


T= USER of industrial supplies needs 


Buying Now Complex 


“The man who does the buying” is 
fast becoming an extinct expression, 
said Mr. Wachsmuth. The buying proc- 
ess is now a complex one, involving 
many others beside the purchasing agent 
in any one organization. This has come 
about naturally as the number and vari- 
ety of products used by a large consumer 
has become too great for envelopment 
by the knowledge of any one man. Many 
companies, therefore, now have purchas- 
ing committees, composed of foremen, 
designers and engineers, to help the 
purchasing agent make wise selection. 

Mr. Wachsmuth explained that while 
many salesmen complain of being barred 
from contact with the man in the plant 
who will actually use the item to be sold, 
a lack of product knowledge on the sales- 
man’s part is sometimes the real stumb- 
ling block. A genuine effort by the sales- 
man to crystallize for the purchasing 


* Mr. Wachsmuth and Mr. Cotins spoke on this 
subject at a recent mecting of the Power Trans- 
mission Council. 
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agent (who may be confused about ac- 
tual job requirements) the demands of 
the job to be done, often serves as the 
password for entree to the design engi- 
neer or foreman, directly concerned with 
product application. 

The salesman shoulders a double re- 
sponsibility in performing worthwhile 
service, Mr. Wachsmuth added. He 
must realize the purchasing agent cannot 
choose the right product unless he knows 
exactly what that product is supposed 
to do, and, in clarifying this matter in 
a practicable way, the salesman must be 
well informed, or unsatisfactory _per- 
formance of the product will inevitably 
reflect on him—the supplier. 

Of course, cases of unsatisfactory per- 
formance may not always be the fault of 
the supplier, continued Mr. Wachsmuth, 
and therefor the salesman should en- 
courage his customers to keep perform- 
ance records. Only by this means can the 
salesman defend his position, identify 
and correct the source of trouble, and 
maintain his customer’s good will. 

As an example of trying to render serv- 
ice without knowing complete job re- 
quirements, Mr. Wachsmuth cited the 
case of the salesman who sold one of 
his customers a sizeable order of machine 
bolts, for which the purchasing agent 
supplied specifications for diameters of 
the holes into which the bolts were to 
fit. However, the purchasing agent for- 
got to mention a detail which intelligent 
questioning by the salesman would have 
brought out. It was that the bolts would 
be heavily cadmium plated before as- 
sembly. The plating enlarged bolt diam- 
eter to such an extent that the bolts were 
useless and had to be discarded. On his 
next call, the salesman was received with 
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formidable indifference by the purchas- 
ing agent, and that is putting it mildly. 

In another case, again involving an 
apparently harmless item, bolts were to 
be used in an assembly where they would 
be tightened with a special wrench. Bolt 
head size had to be uniformly accurate, 
because off-size would result in wrench 
slippage and part breakage, not to men- 
tion painfully barked knuckles for some 
unsuspecting worker. The distributor’s 
salesman obtained the material from a 
supposedly reputable manufacturer and 
filled his customer’s order promptly. 
Sample testing for accuracy of bolt size 
by the distributor would have revealed 
serious departures from the tolerance 
limits, but such a step was overlooked. 
The resulis of this negligence were as 
expected, and the salesman lost his cus- 
tomer. In this instance, the major portion 
of the blame rested with the manufac- 
turer, but the distributor was the one 
who suffered most. 





Concerning the specific subject of 
power transmission equipment, Peck Co. 
surveys reveal that users are more ab- 
sorbed with freedom from maintenance 
and flexibility than they are with cost or 
methods of manufacture. This indicates 
that promotional literature should aim 
its message accordingly. It was further 
pointed out by Mr. Wachsmuth that 
sales literature is often wasted on pur- 
chasing agents, and should go instead to 
the man in the plant most closely con- 
nected with the application of the prod- 
uct being pushed. 

Another item of considerable impor- 
tance to users of industrial equipment 
and machinery, as revealed by personal 
survey, is the service manual. A clear 
and easily understood service manual 
often means the difference between get- 
ting an order and getting nowhere. 
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JOHN F. DAY 


PROTECTING 
Secondary 


QUILETS 


Omaha company pays commissions to country dealers even when the distributor 
himself sells the items; cooperation improves relations, keeps prices firm 


Day Rubber & Supply Co., Omaha, 

Neb., is golden. And many country 
hardware dealers and implement distrib- 
utors feel this is quite appropriate. For 
the arrival of the stationery often means 
another commission-by-proxy has been 
paid by the industrial supply house as 
part of a policy designed to keep abreast 
of the rising tide of country sales. 

Long ago, the John Day firm adopted a 
uniform policy governing prices and re- 
lations with country dealers which cur- 
rently is paying off. Within the limits 
of its abilities, the company attempts to 
persuade dealers to adhere to suggested 
resale price schedules. One of the re- 
wards held out by the company to deal- 
ers who do cooperate, is its system of 
paying commissions on sales made over 
its counter to customers who normally 
would buy through country channels. 

Here is the text of a typical commis- 
sion bearing letter (using fictitious cus- 
tomer and dealer names) that explains 
the John Day policy: 


T LETTERHEAD used by the John 


John Doe Implement Co. 
Holstein, lowa 
Gentlemen: 

Recently a party, by the name of 
Joe Doakes, came in to our place of 
business and purchased an electric 
tank heater and grease gun, paying 
cash for same. 

We would, of course, prefer that 
these purchases be made through our 
dealers, but on occasions we have 
found it best to take care of these cus- 
tomers and then allow our dealer com- 
mission on the sale. We find that of- 
ten, if we do not take care of them, 


they go to someone in town who, per- 

haps, will. 

Attached you will find our commis- 
sion check for $12.50, to cover your 
commission on the sale in question. 

We trust that our handling of this 
matter will meet with your approval. 

Very truly yours, 

JOHN DAY RUBBER & 
SUPPLY CO. 

John F. Day 

Naturally, to know whether a commis- 
sion is due on a city sale (and at what 
price to sell, also) it is necessary to 
know the name and address of the cus- 
tomer. This is a “must” with John Day 
salesmen who get this information first. 
If the man at the counter is a farmer from 
a nearby community, it is the John Day 
policy to sell to him at the same price 
level as recommended to the dealer in 
that area. And, as indicated in the let- 
ter, the commission is paid to the coun- 
try dealer. 

Commenting on this policy, John F. 
Day, vice-president and general manager, 
remarked that payment in cash is much 
more effective than payment in credit. 
“Of course,” he said, “the whole idea 
is to cement relationships, and the pay- 


ment of a commission on a sale that 
the country hardware or implement 
dealer probably did not even know about 
is the best way I know of to build con- 
fidence.” 

Selection of the dealer for 
sion payment is not a cut and dried pro- 
cedure, according to Mr. Day. Rather 
comprehensive records are kept for each 
dealer outlet and in most cases it sim- 
ply is a case of matching the customer’s 
address with the nearest country dealer. 
Where there is more than one dealer in 
the community other considerations, such 
as volume of sales, cooperativeness and 
other factors enter. 

Mr. Day said that country hardware 
and particularly, farm implement deal- 
ers have been growing in importance as 
sales outlets almost proportionately to 
the rising level of farm income. As sales 
sources for many lines, including items 
commonly associated with industrial sup- 
plies, they constitute an important sec- 
ondary market. 

Among the items sold by John Day 
to country dealers are: cable, roller 
chain, belting, rope, belt, belt dressing 
and lacing, tools of all kinds, hoists, 
portable power tools and the like. 


commis- 





MAKING 


social friends. 





EVERY 


H. A. Stuhrmann has made birthdays his hobby and his hobby builds 
good will for Frank Tracy, Inc., New York. Each December he jots 
down the birth dates of friends and customers and then makes sure that 
he calls them or sends them a card or gift. 
competitors, fellow workers, customers, politicians, labor delegates and 


DAY COUNT 


All groups are included— 
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OST FVERY SHOP, from the smallest 
repair shop to the largest manu- 
facturing plant, does some weld- 

ing, either for maintenance and repair 
or in actual manufacturing operations. 
Therefore. virtually every account is a 
prospect for welding rod. 

However, no matter what the use, weld- 
ing is of little value unless it is satisfac- 
torily and economically applied. With 
the exception of those large plants which 
can afford the full-time services of weld- 
ing experts, most shops are in constant 


Show on 
HOW 


By T. C. DuMOND 


need of welding information and help. 
Every new material encountered by a 
plant creates new welding problems and 
paves the way for a salesman who knows 
his welding rod to make a fond friend 
and a constant customer. 

Welding may seem a difficult and com- 
plicated process to be learned and ap- 
plied by the average salesman but it need 
not be. It has been proved that any 
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In merchandizing welding rod, it is good 
business to have the welder do the work 
himself, with the salesman as instructor 


man with normal intelligence can learn 
enough about welding in a week or two 
to qualify—for sales purposes—as a 
semi-expert. Of course, he must be 
taught properly. 

Training of salesmen as welding spe- 
cialists need not be unduly expensive. 
The first step is to enlist the aid of the 
manufacturer whom you represent. Most 
manufacturers have standard training 
programs which can be conducted at 
their own headquarters or at those of 
their representatives. If their training 
programs do not conform to the sugges- 
tions made here, at least they have in 
them the required information. 

Here are the essentials that a salesman 
must know to sell welding rod with any 
degree of success: The basic methods 
of welding; types of welded joints; weld- 
ing rods available; suitable rods for vari- 
ous materials, and how each rod to be 
sold is properly applied. 


Acquiring Knowledge 


None of these points is difficult, par- 
ticularly when it is realized that prac- 
tically every rod made has been developed 
for a specific purpose and for applica- 
tion by one specific method. Thus, after 
learning enough about the basic welding 
methods to talk intelligently about them, 
the salesman can concentrate on the par- 
ticular rods he sells and learn all there 
is to know about them. Perhaps the last 
statement should be qualified to state 
that the salesman should concentrate on 
the more popular rods of the line, for 
most welding rod manufacturers have 
on their lists many rods developed for ex- 
tremely narrow application. 

An ideal training program would per- 


Practically every plant does some 
welding, thus entry can be gained to 
most companies if you can help with 
their welding problems. 
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mit the salesman to spend about half 
his time in lecture sessions and the other 
half in doing some actual welding to see 
for himself what the welding process in- 
volves. This is not necessarily to make 
a welder of him, but chiefly to permit 
him to build a better foundation for 
sales. 

It is much easier to teach welding to 
a salesman than it is to make a salesman 
out of a welder. Thus, it is not neces- 
sary to go out of your own ranks to find 
suitable help. One man who never had 
the slightest experience as a_ welder, 
but who was a good salesman, more than 
tripled his income selling welding rod 
by the methods described here. 


Customers’ Problems 


One phase of the training program 
cannot be over emphasized. That phase 
is special instruction in what rods are 
best suited for materials that are diffi- 
cult to weld. If there is any certain means 
of entry to a plant it is through being 
able to offer a possible solution to a 
particularly vexing problem. 

A trained salesman can confidently 
lead with his chin and ask the purchas- 
ing agent or any other person he may 
deal with: “Do you have any welding 
problems that we might help you with?” 
Of course, he is armed with adequate 
information and a small sample kit of the 
most important rods he sells. 

With the knowledge learned in train- 
ing sessions and instruction literature, 
the salesman can help with many prob- 
lems. Even if all his knowledge is not 
at his fingertips, the efficient salesman 
would be prepared with a small notebook 
containing pertinent information that will 
jog his memory. 

When confronted with the problem, the 
salesman should ask to see the job and 
for an opportunity to talk to the welder 
involved. After obtaining a clear pic- 
ture of the problem, the salesman recom- 
mends the proper rod for the application 
and explains how it should be used. He 
would give such information as tempera- 
tures or currents required, type of joint 
and methods of laying a bead. 

After explaining, the salesman then 
asks the welder to try a weld, following 
his suggestions. It would be a mistake for 
the salesman to try to demonstrate the 
technique, for nine times out of ten the 
welder is much more adept at handling 
the welding equipment. If the salesman 
were somewhat clumsy his effectiveness 
would be lost. In addition, if the welder 






























The salesman selling welding rod need not be a welder himself. All that he 
needs is sufficient knowledge of his product to tell how it is properly used. 


tries the suggested method himself and 
is successful, he is much more thoroughly 
convinced for he knows there are no 
tricks involved. 

Generally after a successful self-dem- 
onstration, the welder becomes a booster 
for the rod and wants a supply for his 
own use. He wants that kind of rod 
from then on, for any rod which helps 
to make him look good is bound to meet 
with the welder’s complete approval. 

Often there are instances where the 
salesman encounters a problem for which 
he can offer no solution through his own 
knowledge or experience. This sort of 
situation need not cause him embarass- 
ment, for he generally can find the an- 
swer in a reasonably short time by send- 
ing complete details to the manufacturer 
he represents. The mere fact that he 
tries to help and takes steps to be more 
helpful increases friendliness of the po- 
tential customer toward the salesman. 

All of this may be of interest, but how 
does it produce sales? First of all, it must 
be remembered that rod is purchased 
on its ability to do the job for which it 
was purchased; and secondly, rod often 
is improperly used because the welder, 
in many cases, either never receives 
proper instructions or ignores those in- 
cluded with the rod. 
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Because of these two facts, it can be 
seen that great resistance to being sold 
on a rod can be minimized. Furthermore, 
any rod, regardless of make, will result 
in a better job if it is used as its manu- 
facturer intended. So, if you have a good 
rod to sell and if you see that it is used 
properly, you are armed with ‘a sales 
weapon hard to beat. 

What proof is there that this method of 
selling will work? The best proof is the 
experience, of one company that sells 
in a similar manner. Starting from 
scratch, this company built a welding 
rod sales total of several hundred thou- 
sand dollars a year, using salesmen who, 
to start with, did not know the difference 
between a welding rod and a peppermint 
stick. 

Salesmen of this company have been 
known to sell sizeable orders of rod to 
companies that had stocks of rival rod 
of similar composition. Why? Simply 
because the other rod was not being ap- 
plied properly due to a lack of proper 
instruction to the welder. The salesman’s 
rod, properly used looked superior by 
comparison. 

And remember, once you have made 
a good contact through the sale of weld- 
ing rod, you are more likely to find a 
good reception for the rest of your line. 
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PUTTING FACTORY MEN 
ON THE TEAM 


Distributors seek to avoid wasting factory 
men's time; one requests advance nofice of 


visits, another sets up iron-clad appointments 


with salesmen 


creased tremendously since the end 
of the war, officials of the McJunkin 
Supply Co., Charleston, West Va., and 
the Union Hardware & Metal Co., Los 
Angeles, have taken steps to insure that 
the time of the manufacturers’ represen- 
tatives will be utilized to advantage. 
Each company worked out its system 
with the same idea in mind—to eliminate 
wasted time for both distributor sales- 
men and manufacturers’ men. Both firms 
stressed’ the fact that they recognize 
factory men as important allies in sell- 
ing and that they are anxious to have 
their assistance. 


Von FROM factory men having in- 


Four Point Plan 


The McJunkin Co.’s action was ex- 
tremely simple. A letter explaining the 
company’s position was drafted and sent 
to all major sources. The response was 
immediate and, according to McJunkin 
officials, very favorable. Manufacturers, 
agreed the plan as good and pledged 
their support. The plan, as explained to 
manufacturers, has four points: 

1. Whenever possible, manufacturers’ 
salesmen will meet with our salesmen at 
noon on Saturday to discuss products of 
your manufacture and make arrangements 
for the following week. 

2. Our salesmen will work only with 
factory representatives of major lines 
we expect to stock and distribute. We 
consider you one of these manufacturers. 

3. Definite arrangements as to arrival 
time and length of time to be spent with 
our organization must be made at least 
two weeks in advance. 

4. We are to outline the itinerary and 
activities of your representatives during 
the period of time he works with us. 

In operation, the system offers several 
benefits. After a manufacturer notifies 
McJunkin that his representative will 
be in Charleston at and for a specified 
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Having made his appointments In advance, Ralph Oster of the Oster 
Mfg. Co., meets with Salesman Ed Miller of the McJunkin Supply Co., 
and carefully goes over the manufacturer’s latest catalog before going 
out on calls which Mr. Miller lined up during a two week period. 


time, the distributing company officials 
work out detailed plans for his activities. 
All the salesmen are notified of an ap- 
proaching visit and calls are plotted. 

The distributing company’s position 
was made clear in the letter to manu- 
facturers: 

“We think it is of interest to the manu- 
facturers and the distributors that some 
policy be arranged regarding the work- 
ing arrangements between factory repre- 
sentatives and distributors’ salesmen. We 
want all the assistance we can get from 
your salesmen in selling products which 
you manufacture and we are conscious 
of the fact that your salesmen can give 
much assistance to our salesmen; how- 
ever, since the war has ended, we have 
been swamped, so to speak, with manu- 
facturers’ salesmen who want to work 
with our salesmen and have made ar- 
rangements in a haphazard fashion.” 
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The wording of the letter seemed strong 
and McJunkin officials discussed it thor- 
oughly before sending it out. They were 
pleased, however, when the replies were 
received. Except in one case, every man- 
ufacturer agreed that the plan was good 
and pledged his support. The lone ex- 
ception was that of a manufacturer whose 
men are chiefly service men. McJunkin 
officials agreed that it would be impos- 
sible to schedule a service man’s visit in 
advance if his call was in answer to a 
request for assistance on a particular job. 

The Union Hardware & Metal Co.’s 
plan also is simple but effective. It too 
is designed to eliminate guesswork and 
misunderstanding in the coordinating of 
the efforts of salesmen and manufactur- 
ers’ representatives. 

Elton E. Hey, industrial sales manager, 
evolved the plan and backs it up with 
a firm policy of “follow it or else.” 
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Elton Hey, sales manager of the 
Union Hardware & Metal Co., Los 
Angeles, worked out his com- 
pany’s plan for effective coopera- 
tion between manufacturers’ men 
and salesmen. 


When a manufacturer's man calls on 
Mr. Hey or writes to ask for an oppor- 
tunity to go over the territory with some 
of the salesmen, the sales manager brings 
out his sales help appointment book 
blanks (see illustration). He then and 
there makes up a series of appointments 
for salesmen. The appointments are iron- 
clad musts, under no conditions to be 
sidestepped by salesmen. 

In the line “subject” is entered the 
manufacturer’s product, on which the 
salesman and the representative will 
center their efforts. The salesman’s name 
is then entered and the day and date of 
the appointment. This is followed by the 
name of the representative with instruc- 
tions as to the place and hour of meeting. 

The original and one carbon copy are 
then given or sent to the salesman and he 
is required to sign and return the copy 
at once to Mr. Hey, showing that he has 
duly received the instructions and will 
be on hand at the appointed time and 


When manufacturers replied to the 
McJunkin Co.’s letter explaining the 
new policy on factory men’s visits, 
G. H. Herscher, secretary and man- 
ager of the supply department; J. H. 
West, purchasing agent; and S&S. A. 
Hawkins, vice-president and sales 
manager, were pleased to find out 
that the manufacturers were willing 
and anxious to cooperate. 


Factory 


To 


You have been alloted 


immediately, 


Signed: 


The Union Hardware’s iron-clad 


will meet you 





and Specialty Sales Help 
‘ Appointments 


Where 


+ Please sign duplicate Copy and return to this 
retaining ori - 
ginal for your files, 


appointments with salesmen are made on this blank. 


place and knows whom he is to meet 
and what product they are to concentrate 
on. The salesman then can make his 
own plans accordingly, so as to get the 
greatest possible sales help out of the 
joint effort. The manufacturer’s repre- 
sentative is also given a list of the sales- 
men he is to meet—when, and where. 
In case some salesmen involved are lo- 
cated in outside territories, more time is 
necessary to arrange the dates by mail, 
which time is available if the manufac- 
turer’s representative writes in advance. 
However, if the representative arrives 
without warning, one or two of the local 
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men are called in that day to receive in- 
structions so that the program of calls 
can be started the next morning, leaving 
time for arrangement of the full program 
of appointments. 

The signed appointments take prece- 
dence over everything else in the sales- 
man’s own plans for his activities. He 
must not only be there promptly to meet 
the representative, perhaps for the first 
time, but he must devote his whole time 
and attention to the item or line involved, 
and take the representative to those 
places where their joint calls will bring 
the best results. 























West Coast distributor 
special department to handle dairies 


sets up 


and milk processing plants; opera- 


tions revolve around agency for 


milking machine 


AIRIES AND MILK processing plants 
represent a type of industrial ac- 
tivity common to most sections of 
the country. That relatively few indus- 
trial direct 
bid for this market, particularly the 
dairies, in the face of special distribu- 


distributors have made a 


tors already established in the field, has 
attributed to the fact that these 
dairies and plants represent a business 


been 


of a specialized character, which, if you 
do not understand it, is best not meddled 
with. Yet, here and there, on the West 
Coast, individual distributors have been 
setting such 
Among them is the Industries Supply 
Co. of San Diego. This company has a 
well-ordered and rapidly growing dairy 
department, now three and a half years 
old. 

Speaking of this department, Paul B. 
Rayburn, Jr., president and general man- 


up to secure business. 


Cc. W. (“Bill”) Snodgrass is head 
of the dairy department of the 
Industries Supply Co., San Diego. 
Experienced in all the ramifica- 
tions of the dairy and milk pro- 
cessing industry, he has complete 
charge of his department. 


ager of the company, said: “In starting 
the department, we realized that it would 
be utterly useless to do so without a 
thoroughly experienced man to head it 
up. In this case, the department must 
revolve around the man. He must know 
dairy and talk 
must be familiar 
with all types of milk processing plants 


men, their problems, 
their language. He 
and their methods and réquirements. 
Lastly, he must have served some time in 


the dairy supply business.” 
The Man 


“We have found such a man in C. W. 
(“Bill”) Stodgrass. He fulfilled all re- 
quirements, and we have made him the 
boss and last word in his particular do- 
main. He is in cramped quarters now, but 
when we move into recently acquired 
new quarters, his department will be 
siven space and facilities adequate to 
his rapidly growing needs.” 

Mr. Snodgrass’ special establishment 
It is 
about twenty feet square and so jammed 
with merchandise on tables. hung from 
the walls and ceiling, in cupboards, un- 
der counters, and so forth, all in a sort 
of “well organized confusion” hard to 
describe, that it was difficult to find Bill 
and his two lady assistants. 


is in the rear of the warehouse. 


Entering the place. you butt into a 
saddle worth about $150. Then you worm 
your 
clothing, 


way among dairymen’s special 


insecticides, washing com- 
pounds, veterinarian instruments, steam 
machine 


blankets, weighing devices. filters, brushes 


generators, milking parts. 
and brooms, electric fence equipment. 
scientific looking accessories and other 
items. 

“In the operation of this department”. 
said Mr. Snodgrass, “the whole business 
revolves around our agency for a milk- 
We not 


ing machine in this territory. 
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This service truck is equipped to 
repair or completely overhaul a milk- 
ing machine in the field. This pro- 
vides both a service and a sales con- 
tact direct with the dairy farmers 
who are large users of various indus- 
trial supplies in addition to those 
peculiar to their field. 


Inside the truck, after the service 
equipment is stowed away, there is 
considerable room left where the 
combined service man and salesman 
can carry samples of various acces- 
sories and supplies that will appeal 
to the dairy farmer. 


only sell the machines but are responsible 
for their repair and servicing. This is 
understood that 
there are no less than 180 parts which 
we must stock and be ready to supply at 
all times. With this as a nucleus, we 
added hundreds of miscellaneous 
items. all every-day necessities in the 
dairies and milk processing fields.” 


important when it is 


have 


The milking machine sales and serv- 
ice brings Mr. Snodgrass in contact with 
all the principal dairies in the territory. 

(Continued on page 252) 








T. Walker Lewis, president of Lewis Supply Co., Mem- 
phis, Tenn., stands beside an engine assembly destined 


for the Army Signal Corps. 


IP SERVICE to one’s faith in the in- 

dustrial development of one’s com- 

munity is not enough, according to 
T. Walker Lewis, president of the Lewis 
Supply Co., Memphis, Tenn., and Helena, 
Ark. Mr. Lewis’ trust in industrial Mem- 
phis and surrounding territory is being 
demonstrated in a more concrete fashion. 
It is in the form of a sound and vigorous 
program of expansion. Notable features 
of this program are the execution of a 
progressive sales campaign, an enlarge- 
ment of the sales force, construction of 
a new warehouse to supplement the phys- 
ical property now in use and the incor- 
poration of a new manufacturing project. 

“I feel,” said Mr. Lewis, “that Mem- 
phis is one of the key points of the South 
for industrial development and, if we 
make our plans ahead of time we should 
participate in a large part of the business. 
Employees coming back from the war will 
he put to work. We expect to keep the 
ones we employed during the war, pro- 
vided they are satisfactory in every way 
and want to stay with us.” 

With the object of providing complete 
distribution for manufacturers repre- 
sented by Lewis Supply, Mr. Lewis has 
directed his executives and sales force 
to concentrate thought and effort on ex- 
panding lines. To this purpose, J. F. 
Killorin, sales manager who joined Lewis 
Supply several months ago, has set up a 
program which includes salesman train- 
ing, hiring of new salesmen, and informa- 
tive and instructive sales meetings. At 
these meetings manufacturers’ representa- 
tives explain the construction and appli- 
cation of products in lines carried by 
Lewis Supply and give pointers on sales 
talks with customers. 


LOOKING AHEAD 
MEANS GOING AHEAD 


Memphis, Tenn., distributor interprets 


reconversion period as signal to place 


own comprehensive expansion pro- 


gram into motion 


To supplement the work of the sales 
force, Lewis Supply is publishing a new 
catalog. The catalog is directed toward 
the hardware and agricultural trade and 
will be used extensively by the Helena, 
Ark., plant. It was printed by Weinberg 


& McKee, Chicago. 


Property Purchased 


Lewis Supply recently purchased prop- 
erty for a new warehouse where heavy 
wire, roofing 


products, such as. steel, 


and other items, will be stored. The new 
building is Lewis Supply’s third in Mem- 
phis. There is another building in Helena 
which has been maintained as a ware- 
house and which will be enlarged. Lewis 
Supply Realty Co., owns and controls all 
the firm’s real estate in Memphis and 
Helena. 

During the war, Mr. Lewis began a 
manufacturing venture which produced 
portable electric power units for the Army 
Signal Corps, as a prime contractor. Two 
large contracts have been completed and 
a third, as large as the previous two com- 
bined, is being carried out. Since the 
power units have a wide application to 
civilian uses, Mr. Lewis turned it into 
a post war project by organizing a new 
company knowr as the Lewis-Diesel En- 
gine Co. This plant occupies an entire 
building across the street from the main 
quarters of Lewis Supply Co. 

Mr. Lewis is president; E. Womble is 
vice-president and _ general 
3: W. Lew, It., 


Cone, secretary. In addition, Lewis Sup- 


manager; 
treasurer, and W. M. 


ply recently was appointed exclusive dis- 
tributor of Wisconsin Air-Cooled Motors 


for Tennessee, Mississippi and Arkansas. 
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One of the new additions to personnel 
is Leland Stanford, until recently with 
Bluff Arsenal. Mr. Stanford 
taken charge of the accounting depart- 


Pine has 
ment. Back from the armed forces are 
Nick Bolin, Bill Pace, Herbert Hill, Bob 
Underwood and Glassner Miller. As Mr. 
Lewis said, there is plenty of room for 
these and qualified additional personnel, 
especially salesmen who will be needed 
for the expanded activities of this 27- 
year-old industrial supply firm. 

The program is a major part of Mr. 
Lewis’ answer to questions about the 
future and is another step forward in a 
firm which began as a distributor of 
industrial machinery in 
Helena 27 years ago, moved into Memphis 
in October, 1931, and has grown contin- 


supplies and 


ually along sound lines. 


Clyde Easley and Lester Hallock, 
mechanics at Lewis-Diesel Engine 
Co., study a carnival power plant 
they are overhauling. 








days has been a debatable question 

among industrial distributors since 
V-J Day when many industrial supply 
customers closed down or returned to 
5-day week operations. Although more 
than 90 percent of the industrial supply 
houses still operate half a day on Satur- 
days, sentiment in favor of Saturday clos- 
ing is making strides. Many a distributor 
who still remains open on Saturday has 
declared himself in favor of closing under 
certain conditions and the large majority 
of those who remain open cannot be clas- 
sified as entirely opposed to closing. 

While the five-day work week is con- 
sidered pretty general in manufacturing. 
it must not be construed as meaning en- 
tirely the same as five-day operations. 
Some plants have their employees work 
only five days each week but still remain 
open five and a half days through arrange- 
ments of shifts. However, a majority of 
plants do consider it more efficient to 
concentrate the working time of all 
employees in five days. Under such con- 
ditions, whether to remain open on Sat- 
urdays is a local problem for each dis- 
tributor or group of distributors in one 
locality to settle according to local con- 
ditions. 


T: CLOSE OR NOT TO CLOSE on Satur- 


Proponents of Saturday closing claim: 
(1) it helps reduce overtime costs; (2) 
it helps reduce operational costs such as 
building upkeep; (3) closing of cus- 
tomers’ plants reduces Saturday business 
to a negligble quantity and obviates the 
need for remaining open; (4) it raises 
employee morale and helps keep office 
worker turnover down, thereby raising 
office efficiency. 

Opponents of the innovation contend 
that: (1) customers’ plants do most of 
their big repair and maintenance jobs 
over week ends and need service on Sat- 
urdays; (2) the half day is needed to 
clean up inside office work; (3) the half 
day gives salesmen a chance to bring their 
inside work up to date and to organize 
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THE FIVE-DAY WEEK: 


their new week’s work ahead of time; (4) 
Saturday mornings are ideal sales meet- 
ing dates since salesmen do not call on 
those days; (5) it gives sales managers 
an opportunity to inform, advise and con- 
sult salesmen on current problems, cam- 
paigns and other plans: 

Other objections to closing arise from 
the fact that many distributors have other 
departments or activities to worry about. 
Many distributors also are in the auto- 
motive, plumbing and heating, and gen- 
eral hardware (wholesale and _ retail) 
supplies business. Still others tie in in- 
dustrial distribution with manufacturing. 
These activities, they assert, preclude the 
possibility of closing on Saturdays. 


Many Receptive 


A sampling of distributors’ opinions 
from virtually al] sections of the country 
reveals that many distributors who keep 
their establishments open on Saturdays 
are receptive to the idea of closing on 
that day. They refuse to to anything 
about closing, however, until all or most 
of the distributors in their locality close 
also. Still others, who have other activi- 
ties tied in with industrial supplies, grant 
that Saturday closing would be feasible 


Where manufacturing and industrial 
supply are combined, a 5-day week 
isn’t desirable, says Howard Learn 
of Charlies H. Besly & Co., Chicago. 


Sampling of distributors’ opinions indicates trend toward 
Saturday closing; customers’ activities seen as strong factor 


were it not for the other phases of their 
business. But the large majority, whether 
or not they like the idea of Saturday 
closing, are open on Saturdays for half 
a day and intend to remain open pend- 
ing future developments. 

Saturday closing has become an estab- 
lished fact in Boston, Mass., and Colum- 
bus, Ohio, two cities which have ap- 
parently taken the lead in this movement. 
It was by agreement and concerted action 
that the majority of distributors in Colum- 
bus put Saturday closing into effect there. 
One of the most articulate and outspoken 
opponents of the move when the 
subject of Saturday closing was first 
broached in Columbus, was William 
M. Reynolds of Plumbers & Factory 
Supplies. After several meetings, Mr. 
Reynolds was prevailed upon to change 
his views. Today, after the plan had been 
in effect for several months, he regards 
it as a happy experiment. Although salary 
costs remained approximately the same 
because the hours of work per week were 
cut down, Mr. Reynolds considers the im- 
provement in employee morale which re- 
sulted from Saturday closing, a distinct 
benefit to the company. 

As insurance to customers for week- 
end service, many distributors give their 


John P. Burns, vice president of 
Burns Bros. Co., Syracuse, N. Y., 
thinks Saturday closing would inter- 
fere seriously with the service. 
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TO BE OR NOT TO BE 


salesmen’s home phone numbers to cus- 
tomers’ plants for emergency calls. 

The instituting of a five-day week among 
distributors in Boston was achieved 
through other means as it was impossible 
to secure immediate general approval of 
the plan when the proposal to close on 
Saturdays was made. Through the initia- 
tive of Stanley Sheldon, sales manager 
of Chase Parker & Co., and W. E. Cur- 
rier, sales manager of Chandler & Far- 
quhar, several large firms in the city 
decided to close regardless of what the 
other companies did. This was all that 
was needed as other firms followed suit 
and now a large majority of Boston dis- 
tributors are closed on Saturdays. 

In metropolitan New York, a large 
portion of the distributors have placed a 
compromise plan into effect. Doors are 
closed to customers on Saturdays but em- 
ployees are required to come to work to 
clean up the week’s office detail. In some 
houses, even telephone calls are not per- 
mitted so as to keep the staff free from 
intrusion and the working time free from 
interruption. 

Other compromise plans, such as those 
employed by the Hunting Co., and Haver- 
stick & Co., Rochester, N. Y., and the 
Marshall-Newell Co., and the Frank 
Groves Co., San Francisco, are designed 
to cut overtime costs by giving employees 
a five-day work week but remaining open 
for five and a half days to render cus- 
tomer service. Haverstick & Co., accord- 


Saturdays are’ needed to clean up 
inside work at the Chamberlain Co., 
according to Gordon F. Sondraker, 
vice president and general manager. 





ing to W. B. Stubbs, secretary, had a 
five-day work week but remained open 
five and a half days before the war and 
expects to return to such an arrangement 
as soon as business eases up. The reason 
for the return is to cut down overtime 
costs. Under the plan, the store remains 
open Saturday mornings with a telephone 
operator, inside man, stock clerk and 
salesmen on duty. The telephone op- 
erator, inside man and stock clerk do 
not return to work until Monday noon. 
At the Hunting Co., the plan is similar 
except that only a telephone operator, 
salesmen and executives are on duty on 
Saturdays when only emergency deliveries 
made. According to Francis T. 
Toomey of the industrial supply depart- 
ment, the firm is in favor of a five-day 


are 


closing and as soon as the initiative is 
taken in the area, it will follow. 


Counter Kept Open 


Only the front city counter is kept 
open at the Marshall-Newell Supply Co.. 
now that the firm has changed from a 
44 to 40-hour week for employees. Ac- 
cording to P, A. Converse, general man- 
ager, overtime costs have risen despite 
In the Frank 
Groves Co., a skeleton staff is maintained 
on Saturdays to take care of marine trade 
only. The work hours in this place were 
reduced from 44 per week to 40 to cut 
overtime costs. 


the change to shorter hour: 


Once opposed to the idea of Saturday 
closing, W. M. Reynolds of Plumbers 
& Factory Supplies, Columbus, Ohio, 
now believes it was worth while. 





Among those still open on Saturdays 
but already convinced that Saturday clos- 
ing is inevitable and only awaits local 
leadership are F. F. Despard, owner of 
the F. F. Despard Co., Utica, N. Y., and 
K. L. Grebenstein, manager of the supply 
department, McKaig’s, Cumberland, Md. 
According to Mr. Despard, most custom- 
ers’ plants are closed on Saturdays and 
there appears no reason for supply houses 
to remain open. Mr. Despard would like 
to see it placed into effect by local agree- 
ment. Mr. Grebenstein stated the case 
in stronger terms, believing as he does 
that Saturday operations are largely a 
waste of time. Most of his customers’ 
plants are closed on that day and those 
persons who come in on Saturdays come 
with some problem concerning personal 
equipment for which they want an odd 
part, or advice on some time-consuming 
subject. Such dealings rarely result in 
any sales significant enough to even com- 
distributor’s time and 
effort, according to Mr. Grebenstein. 

Equally adamant on the other side of 
the question is John P. Burns, vice pres- 
ident of Burns Bros. Co., Syracuse, N. Y., 

(Continued on page 240) 


pensate for the 


Francis J. Toomey of Hunting Co., 
Rochester, N. Y., says his firm has cut 
down on Saturday operations under a 
modified five-day week plan. 
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SPECIALIZING 





FOR BETTER SERVICE 


Dallas distributor cites three reasons for 


specialization; heavy 


industrialized area; 


broad stocks and expert salesmen 


of the future must render a specialized 

service is the conviction of Irving H. 
Buck and J. A. McDonough, partners, 
Tool Supply & Engineering Co., Dallas. 
Their convictions are backed up by the 
policies of their firm. 

Tool Supply & Engineering Co. pur- 
chased the Dallas branch of the Keystone 
Tool & Supply Co. in October 1944. Since 
then the firm has operated on a special- 
ized basis, concentrating on the stocking, 
sale and servicing of high speed and car- 
bide cutting tools, hand saws, hack and 
power saw blades, milling cutters, files, 
coated abrasives and grinding wheels, 
diamond dressing tools and wheels, as 
well as gages, other precision measuring 
instruments and similar closely related 
items. 

There were three guiding factors upon 
which the partners in Tool Supply & En- 
gineering Co. based their decision to 
specialize. “In the first place,” says Mr. 
Buck, “the area served must be sufficiently 
industrialized to support a specialized 
house.” Both partners are confident of 
the industrial future of the Dallas-South-* 
west area. 


T« SUCCESSFUL industrial distributor 





J. A. McDonough 


“This area has had a very definite 
growth of industrial plants since the start 
of the war. It is of especial interest that 
we now note that many new plants are 
opening in this territory with the inten- 
tion of operating entirely on peacetime 
products. A majority are branches of 





Tool Supply & Engineering was founded in 1944 when I. H. Buck and 


J. A. McDonough purchased the 


Dallas branch of Keystone Tool. 
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Irving H. Buck 


eastern and midwestern manufacturerers. 
It also is true that a number of the war- 
time industries are locating here per- 
manently for post war production. These 
are established facts. 

“The second factor,” Mr. Buck goes on 
to say, “ties in with the broad stocks 
which the specialist can carry. We spe- 
cialize in cutting tools, for example, and 
that means we’ve got to carry in stock 
any type of cutting tool our customers 
want. These broad stocks are the justifi- 
cation for our existence as specialists. 
It’s an essential part of the service we 
render.” 

“And third, by specializing on a few 
lines our salesmen can really become ex- 
perts. Through constant study on these 
few lines, they develop extensive product 
knowledge. They know applications and 
are thus in a positiun to render a superior 
service to their customers.” 

“Tt all comes back to the basic func- 
tions of the industrial distributor. FEs- 
sentially, he is a service organization. 
We believe we can do a better service job 
for our customers by specializing. Of 
course, it takes a difference in opinion 
to make a bet on a horse race, but we 
are putting our money on specialization.” 
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From inside man to salesman was 
the progress of Tom Loftin of the 
Keith-Simmons Co., Inc., Nashville, 
Tenn., who attests the value of in- 
side job as a stepping-stone to an 
outside job. 


ISAGREEABLE as the experience was, 

the manpower shortage during the 

war served at least one good pur- 
pose in focussing the industrial distribu- 
tor’s attention on hitherto unsuspected 
vital links in his chain of organization. 
One such link brought into sharp focus 
when replacement became necessary, was 
the job of inside salesman. Without an 
experienced, well-informed man on the 
receiving end of the supply firm wire, 
the importance of this oft-overlooked job 
was projected in sharp contrast. 

A consensus of distributors and out- 
side salesmen would undoubtedly reveal 
that a great majority is aware of the 
value of an experienced, efficient and co- 
operative inside man. Many distributors 
found themselves interrupted in confer- 
ences for the purpose of answering cus- 
tomers’ queries as to prices, ratings, 
specifications and stocks. Many salesmen 
had to apologize apprehensively to pros- 
pects for failing to obtain necessary in- 
formation by telephone from the office. 
Neither the interruptions nor the embar- 
rassment would have been necessary had 
there been a competent and informed man 
at the city desk. 

As to the nature of the inside sales- 
man’s job, there seems to be two schools 







| INSIDE SALESMAN — 
MEANS OR END? 


Two schools of thought prevail on objective of city 






desk men's position in industrial supply organiza- 


of thought on the subject among distribu- 
tors, One group sees in the job an ex- 
cellent means of training future outside 
salesmen. The other group tends to re- 
gard the job as worthy of the best talents 
of the best men to be found to fill it. 
While there is no rigid adherence to 
either of these interpretations (sometimes 
good inside men insist on becoming out- 
side salesmen and sometimes outside 
salesmen take over, if only for part time, 
inside men’s duties), distributors gener- 
ally have one or the other in mind in 
selecting personnel. 

Typical of the first group’s operation, 
is the practice of R. L. Wolfe, manager 
of the industrial supply department of 
Keith-Simmons Co., Nashville, Tenn. 
When Mr. Wolfe decided he needed 
another outside salesman he knew where 
te look for him—right in the same office. 
It was Tom Loftin who had served on 
the inside for Keith-Simmons for the last 
three years. Mr. Wolfe regards those 
three years as preparation time for the 
day when he would need another sales- 
man. In picking out a man to fill an in- 
side post, Mr. Wolfe exercises as much 
care and discrimination as if he were 
choosing an outside man. While he can- 
not be certain the inside man will de- 
velop into acceptable outside material, 
he is assured of an opportunity to judge. 


Experience Valuable 


As to the value of the experience 
gained on the inside, Mr. Loftin feels it 
cannot be overestimated. The familiarity 
with the products he is selling and the 
knowledge of the operations of the cus- 
tomers he is calling upon were thorough 


and the result of years of close association 
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tion; manpower shortage pointed up job's importance 





with both. He was able to concentrate 
entirely on selling from the first call on. 
In fact, reflecting on the first calls he 
made as an outside salesman, when he 
had to call extensively on this knowledge, 
Mr. Loftin cannot understand how anyone 
can sell industrial supplies successfully 
without it. 

Without detracting from its importance 
as a training period for an outside sales- 
man, J. W. Smither, manager of the 
Birmingham, Ala., branch of Noland Co., 
Inc., regards the job of inside salesman 
of as great consequence as that of the 
outside salesman and, as such, is an end 
in itself. To a large extent, Mr. Smither 
added, the inside man supplements the 
efforts of the outside salesman in several 
ways and is often a determining factor 
in sales. As an example, he cited an in- 
stance in which an outside salesman was 
talking to a prospective purchaser of a 
large number of valves. Several times 
during the visit, the prospect asked de- 
tailed questions about valves. Because of 
the detailed nature of the questions, the 
salesman was not sure of the answers 
hut, by contacting the inside man_ by 
telephone. he gained the necessary in- 
formation promptly and accurately. Mre 
Smither pointed out that this is apt to 
happen where a salesman comes upon 
such a prospective sale unexpectedly and, 
by holding the prospect’s attention with 
necessary information, he heightens his 
chances of making the sale. 

Mr. Smither believes it is as essential 
for an inside man to know customers as 
for the outside man. In addition to 
stressing the necessity for inside men to 
acquaint themselves with buyers’ tele- 
habits. Mr. 
(Continued on page 250) 


phone personalities and 



















Planned Approach 
Brings Many Orders 





C. O. Richards believes in center- 
ing his daily sales efforts around 
a single item and to mention 
others only if he finds the buyer 
interested. 


“Don’t SELL SALES TALK, but sell a prod- 
uct,” advises C. O. Richards, who has 
been an industrial supply salesman for 
the past 12 years for the J. E. Dilworth 
Co., Memphis. “And have a definite prod- 
uct-of-the-day to sell your customers,” 
he adds. 

“IT plan to have at least one product 
to sell; one special item or line that I 
am pushing that day. As the interview 
proceeds, I might branch off into others, 
but if my customer is busy I refrain from 
doing so. In any event, I have asked for 
an order for a definite product in the few 
minutes I did have, and not wasted the 
purchaser’s time or mine before getting 
around to the reason for my call. By 
being consistent with this plan, I have 
been repaid in many orders that I don’t 
believe I would have gotten ordinarily.” 

One incident Mr. Richards recalls is 
that of a visit to a purchasing agent who 
was an extremely busy man. After a 
pleasant good-morning, the salesman 
handed him a descriptive folder on grind- 
ing wheels, gave a very brief explanation 
of their particular virtues, and suggested 
that he order some.. The buyer picked 
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up his telephone and told the plant fore- 
man that a salesman was in his office 
selling grinding wheels. The foreman ad- 
vised that he wanted to try out that par- 
ticular type of wheel and asked the buyer 
to order a good number. Mr. Richards 
took the order and left without mention- 
ing any other items. 

As he left the building, he met a sales- 
man from a competitive company who 
lodged a complaint against the buyer for 
being “edgy and hardly giving me the 
chance to say good-morning.” 

“Plan your sales approach,” advises 
Mr. Richards. “Any plan is better than 
no plan at all.” 


Technical Background 
Seen Great Help 





H. Merle Hanford finds that his 
technical background is a great 
help in selling air and hydraulic 


equipment to critical, well-in- 


formed customers. 


THE EIGHT YEARS H. Merle Hanford spent 
working as a technician in the instru- 
ment design and instrument making de- 
partment of the University of Rochester 
are coming in handy as a background 
for a new career. Mr. Hanford joined 
the sales staff of the Rochester, N. Y., 
branch of R. C. Neal Co.. Inc., about six 
months ago and already has found his 
experiences as an instrument technician 
help him along some rough spots in sell- 
ing air and hydraulic equipment such as 
compressors, pumps, air cylinders, hy- 
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ALES TIPS Peon SALES MEN 


draulic cylinders and high pressure 
equipment. 

The ability to talk on technical details 
of such equipment aided Mr. Hanford 
in making a sale to a truck manufacturer 
recently and the sale is remembered by 
Mr. Hanford because of the convincing 
arguments required by the purchaser be- 
fore buying. The truck manufacturer was 
interested in hydraulic lifts bit many 
visits were made and much technica! dis- 
cussion engaged in before the sale was 
made. However, the discussions led to 
the addition of valves and fittings to the 
order because Mr. Hanford showed an 
interest in what the manufacturer was 
thinking about and was able to talk to 
him in technical detail about the project. 

As far as Mr. Hanford is concerned, 
he will always try to add to his store 
of technical knowledge. He appreciates 
manufacturer assistance with expert ad- 
vice. 


Advises Salesmen 
To Reach The User 


Ir IS ALWAYS more satisfactory to talk 
with and sell to the user of industrial 
items, in the belief of Robert J. Dell- 
wardt, salesman for the Peerless Mill 
Supply Co., Buffalo. 

Of course, he acknowledges, getting to 
the user in industrial plants is not the 
easiest task in the world, but there is 
only one way to do it—through the pur- 
chasing agent. And _ purchasers: won't 
generally introduce you to the foremen 
or supervisors on your first visit. In fact, 
it is frequently a long pull before a sales- 
man is able to convince a buyer that 
everyone benefits when the seller and the 
user do business together. 

“That is the angle to work on,” says 
Mr. Dellwardt. “And it is the first thing 
to ‘sell’ the purchasing agent on. Aside 
from the fact that those who work with 
tools and those who sell them speak much 
the same language, the industrial supply 
salesman should point out to the buyer 
that he, the salesman, is often ia a posi- 
tion to introduce new tools or new 
methods that will speed or improve pro- 
duction. The production men—those 
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Robert J. Dellwardt, Peerless Mill 
Supply Co., Buffalo, feels that an 
industrial supply salesman is at 
his best when selling to the actual 
production men in plants. 


right on the job—are in a much better 
position to judge the worth and the adapt- 
ability of a new item than is the pur- 
chaser.” 

For all that. however. Mr. Dellwardt 
does not advocate side-stepping the buyer 
to get into the plant. The requisitions, 
he points out, still go through the buyer’s 
desk, and he doesn’t have to order from 
the company mentioned, once he knows 
exactly what is wanted. In fact, if he 
feels strongly enough about it, he may 
telephone around the surrounding terri- 
tery until he finds a supply company 
carrying the line. 

For that reason, the salesman advises 
those who would lay a solid foundation 
of good will upon which to build a long- 
term account, to see the 
agent first and 
through him. 


purchasing 
work into the plant 
Even after having gained 
the freedom of the plant it is best to let 
the buyer know your movements. 


Friendliness Cited 
As Aid to Salesmen 


Z. Dan Harrison, veteran industrial sup- 
ply salesman for the Chattanooga, Tenn.. 
branch of Hajoca Corp., Philadelphia, is 
known to friends and customers as “Dan” 
because, despite pleading and good-na- 
tured joshing. he refuses to disclose what 

















Oy. Grzxson___,.| 








VLE’ 
MILL 





f 




















“She handled your accounts while you were in the service and, | might add, she 


went over big with the buyers." 





Dan Harrison believes friendli- 
ness and dependability to be two 
of the basic qualities expected 
in a successful industrial supply 
salesman. 


the “Z” stands for. Being friendly and 
neighborly has helped Mr. Harrison 
through more than a quarter of a century 
of selling for the James Supply Co.. now 
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the Chattanooga branch of Hajoca, and is 
still helping him. 

Aside from a naturally friendly spirit, 
Mr. Harrison stresses dependability as a 
salient characteristic of a good salesman. 
When a man’s customers know there will 
be no question about the thoroughness of 
a salesman’s cooperation in filling an 
order and following-through in servicing 
it, that man is in an enviable position. 

A purchasing agent will even forego 
the saving of the few cents that might be 
realized in buying another line from a 
different supply firm if he has greater 
confidence in the ability of a specific sales- 
man to get the order right in the first 
place and then to keep after the material. 
It is by realizing the fact that the dis- 
tributor’s most important function is 
service, that he gets business. 

In his precepts of a salesman, Mr. Har- 
rison ranks these qualities: dependability, 
loyalty, generosity, and a real liking for 
people. As a graduate of Georgia Tech, 
he backs up these basic selling tools with 
engineering knowledge. 






TWO PURPOSE 
SALES MEETING 


Hajoca Corp., calls in all of its salesmen 


from 31 branches for a two-day session; 


23 manufacturers set up exhibits and 


answer salesmen's questions 


N INDICATION of the importance a 
J sistibe and his sources attach 
sales meetings 

was given late in February when Hajoca 


Corp. called in the sales staffs of its 31 
branches for a two-day session in the com- 


to well-conducted 


pany’s home city, Philadelphia. 

Costing several thousands of dollars to 
stage, the meeting featured talks by ofh- 
cials and was climaxed by an exhibit in 
which 23 manufacturers participated. The 
manufacturers’ exhibits were considered 
outstanding in view of the fact that they 
were entirely for the benefit of salesmen 
as compared to the usual industrial ex- 
hibits to which customers are invited. 

The combination of discussions by ofh- 
cials and exhibits by manufacturers was 
designed for a two-fold purpose: arousing 
the salesmen’s enthusiasm for their com- 
pany by acquainting them with all of its 
operations, and giving each man an op- 
portunity to increase his knowledge of 
the products handled. : 

The meeting was the first held by the 
company in several years. It was at- 
tended by more than 200 salesmen. office 


The sales conference gave zone managers an oppor- 
Here are three of them: 


tunity to compare notes. 


W. J. Hayes, Baltimore-Washington; 
Newark-New York; and S. J. Wright, Virginia-North 


Carolina. 


Industrial Sales Manager R. L. Ru- 
dulph and C. C. Lowry, vice-presi- 
dent, general sales, check over 
the saies meeting program in 
preparation for a session. 


managers, zone managers and home office 
officials. They streamed into Philadelphia 
from eastern seaboard cities as far south 
as Tampa, Fla., on Thursday night, Feb. 
21. The session got under way officially 
at 9:30 a. m., Friday, Washington’s birth- 
day, and continued through to a closing 
banquet Saturday night. 


E. W. Breese, 


vice-president. 


William A. Brecht, president, opened 
the company’s recent two-day sales 
meeting. 


W. A. Brecht, president, was the first 
speaker and after welcoming the men 
to the home office, he announced the com- 
pany’s goal for 1946 and declared that 
he was counting on every man to help in 
attaining it. 

All phases of the company’s business 
were discussed by officials. Among the 
speakers and their topics were, C. C. 
Lowry, vice-president, general sales, “One 
Purpose”; S. M. Stroh, sales manager of 
the plumbing and heating division, “Crea- 
tive Selling”: A. J. Phillips, advertising 
manager. “The Vintage of 19467; J. W. 
Si. Clair, vice-president, “Finances”; S. F. 
Kratzinger, assistant secretary, “Your Ac- 
counting Department”; John T. Brown, 
Jy., treasurer, “Our Post War Cus- 
tomers”; C. J. Muend, manager, brass 
works, “Future of the Brass Works”; D. 
W. Hallman, manager, iron foundry, “Im- 
mediate Future on Soil Pipe’; W. R. 

(Continued on page 248) 


After one of the sessions this group got together. 
They are C. A. Hogan, Georgia-Florida zone mana- 
ger; T. E. McCollough, Columbus, Ga., manager; A. 
F. Mullis, Charlotte manager; 


and J. W. St. Clair, 
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This string of questions 
may bring you to the end 
of your rope sooner than 
you expect, but, rather 
than hang yourself, we 
suggest you peek at the 
answers on page 146. 


QUESTIONS: 


1. What material usually forms the core 
of wire rope? 

2. The purpose of the core in wire rope 
is to (a) increase overall strength (b) 
fill up space and save expense in manu- 
facture (c) act as a cushion to preserve 
rope shape and lubricate the wires (d) 
stiffen the rope against bending. 

3. What is the reason for lubricating the 
core? 

4, What is the disadvantage of using a 
wire strand or wire rope as a core in 
wire rope which is subjected to motion in 
its operation? 

5. The test strength of wire rope is ordi- 
narily about (a) 50 percent (b) 85 per- 
cent (c) 100 percent (d) 20 percent of 
the aggregate strength of all the wires. 

6. Individual wires are usually twisted 
into strands in the opposite direction to 
the twist of the strands into the finished 
rope. When 
strands are twisted in the same di- 


individual wires and 


rection, the rope is known as (a) con- 
centric rope (b) super-flexible rope (c) 
one-way rope (d) lang lay rope. 

7. How many strands, and how many 
wires in each strand does a 6x 37 wire 
rope have? 

8. Wire rope types may be identified by 
the kind of metal wire used in their 
manufacture. Name three. 

9. What advantages does iron wire rope 
have over others, and where is it used? 
10. What advantages does plow-steel 
rope possess, and where is it especially 
applicable? 

11. What is meant by “preforming” in 
wire rope manufacture? 

12. What are the advantages of preform- 
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ing, as concerns operation and service 
life? 


13. If you find a “bird cage” in a wire 


rope (a) you better have your eyes ex- 
amined (b) the rope has been damaged 
by the un-laying. or opening up, of the 
strands (c) the wires of one strand have 
heen cut and they stick out from the 
hody of the rope (d) the rope has been 
so worn that the core is exposed. 

14. What is meant by “length of lay”? 
15. Which results in greater rope elas- 
ticity, long or short length of lay? 

16. The working load of wire rope 
should never exceed (a) 90 percent (b) 
50 percent (c) 35 percent (d) 20 per- 
cent of the breaking strength. 

17. A six-strand wire rope has operating 
characteristics and sufficient roundness 
to satisfy most industrial requirements. 
However, to increase roundness and pro- 
vide a better bearing surface on sheaves 
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or drums where required (a) the strands 
are flattened on the outside (b) the num- 
ber of strands is increased (c) the wires 
in every other strand are case-hardened 
(d) the sheave or drum is scored with 
six grooves. 

18. How do “left lay” and “right lay” 
wire ropes differ? 

19. Why are wire ropes made left- and 
right lay? 

20. Once a wire rope has been kinked 
it should be (a) replaced;—it is ruined 
(b) hammered back into shape (c) 
drawn back into shape through an ex- 
trusion die (d) heated to red heat and 
straightened by gradual molding. 

21. For a 144-in. dia. wire rope running 
in a sheave or drum groove, the over-size 
tolerance of the groove should be (a) 
3’. in. to Y% in. (b) te in. to Y% in. 
ic) 1 in. to 1% in. (d) % in. to 1 in. 
22. What is meant by the elastic limit of 
wire rope? 

23. “Seizing”, when applied to wire 
rope, means (a) taking one when no- 
body is looking (b) clamping one end in 
gripping jaws while the other end is 
twisted, to determine its — torsional 
strength (c) a binding, usually wire, 
wrapped around a wire rope at its end, 
to keep the wires and strands from fray- 


ing (d) passing one end over an eye, or 
thimble, and fastening it back on itself. 
24. What is a standing rope? 

25. What percentage of total wire rope 
strength should a good splice develop? 
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Practical applications of industrial 
supplies to pass on to customers 
for solving their production problems 





Autematie Cable Swager Does It Better 
Quicker— More uniform and rapid swaging of 
cable ends is possible with this machine, developed 
by the Middletown ASC, ASAAF. It does the work 
previously performed by a foot-operated swaging 
tool. The upper actuating arm of the bench- 
mounted swager is linked by connecting rod and 
eccentric pin to a V-belt pulley, which is driven 
through reduction belting. Oscillation of the op- 
erating arm opens and closes the die once a second. 


Parts Buffed At Odd Angles—Large ma- 
chine parts which require buffing or burring at 
odd angles, by virtue of their unusual shape, can 
be handled by this device employing a soil pipe 
Y section. As the pipe Y rotates slowly around 
the work, the buffer wheel, direct connected by 
flexible shaft to the electric motor, surfaces the 
work. The slow-speed Y rotation is accomplished 
with a small double worm (about 100 to 1) speed 
reducer. Bearings for the turning Y are pro- 
vided by a projection of the high-speed motor 
shaft, and a stationary pilot on the work fitted 
into a bushing in the Y. This method of rotat- 
ing a flexible driving shaft through a fixed orbit 
could be employed for other operations, such as 
grinding or cutting, and at several different angles. 


| 
































‘Propeller hub ” OO 


‘Sliding clamp 
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Fixtures Hold Angle Iron For Lifting—Two of these hooks on a 
sling safely hold large sections of angle iron and make unloading and 
stacking possible in one operation. To one side of the quadrant plate 
are welded two short pieces of angle, with sufficient space between them 
to accommodate the angle iron stock to be handled. Fitted into the 
other side of the quadrant is a stout pin, on which is hinged the swivel- 
lifting plate. A slide bolt and several holes provide various locking 
positions. 








Piveted Motor Grinder Follows Cam Contour — 
Fastened in the place of the tool holder on the cross-slide of 
a lathe, a plate carrying a pivoted bracket holds a portable 
motor-driven grinder for re-surfacing cams which have been 
galled or pitted at the Pensacola Naval Air Station. The 
grinding wheel, having a face of the same thickness as that 
of the cam, and driven by the air motor, is fed against the 
cam by gravity. The cam is held in a chuck and revolves 
at 13 rpm., while the grinding wheel turns at 300 rpm. 














Welding Clamp Has More Positive Action—This mod- 
ification of a weld jig, developed by Beech Aircraft Corp., 
employs a screw adjustment in place of the usual cam lock, 
making it more positive in action, and of such dependability 
that it has been found useful in precision milling and boring 
fixtures. Adjustment for various holding pressures can be 
nicely achieved, and the screw and lock-nut operation prin- 
ciple can be applied to split jigs of various designs. 





“Feel” Error Eliminated With Indicator Depth Gage — 
Standard vernier height gages can be adapted for depth gaging by the 
addition of a small dial indicator, provided with a 7 to 10-in. piece of 
tubing press fitted to the stem. The other end of the tube is fitted with 
- v a brass or bronze bushing with a hole slightly larger than the long drill- 
Tube pressed in a rod tip which replaces the regular indicator tip. The end of the new tip 
projects about 4 in, from the tube and its rounded end is hardened. 
Mounted on a standard straddle clamp, such as is furnished with depth 
Rod extension --~ gage attachments, this set-up provided uniform gaging sensitivity, accord- 
ing to the McKiernan-Terry Corp., because it depends on the dial spring 


e and not on a man. 
Bearing ---~. 
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NEW PRODUCTS 


with sales 


possibilities 





Drill Chip Breaker 


Breaks On Each Revolution 





AN IMPROVED drill chip breaker, tested 
for nearly a year by the manufacturer, has 
been introduced. The unit breaks chips 
into uniform, small pieces that are easily 
carried up by the flutes of the drill. 
Main benefits are said to be increased 
operating speed and prolonged drill life. 
Among the several advantages claimed 
are: Faster drilling because drill does not 
have to be withdrawn to clear chips; 
longer drill life because of free cutting 
action; deeper holes without withdrawing 
drill; safer operation because there are 
no whirling chips, and cleaner operation 
because short chips do not splash coolant. 
—Ex-Cell-O Corp., Detroit 6—Mui. Sur- 
pies, April 1946. 


Hydraulic Unit 
For Tractors And Engines 


A COMPLETE HYDRAULIC power unit espe- 
cially designed for all makes and models 
of farm tractors, electric motors, or sta- 
tionary or portable gasoline or diesel en- 
gines, has been placed on the market. 





It is small and compact, approximately 
battery size, and is easy to install in a 
smali space. - Engineered to operate at 
a wide range of speeds, it can be con- 
nected and driven in a variety of ways 
to suit job needs. The manufacturers 
feel that the unit should be of interest to 
the farm trade and in the industrial field 
as well, where farm-type tractors are 
frequently used for yard work. The unit 
features simple, easy-operating controls; 
unloading valve to prevent overloading, 
overheating; simple construction for dis- 
assembling to clean and service; high- 
load bronze bearings; stainless steel, 
‘non-corrosive valves, and rugged construc- 
tion throughout.—Geo. D. Roper Corp., 
Rockford, Ill—Miut Supptirs, April 
1946. 


Toggle Pliers 
Four Styles 


THE MANUFACTURERS CLAIM many dis- 
tinctive features for the new toggle pliers 
recently offered by Knu-Vise. The device 
is made in four styles: throat gap 1é-in. 
by lvs-in.; throat gap %4-in. by 1yc-in., 
and its spindle having one rubber cap; 
fs-in. by lys-in. with two rubber caps; 
and a vari-grip spring type that can be 
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set for loads varying from 10 to 40-Ibs. 
It is said that a normal 40-lb. pressure 
of the hand applied to the handles will 
multiply to a pressure of 400-lbs. at the 
work contact. The handles come to- 
gether to a definite locking stop when 
work is being held, and the shape of the 
pressure pad is such that the rubber cap 
will remain secure in its fixed position, 
and its practically flat base will not pro- 
duce a depression mark in the work held. 
All models are steel forgings, cadmium 
plated.—Knu-Vise, Inc., Detroit —MIv 
Suppiies, April 1946. 


Ball Bearing Grinders 
Bench And Pedestal 





AN IMPROVED, PRECISION BUILT 6-in. 
grinder is now being marketed by Baldor. 
The machine is powered by a capacitor 
type motor which, according to the man- 
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PRODUCT PAGE NO. 
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Ball Bearing Grinders | 108 
Pumps 109 
Thread Ring Gage 109 
Paint Can Hooks 258 
Pipe Cleaning Machine 263 
Three-Core Solder 263 
Conveyor Unit 265 
Air Separator 265 
Work Glove Guard 267 
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Masonry Drill Bit 269 
Spot Welder 269 
Canvas Work Glove 271 
Electric Cable Hoist 271 
Optical Center-Locator 273 
Pressure Regulator 275 
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Rubber Head Hammer 277 
Fire Extinguisher 279 
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Tube Expander 281 
Saw Attachment 283 
Portable Blowers 283 
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Faster drilling 

Simple, easy-operating controls 
Four styles 

Capacitor type motor 
Automatic priming 
Greater Accuracy 

For ladders or stepladders 
Motor driven 

Supplying flux continuously 
Longer chain belt life 
Simplicity of construction 
Good protection 

Full flexibility 

Carbide tipped 

Plug-in bench type 
Neoprene impregnated 
Light weight and small size 
Timesaver 

High capacity 

Portable 

Unusually practical 


Effective under all climatic condi- 
tions 


Roller clutch expansion 
Simplified design 

For portable drills 
Electric 

Longer life 





Ex-Cell-O Corp. 
Geo. D. Roper Corp. 


Knu-Vise, Inc. 

Baldor Electric Co. 

Barnes Mfg. Co. 

N. E. Woodworth Co. 

T. G. Persson Co. 

Spartan Tool Co. 

Aipha Metals, Inc. 

Chain Belt Company 
Swartwout Company 
Industrial Glove Co. 
Carbomatic Corp. 

New England Carbide Tool Co. 
Davis & Murphy 

Pioneer Rubber Co. 

Lisbon Hoist & Crane Co. 
Master Specialty Co. 
Grove Regulator Co. 
Bryant Chucking Grinder Co. 
Dan Morey 

Pressurelube, Inc. 

Young Arbor Co. 

Richard Dudgeon, Inc. 
Wyzenbeek & Staff, Inc. 
Ace Company 

United States Gage Division 











ufacturer, will not burn out even if re- 
peatedly overloaded. The grinder has 
tapered end bells providing wide clear- 
ance between the wheels and the motor 
frame, and is equipped with wheels 6-in. 
in diameter and 5g-in. wide. A 4 hp. 
motor drives the wheels at 3440 revolu- 
tions.—Baldor Electric Co., St. 
10.—Mi.t Suppiies, April 1946. 


Louis 


Pumps 
Automatic Centrifugal 


A NEWLY DESIGNED line of automatic 
centrifugal pumps has been announced 
by Barnes. These general utility pumps 
reflect the new capacities and efficien- 
cies developed during the war. The man- 
ufacturer advises that the units will now 
deliver 33,000 gallons of water with a 
fuel consumption of only one gallon of 
gasoline. Specific points relative the 
pumps are: Priming is automatic, mak- 
ing them ideal for intermittent service; 
they are light in weight, are easily port- 
able; their efficient displacement of 
large volumes of water makes them ef- 





irrigation, out 


for 
flooded sectors, and other heavy liquid 


fective pumping 
transfer requirements.— Barnes Mfg. 
Co., Mansfield, Ohio—Mitt Supp ies, 
April 1946. 


es 
Thread Ring Gage 
Adjustable 
A NEW TYPE of adjustable thread ring 
gage, employing a new principle of de- 
sign to provide greater accuracy and 
longer life, is being introduced to indus- 
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Be ee 


try. Increased wear life of from 214 to 5 
times over the conventional ring gage is 
The unit is adjusted along 
the helix angle of the thread, thus pre- 
venting a jump lead at the adjusting 
slot of the gage. Also incorporated is a 
50 percent weight reduction in compari- 
son with previous conventional models, 
through the use of an aluminum alloy 
outer body. The manufacturer has em- 
ployed a green outer body for Go gages 
(Continued on page 258) 


claimed. 
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Moving and storage methods found for pipe, repair parts, hose 
and belting, and a means for checking back orders suggested 











Hoist And Rail Used 
For Unloading Pipe 


The distributing company of Trimble & Lutz, Wheeling, 
W. Va. uses the basement of its building for pipe storage and 
has installed an electric mono-rail hoist to service the area. 
The hoist, running out to the railroad siding on a steel frame- 
work, can be switched to either of two rails suspended from 





Running from the boom over the 
freight car to a pair of rails on 
the basement ceiling, a mono-rail 
electric hoist services the entire 
pipe storage area of Trimble & 
Lutz, Wheeling, W. Va. 


the roof of the basement. Because of this, it can deliver pipe 
loads to any location between the four walls. The Trimble 
& Lutz system has brought about a tremendous increase in 
pipe-handling efficiency, and has made a one-man job of a 
task formerly occupying several men. 


Uniform Reels Hold 
Hose And Belting 


The Bowman-Boyer Co., Keokuk, Iowa., has a 
method for storing rubber hose and flat belting 
on uniform reels. The reels occupy one long 
rack, and hose or belting can be unwound by one 
man and measured off against a scale built into 
the floor. Though*some hose and belting is de- 
livered on ordinary reels, officials have found that 
it pays in eventual time saved to rewind the lengths 
on the distributing company’s own standard reels. 


This rack in the warehouse of the Bowman- 
Boyer Co., Keokuk, lowa, contains uniform 
reels of the company’s stocks of rubber hose 
and fiat leather belting. R. J. Connable, presi- 
dent, stands beside it. 
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Kept in alphabetical order, copies of 
back orders of the Stacy Supply Co., 
Springfield, Mass., are bound in loose- 
leaf books and checked against incom- 
ing material. 


Back Orders Checked 
At Receiving Counter 


When manufacturers’ shipments ar- 
rive at the counter of the Stacy Supply 
Co., Springfield, Mass., the receiving 
clerk checks the items against back or- 
ders. At his left hand is a complete file 
of all orders in alphabetical order, and 
the material arriving at his counter is 
checked off against the oldest order un- 
der the manufacturer’s name. Partial de- 
liveries are penciled in, while completed 
orders are torn out and sent in to the 
office to be checked against the company 
records. The system takes a bit more 
of the clerk’s time, but Stacy officials 
say it serves the double purpose of 
cleaning out old orders and training the 
clerk in the company’s method of order- 
ing material. 


When the Port Huron Machinery & Supply Co., Lincoln, Nebr., moved into 
new quarters, officials decided to make the sales room and offices as pleasant as 
possible. The knotty pine panelling installed shows how well they succeeded. 


John Day shows how the John Day Rubber & 
Supply Co., Omaha, has solved the problem of 
how to keep expanding and contracting stocks 
of V-belts. The extendable racks are made 
with two sections of pipe, the smaller pipe be- 
ing slid into the fixed pipe when more rack- 
space is needed. Mr. Day illustrates how the 
extension piece is put In place, and how the 
extended rack looks when fully loaded. 
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Large, open-ended bins are the answer for orderly stocking of boiler 
repair stock, according to the Hunting Co., Rochester, N. Y. 


Deep, Spacious Bins 
Hold Boiler Parts 


Boiler repair parts are generally large, 
cumbersome items and often are stocked 
in the most inaccessible places in sup 


Pipe Storage 
In Confined Area 


The pipe storage facilities of the Page, 
Steele & Flagg Co.. New Haven, are 
small. but the distributing company has 
made the most of its limited space by 
turning up the ends of uniform pieces of 
flat stock and using them as cradles. 
Heavy beams provide the foundation, and 
the piling of pipe is started in cradles 
that have been nailed to them. Before 
the pipe overflows the original cradle, 
additional ones are placed on top of the 
piled stock. and stacking proceeds. If 
necessary. pipe can be stacked right up 
to the ceiling by this method. 


By using iron cradles, the Page, 
Steele & Flagg Co., New Haven, 
stores the maximum amount of pipe 
in a limited area, The storage spaces 
are clearly marked with the size of 
the pipe stored. 
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ply company warehouses. The Hunting 
Co., Rochester, N. Y. found that, 
the parts were easily identified while lay- 


while 
ing on the floor, they also took up a lot 
of space, 
and sometimes were damaged. To get 
the parts off the floor, the supply firm 


caused many needless injuries 
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R. W. Armstrong, owner, C. E. Arm- 
strong & Sons, Clinton, la., demon- 
strates how easy it is to select de- 
sired manufacturers’ literature from 
indexed pigeon holes. Expanding in- 
dustrial activity in the Clinton area 
makes the mill supply picture look 
bright, Mr. Armstrong believes. 


built large, open-ended bins that have 
proven the ideal way to store them. Stor- 
ing vertically uses up less space and it 
is space that ordinarily would not be 
used. Now segregated, the items are easy 
to locate and inspect for inventory con- 
trol and audit. 
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THE MIRACLE BRUSH OF 1001 USES 


OSBORN’S REVOLUTIONARY NEW POWER BRUSH—THE SITUFT—COSTS 17¢—HAS 
SAVED THOUSANDS OF DOLLARS 





For deburring....scale removal....thread 





cleaning....removing rust, corrosion and 





foreign matter, etc., from hard-to-reach 





places. Can be used on any high speed 





drill press, portable tool or bench grinder. 


NOW AVAILABLE FROM YOUR 
LOCAL OSBORN DISTRIBUTOR 










Mounted directly in a drill press chuck. Situft is quichly removing 
burr from a small machined part. 


Inserted in a special mounting, Situft is removing burrs and sharp Deep cavities in castings easily and quickly cleaned with 
edges from two threaded surfaces in a single operation. Situft and portable tool. 












st 


Inside cleaning and deburring is simple and fast with Situft. Extra deep cavities being cleaned on a lathe with Situft. 


THE OSBORN MANUFACTURING COMPANY 


5401 Hamilton Ave. * Cleveland, Ohio 





LOsborn Brushes 















‘ eS —  * Se | ae ae 
tae aa oe MoS ig tt : a pees xe i ea UF. or pauses : STRY : 
Special tool crib kit of 12 brushes {1 of each size—Y4" to 1%4"} eae S = bt ie 


feet 


plus 2 holders: $2.85. ia 
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BY STATES 
Orders 
Orders per Wolume Size of per 
Sales Salesman per Average Working 
Indicator perDay Salesman Order ay 


* Jan. 264.5 15 $13,230 $32.35 74 
North Adantic Foy. 266.0 17 12,500 31.90 104 


Jan. 263.5 15 $17,020 $34.64 79 
Southern Feb. 262.0 19 16,300 29.40 103 


Jon. 227.0 19 $12,480 $27.30 105 
North Central Fat: 230.0 18 12,300 28.15 98 


Jan. 374.5 $12 $52.40 93 
Feb. $00 


13 
Western 324.0 16 12,900 45.55 115 


: Jan. 308.0 12 $11,080 $22.27 51 
Pacific Feb. 286.0 14 10,400 22.90 56 


THE SALES INDICATOR for February stands at 259, with no orders were received each day, an appreciable gain over 
significant change from the previous month. The average January. The salesman's volume for the month was $13,470, 
order was $32.00, the highest since last August, and 99 and he averaged 18 orders per day. 


month 1934-38 


1934 °35°°36 "37 "38 39 40 “41 42 434445 J FMAMJISASONDJSFMAMJISASOND 


1945 : ; 1945 


JFMAMJJASOND JFMAMJJASOND JFMAMSJASONDJFMAMJJASOND 
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No. 422 "Power Vise Stand” con- 
verts hand tools to power tools for 
threading, cutting, reaming pipe. 


a 


No. 502 "Pipe Master,” the lowest 
priced complete, portable power 
pipe machine on the market. 


No. 862 "Tom Thumb," another 
Oster portable power pipe machine 
designed for speed and accuracy. 


No. 531 "Tom Thumb,’ rotary die- 
head type designed for threading 
bolts, rods, studs, pipe, nipples, etc. 


No, 572 “Rapiduction Junior" ... 

floor type power pipe machine 

for production threading of the 
smaller sizes. 


Oster "Rapiduction" floor-type, 
high speed, high production thread- 
ing machines, Made in three sizes. 


Oster "Wilco" power threading 
machines designed for maintenance 
and production threading. Two sizes, 


Oster No. 300 Series general purpose 

threading machines with revolving 

die-head and open type vise. 
Three sizes. 


No. 542 “Rapiduction Junior" with 

revolving die-head and open type 

vise. Handles wide variety of 
threading work. 


This advertisement appears in leading industrial publications in April and May 


Designed primarily for high standards of maintenance 
threading, Oster “WILCO” machines have speeds that rec- 
ommend them for many production threading jobs also. 


One big “WILCO” advantage is the single die-head which, 
with only one set of holders and dies, covers the entire range 
of each machine with never a die-head change! 


Two Models: No. 704 “WILCO": Standard range 1” to 4” 
pipe. Extra range: 4%” and %” pipe. Bolt range: %” to 3”. 
No. 706 “WILCO”: Standard range: 1” to 6” pipe. Bolt 
range: I” 'to 4”. 


For complete details, ask for Catalog 10-A. 


machines make jobs Zi 





THE OSTER MANUFACTURING COMPANY, 2041 EAST Gist ST., CLEVELAND 3, OHIO, U. S. A. 
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Amendment, Extension 
Of OPA Set-Up Urged 


Brig. Gen. Leonard P. Ayres, vice pres- 
ident of the Cleveland Trust Co., said in 
a business bulletin that the Price Con- 
trol Act “should be sweepingly amended 
as well as selectively extended”. He as- 
sailed Chester Bowles, director of the 
Office of Economic Stabilization as want- 
ing more power than is safe to delegate 
to him and “more than he has shown 
himself competent to handle.” 

General Ayres said that “probably it 
would be dangerous to lift all rent con- 
trols in June, and probably price con- 
trols over sugar should be continued. 
They should not be rigid and restrictive. 
We need much more production than we 
can get under the Bowles program.” 

An index of the physical volume of ine 
dustrial production compiled by the 
Cleveland Trust Co. revealed a prelim- 
inary Jaruary estimate 2.5 percent above 
normal, but dropped from a figure of 8.2 
in December, according to the Cleveland 
economist. 


Unemployment Seen 
Due for Sharp Rise 


Unemployment soon is due for a sharp 
rise, assuming that many retired from the 
labor force will come out of retirement 
and that a lot more veterans shortly will 
be seeking work, according to Business 
Week. Strikes have materially delayed 
the time when jobs will open for these 
people, the magazine added. ° 
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J.M. HillLeads 
New Steel Company 


James M. Hill heads a group of in- 
dustrialists who have formed the Inter- 
national Steel Corporation which will act 
as Management consultants and will 
acquire and operate steel companies in 
this countty and abroad. Mr. Hill is 
resigning as chairman of the Empire Steel 
Co., and has been named chairman and 
president of the new firm. ‘He will remain 
a director and consultant of the Empire 


Steel Co. 





Distributor's Barometer 


Changes in wholesalers’ sales for Jan- 
uary, 1946, as reported by the Bureau of 
the Census, Department of Commerce, in 
cooperation with the National Association 
of Credit Men. 

Percentage Changes 
Jan. 1946 Jan. 1946 1945 
vs. vs. vs. 
Jan. 1945 Dec. 1945 1944 
Automotive 

Supplies 
Industrial 

Chemicals +7 
Paints & 

Varnishes +3 
General 

Hardware +6 
Plumbing & 

Heating Supplies... . —l 
Lumber & Bidg. 

Materials —l 
Machinery, Eqpt. 

& Supplies 

(except electrical) ... +4 
Metals —l 


+19 
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Surplus Hardware 
Showing Up In Sales 


Approximately 460,000 new adjustable 
heavy duty pipe wrenches and 480,000 
new 5-lb. pick mattocks were offered to 
priority claimants, veterans, plumbing 
and mill supply houses, wholesale and 
retail hardware dealers in March by the 
War Assets Corporation in a nation-wide 
disposal sale. The wrenches originally 
cost the government about $420,000, and 
range in size from 8 to 36-in. They are 
of standard type, were manufactured by 
wel] known tool producers, and were 
being sold at fixed prices established for 
each level of trade. 

The pick mattocks were standard type, 
finished in black, with a 314-in. width and 
an overall length of 1914 in. They were 
described as new and in excellent condi- 
tion and were being sold on the same 
terms as described above. 


Factories Worrying 
Over Plane Orders 


Heavy ordering of new transports by 
the airlines is causing considerable con- 
cern in factory front offices, Aviation 
News reports. “Some manufacturers ad- 
mit they are certain there will be a wave 
of cancellations before the ‘year ends. 
They feel the airlines individually are 
ordering aircraft in quantities exceeding 
reasonable forecasts of travel demands, 
and expect there will be a generous use 
of escape clauses in what have been an- 
nounced as firm contracts.” 





The new Thermoid- 

Grizzly Tread-Lock 

industrial wheel is 

an adaptation of the 

tail wheel developed 
by Thermoid for carrier-based aircraft. Hav- 
ing stood the slam bang of the world’s 
toughest proving-ground, it is now available 
for industrial uses in standard diameters 
and axle sizes. 


As shown at right, the industrial version of the 
Tread-Lock wheel retains all the features 





Thermoid -Grizzly 


WHEEL SALES 


DIVISION OF THERMOIiD COMPANY, WRIGLEY BUILDING, CHICAGO 11, ILLINOIS 


which made it a success in the Navy. It is 
smooth-rolling, self-lubricating, highly resist- 
ant to cutting or abrasion even under ter- 
rific impact. It saves maintenance money, 
saves wear and tear on floors, and eliminates 
noise. With the Tread-Lock wheel your men 
can do more work with less effort. 


For further information, 
write for the folder “Industrial Wheels” 


Patented “Breather Holes” in 
the casting allow the rubber to 
expand under pressure and con- \ 
tract when the pressure is removed. 


Patented Lifetime Self-Lubrica- 
tion System. Hourglass design 
forces grease centrifugally to the 
sealed, precision-built bearings, 
which are lubricated for life. 


Variety of Sizes. Standard di- 
ameters are 6”, 8”, 10” and 12”. 
Fit all standard size axles. Spe- 
cial sizes in quantity can be 
made to order. 


Cut-Resistant Tread stays true, 
easy to push or pull. Silent. 
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PropuctioN is regaining its rightful pro- 
portions in our economy and the wheels 
are again accelerating toward the capac- 
ity performance which would have been 
realized weeks ago but for the crippling 
effects of widespread strikes. Although 
recurrent work stoppages may be ex- 
pected in smaller industries, as a result 
of precedents established in arbitrating 
the major wage disputes, there is little 
likelihood that the upward trend in pro- 
duction will suffer serious setback in the 
next year or so. 

Now that the principal durable goods 
industries have overcome their costly in- 
ertia, a review of the crisis through 
which we have passed, with consider- 
able muddling and stumbling, shows 
surprisingly little irreparable damage. 
The insurmountable domestic difficulties 
and vast, paralyzing unemployment 
prophesied by many economists have 
not come to pass, despite the very 
favorable conditions for just such 
trouble breeding. True, there are and 
will be difficultics, and there is some un- 
employment, but the overwhelming force 
of demand for ali sorts of goods should 
hold these and other detrimental factors 
within the limits of what it to be expected 
as we approach a normal, balanced 
economy. 

According to the March bulletin of the 
Federal Reserve Board, employment in 


\ 
‘Won-durable mfg. 





Feb.* Jan. Feb. 
1946 1946 1945 
Total Production... 154 160 236 
Durable 
Manufactures 144 #167 346 
Non-durable 
Manufactures 165 +=16!1 176 


* These figures are preliminary and subject to minor 
revision on the basis of additional data. 





all major lines of activity, except ag- 
riculture, mining, and construction, is 
above the advanced 1941 level. Wages of 
the employed are at a substantially 
higher level than in the last peace time 
year. If production can be maintained 
at a proportionately high level, the in- 
gredients of healthy prosperity and a 
new high standard of living are at hand. 

The Federal Reserve Board index of 
total production showed a slight decline 
in February from the previdus month. 
Were it not for the rise in production of 
certain non-durable manufactures, which 
were not so adversely affected by strikes, 
the total production picture would have 
been darker, inasmuch as resumption of 
steel operations was not reflected in the 
February durable goods production fig- 
ure. However, steel production is now 
near 90% of capacity, and this should 
become evident in a rise of the total 


1935-39 =100 


production index very shortly. 

A study of the production curves shows 
that the fluctuation of the durable goods 
index is far more violent over the years 
than the non-durable. This is because 
the demand for non-durable goods—food, 
clothing, automobile tires, etc.—is com- 
paratively inelastic in peace or war. In 
unusual times, therefore, durable goods 
manufacture has greater influence on the 
total production index, and in the return 
to normal activity non-durable manufac- 
tures cushion the shock of any speed-up 
or let-down in durable goods production. 
Fortunately for our national welfare, de- 
mand, ingenuity, manpower and physical 
resources, and enterprising capital are 
proving themselves equal to the task of 
cushioning the greatest war-made shock 
we have ever experienced. 

One government source, commenting 
on the possibility of a runaway boom 
ending in a depression, makes a com- 
parison between present conditions and 
those pertaining after World War I. Al- 
though inflation pressure is as strong now 
as then, money supply almost three times 
as much, and public savings more than 
five times as great, these influences are 
offset by today’s far greater industrial 
capacity, necessary price controls, and 
more cautious spending. By 1919, prices 
and living costs had risen faster than 
wages. Now the situation is reversed. 





1929 30 "31 ‘32 33 "34 "3S "3 ‘37 "38°39 40 41 42 43 44 45 JFMAMJJASOND JFMAMJJASOND) 


Source: Board of Governors of the Federal Reserve System. 
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@ You have—not one—but three chances to sell a Dumore 
quill when you call on a prospect. Don’t overlook an oppor- 
tunity! Sell one or more quills with each grinder. Then 
follow up later to help Dumore owners expand the capacity 
of their grinders by selling extra quills. You'll often find an 
application for the quill alone, either in a special set-up or 
as a replacement spindle on other grinding equipment. Cap- 
italize on this type of business, for one successful application 
may lead to many others. Many salesmen have found that the 
sale of a single Dumore quill can change a tough prospect 


into a good customer. 


A selection of twenty-five different quills of various types 
(including interchangeable spindle quills) for both external 
and internal work to depths of 24 inches affords you a broad 
opportunity for successful sales. Don’t forget to sell all three 
ways! For more information, write The Dumore Company, 
Tool Division, Dept. TD31, Racine, Wisconsin. Eastern Sales 
and Service Branch, 13 East 40th Street, New York 14, N. Y. 
The two internal operations illustrated at the left show 


how the Dumore quill can be used alone in a special 
set-up as well as in the complete Dumore grinder. 
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AS A BEGGAR, 
A SPY STOLE BENJAMIN 
HUNTSMAN'S SECRET FOR MAKING \ fe 
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OF HE-GOATS SOMETIMES 
WAS USED BY THE ANCIENT 
ROMANS TO TEMPER STEEL. 











PF» CENTURY ENGLISH DIE- 


MAKERS PAID $2500 A POUND 
FOR HINDU-MADE WOOTZ STEEL 











] - NEED FOR LARGE QUAN- 
TITIES OF SPECIAL CANNON TO 
FIRE THE ROTATING PROJEC- 
TILES HE INVENTED, INSPIRED 
BESSEMER TO DEVELOP HIS 
FAST METHOD OF MAKING STEEL. 
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NE FAST, CLEAN, 


SIMPLE METHOD 
OF LOADING HAND GUNS 
























° c ° 
: NEW ALE MIT ; 
> 100-LB- capacity 
- yonpen Om; 
° Model 6721-€ = 
ex: 
: Ideal for ay industry percnin 
ane n 
‘ve Jubrication 1S aan, 
° aaa 100-Ib. page 
° a 5 pump provides @ iting 
. i efi 
NEW ALEMITE = positive method ftting on 
35-LB. CAPACITY _ hand 7 jee valve on the 
LOADER PUMP = =the gun tS atic cut-of! 
° . n 
Model 6851-E nope past handle — — 
bad $s : ma 
This pump is similar to ¢ full preventing de ump pre 
: : , A loader P 
the 100-lb. capacity model un barre ai kets 
in operation and features. ¢ aut troublesome wand paddle 
However, it isdesignedto : sult when \so 
fill hand guns from the gare used. Loaders @ 
portable auton: The ° method : aie atamination a 
loader iscompletelyclosed ¢ —_— 
to atmosphere, dirt, and ° bricants- 
moisture. [ 
. 


ALEMITE LEVER-TYPE GUN 
WITH LOADER FITTING 
A heavy-duty gun with loader fitting 
mounted in the head. It is the same as fit- 
ting shown at the right. Gun is available 
in two models—No. 6679-J and No. 6243-J. 


CUTAWAY VIEW OF 
ALEMITE LOADER VALVE 
Model G-306740 


Available to convert present guns to 
loader operation. 


ALEMITE PUSH-TYPE GUN 
WITH LOADER FITTING 


Note the loader fitting on the head of the 
gun. A cutaway view of the fitting is 
shown at the left. Gun is available in two 

models — No. 7553 and No. 7584. 
ERE’S a big opportunity for new sales volume because 


Alemite Loader Pumps and Loader Guns are needed 
in practically every industry. You'll have plenty of support 
with a heavy advertising campaign to the industrial field. 


STEWART 
Write for complete information. Alemite, 1886 Diversey 
Parkway, Chicago 14, Illinois. 


WARNER 
” 











Firat tn Modern Lubrication 
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NEWS 


H. B. McJunkin Dies, 
Headed Charleston Firm 


H. B. (Jerry) McJunkin died on Feb. 
27 after an illness of several months. Mr. 
McJunkin, who was 55 years old, was 
president of the McJunkin Supply Co., 
Charleston, W. Va. 

Mr. McJunkin arrived in Charleston in 
1914 as a representative of the Oil Well 
Supply Co., Pittsburgh, and remained un- 
til the outbreak of the first World War 
when he enlisted in the Marine Corps. Re- 
turning to Charleston in 1919, he repre- 
sented the Diamond Supply Co. for sev- 
eral years, and in 1921 formed a partner- 
ship with H. B. Wehrle in organizing the 
McJunkin Supply Co. 

Mr. McJunkin was extremely active 
in community affairs and aided in many 
civic campaigns for raising funds. He 
conceived and personally raised the 
money for an Army-Navy military club 
which functioned throughout the war. 
He was active in the Red Cross, Commu- 
nity Fund and the Charleston Chamber 
of Commerce. He served as an elder at 
Bream Memorial Presbyterian church 
and was a 32nd degree Mason. 

Surviving are his widow, Mrs. Anne 
Herscher McJunkin; two daughters, Mrs. 
F. E. Briber and Miss Jane McJunkin; 
a son, Howard P. McJunkin; two sisters, 
Mrs. Harry Phillips and Mrs. C. R. 
Rogers; a brother, Hugh McJunkin, and 
a grandson, Howard P. McJunkin, Jr. 
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United States Navy Certificate of 
Award to Barrett-Christie 
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Eleven men have returned from the armed forces to the Briggs-Weaver 
Machinery Co., Dallas. Left to right, they are: (front row) B. B. 
Crouch, P. G. Harkey, L. B. Smith, G. W. T. Davison, Lloyd Wyrick. 
(back): A. J. Trammell, Jack Woods, Douglas Morrow, W. R. Jordan, 
J. T. Dale and F. P. Dawson. 





Gilmer Men Form 
Supply Firm 


M. R. Oberholzer and E. C. Lindsay 
have formed the distributing firm of 
Lindsay, Oberholzer & Co. at 4432 Ridge 
Avenue, Philadelphia 29. Both men 
were formerly connected with the L. H. 
Gilmer Co., Philadelphia; Mr. Ober- 
holzer as general sales manager and 
Mr. Lindsay as district manager. The 
new distributing company will specialize 
in power transmission equipment. 

W. H. Lehr, associated with Gilmer for 
28 years, has taken over Mr. Ober- 
holzer’s duties as general sales manager 
of the manufacturing concern. 


Navy Lauds 
Barrett-Christie 


Barrett-Christie Co., Chicago, is proud 
of an award just received from the Navy. 
James Christie, treasurer, said it was a 
real thrill when he opened a letter from 
the Navy recently and read: 

“It is my distinct pleasure to advise 
you that the Navy’s Certificate of Achieve- 
ment has been awarded to your organiza- 
tion. 

“This Certificate . . . signalizes the 
Navy’s recognition of the splendid efforts 
put forth by the men and women of your 
organization in support of the war pro- 
duction program.” 

The letter was signed by E. F. Ney 
“by direction of the Chief of Bureau of 
Supplies and Accounts” Washington. 

The award has been framed and oc- 
cupies a@ place of honor in Barrett- 
Christie offices. 
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McMahan is Chairman, 
Tulsa Buyers’ Convention 


R. M. McMahan of the Bovaird Sup- 
ply Co., Tulsa, has been named conven- 
tion chairman for the Purchasing Agents 
Association of Tulsa. Planning for a 
large gathering, Mr. McMahan has al- 
ready issued a bulletin calling for early 
registration. 


Boice Returns 
To Dodge-Newark 


Austin D. Boice, a major in the Signal 
Corps connected with several midwest- 
ern Army supply depots during the past 
four and a half years, returned to his 
desk in the sales department, Dodge- 
Newark Supply Co., Inc., Newark, on 
Mar. 11. After talking with Larry Seg- 
gel, president, and Gordon Wilson, sales 
manager, Mr. Boice tackled the tough job 
of sorting his product literature, get- 
ting the new price policies on the items 
he sells, and learning the worst about the 
delivery situation. 
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mills, veneer, plywood and wood- 

r ‘say Stmonds Machine Knives. They buy the 

se they know these are the Knives made of special Simonds 

to pm the ‘to — ‘cuttin a then ground to precision flat- 
accurate dimensions smoo ish. 

«Tell your dealer to have the Simonds Knife Specialist drop around to look over your cutting 
° ier pr vine ae ee ome ernees ass 1950 Columble Reed, 
Ps ives. ir e ostoa . ass.; . Green St., 
nearest Simonds office. SIMONDS fageie 14, Galifs 120 Mat Se7 Sea 
No strings or obliga- {| SAM ARE ne. Pordand 4 Ores. 31 W. Tree Ave, 
tions attached. FITCHBURG, MASS. Pocrry: 993 Se. Real ‘Sc, Mowureal 30. 


PRODUCTION TOOLS FOR CUTTING WOOD, METAL, PAPER, PLASTICS, ETC, 
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When Your Customers Want 


. . - sell them “AMERICAN SWISS” Swiss-Pattern 
Files ... the precision tools that users report enable them 
to handle intricate and accurate filing jobs better, faster, 
and at less cost. 


“AMERICAN SWISS” Files are sold in only one quality 
... the best ... your assurance that every sale means 
a satisfied customer, and thet repeat orders are frequent. 
And the forty-five year old “AMERICAN SWISS” policy 
of 100% distributor cooperation includes helpful service, 
square dealing on every order, and standing behind 
every guarantee. 


American Swiss File & Tool Co., Elizabeth 1, N. J. 


C{merican Sis +s 


SWISS PATTERN FILES 
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J. W. Ward is back with the sales 
force of the Wright Mfg. Division 
of American Chain & Cable Co., 
Inc., York, Pa., after four and a 
half years with the armed forces 
in which he reached the rank of 
Lieutenant-colonel. He will make 
headquarters in Cleveland. 








Machinists Tool 
Pushes Abrasives 


The Machinists Tool & Supply Co., 
Los Angeles, under the management of 
Don Reep, is placing emphasis on abra- 
sives and building up its distributorship 
of the products of A. P. deSanno & Son, 
Phoenixville, Pa. 

R. M. Stewart, formerly with the Pa- 
cific Abrasives Supply Co., Los Angeles, 
joined Machinists Tool about 18 months 
ago and is now manager of the abrasives 
department. He is assisted by W. O. E]- 
derkin, who was recently made abrasives 
service engineer. Mr. Elderkin, at one 
time connected with the Bennett Abra- 
sive & Tool Co., Los Angeles, has been as- 
sociated with the deSanno line’s distribu- 
tion for the past five years. 








M. A. Flynn, left, shows an order 
to John Bavis, general manager of 
the Montreal branch, A. R. WIil- 
liams Machinery Co., Ltd. Mr. 
Flynn is manager of the supply 
firm’s mill supply department. 





The Yarway Fine Screen Strainer—worthy companion to the famous 
Yarway Impulse Steam Trap—is setting a merry pace in Supply 


House strainer sales. Sectional view of Yarway Screwed- 
End Strainer. 


There’s a reason for this popularity. Yarway Strainers with exclusive 
features give better service than ordinary strainers. Backed by strong 
advertising, and the Yarway reputation for excellence of design and 
quality of manufacture, these strainers are in demand not only for use 
with Yarway Traps, but with all kinds of steam equipment. 


No wonder customers and dealers alike are saying, “Give me Yarways.” 


YARNALL-WARING COMPANY 


111 Mermaid Avenue Philadelphia 18, Pa. Sectional view of Yarway Flanged- 
End Strainer. 


YAR WAY FINE SCREEN STRAINERS 
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MORE SALES 
MORE REPEATS 


MORE PROFITS 
FOR YOU 
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Vincent Grinding Wheel Dressers and Cutters sell more 
easily and repeat faster because they provide your 
customer with more efficient and economical grinding 
wheel dressing. Vincent Cutters are made of a special 
analysis steel heat-treated to the exact degree of hard- 
ness required for best service in one of the country’s 
largest heat-treating plants. The teeth will not break 
off or mush over. Recommend these high quality 
dressers and cutters to your 
customers. They will appre- 
ciate it and come back for 
more. Complete data sheets 
punched to fit your binder 
are available on request. 
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2424 BELLEVUE AVE - DETROIT 7, MICHIGAN | 
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GRINDING WHEEL DRESSERS and CUTTERS 




















HOWARD P. McJUNKIN 


Howard McJunkin Joins 
Supply Company 


Howard P. McJunkin, son of the late 
H. B. McJunkin, has joined the McJunkin 
Supply Co., Charleston, W. Va. Imme- 
diately following his graduation from 
Massachusetts Institute of Technology 
three years ago, Mr. McJunkin joined 
the Navy and was a lieutenant at the 
time of his honorable discharge. He saw 
service both in this country and in the 


Pacific. 


Omaha Distributor 
Tackles Country Market 


When the war came to an end, Fuchs 
Machinery and Supply Co., Omaha, 
Nebr., in casting about for ways and 
means to maintain and, if possible, im- 
prove sales volume decided among other 
things to cultivate the country market. 
Here is an account of how the company 
went about it: 

First off it was obvious that it would 
be impossible to deal with rural custom- 
ers direct and it was decided to concen- 


» trate on the country hardware and farm 


implement dealers. Of the two, the im- 
plement dealer was adjudged the best bet 
for several reasons. Among these rea- 
sons were the beliefs that (a) the imple- 
ment dealer is in a rising market and is 
more alert to new trends than the more 
staid hardware dealer; (b) the farmer is 
the prime market and surveys show ‘that 
it is his habit to call on the implement 
dealer when in town (especially now 
that new equipment models are being 
placed on display); (c) oft-times the 
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WRITE 
FOR THIS 
BOOKLET 


It contains details of the com- 
plete line of FCC Smooth Ham- 
mered Forgings of Allegheny 
Ludlum Tool and Stainless 
Steels, FCC Tool Steels, SAE 
Steels, NE Steels; it describes 
also other important FCC Tool 
Steel Specialties that may sug- 
gest money-saving ideas. 

Get your copy—write for it 
today. 


ADDRESS DEPT. MS-40 
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ROAD experience before and 

during the war in forging tool 
and die blanks for almost every 
conceivable hot-work application 
has fitted our Forging and Casting 
Division to deal expertly with any 
problems that may arise in this 
exacting field. 

Regardless of the kind of work 
to be done or material to be worked 
we are equipped to furnish you a 
correctly made forging of hot-work 
steel that will give you the utmost 


in effective performance. 
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WE PRODUCE THEM IN TOOL, DIE, STAINLESS 
SAE, OR NE STEELS ~— 


e 


5 / 


Any Allegheny Ludlum field rep- 


resentative can give you further 
particulars; or write for the booklet 


today. (See description at left.) 


ALLEGHENY 
LUDLUM 


STEEL CORPORATION 


Forging and Casting Division 
DETROIT 20, MICHIGAN 










ff AND MOUNTED WHEELS 

Millions of whirling abrasive wheels, trained 
in war's tough school of precision finishing, 
each doing a prime job in laboratory, tool 
room, aboard ship, on production line. And 
—they're all set and eager to tackle civilian 
goods, now that peace machinery is singing 
again. 

Whether it's removing burrs, smoothing edges, squaring surfaces 
so accurately that the finish can be measured in micro inches, or 
cut-off work—there's a Chicago ready to do a top-ranking job 
for you. 


VITRIFIED GRINDING WHEELS with a 50-year pore Up to 3” 


in diameter in various abrasives and bonds including the famous FV Bond. 


MOUNTED WHEELS. The largest assortment made with a shape and 


abrasive to take care of every internal and external finishing job. 


CUT-OFF WHEELS. All types and sizes. Now offered with the sensa- 


tional new special-formula RT Bond (rubber or resinoid). 
Distributors 
This advertisement is appearing in leading industrial publications. 
Write for Catalog and Engineering Survey Forms helpful in solving 
your customer's grinding problems. 
Send coupon for 64-page Illustrated Catalog 
CHICAGO WHEEL & MFG. CO. 


1101 W. Monroe St., Dept. MB, Chicago 7, Ill. 


* Half a century of specialization has established our reputation as the 
Small Wheel People of the Industry. 





Send Catalog. Interested in [] Grinding Wheels [] Mounted Wheels 
[] Cut-off Wheels [] Send Test Wheel. See.......... 





Name - bo vget sta kaceusnseueas iuiohs Wane sane 


Address .. : sipudigasmwantads oes uikeatevessees MB 
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hardware dealer already is tied to other 
sources of supply. 

After deciding on what type of outlets 
was wanted, the next step was to narrow 
down to the selection of individual out- 
lets. 

In the words of J. J. Fuchs, sales man- 
ager, “We made up lists from Dunn & 
Bradstreet, picking out those dealers with 
good ratings. We selected the best one or 
two in an area. Then we went into the 
towns and called on banks, garages 
and others. By careful questioning it 
was easy to determine which were the 
up-and-comers—the aggressive, alert mer- 
chants. Then, of course, the next stop 
was to make the proper contact with the 
dealer selected,” he said. 

After the preliminary work was done, 
and dealer prices and suggested resale 
prices were worked out, the country sales 
department was turned over to one man 
—George Butcher—who prior to his con- 
nection with Fuchs worked for Socony- 
Vacuum selling oil and accessories. 

“If the country market sales warrant 
it,” Mr. Fuchs said, “We will add two or 
three more men to the department very 
shortly. In the meantime, of course, 
it is too early to prophesy. It is sufficient 
to say that the demand is there and we 
are making a determined effort to get our 
share of it.” 


Durand Promoted 
By Edward Valves 


Raymond A. Durand, formerly assist- 
ant sales manager of Edward Valves, 
Inc., East Chicago, Ind.. was promoted 
to sales manager on March 1. Mr. 
Durand has been a member of the Ed- 
ward engineering sales organization for 
more than nine years. He attended 
Northern State Teachers College in 
Michigan, Indiana University and the 
University of Chicago. 





RAYMOND A. DURAND 
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LOAN TO BRITAIN 






--- Investment in World Economic Unity 





approval to the proposed loan to Great 


C geet should give swift and confident 
Britain. 


Few other issues of foreign policy in the pres-_ 


ent troubled world lend themselves to such clear 
appraisal of where our National interest lies. 

In simplest terms, the question is whether we 
should extend to Great Britain a credit of $334 
billions (plus $650 millions in payment for lend- 
lease balances) in return for her promise to re- 
pay principal with interest over a fifty year period 
starting at the end of 1951, and her pledge to give 
the fullest possible support to the kind of world 
trading system which it is the declared policy of 
both the United States and the United Nations 
Organization to promote. 


We Can Afford to Make It 


The sum we hazard is not inconsiderable, but 
financial risks have meaning only when related 
to resources. The line of credit provided by the 
loan will amount, at most, to a claim on 2/5 of 1 
per cent of our gross output for the five to six 
year period over which it may be used. The in- 
terest rate charged, while moderate, is higher 
than our Treasury is paying upon current bor- 
rowings. The risk entailed is well within our re- 
sources as a creditor. In the considered judgment 
of the American and British technical experts 
who thrashed through the intricate accounting 
for three painful months, the amount and terms 
offered will suffice to allow Britain, under rigid 
austerity, to relax her system of foreign trade 
restrictions, and to expand exports sufficiently 
to pay her debt commitments. 

Against the considered risks of extending the 
loan, there must be weighed the certain costs of 
refusing it. Without the loan, Britain has no re- 
course but to maintain and extend the system of 
bloc trading which she adopted under stress of 
world depression and world war. If that is the 
route Britain follows, she will carry with her a 
large part of the sterling area countries — all 
British Commonwealth and Empire countries 
(except Newfoundland and Canada) plus Egypt, 
Iraq, and Iceland—and many of the nations with 
which the United Kingdom has payment agree- 
ments (Argentina, Bolivia, Brazil, Chile, Para- 
guay, Peru, Uruguay, Belgium, Czechoslovakia, 
Denmark, Finland, France, Netherlands, Nor- 
way, Portugal, Spain, Sweden, and Turkey). 

Altogether, the United Kingdom’s orbit ac- 
counts for more than half of the world’s imports 


and exports combined. It likewise is crucial to 
the trade of the United States. In the years im- 
mediately preceding the war, the sterling area 
and payment-agreement countries provided just 
under one-half of both the import and export 
trade of this country. 

Russia, of course, will continue to conduct her 
foreign commerce exclusively upon a state-trad- 
ing basis. Before the war, the Soviet Union trans- 
acted only a little more than 1 per cent of foreign 
trade business, but its future sphere of influence 
will be large—conceivably embracing as much as 
30 per cent of total international trade. 


We Cannot Afiord to Refuse It 


If the weight of British influence in foreign 
trade is thrown toward the Russian pattern rather 
than toward ours, it is apparent that bloc trading, 
with all of is supporting devices—bilateral deals, 
exchange controls, import and export quotas, 
subsidies, currency manipulations and the like 
—will be the prevailing pattern for foreign trans- 
actions. 

In self-protection, the United States would 
have no alternative but to conform to the domi- 
nant pattern. We should be forced to form our 
own bloc, and to enter into active economic war- 
fare in bidding for trade concessions against the 
offers of our rivals. How well we would do this 
is problematical. To the game we would bring 
the largest economic potential in the world. But 
our handicaps would be equa!ly impressive. 

First, under a system in which political and 
economic motivations are inextricably fused, a 
democratic nation, and particularly one with a 
tradition of freedom in its domestic enterprise, 
would operate at a great disadvantage. We should 
inevitably be driven toward more and more gov- 
ernment control of our entire economy. 

Second, with a pattern of foreign trade in which 
our exports habitually are greater than our im- 
ports, our bargaining position in international 
trade is much weaker than our over-all economic 
strength would suggest. Under state-controlled 
trading we should still find it difficult to compete 
successfully without resort to loans, and under 
these conditions our loans would be supporting 
a syster: alien to our choice and interest. 

Third, under a regimented system which made 
economic decisions subservient to political con- 
siderations, it is virtually certain that the volume 
of world trade would shrink. That was the clear 
experience of the nineteen-thirties. Thus, the 








standard of living in the United States would 
suffer in common with all others, and we would 
be forced into a particularly drastic curtailment 
of certain war-expanded segments of our econ- 
omy, at the very time when a large portion of the 
world is most in need of the products they can 
produce, 


Weighing the Alternative Costs 


In the years immediately ahead it is certain 
that from two-thirds to three-quarters of all inter- 
national trade will be transacted either in pounds 
or dollars. If both circuits are linked in a de- 
termined effort to restore competitive world 
markets, to which buyers and sellers alike have 
access without discrimination, that will be the 
dominant system of foreign trade. If the sterling 
group with its satellites organizes a closed grid, 
our exclusive effort cannot preserve the trade 
pattern that we believe offers most to us and to 
the world. 

No one can accurately measure the costs to 
the United States of refusing the loan and ac- 
cepting the consequences. But unquestionably 
they would dwarf to insignificance the sum risked 
in the proposed credit. We would lose through 
the shrinkage of our trade, through the wrench 
of violent readjustments in our production pat- 
terns, and eventually through the curtailment of 
our over-all output below what it would be under 
an open rather than a closed system. We would 
lose heavily in economic liberty under a pro- 
cedure that can be followed with success only 
by a close regimentation of production as well 
as trade. : 

Most of all, we would lose in prestige, through 
demonstrating that we are still unprepared to 
exercise a world leadership to which our giant 
stature as the possessor of almost half of the 
world’s economic capacity entitles us. Once again 
we would be exhibiting to the world political feet 
of clay supporting an economic frame of heroic 
proportions. 


It Is Far from a “Soft” Bargain 


There has been some disposition in this coun- 
try to regard the loan to Britain as a somewhat 
“soft” and generally unprecedented transaction 
chat smacks of charity. This is the sheerest 
nonsense. 

In the first place, the kind of economic sys- 
tem we want has never functioned and cannot 
operate now without a lender. For many decades 
prior to World War I Great Britain filled the 
creditor role. In 1913 her foreign investments 
totaled $19 billions, and she not only made such 
transactions pay, but they proved her salvation 
through two grim wars. Her credits helped in 
the industrial development of a large segment 
of the world, including the United States. Of all 
the nations in the world, only the United States 
can assume now the mantle which Britain no 
longer can support. 


THIS IS THE 46ra OF A SERIES 


In the second place, the terms of our proposed 
loan to the United Kingdom are far from easy. 
Britain put a substantially greater proportion of 
her relatively meager resources into the war than 
we did, and dissipated a large share of her for- 
eign holdings in the process while accumulating 
an outside debt of crushing magnitude. On a per 
capita basis her internal debt is greater than ours. 
Many Britons feel that our proposed loan is too 
small, and its terms too rigorous. If the amount 
proves to be inadequate, we shall have to con- 
sider supplemental aid at a later date. But the 
majority believe that the present offer gives a 
fighting chance to restore the system of world 
trade that we and they both want, and upon which 
the World Bank, the Monetary Fund, and the 


_ International Trade Organization under United . 
Nations aegis are based. It is certain that with- 


out our loan all of this will go by the board. 

In the third place, our proposed loan is far 
from being without precedent. Canada, which is 
linked by far closer economic ties to us than to 
the Empire, already has provided for a loan to 
Britain of $1,200,000,000. This amounts to almost 
a third of what we propose to lend, although 
Canada’s population is less than 10 per cent, and 
her income is little more than 5 per cent of ours. 


Shall the United States Lead or Follow? 


The way to exercise leadership is to lead. 
Nothing could be more futile than to go half way 
toward establishing the economic order for which 
we stand, and then withhold the crucial measure 
that will make it work. Failure to approve the 
loan to Britain will be a clear default of leader- 
ship. Failure to approve it promptly will dissi- 
pate its effectiveness. 

It has been officially stated that the British 
loan is a unique case that will establish no prece- 
dents for further credits to other nations. It is 
exceptional in its importance to our aim. But 
if the United States expects to make its economic 
program the dominant one for world trade, it 
must continue to exercise the creditor function 
without which that program cannot persist. 

The most that we should ask is that future loan 
transactions be scrutinized as was this one to see 
that they offer comparable security and com- 
parable return in support of the program for 
which we stand. 

For the loan to Britain, it can be said that 
never before has one nation had an opportunity 
to gain so much at so little risk as has the United 
States in this uniquely decisive case, 





President, McGraw-Hill Publishing Co., Inc. 
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There's big money in this picture—where a battery of Midget 
king Hoists is teamed up with vertical boring machines. 

It takes no imagination to figure that it’s big money in two 
ways. Working on jib cranes these compact, powerful, fast- 
acting Midget Kings lift work in and out of the machines, spot 
each load accurately —easily—in a hurry. No “back-break”’, 
no waste of manpower nor manhours. Instead, greater pro- 
ductivity at less cost . . . increased profits for the manufac- 
turer, and a big slice for the salesman who sold the Midget Kings! 


§ 
BV aa Vel BSED Ney ° 


Let your prospects know all about this cost-cutting electric 
hoist—good for “a thousand-and-one” tasks around a plant. 
Let them know how easily it eliminates “muscle money”, those 
extravagant costs that pile up when effort-wasting methods of 
handling material are used, Yale performance will back your 
every claim—and the Midget King will pay off big for customers 
and for you! 

The Yale & Towne Manufacturing Company 
1530 ‘Tacony Street Philadelphia 24, Pa. 
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Yale Cable King Electric Wire i Yale Spur-Geared Chain Hoists Yale Pul-Lift— the tool of a 
Rope Hoists, available in types 4 — from hook to hook a line of thousand uses—cuts handling 


to meet all n re sturdily - steel” 


permit quick and safe 4 costs, safely and efficiently per- 


built, power- lifting and spotting with little forms innumerable hoisting and 

tion lifting m ea. Exel . effort. but maximum efficiency . pulling jobs both in production 

i i Supplied with trolleys for use and maintenance operations, 
on overhead track. Capacities Capacities up to 6 tons. 


tion. Capacities up to 12 tons. 


up to 40 tons. 


MATERIAL HANDLING MACHINERY 


CUTS PRODUCTION COSTS... SAVES TIME... SAVES EFFORT... PROMOTES SAFETY 


HOISTS —HAND 


KRON INDUSTRIAL SCALES 
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TOPIC OF THE MONTH 





Positive Approac 


to Pricing 


Newark distributor says quantity differential pricing 


holds key to volume business and small order problem 


THE INDUSTRIAL DISTRIBUTOR is at the 
crossroads. Without positive cooperative 
action between manufacturers and their 
distributors in developing effective pric- 
ing policies, both will see the volume 
business slip away to direct selling man- 
ufacturers in the competitive days ahead. 
The distributor will be left with un- 
profitable small order business that will 
eventually mean failure. And unhealthy 
distributors can’t do an aggressive job 
for the manufacturers who depend upon 
distributors and their salesmen to get the 
output of their factories to ultimate con- 
sumers. 

Certainly, not all the problems fac- 
ing the manufacturer-distributor team in 
the industrial supply field are tied in 
with pricing, but a successful solution o 
this problem will help to lick a lot of 
the others. 
small order business, for example, dis- 
appear when small unit orders are priced 
differentially to yield a profit. While we 
realize that there may be other methods 
of pricing which will accomplish the ob- 
jective, our experience at Squier, Schil- 
ling and Skiff indicates that the quantity 
differential pricing system used, with 
variations, by some of our suppliers goes 
a long way toward making it possible 
for us to get the volume business in those 
lines on a clean cut basis and at the 
same time render small orders attractive. 
We are highly pleased with the results 
in the lines where it has been applied. 
We would like to see it given very careful 
consideration by all of our suppliers with 
the idea of adopting the principles (with 
necessary variations for product differ- 
ences) to their lines. We know it is a 
workable solution. 

Another extremely desirable end ac- 


a 


The losses accompanying 
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Arthur H. Squier, Squier Schilling & 
Skiff, Newark, N. J. 


complished by quantity differential pric- 
ing is that it automatically and equitably 
solves. the original equipment manufac- 
turers’ price problem. The present, vari- 
ous methods of pricing to this class of 
trade are subject to many abuses and in 
most instances are highly unsatisfactory 
to distributors. 

Now is the time to revamp old and un- 
satisfactory pricing policies. We antici- 
pate good business volume over the next 
3 or 4 years that will approximate the 
wartime level but now is the time for 
manufacturers and distributors to pre- 
pare for tough competition. It is cer- 
tainly no time for brass hat inertia and 
complacency. 
companies are beginning to campaign for 
lower prices and recognition in prices 
of their volume purchases. 


From the point of view of existing 
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Already large industrial 


Problems 


By ARTHURH.SQUIER 


manufacturers, well-heeled concerns that 
made their mark in manufacturing dur- 
ing the war years are turning to this 
field. These so-called marginal produc- 
ers make only a part of a line without a 
complete range of sizes, and their lines 
are thus not particularly attractive to 
distributors. These manufacturers in con- 
sequence tend to give an additional 10 
percent or more to consumers direct and 
capture the volume business on their 
short line. Success in this venture will 
lead to the production of the complete 
line with ensuing loss of business to es- 
tablished manufacturers and their dis- 
tributors. 

To the extent that the distributor is 
affliated with a manufacturer employ- 
ing an archaic pricing policy, he loses 
the volume business and is left with the 
small order business and slow movers. 
The tendency then is for the stronger 
and more alert distributors to throw 
their efforts into lines where they do 
not face this ruinous competition—where 
the manufacturer’s price policy enables 
him to capture the volume business. 
Thus the manufacturer’s distributor setup 
will be broken down with the ensuing 
loss in sales by the manufacturer. 


WHAT THE BUYER THINKS: It makes 
very little difference what the ingrown 
wttitudes of manufacturers and distrib- 
utors may be toward the principles of 
quantity differential pricing! The ulti- 
mate decision rests with the buyer—the 
customer. He places his business where 
he will get the best deal, all things, in- 
cluding service, considered. As he places 
his business, he determines the channels 
of distribution that will prevail over the 
long run. We fortunately have two ob- 
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that recommend 3 
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1. Careful selection of raw materials. 


2. Slots well centered—cut to proper 
depth. 


3. Smooth and well formed head with 
flat bottom on round head screws; 
smooth countersink, free from burrs 
and properly angled, on flat head 
screws. 


4. Sharp and smooth cut threads. 


5. Well formed gimlet points. 


setup 
There is a difference in the quality of “‘ordi- 


nary” wood screws and it is important to the 
satisfaction and good will of your customers. 
strib- 


es of | You can depend on ** National” for top quality 


in wood screws and other fasteners. 


THE NATIONAL SCREW & MFG. CO., CLEVELAND 4, 0. 
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jective studies in the industry which re- 
veal the trend of the buyers’ thoughts. 

In an independent study, appearing in 
the 1945 Summer issue of the Harvard 
Business Review and digested im the 
August, 1945 issue of Mitt Supp ies, 
Professor Charles A. Livesey of the Har- 
vard Graduate School of Business Ad- 
ministration reports on the results of a 
survey he conducted of the attitude of 
purchasing agents toward mill supply 
distributors. A few paragraphs dealing 
with prices and pricing policy are of 
particular significance. 

“Industrial purchasers resent paying 
prices that they consider do not take into 
account differences in the cost of filling 
particular orders. 

“Typical of this resentment is the 
feeling of one industrial buyer that dis- 
tributors’ price schedules 
tools are extremely prejudicial to his 
company. There are two factors that 
make this buyer’s case different from 
that of other buyers: (1) Because he 
can predict several months in advance 
what his purchase requirements are going 
to be and because, moreover, he carries 
in his own stock rooms one to two month's 
supply of all cutting tools used, his or- 
ders do not require urgent treatment. 
(2) Over a period of a year his pur- 
chases of these items will be equal to 
those of a small to medium-size 
supply distributor, and no distributors 
stock sufficient quantities of these tools 
to fill his orders from inventory. As a 
result of both these factors, the majority 
of shipments are made to him direct. 


on cutting 


mill 


“In this situation none of the services 
for which distributors are customarily 
thought entitled to reimbursement are 
either asked for or rendered ... Yet the 
buyer’s orders for this particular manu- 
facturer’s item must be placed with the 
manufacturer's local distributor at the 
regular resale price. If an opportunity 
to by-pass the distributor arose, this 
buyer would most certainly do so, whereas 
under another price schedule he might 
feel much differently. 

“It is true that distributors are not 
free agents in setting prices. Manufac- 
turers, 
a known brand name, commonly make 
close adherence to price schedules a con- 
dition of granting rights to sell their 
products. It is improbable that any indi- 
vidual firm can defy the price recom- 
mendations made by manufacturers with- 
out incurring substantial risks. 


particularly of items carrying 


“Yet because of their objections to 
distributors’ uniformity of prices, no 
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matter where the responsibility for such 


uniformity lies, some industrial pur- 
chasers have been encouraged to search 
for alternate sources for certain supply 
As a rule, 


such business is taken away from distrib- 


and maintenance products. 


utors and placed with some manufac- 
turer willing to sell on a direct basis. 
This practice may be expected to become 
more widespread after the war when the 
number of manufacturers of supply prod- 
ucts not “committed” to a policy of dis- 
tributor sale and territory protection is 
expected to increase.” 

The importance of price in the deci- 
sions of purchasing agents may also be 
drawn from two surveys conducted by 
Mitt Suppuirs. In early 1939 and again 
in early 1945 an independent research 
organization conducted surveys of the 
attitudes of purchasing agents for MILL 
Suppuies. The results of these surveys 
were published in the May, 1939 and 
May, 1945 issues of the magazine. In 
the early survey, which was conducted 
during more or less normal competitive 
times, price was listed as the determin- 
ing factor in the decisions of buyers to 
go direct. The tendency was especially 
noticeable among the larger buyers. A 
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The Bunting Brass & Bronze Co, 

PART NET PRICES Inside Outside PART 
NUMBER "1-5 6-15 16-35 36-65 66-100 | Diam. Diam. Length | NUMBER 
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E149 .64 .58 .47 .35 .28 % k 2 D242 
D153 58 .49 .39 .29 .241 % 1% E242 
E154 .63 .55 .46 .33 .28]) % %K 2 E243 
C165 45 .37 .29 .21 .146| % RB % E244 
C167 48 .39 .30 .22 .17| % &% 1 E246 
CB167 .49 .41 .32 .23 .20 % k% 1% C250 
- D168 5) .43 33 4 2) 73— 7 14 D251 
DD168 ae 6 100 oe tee % kh ~ 251 
D169 a © © 3 % k&% 1% B252 
D170 .58 .49 .39 .29 .24 4% kh 1% CB252 
DD170 .60 .52 .41 .30 .25| 5% % 11% D252 
DF170| .60 .52 .41 .30 .25| 5% % 1% DH252 
D171 .60 .52..41 .30 .25 % kK 2 D253 
El72| .62 .54 .45 .33 .28] % % 2% D254 
ED172 .66 .59 .48 .36 .29 % kK 2% DB254 
E173 .70 .62 .52 .39 .30| % % 2% DF254 
E175 .7% .70 .60 .47 .38/.% % 3 E255 
C177 —.:-43 2S mM Oe Wy % 1% EH255 
C179 ol .43 .33 .24 .2) % UR O«WNK E256 
CC180 a a a aa % 6 6UKRC«dSG EB256 
D180 93.46 .36 25.22 | 16 74 134 E257 
= ~ 49 $4 = 24) % &% 2 E258 

49 oe. aa) * % 2 


re-reading of this survey would reward 
distributors as a preview of things to 
come. 

In the second survey, taken under war- 
time conditions, price as a factor was 
seldom mentioned. This can perhaps be 
eccounted for by the abnormal wartime 
conditions which affected all procure- 
ment. The important thing in war pro- 
duction was to get the goods. In this job 
industrial distributors played a_ vital 
role. Costs were of secondary consider- 
ation. The point is, however, that as 
we return to competitive conditions, all 
costs will be under the closest scrutiny, 
and the purchasing agent will again be- 
come extremely price conscious. The pre- 
eminence of price, as reflected in the 
earlier survey, will undoubtedly emerge 
again as a determining factor in the de- 
cisions of buyers. 


QUANTITY DIFFERENTIAL PRICING: 
In order that we all may know what is 
meant by quantity differential pricing and 
thus all be talking about the same thing. 
the salient characteristics of this system 
of pricing should be set forth. 

1. The distributor’s net selling price 

(Continued on page 138) 
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A STEEL STOP VALVE on which 


STANDARDIZE 


YOU CAN 











DELIVERIES 
FROM STOCK 


It's no longer necessary to 
buy a different type of 
forged steel stop valve for 
every different service. 
Here's a valve on which 
you can standardize — one 
that fits 90 per cent of 
normal services where 
forged steel stop valves 
are used. 


Built in globe and angle 
designs, from !{ in. to 2 in. 
sizes, with screwed or 
socket welding ends. De- 
liveries can ordinarily be 
made from factory stocks. 
Fig. 2698 —Globe, inside 

screw, 600 lb sp. 

Fig. 2699 -Angle, inside 
screw, 600 lb sp. 
Similar design, O.S. & Y. 

type, also carried in stock 

For design and dimen- 
sional details on these and 
other Edward steel valves, 
write for Catalog No. 103. 
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ROCKWELL MANUFACTURING COMPANY 
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Low Pressure Drop— You can use 
smaller pipe sizes. 

EValloy Stainless Steel Seats and 
Disks Borized in Mated Pairs. 
Centerless Ground Stem—Long pack- 
ing life. 

EValized Bonnet—Wear Resistant 
Threads. 

Easy Packing Adjustment. 


Oversize Handwheel—Easy Opera- 
tion. 


Forged Steel Bodies and Bonnets. 
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ECAUSE your customers recognize 

known quality...it is easier to sell 

them brands with which they are fa 

miliar. More profitable, too. At the 
same time, these concerns have renewed con- 
fidence and respect for your status as their dis- 
tributor...are not so likely to question your 
recommendations. The net result is obviously 
a steady flow of repeat business and a stronger 
buyer-seller relationship. 


A good way to maintain customer acceptance 
is to feature abrasives by CARBORUNDUM. 
Here is a trade name rated at the top of the 
list by plants in your territory. And, because 
the greater percentage of these plants are users 
of abrasive products—there is a sales possibil- 
ity in practically every contact. 


It is hardly necessary to mention the pre-selling 
job national advertising by CARBORUNDUM 
is doing for you. It is enough to say that it 
carries a strong selling story in the specific 
trade magazines directed to your prospects. 


Perhaps even more important, is the fact that— 
in featuring abrasives by CARBORUNDUM 
—you are associated with and backed by a well 
organized team. Our trained Abrasive Engi- 
neers are prepared to cooperate with you in 
ironing out these uncommon problems right 
in the plant of your customer. Their practical 
solutions often have a way of building more 
respect for you, the supplier. 


And here in the world’s largest laboratories 
devoted exclusively to abrasives—our scientists 
and technicians are operating on a practical 
basis too. New ideas are thoroughly checked 
and examined so you can be sure that recom- 
mendations have been “pre-tested” and found 
sound. At the same time, this type of research 
often results in important improvements and 
advances in both products and practices. 


With a combination like this, it makes sense 
to handle and promote abrasive products by 
CARBORUNDUM. The Carborundum Com- 
pany, Niagara Falls, New York. 





Abrasives by 
CARBORUNDUM 


TRADE MARK 
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varies inversely with the quantities 
sold—lower prices on larger quan- 
tities. 

2. In turn, the distributor’s net buy- 
ing prices from the manufacturer 
are less for larger quantities. 


3. It means lower prices on large 
quantities and higher prices on 


small quantities to the customer, to 
the distributor and to the manu- 
facturer. 


EXAMPLE: As was mentioned ear- 
a number of our suppliers use quan- 


AN 
lier 
tity 


ing 


differential pricing systems. in vary- 
degrees, but for purposes of illus- 
tration the price schedules of the Bunt- 
ing Brass and Bronze Company, Toledo, 
In the illustration 
on page 134, a part of a typical page 
from the price schedule of this com- 


Ohio, may be cited. 


pany is reproduced. 

It will be observed from the illustra- 
tion that two of the items have been un- 
derlined. Item D 168 is a fast mover and 
item D 180 is a slow mover. Using the 
actual sales records from Squier, Schil- 
ling and Skiff, the profit realization is 
worked out in detail and the calcula- 
tions shown in the accompanying table. 

The outstanding features of quantity 
differential pricing are revealed by a 
few simple calculations from the illus- 
The 
unit price to us of part number D 168 
figures out to be .14962 on purchases of 


tration and the data of the table. 


100 or more. If a small order customer 
buys in the bracket 1-5, the unit price is 
51. On these small sales, our calculated 
profit is 71 percent. The returns to the 
distributer under this system of pricing 
go a long way toward taking small or- 
ders out of the red ink category. 

Now, again consulting the table, let 
us see how we fare on larger orders. In 
the one case cited, we sold 50 units of 
D 168 at a unit price of .24 since a sale 
of that quantity falls in the 36-65 price 
class. The dollar return to us on this 
sale is $12.00. These units cost us $7.481. 
The calculated profit on this sale is thus 
38 percent. 

We make a much lower percentage 
profit on the large orders than we do 
on the small orders. But that is all right. 
The return on sales of the unit as a whole 
are very satisfactory as may be seen from 
the table. (The two items appearing in 
the example were picked at random from 
actual records. It is a coincidence that 
the realized profit is the 
same.) The higher return on the small 
crder covers much of the small order 
expense and on the larger orders we 
are in a position to offer an attractive 
price differential to the purchasing agents 
of our large customers. Thus we can 
capture volume business that we might 
not otherwise he able to get. 

Perhaps important from the 
point of view of Bunting Brass, this pric- 
ing policy gives us a very’real incentive 


percentage 


more 


for carrying ample stocks and the com 
plete line. The clarity and simplicity 
of the pricing schedule is also a help as 
far as our salesmen are concerned. Since 
it is easily understood, there is no ten- 
dency for them to duck inquiries from 
customers. This same statement, unfor- 
tunately, cannot be made for all our lines. 
Selling in the competitive days ahead 
will be difficult enough without erecting 
artificial barriers to sales in the way of 
incomprehensible numbering systems and 
pricing under a complicated system of 
discount. 

For the the field 
who are already using quantity differen- 


manufacturers in 


tial pricing to one degree or another, a 
number of suggestions for improvement 
of partial systems might be suggested. 

There should be one and only one con- 
sumer net price list. This would help 
the customer in laying out jobs—artificial 
list prices would not scare them off. It 
would simplify and clarify the pricing 
job for the salesman. It would also sim- 
plify the job for the counter salesmen. 
One and only one discount from the net 
price list should be extended to stocking 
distributors. 

The price schedules—and this involves 
the matter of overall distributor policy 
should have limits clearly set and un- 
derstood above which the customer would 
deal directly with the manufacturer. The 
limits, of course, would vary with the 

(Continued on page 252) 





’ Two examples of Profit Realization 
under the quantity Differential Pricing System 
Used by the Bunting Brass and Bronze Company, Toledo. 


~ 
. 


On a fast-moving item—D 168 


Purchased 101 units in January, 1946.. 
sod het of 6 enits @A3.............-5. 


Sold lot of 24 units @.33................ 
Sond Sot of 26 wits G33... ..nscc cscs 
February, 1946... 
EE Or Pee 
Se OE ee 
eS eS Ee 
aes 
eS) | re 


Purchased 101 units 
Sold lot of 10 units @. 
Sold lot 


Sold lot 
Sold lot 
Sold lot of 50 units 
Sold lot of 


Total cost of 202 units purchased......... 


Total units sold 


Distributor’s Dollar Profit ($61.68—30.22) 


Distributor’s Percentage Profit 


138 


DDE ess Sitdnewecsea 
Sold lot of 24 units @.33................ 


202, realized price.... 
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Distributor’s Dollar Profit ($25.52—12.49).... 


II. On a slow-moving item—D 180 


9 units on hand January 1, 1941 ............. $1.69 
Purchased. 36 units January, 1941............++ 6.75 
ee eh a eee errr $2.12 
ee $15.11 ean nen er TR Wa Bs 550.505.2004 ss is nee 1.06 
ae es E $2.58 eT ee | een e pre a3 
aA 7.92 Bend Tot OF 16 wnlts Gb. oscicsivccccveccconses 5.76 
ane 7.92 a oe ge | a gee 5.52 
vey 15.11 Purchased 16 units January, 1945 ............. 4.32 
er 4.30 eS ak. ere 53 
Ae Beir. 3.44 ee ge er re 1.06 
ae sh 1.02 ee ee, Sy Ge iin ic visas cemeeras tains 2.12 
A ah 1.53 ie | eer e ree 1.06 
te 11.52 RS OE an AIRS MOO isc dines sacs coveasevives 5.76 
Lae 12.00 Purchased 16 units May, 1945 .............. 4.32 
er 1.53 : 
een tate 7.92 Cost of 77 units perchased. .....6.20000000.. TTB 
Less cost: of 17 unite on hand... «2.066000 osns 4.59 
pease 30.22 ‘ 
eee ee | er ee ee 12.49 
cess 61.68 = 
Total units sold = 60, realized price........ 25.52 















Distributor’s Percentage Profit ............. 














Ls the kind of lathe-filing finish that’s 
pretty sure to bring to the mill-supply 
house an unending succession of reorders 
for Nicholson Long Angle Lathe Files. 

The illustration above shows this pop- 
ular Nicholson Special Purpose file being 
used to remove the last few thousandths 
inch of stock and then to give the shaft 
the final required smoothness for a per- 
fect fit. 

Smooth-finishing, under light pressure, 
is the primary purpose of this accurate 
Lathe file. But—increase the pressure 


ever so little and the same file will doa _ 


good stock-removal job—faster, in fact, 
than’ a regular Milt file. 

Lathe file vs. Mill file. Because of 
the 45° angle of its teeth, the Nicholson 


wOls 
U.S.A 


(In Canada, Port Hope, Ont.) 





Long Angle Lathe File overcomes filling 
up and consequently scratching the sur- 
face of the work—a tendency common 
in the shorter angle Mill Bastard when 
used as a “lathe” file. The chips slide 
down the gullets and are forced out at 
the edge by the motion of the work 
against the file. This not only makes the 
file self-clearing, but provides much 
cleaner shearing, eliminates drag or tear, 
prevents “chatter.” 

With such an array of talking points, 
it’s easy to interest production and pur- 
chasing heads looking toward greater 

“eshop efficiency and faster production. 
The prestige of the foremost names in 
file manufacture—Nicholson and Black 
Diamnond—clinches the sale. 
The _ 


Long Angle Lathe 


edges to protect 
shoulders of work 
and ‘‘dog’’ of lathe. 


‘S<°0, NICHOLSON FILE CO. * 42 ACORN ST., PROVIDENCE 1, R. I. <> fwe “sate” cuncut) 
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STOCK 
BUSHINGS 
or BUSHING STOCK 


Most of the time you can fill your customers’ needs for replacement bronze bushings 
from stan ready-to-use sizes . . . if you carry the Shook line . . . because there 
are over 800 stock sizes of Shook bushings. Only rarely then need your customers 
fashion bearings from bar stock. For that purpose there are over 450 sizes of machined 
bored and solid bars. With this wide selection you can offer your customers what they 
want . . . when they want it. 


As to aie these bushings are unsurpassed. Made from Shook 664, an improved 
ey? possessing unusual compressive strength, they are machined to very close limits 
. are ready to install without fussing, fitting or filing. 


The Shook franchise is a good one. It gives your customers fine, dependable, long 
lived bearings. It gives you the rights to handle a profitable, stable line, backed by 
sound advertising and a dealer policy which offers you full protection. 


SEND FOR THIS FREE CATALOG .. . 


As a first step in looking into the advantages of handlin 

bushings and bar stock, send for,a copy of Shook 
Catalog 45. Disteibusors are furnished with a full supply of 
these informative, colorful catalogs for distribution to their 
trade. Cataiog 45 lists all sizes of bushings and bars in easy 
to read tables, gives full details on Shook alloys, tells how to 
order grooving and special flanged bushings, tribes Shook 
babbitt metals. Better yet, ask for our representative to call. 
Let him show you why eae look to Shook as their 
source of bronze bearings. 








$8-112 


SHOOK BRONZE 
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E. D. Edgerly, vice-president and 
sales manager, inspects the per- 
petual inventory system of the 
Interstate Machinery & Supply 
Co., Omaha. 


Interstate Solves 
Inventory Problems 


There is nothing startling about the 
inventory system employed by the Inter- 
state Machinery & Supply Co., Omaha, 
according to D. M. Edgerly, vice-presi- 
dent and sales manager, except, perhaps, 
that it works well. Early last year the 
company installed a Remington-Rand 
perpetual inventory system covering main 
lines (about 20,000 different items) and 
later in the year—to simplify inventory- 
taking procedure—a system of bin cards 
was set up. Employees counted bin con- 
tents when time was available, noting on 
the cards the item, its. size or specifica- 
tions and the quantity in the bin. Sub- 
sequent additions or sales are noted on 
the card. When inventory is taken at 
the end of the year, the contents of the 
bins merely are checked against the 
cards. This procedure greatly speeds in- 
ventory-taking, according to Mr. Edgerly. 


Wherry Appointed 
By Weatherhead 


The appointment of Richard H. Wherry 
as chief engineer of the Liquified Petro- 
leum Gas Division, The Weatherhead Co., 
Cleveland, was announced by George 
H. Hufferd, vice president in charge of 
engineering. Formerly assistant to the 
chief engineer of the Liquefied Gas Di- 
vision of the Skelly Oil Co., Mr. Wherry 
was also a member of the Technical and 
Standards Committee of the Liquefied 
Petroleum Gas Association, and of the 
sub-committee in charge of suggested 
revision of Underwriters Pamphlét No. 
58. 
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These Better 


Wire Wheel Brushes 


Lead the League 
on Repeat Sales 


WHIRLWIND” 


Business 
Builders 








Whirlwind Brushes 

for cleaning, buffing, burnishing and 
ishing—on all jobs where the 

tool must be carried to the work. 





Fer Stationary Grinders: Scll 
Whirlwind Brushes for cleaning, 

» burnishing and finishing— 
on all work small enough to be car- 





Cup Brushes for such jobs as re- 
moving rust, scale, old paint; clean- 
ing castings, structural metal, tanks, 
boat hulls, other surfaces. 





% Trade Mark Reg. U. S. Pat. Off. 








"een practically no limit to 
your prospects for Black & Decker 
Whirlwind Wire Wheel Brushes— 
and you can count on them to build 
steady repeat sales for you. That’s 
because Black & Decker developed 
these brushes to give longer service 
and better performance — with 
crimped wire that has extra life and 
spring—with correct clearance be- 
tween wires—with an even, com- 
pact brushing surface. And each 
tuft of wire is locked in a ring of 
steel... separately ... securely... 
to stay! 

Now you can sell Whirlwind 
Brushes in wheel sizes from 4'' to 
12"', in three thicknesses, and in 













three gages of wire . . . for use on 
almost any grinding, buffing or 
polishing machine and on all Black 
& Decker Portable Grinders, Bench 
Grinders and Sanders. Push Whirl- 
winds on every call. Urge every 
wire brush user to compare the 
service and satisfaction Whirlwinds 
give with any other make. 

Powerful color pages of advertising 
—in many of this month’s issues of 
industrial publications—are doing 
a real selling job to help you expand 
your wire brush market. Get be- 
hind Black & Decker Whirlwinds 
and get the business . . . now! The 
Black & Decker Mfg. Co., 617 
Pennsylvania Ave., Towson 4, Md. 


LEADING DISTRIBUTORS EVERYWHERE SELLE 


Block’ Decker. 


PortasLe Etectric TOOLS 
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e-tool with Keltool 
NEW RELTOOL “SHOCKLESS” 
Combination 


Center Drill 







FILLET PREVENTS 
SHOCK AND BREAKAGE 





There is no angular notch in Reltool ‘“‘“SHOCKLESS” Drills, Reg- 
ular or Bell Type. The fillet, at the point where the 60° coun- 
tersink angle meets the tip, removes shock — the chief cause 
of breakage — from one of industry's most perishable tools. 
The design of the new ‘“‘SHOCKLESS” also provides for perfect 
lubrication. Reltool also makes Regular and Bell 
type combination center drills of standard design. 


ALL EMBODY THESE 
POS?WAR FEATURES 


1 Helical Relief on cutting edge 
for higher cutting efficiency, 
smoother machining, longer 
cutting life. 


New Open Flute — for Fast, 
Positive Chip Clearance and 
Free Chip Flow. 


3 Gradually Increasing Web 


Thickness—for Much Greater 
Strength. 


60° Retained Countersink 
Angle — for Radial Strength 
and Proper Design. 





BELL 


RELTOOL SLITTING SAWS 


es | 
= These high ‘speed, hollow ground 
4 slitting saws are precision-made to 

required standards and tolerances; 
uM concave ground for clearance to as- 
sure free running in deep cuts. In- 
dividually packed for prompt ship- 
; ment and maximum protection. Avail- 
ean able in a complete range of standard 
sizes. 





RELTOOL 
Special Cutters 


Reltool Rotary Shears are not manufactured in any 
standard sizes, as their size and design are governed 
by their application to particular production operations. 
“Rotary Shear’’ Cutters are made for close-limit cutting 
of paper, fabrics, leather, cork, rubber and thin sheet 
metals. Send sketch or complete information with inquiries. 


OTHER RELTOOL PRODUCTS 


Metal Slitting Saws with Side Chip Clearance, Formed 
Tooth Copper Slitting Saws, Uniform High Quality H.S.S. 
Tool Bits and Screw Slotting Cutters. 


ea 
Keltool Distributorships Available 


Reltool products are sold Som $ + penne Distributors wherever such distributors 
are equipped to provide adeq tion. Reltool distributorships, on this 
basis, are still available in a aes ‘of ective industrial centers. Write for particulars. 


Reltoot corporation 








RELIABLE METAL CUTTING TOOLS 





710 WEST MICHIGAN STREET o MILWAUKEE 3, WISCONSIN 
LN NK RITE AR Sea AE 
A 4964-2%A 
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Branch Opened by 
Samuel Harris 


Samuel Harris & Co., starting their 
71st year in Chicago, as distributors of 
machinery, tools and industrial supplies, 
have taken a lease on three small stores, 
326-330 Cedar St., Rockford, Ill., where 
they will open a branch in May, accord- 
ing to Wendell H. Clark, president. 

The store will be under the manage- 
ment of Ralph H. Hughes, a native of 
Rockford, who has been connected with 
Harris for a number of years. Mr. 
Hughes’ son, Lt. Burr L., 24, will aid his 
father in running the business. Lt. 
Hughes entered the Army shortly after 
graduating from the University of IlIli- 
nois in 1943. He saw action throughout 
the Burma campaign, was awarded the 
silver star for gallantry in action and 
the Purple Heart. 

This father and son tie-up is similar to 
the situation existing in Samuel Harris 
& Co.. where the active management is 
in the hands of the third generation, and 
where it is expected that the fourth 
generation, Lt. Wendell H. Clark, Jr., 
will start as soon as he receives his dis- 
charge from the Marine Corps. 


Wickwire Spencer 
Promotes Lloyd 


G. Gordon Lloyd was appointed gen- 
eral superintendent of the Buffalo plant 
of the Wickwire Spencer Steel and Alvin 
F. Franz, former Buffalo general super- 
intendent has been appointed works man- 
ager of the Pueblo Plant of the Colorado 
Fuel and Iron Corporation. Mr. Lloyd 
was general superintendent of the Clin- 
ton, Mass., plant of Wickwire Spencer 
since 1944. Previously, he was power 
and fuel engineer for the Carnegie Illi- 
nois Steel Corporation in Pittsburgh, Pa. 








P. H. Waterman, Chase Parker & 
Co., Boston, prepares to do some 
telephoning before starting out to 
call on his customers. 

















Tou Pressune-tight (‘nowits 


PARKER 
VALVES AND COUPLINGS 














For fewer leaks, for lower pressure drop, specify 
Parker Valves and Couplings. They’re specially 
designed to simplify hydraulic power and fluid 
transmission tubing systems. 

Parker Valves are light, yet strong. They'll give 
you smoother flow. And PARKER TRIPLE 
COUPLINGS complete the circuit with leakproof, 
vibration-protected joints. You'll have a system 
that’s easier to install, safer to operate and quicker 
to service. 

Stocks of industrial valves, couplings and fittings 
are now available at your distributor’s and at Parker 
warehouses. Send for our catalogs. The Parker 
Appliance Company, 17325 Euclid Avenue, Cleve- 
land 12, Ohio. In Canada, Railway & Power 
Engineering Corporation, Ltd., Montreal, P. Q. 


Look for this famous trade mark. It’s your assurance of 
trouble-free couplings and valves. These initials, ALP, are 
the initials of our founder, A. L. Parker. Let them serve to 
remind you that for Alignment, Leak-protection and Pressure- 
tightness you can’t beat Parker Valves and Couplings... the 





couplings with the famous patented Parker Triple construction. 


THE PARKER APPLIANCE CO. 


Ctevetan 0 ° tos AN GeEteE S$ 
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FLUID POWER PRODUCTS FOR ALL INDUSTRY 
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Irs like two well designed, well built power units: 
each one has ample horse-power to pull its own 
load; but pulling together as a team, they do a 
much bigger job—Your Business and Celfor. 

Look at it this way: Your own substantial business has a carefully 
built reputation for good service to tool users throughout your terri- 
tory; and Celfor, the name of fine tools, is backed by the sound, 
nation-wide reputation of Clark engineering and Clark products. Then 
take a careful look at the potential tool volume in your own territory. 

To such a combined effort Celfor offers a most attractive franchise, 
and brings a complete line of tools of exceptional quality— € 


@ CELFOR HIGH SPEED TWIST DRILLS 
© CELFOR REAMERS , 
@ CELFOR CARBIDE CUTTING TOOLS 
Here for certain is a simple, practical way to utilize the greater 


pulling power of two potent reputations; a practical teamwork that will 
command more business and more desirable business — for you, for us. 


If the idea appeals to you, write us. 


aay DRILL DIVISION 


CLARK EQUIPMENT COMPANY 


BUCHANAN, MICHIGAN 









Products of CLARK TRANSMISSIONS ¢ ELECTRIC STEEL CASTINGS 
AXLES FOR TRUCKS AND BUSES ¢ AXLE HOUSINGS « BLIND RIVETS 
INDUSTRIAL TRUCKS AND TRACTORS « HIGH-SPEED DRILLS AND REAMERS 
METAL SPOKE WHEELS e GEARS AND FORGINGS « RAILWAY TRUCKS 
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Joseph McLean Dies, 
Ex-Simonds Abrasive Head 


Joseph W. McLean, for 44 years as- 
sociated with the Simonds Saw and Steel 
Co., died in Philadelphia, Pa., on March 
7, from an extended illness which began 
shortly after his retirement on Nov. 1, 
1945 as president of Simonds Abrasive 
Co., Philadelphia. Mr. McLean’s first 
position with the Simonds organization 
was as clerk in the Chicago branch where 
he started in 1901. Subsequently, trans- 
ferring to the San Francisco office about 
1903, Mr. McLean’s presence of mind 
saved the company’s records at the time 
of the earthquake and fire in 1906. 

Returning to Chicago as district sales 
manager in 1917, Mr. McLean continued 
in that capacity until 1930 when he was 
elected as secretary and a director of 
Abrasive Co., (now Simonds Abrasive 
Co.) a division of Simonds Saw and 
Steel Co. That same year Mr. McLean 
was made general manager and in 1941 
became president of the firm. 

A director of Philadelphia’s Market 
Street National Bank, Mr. McLean was 
active in many Philadelphia business or- 
ganizations and civic affairs. He is sur- 
vived by his widow, Mary Kuntz McLean, 
and a sister, Mrs. James W. Stirrat of 
Beverly Hills, Calif. 


Chubb Returns 
To Worthington 


Thomas Chubb has returned to the 
sales department of the George Worth- 
ington Co., Cleveland supply company, 
after several years in service as a captain 
in the Ordnance Division of the Army 
in the China-Burma-India area. He was 
with Worthington for 11 years previous 
to joining the Army. 



















OUTBOARD 
FOR YOUR NEW DESIGNS, 


Somewhere in your discussions of new designs, the subject 
of outboard bearing mountings is bound to arise. So this 
picture of an SSF Pillow Block on a Falk Rotary Kiln 

Drive may help you. Note the sturdy, two-piece con- 
struction of this SAF Type Pillow Block. Tinat makes it 
easy to assemble. Its seals insure bearing cleanliness and 
the retention of lubricant. It’s one of many types and sizes 
of StS!’ Pillow Blocks that pays for itself within a short 
time on shafts from 14.6" to 71546’ in diameter. On bear- 
ing housings for your new designs, consult our transmission 
engineers. 5950 


SoS INDUSTRIES, INC., PHILADELPHIA 34, PA. 


@ Buile by The Falk Corp., this 13DF Roller Bearing, Double 
Reduction Speed Reducer has a ratio of 43.45:1. 


okKF 


BALL & ROLLER BEARINGS 
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STANDARDIZED 


MATERIALS HANDLING EQUIPMENT 


A MAGIC CARPET 
FOR INDUSTRY 



































LOAD-VEYORS 


SEND FOR LOAD-VETOR 

MANUAL No. 1004MH Load - Veyors combine great 
strength and light weight. Ex- 
clusive Market Forge features 
", .. grid construction supports 
ball bearing rollers on both 
sides . . . hardened inner and 
outer ball bearing races min- 
imize wear . . . Load-Veyors 
may be used on either side... 
rails on reverse side provide for 
safe conveyance of small 
packages. 




























Lyng Now Buying 
For iber 


<_ = x 
ae ed 


M. J. Lyng, until recently a telephone 
salesman for the O. Iber Co., Chicago, 
has been promoted to the post of pur- 
chasing agent. Mr. Lyng returned to the 
distributing firm when he was discharged 
C— Fell lien of curens, quand valle k from the Army after reaching the age of 
and accessories available. 38. Prior to his Army service he had 
| spent two years with [ber and previously 
did engineering work with Westinghouse 





A — One man can eas- 
ily handle 58-pound 10 
foot section. SP ne 


B— Rigid or portable 
adjustable stands. 





in the development department. His 
brother, R. W. Lyng, is on the sales force. 





EMBURY 


L UC ie E- L f te National Electric 


HIGHWAY TORCHES Products Wins Award 


In recognition of its war production 
Dies a record, a special commendation has been 
“eed” S ata) awarded to National Electric Products 
Corp., Pittsburgh, by the U. S. Marine 
Corps. The Quartermaster General of 
the Marine Corps, in granting the cer- 
tificate revealed to W. C. Robinson, 
president of National Electric, that it 
was bestowed to express appreciation 
and gratitude for the company’s coopera- 
tion, initiative and all-out effort in sup- 
plying the needs of the Corps. 








FOR PRODUCTION 
FOR REPAIRS 
FOR MAINTENANCE 


@ Industry needs the best SODER and FLUX ob- 
tainable and there is no better tine than ALLEN. 
We have more than 50 years experience to offer 
your customers—130 formulas to heip them in pro- 
duction, repair, and maintenance — a well set up 
Technical Service capable of advising on the most 
intricate sodering or brazing problem. Get all the 
facts on this good, reliable line. 


Walker Appointed 
Rheem Executive Aide 


A. Lightfoot Walker was appointed | 
executive assistant to R. S. Rheem, presi- 
dent of Rheem Mfg. Co., in New York 
City. Mr. Walker had served as general 
manager of the Rheem Mfg. Co., (Aus- 
tralia) Pty., Ltd., since the formation 
of that subsidiary in 1937. A. B. Tay- 
lor of Sydney, Aus., succeeds him in the : 
Australian post. 








L. B. ALLEN CO. Inc. 


er through Your Jobber 


EMBURY MFG. CO., WARSAW, N. Y. 


6731 BRYN MAWR AVE. 
CHICAGO 31, ILL 
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STAR SELLERS 


BRAK 


T SCREW PROL 


EQUIPMENT o 


SOME TERRITORY STILL OPEN FOR THESE POPULAR LINES * 





‘“——“UNBRAKO' AND ‘HALLOWELL’ PRODUCTS 
ARE SOLD ENTIRELY THROUGH DISTRIBUTORS-——" 


The above phrase (or a similar one) is contained in every one of our ads... 
just another instance of the consistently strong support we give our distribu- 
tors. And "Hallowell" and "Unbrako" products are such "STAR SELLERS" 
that our distributors find them highly profitable and satisfactory lines to 


handle. 








Pat'd. & Pats. Pend. 


Pat'd. & Pats. Pend. 


Two very popular screws, the unique feature of which A one-piece, all metal self-locking nut. 

is the Knurling. Its milled, flexible top locks on a wide range of 
The “Unbrako” Socket Screw with the Knurled tolerances. 

Point (left) is a SELF-LOCKER, because the knurled EVERY THREAD takes its share of the load. 

points dig-in and hold firm—against even the most Can be used repeatedly and still tock. 

stubborn vibration. The ‘‘Unbrako'’ Socket Head Cap Practically unaffected by heat up to 650° F. 
rew with the knurled head can be screwed-in farther Thin nuts made thus, especially superior. 

and faster before using a wrench, because the knuris coarse and fine threads. 


provide a slip-proof grip even for oily fingers. Millions in use. 
Both screws in sizes from 24 to 11/2” diameter; full 


range of lengths. Write for Bulletin #582. 


See our exhibit in Booths 326-328 at the A.S.T.E. New Era 
Exposition in Cleveland, April 8-12 


OVER 43 YEARS IN BUSINESS 


STANDARD PRESSED 


Fig. 732 
PAT'D. & PATS. PEND. / 
DRAWER 1S EXTRA ne 






‘Hallowell’ Workbenches of Steel are famous for 
their long-lasting sturdiness. Available in over 
1300 ready-made, interchangeable combinations, 
there is a style suitable for every requirement. 
Stands firm and steady without costly bolting to 
the floor. 

The ‘‘Hallowell’’ line of steel includes Stools 
and Chairs. Foreman’s Desks, Trucks, Tool Stands 
and ‘‘Hallowell’’ De Luxe Workbenches. 


@ Write today for our attractive proposition. 
Continued repeat orders testify to the populer- 
ity and ‘'star salesmanship'’ of ''Unbroko'’ and 
""Hallowell'’ products. 


STEEL CO. 


JENKINTOWN, PENNA., BOX 519 BRANCHES: SOSTON @ CHICAGO @ DETROIT © INDIANAPOLIS @ ST. LOUIS @ SAN FRANCISCO 
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Thousands ef industrial users right , _ 
in your territory are being asked in 


tion, use and care of hack saw blades. 


VICTOR ==: 


VICTOR SAW WORKS, INC MIDDLETOWN, NEW YORK 
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Frank C. Rac, new manager, cata- 


log department of The Cuneo 
Press, Inc. 


Veteran Cuneo Man 
New Catalog Head 


Frank C. Rac has been promoted -to 
manage the catalog department, The 
Cuneo Press, Inc., Chicago, has an- 
nounced. Mr. Rac has been with the 
printing concern since 1923 and has 
worked in virtually every capacity from 
office boy to his present post as head of 
the’ department. 

“Inquiries from industrial distribu- 





tors planning new catalogs are more nu- 
merous than ever before,” Mr. Rac said. 
He added that in addition to changes re- 
sulting from new lines and wartime 
shifts in distribution channels, distribu- 


tors are more “catalog conscious” than 
at any time in his recollection. 











Familiarity with stocks is a strong 
point with W. T. English, Chat- 
tanooga branch, Noland Co. Mr. 
English has been with Noland for 
five years, the last two being de- 
voted to selling. 


























KEYSTONE #122 OPEN GEAR GREASE: 


Applied cold. Does not dry out, crack or 
peel, and will not drip in hot weather nor 
C) eS “throw off” at high speeds. Permits easy 
(e) cold-weather starting; is waterproof, acid 
© © and alkali resistant; and has high load- 
O carrying capacity, adhering firmly even 
© 3 under dust conditions. Lowers lubrication 

and application costs. 





KEYSTONE PENETRATING 
OILS : Invaluable as break-in vils, 


light lubricants and penetrants. No. 1 
penetrates fast and deep, quickly dis- 
solving rust from threads and joints. 
Widely used for all rusted connections and for 
cleaning rusted metal surfaces. No. 2 is an 
excellent engine-oil additive, dissolves gums, 
eliminates sludge drag, frees stuck rings. 


SPECIA l V4 4), KEYSTONE WIRE CABLE TREATMENT 

AND LUBRICATION: Produces amazing results 
in conditioning new and reclaiming old 
cables. A two-fold treatment: (1) Key- 
stone Penetrating Oil No. 3 removes dirt, 
residue, moisture; (2) Cable is then lubri- 
cated with Keystone Wire Cable Grease 
which penetrates into and through the 
core, protecting interior as well as outer 
wires. It is highly resistant to water— 
fresh, salt, acid. 


hi 












KEYSTONE CUTTING OILS: Madein various types 
to meet the definite cutting problems 
of all metals, including chromium, molyb- 
denum and nickel alloys. Users report 
production increases of 300% or more, 
plus a better finished product and longer 
tool life. Supplied in (1) concentrated 
form, requiring dilution, and (2) ready- 
to-use. 








KEYSTONE BALL AND ROLLER BEARING 
KEYSTONE CONDENSED OIL: A dripless, liquid GREASE #44: The perfect lubri- 


grease designed to provide safer, better cant for ball and roller bearings, over a 
lubrication than straight oils. Protects wide range of operating temperatures, in 
' ; : ' ; every type of service. High oil content 
bearings against undue wear, and re- assures low starting and running torques. 
duces friction to lowest possible degree. The rugged film body resists high pres- 
Has high load carrying capacity, is sure. Density is soft enough to follow 
water repellent, will not sludge or oxi- 





balls and rollers but does not liquefy or 











\ ; leak. Exceptionally economical—one user 
Cc I 
dize. Recommended for motors, genera- reporting an 85% saving in lubricant 
tors, fans, blowers, line shafting, ete. costs alone. 
There is a Keystone distributor near you who will be glad to cooperate with T 


you to make Keystone Specialized Lubricants available to your customers. 


TRADE MARKS REG. U.S. PAT. OFF. 


SPECIALIZED 
LUBRICANTS 





KEYSTONE LUBRICATING CO.: Est. 1884 
21st, Clearfield and Lippincott Sts., Phila. 32, Pa. 
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TRIPLE 








Charlies L. Kidd, president and fe 

general manager, Cedar Rapids 

Pump & Supply Co., Cedar Rapids, Or 

la., says that deliveries of fittings 

will have to improve greatly to lo: 

meet the demand for new building. W 
sn 


Thomas Hyde Joins ” 

Packard In New York sp 
Thomas A. Hyde, formerly a vice-presi- St 

dent of the Henry G. Thompson & Son sc 

Co., New Haven saw manufacturer, has 

been elected a director and vice-president go 

of the E. B. Packard Co., Inc., New York spe 

distributing firm. He will be in charge 

of sales. 


Packard has a new sales program call- 
| ing for expansion of present stocking 
facilities, enlarging the sales force, and 
the establishment of a new specialty divi- 
sion that will operate in the field through 
sales engineers with specialized technical 
training. 


CAP SCREWS 
IN FOUR HEAD STYLES 


You can get Tough, TRIPLEX Quality 
Cap Screws in all diameters up to 1” 
and lengths up-to 8’—and of course 
they’re available in the popular Flat, 
Fillister, Button and Hex Heads. You 
can’t go wrong buying TRIPLEX for 
Toughness. 


LLLILIV LL / 


{ 








Save time in making out your pur- 
chase orders by using our wall chart. 
Write for your copy today. 


THE TRIPLEX SCREW COMPANY 


5307 GRANT AVENUE - CLEVELAND 5, OHIO 





T. F. Fitzgibbon has been made 
purchasing agent, Garrett Supply 
Co., Los Angeles. Formerly con- 
nected with the Union Hardware 


& Metal Co., Los Angeles, he has 
a background in both selling and 
buying. 
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WHIPCORD V-BELTS 


for Smoother, Steadier Power Application 


Once tried—Usually installed—Right down the line. Time 
lost in making repairs is cut down drastically, because Condor 
Whipcord V-Belts work as a precisioned team. Starting is 
- smooth, acceleration is uniform. No jerks and shocks, nor lost 
motion and wasted power. Control is positive. Service and 
speed are dependable—and long lived. The Whipcord 
Strength Member has low inelastic stretch and is 

n scientifically cushioned in Flexlastics for 
good gripping and cool running at high 

k speeds. 


ete TQ 


h 
1 






The term FLEXLASTICS is an exclusive Man- 
hattan trade mark. Only Manhattan can make 
FLEXLASTICS ... Manhattan Belts will be made 
in the red color when again possible. 





, 
of 
oe, 





OTHER MANHATTAN PRODUCTS 

POINTS of ADVANTAGE | ii = 

Transmission Belts Tubing 
are evident in the cross-section shown here: | V-8elts—Multiple, F. H. P. Matting—for Switchboard 
. P Hose of all kinds, wrapped Engineered Molded Goods 
» Wide margin of strength » Smooth running ond Molded oi 
a : = : P ubber Covered Rolls 
® Minimum inelastic Maximum traction Washers and Gaskets ee ny dae a 
stretch DD. High resistance to side Asbestos Friction Material, Pipe 
Uniform flexibility wear Brake Lining, Clutch Vibration Dampeners 
Facings . 

A s . ” Typewriter Platens and 
Maximum resistance to @® Correct lateral reinforce Abresive Wheels Santali 
structural breakdown ment 

Diamond Wheels Bowling Balls 
These 8 Points are correctly embodied in every Condor V-Belt. Other fac- Oilless Bearings Billiard Cushions 











tors being equal, the useful life of a V-Belt is limited by excessive stretch 


gq IX AYBESTOS-MANHATTAN, inc 








TAYLOR 


~—Your Best Bet 
in Chains 


@ TAYLOR MADE Alloy Steel Sling Chains are out 
standing for many reasons. Stress-free welds are guaran- 
teed by uniting two “U” shaped half-links. Taylor’s 
controlled heat-treatment insures tensile strengths twice 
that of wrought iron or low carbon steel chains; elimi- 
nates the necessity of periodical heat-treating to preserve 
ductility; increases resistance to work hardness, grain 
growth and shock at low temperatures. As a result 
Taylor Chain is world famous for long life and depend- 
,, ability. Write today for literature or phone your mill 
| supply distributor. 


§.C. TAYLOR CHAIN CO. 
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LANDON P. SMITH 


Landon Smith Dies, 
Headed Red Devil Tool 


Landon P. Smith, founder of Red 
Devil Tools, Inc., Irvington, N. J., died 
on Feb. 23 at his winter home in St. 
Petersburg, Fla., at the age of 78. Mr. 
Smith was chairman of the board at 
the time of his death and only a few 
days before had been working with Leo 
Disher calling on the trade in Florida. 

Mr. Smith entered the hardware busi- 
ness in 1882 as a clerk in a Texas hard- 
ware store and three years later became 
connected with a Memphis, Tenn., whole- 
saler. He made many trips through 
Arkansas and Mississippi, traveling by 
buckboard. He next became connected 
with Shapleigh Hardware Co., St. Louis, 
and then went East to become an im- 
porter and sole manufacturer’s agent for 
a number of hardware manufacturers. 
Later he became president of Smith & 
Hemenway Co., makers of pliers and 
hardware specialties. 

In 1926 he sold this firm and founded 
the Landon P. Smith Co., the name of 
which was later changed to Red Devil 
Tools. Mr. Smith is credited with being 
responsible for changing the old method 
of cutting glass with expensive diamond 
cutters to the modern method in which 
inexpensive precision steel wheel cut- 
ters are used. 


Science Illustrated 
Appoints Carlson 


E. W. Carlson, formerly of Liberty 
magazine and the Capper Publications, 
was appointed to the staff of Science II- 
lustrated, new McGraw-Hill publication 
which made its first appearance on the 
newstands on April 1. Mr. Carlson is 
district manager in eastern Ohio and 
western Pennsylvania for the magazine. 





NO 


A LIBERAL JOBBER POLICY 
ON PNEUMATIC TOOLS! 


Every Progressive Plant 


is a prospect for 


IDEAL 


DUST COLLECTOR 


Executives of modern 
plants realize the need 
for removing abrasive 
dust, etc., from around 
machines. With IDEAL 
Dust Collectors you 
can offer them the 
greatest number of 
advantages such as: 
Powerful twin cyclone 
separators (with filter) 
—real cleaning power 
—500 cubic feet per 
minute—a completely 
enclosed unit —com- 


pact, easy to install on any machine —no need 
to relocate present machinery —safeguards 
workers’ health—inexpensive. 


PROMPT DELIVERY 


Write for Information and Prices on Complete 
Line of IDEAL Machine Tool Accessories 


FAST SELLING— 
PROFIT MAKING 


IDEAL PNEUMATIC TOOLS 


Build bigger volume and make more money through 
the fast growing demand for Pneumatic Tools. Sell 
the IDEAL “Air- Horse” Pneumatic Tools which 
offer new standards in light weight, in compactness, 
in perfect balance and in easy operation. Check into 
these selling features: — 


* Air-Horse” Pneumatic Hammer; a cool working tool 
— impossible to overload —3 Sizes—light, medium 
and heavy impact. Lightest riveting hammer weighs 
only 2 lbs., 5 oz., and is only 5516” long—built for fast, 
effortless, high-production riveting. Two handle styles 
— offset and grip. 


* Air-Horse” Rotary File and Die Grinder, designed as 
a tool post grinder for internal grinding, finish die 
grinding and similar grinding. In machine shops it has 
many uses as a rotary file. This high speed, powerful, 
durable tool weighs only 16 ounces, handles wheels up 
to 14” diameter. Collet chuck for 1,” shank, also sleeve 
collet for 4" or 4." shank, operates at 25,000 r. p.m. 


IDEAL INDUSTRIES, Inc. 


Branch offices in principal cities © Consult your local telephone book 
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THESE ARE YOUR MARKETS 
FOR NAYLOR 






LIGHT-WEIGHT PIPE 


POWER PLANTS 
DREDGING 


PAPER MILLS 





MATERIALS 
HANDLING 








If you are doing business in any of these markets, 


it will pay you to get the facts on Naylor 
light-weight pipe. You will find Naylor's ex- 
clusive advantages give you an effective selling 
edge over competition. If you haven't already 
received your registered copy of the new 


Naylor catalog, write for it today 





NAYLOR PIPE COMPANY 
Generel Office 
EAST 92ND STREET « CHICAGO PS, ILLINOIS 
Wew York Office 
350 Modisen Avenue New York 7, MY. 


1253 













NAYLOR LOCKSEAM 
SPIRALWELD PIPE 
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Beals, McCarthy & Rogers, Inc., 
Buffalo, provides a conference 
room for the exclusive use of its 
salesmen. Pictured here are 
(standing) F. L. Underwood and 
A. F. Wegener, and (seated) Wal- 
ter Mackenzie, C. E. Billings, and 
F. C. Vivean. 





Beaupre, Ramthun 
Join Wheelco Staff 


Francis H. Beaupre and Bruno H. 
Ramthun were added to the application 
engineering department of the Wheelco 
Instruments Co., Chicago. For the past 
four years Mr. Beaupre has been fore- 
man in the instrument departments at 
Twin Cities Ordnance and the Garfield 
Division of the Houdaille Hershey Co. 
Prior to this, he had several years ex- 
perience in radio, sales and service. Mr. 
Ramthun was recently discharged as 
lieutenant after three years of active 
duty in the U.S.N.R. He holds a B.S. 
degree in Mechanical Engineering, Uni- 
versity of Wisconsin and for six and a 
half years, prior to his military service, 
was with the Brown Instrument Co., and 
the Minneapolis - Honeywell Regulator 
Co., as an instrumentation engineer. 











Walter Andrews, a partner in the 


Chase Steel & Supply Co., Los 
Angeles, ruefully surveys the 
firm’s present quarters, already 


too small after only one year’s 
occupancy. 





for Indust 


@ DISTRIBUTORS WANTED —for this long-awaited 
N. P. Automatic Water Ejector, which automatically 
temoves water from compressed air systems and does 
away with all manual draining. No air pressure loss, 
because with this newly-developed Water Ejector the 
air line is never connected to atmosphere. Quickly 
pays for itself... maintains clean dry air continuously 
in the system—with resulting higher efficiency of all 
the air-operated equipment. Prevents water damage 
to equipment or work. Easily installed ... takes little 
space...only three simple connections besides the 
vertical sump provided. A SURE PROFIT-MAKER for 
distributor and user. Write today for descriptive 
publication number 1059 for interesting particulars. 


NATIONAL PHEUMATIC COMPANY 


INDUSTRIAL SALES DIV., 420 LEXINGTON AVE., NEW YORK 17,N.Y. 
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—for Progress 
in American Industry 


—s 
Bulk Materials Handling in 187 2. 
Getting coal from barge to-coal yord 
involved tedious hand shoveling, team 
and teamster, derrick, pulleys, tracks, 
counterweights and a great deal of time. 


from the Bettman Archive 


Modern Meth- 
ods with - Ther- 
moid. Sand, grovel, 
crushed stone, cool — 
any kind of bulk 
material is speedily 
and effortiessly 
moved from pit, 













mine, thip or 
storage with load- 
ing machinery 
equipped with dur- 


able Thermoid belting. 





I’ most large-scale production plants mechanical transportation of materials 
in process is replacing costly, cumbersome, laborious manual methods. The 
result: greater production, better working conditions, fewer accidents, reduced costs. 


In outdoor extractive industries and in factories, Thermoid has contributed to 
this progress through the development of conveyor belting to meet the special 
requirements of different companies. Consultation with a Thermoid representa- 
tive may help you develop ways to improve your customers’ processes and 
reduce their costs. 


Since 1880, in problems involving hose, belting, and friction materials, indus- 
trialists have found it’s good business to do business with Thermoid. You will 
find it profitable, too. 


THE THERMOID LINE INCLUDES: Transmission Belting * V-Belts and 
Drives * Conveyor Belting * Elevator Belting * Wrapped and Molded Hose 
© Sheet Packings * Industrial Brake Linings and Friction Products ° 
Molded Hard Rubber and Plastic Products. 


hermoi 


Rubber 





Contributer te Industrial Aduancement Since 1860 


156 
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CARLTON N. ABORN 


Carlton Aborn Dies, 
Laminated Shim Head 


Carlton N. Aborn, president and 
founder of the Laminated Shim Co., Inc., 
died on March 3 at the age of 72. Mr. 
Aborn founded the firm in 1913, the 
original plant being located on Canal 
St., New York City. In 1921, the busi- 
ness was moved to Long Island City, 
and in 1940 the firm erected their pres- 
ent modern plant at Glenbrook, Conn. 
Mr. Aborn was a graduate of the Sheffield 
Scientific School of Yale University in 
1895. 


Musser's Territory 
To Include California 


Ralph J. Musser of Los Angeles, who 
has been Sprout, Waldron & Co.’s South- 
ern California representative for the past 
20 years, has been given the entire state 
for coverage. Aiding Mr. Musser in the 
new territory is his son, Robert, recently 
discharged from the Army in which he 
was a second lieutenant of infantry. The 
Mussers intend to carry a stock of parts 
for Sprout-Waldron machines as soon as 
suitable facilities are located. 


Graham Accepts Post 
Again In Drive 


Harold S. Graham, president and 
treasurer of the John H. Graham & Co., 
Inc., New York, again has accepted the 
chairmanship of the hardware division 
of the Legal Aid Society’s appeal. The 
Society is currently campaigning for 


$168,000. 

















WHEN THE CHIPS ARE DOWN - 


—you see why Morse tools are 


such dependable cost-reducers 


When the chips are down . . . that’s when you get 
proof that the teeth of Morse Cutters have proper 
clearance and are accurately ground. That’s also 
when you begin to see what Morse precision manu- 
facturing adds up to: less spoilage, less down-time 


for expensive machine tools, lowered costs. Use 
Morse Tools yourself! AS ALWAYS = THROUGH DISTRIBUTORS 
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MAKES A BUSINESS GROW 


Here’s one commodity for which the demand is con- 



































stant, a basic business need . . . the flawless quality that is 
fundamental in Bower Roller Bearings. Bower design and 
workmanship are guarantees of satisfaction . . . the Two 
Zone Contact for perfect alignment; the rounded flange 
shoulder . . 
oil groove assures ample lubrication; and the famous Bower 
“Super Finish” . . 
+ Full stocks of Bower Roller Bearings mean “ready for 


. eliminates noise, and chipping; the extra large 


. means no run-in period. 


business.” ~ 
Talk over all your bearing needs, be it roller or ball, with 


the nearest Ahlberg Branch. You tap a broad practical 


experience covering every type of bearing and applications 
of every kind. . 





TELEPHONE YOUR INDUSTRIAL SUPPLY DISTRIBUTOR 


HLBER 





3026 WEST 47TH STREET 
CHICAGO 32, ILLINOIS 
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R. T. Dills, left and Ralph A. 
Miller, Dills Supply Co., Dayton, 
have a total of 66 years experience 
in the supply business. Mr. Dills, 
president, has known the field 41 
years, while Mr. Miller, vice- 
president, has 25 years experience. 





‘N.E.I. & H.A. Slates 


54th Annual Banquet 


The New England Iron & Hardware As- 
sociation will hold its 54th annual ban- 
quet on Jan. 14, 1947, following meetings 
held during the day by the mill supply, 
steel warehouse and shelf hardware mem- 
bers of the organization. The last din- 
ner was held on Jan. 15 in Boston where 
more than 400 representatives of dis- 
tributors and manufacturers of hardware 
and machinery were present. 

Reservations for the 54th banquet have 
again been made at the Copley Plaza 
Hotel. Members of the National Supply 
& Machinery Distributors Association, 
American Supply & Machinery Manu- 
facturers Association and officers of the 
National Wholesale Hardware Associa- 
tion will be invited. 








A_ cheerful 
Boyd Supply Co., Philadelphia, is 
offered by Ethel Price, who has 
been the secretary of Vance Boyd, 
owner, for almost a year. 


introduction to the 












An Introduction to the Improved 


New < yuo Fitting! 


This new, thoroughly tested and improved fitting makes 
it possible to connect metal tubes quickly and effectively. 
It is available in all sizes and types and can be furnished in 
O.D. tube or nominal pipe sizes from ¥g inch to 2. inch O.D. 
Ermeto fittings for special installations are also available 
for a wide variety of uses. If your work involves installa- 
tions on hydraulic, oil, water, gas or fuel lines, write or 

phone any Weatherhead office for descriptive litera- 


ture about the remarkably smproved Ermeto fittings. 


Weatherhead 


LHE WEATHERHEAD COMPANY, CLEVELAND OHIO 


Branch Offices: New York, Philadelphia, Detroit 


(Chicago, St. Louis, Los Anyeles 
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1O tol... 


OF EVERLASTING FASTENINGS 


160 


Here’s the score. 10 or more reasons for using everlasting | 


fastenings . . . just 1 for common steel. An amazing combina- 
tion of advantages in favor of non-ferrous and stainless bolt 
and nut products. . . only lower first cost in favor of common 


steel. Check the list against your own fastening require- 


ments. Write us for details. 


x 2e 





RESISTANCE TO RUST 
RESISTANCE TO CORROSION 
WON- MAGNETIC 
WON-SPARKING 
RE-USABLE 
ATTRACTIVE APPEARANCE 
EASY TO CLEAN 
HIGH STRENGTH 
LONG SERVICE LIFE 
LOWER ULTIMATE COST 











Harper maintains stocks 
of over 4360 different 
items . . . large quantities 
of each. Others being 
added constantly. Spec- 
ials made to order from 
ample stocks of new 
metals. Write for 104 
page 4-color catalog. 


THE H. M. HARPER COMPANY 


2622 


HARPER 
Tica 


FLETCHER STREET 
Chicago 18, Illinois 


Branch Offices: New York City, Philadelphia, 
Los Angeles, Milwaukee, Cincinnati, Houston 
Representatives in principal cities 


BRASS * BRONZES * COPPER * MONEL * STAINLESS 
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| and 
| velopment of methods for treating indus- 
| trial waste economically. 
| of the regular engineering service of the 
| laboratories to include water and waste 





CHARLES F. HAUC 


| Hauck To Head Hall 


Laboratories Unit 


Charles F. Hauck, until recently engi- 
neer at Ravenna Ordnance Center and 
previously, for five years, senior chemist 
and assistant to the superintendent of 
Southerly Sewage Treatment Plant, 
Cleveland, will head a special depart- 
ment of the Hall Laboratories, Inc., 
Pittsburgh. The new department will 
handle problems of industrial waste and 
stream pollution. 

Features of the new unit’s program 
are: (1) Study of plant operation to re- 
duce the volume of waste at its source. 
(2) Fact-finding studies of the actual 
amount of deleterious waste discharged 
stream contamination. (3) De- 


(4) Extension 


leaving the plant, as well as the water 
entering. 





Ernest Wolfe, treasurer, the Rog- 
ers-Bailey Supply Co., Chatta- 
nooga, has good news for someone 
as he dictates a letter to Mrs. 
Adelaide E. Biddle, secretary. 





@ 7 COMPETITIVE SELLING ADVANTAGES 
@ NEW CHAIN HOIST CATALOG 


The 7 big selling advantages of the Reading Hoist Line plus the new Reading Chain Hoist Catalog No. 60 give 
you top position in a competitive hoist market. 


When you decide “Reading is Right’—for you and your customers, you'll have the backing of seven sales- 
building advantages: 


Complete Line 
Competitive Prices 
Exclusive Features 
Proved Performance 
Selling Help 
6. User Acceptance 
7. Advertising Support 
These, coupled with the new Reading Hoist Catalog, give you the competitive power you need to get 
your share of an increased hoist market. 


The complete Reading Hoist Line, from Chain Hoists and Electric Hoists to Overhead Cranes is 
competitively priced. Yet the Reading Hoist Franchise is profitable now—will be more profitable 
in the future. 


For full franchise details and your copy of the new Chain Hoist Catalog No. 60, write us today. 


READING CHAIN & BLOCK CORPORATION 2107 ADAMS ST., READING, PA. : | a 
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new 


trigger-touch fire 





fighting line! 


_ It's the NEW Randolph extinguisher . . . 
ready now to mobilize your customers’ 
(‘fire defense. Here's a complete line of 
a Fs approved fire-killers that combines su- 
periority and sales leadership. 


And we're introducing two fast-action 
newcomers+—Randolph “10” and “15” Ib. 
units; ideal for airport, refinery, power 
and chemical plant, fleet and bus line 
installations. 4 


Retdined in our designing is Randolph's 
famous Trigger-Touch valve...an excly- 
sive fire protection feature that clinches 
the claim ‘'Here’s one of the fastest and 
easigst-to-operate extinguishers on the 
matket!” Equally important to buyers 
are the fire-fighting qualities of carbon 
dioxide gas—the “magic snow” that's 
captured the praise of safety experts 
and employees alike. 


Randolph carbon dioxide products are 
sold exelusively through selected distriby- 
tors. For complete profit data, send in 
the coupon below, or write us — today, 


Please send me your FREE booklet ‘Aiming At 
Flames and Profits."” Also rush details on new car- 
bon dioxide fire extinguishers. 

NAME___ 
COMPANY 
ADDRESS. 











RANDOLPH LABORATORIES:'"” 


162 EAST KINZIE STREET CHICAGO 11, ILL 


162 MILL SUPPLIES © APRIL, 1946 











































Louis Wright, who is in training 
for outside sales with Wilson & 
Pugh Co., Cumberland, Md., after 
serving 18 months with the Navy, 
consults with M. W, Keiter (right), 
outside salesman and part-owner 
of the company. 





Rohm & Haas Buys 
Plant From U. S. 


Purchase from the RFC of the Knox- 
ville, Tenn., plant, which the Rohm and 
Haas Co. operated during the war was 
confirmed by L. W. Covert, Rohm and 
Haas vice president. The purchase price 
was $1,096,200. Manufacture of sheet 
Plexiglas will be resumed this Spring 
with a gradually increasing number of 
employees. V. C. Henrich, who man- 
aged the wartime operations of the 
plant, will continue in charge. 

At one time the plant was used to 
supply body parts for the automotive 
industry but it was rehabilitated in 1943 
under a DPC contract for the manufac- 
ture of transparent enclosures on every 
type of Army and Navy plane. 





Vallance, Brown & Co., Ltd., Ham- 
ilton, Ont., is celebrating its 20th 
anniversary. Messrs. Vallance and 
Brown view the future with every 
confidence. 

















MOUNTED WHEELS 














a°: . BAY STATE’S NEWEST SALES-BUILDER 


Diamonds i in an Improved Vitrified Bond 


4 @ i 
-A Bay State research achievement — an improved 
vitrified bond that holds diamonds in a stronger, 
more rigid structure. Providing faster, cooler grind- 
ing of super-hard substances, this new development 
broadens the field of usefulness of diamond- bonded 
abrasives — and also their selling field. 

In every respect this newcomer is well qualified to 
join Bay State’s celebrated list of fast selling, quality- 
plus leaders . . . Resinoid and Metal Bonded Dia- 
mond Wheels... ‘‘Koolpore’’ Green Grit Wheels 

. Portable Snagging Wheels, with exclusive safety 
features . . . ‘“‘Bayflex’’ Wheels, for safer, faster cut- 
ting ...and many other important achievements 
for specialized and general grinding. 





There’s a wide open market for the broad range of 
types and sizes of this ultramodern diamond abrasive 
combination — particularly in connection with the 
rapidly growing use of cemented carbides. We’re 
covering this expanding field with extensive adver- 
tising in foremost metal-working publications. 

Together with Bay State’s reputation for consist- 
ent top performance, these factors add up to a 
bright future for the New Bay State Vitrified Dia- 
mond Abrasives — and a host of new sales oppor- 
tunities for Bay State distributors. 


BAY STATE ABRASIVE PRODUCTS CO. 


12 Union Street, Westboro, Mass. 





ABRASIVE PRODUCTS 


GRINDING WHEELS Y HONING AND SUPERFINISHING STONES (@) PORTABLE SNAGGING WHEELS 
AND POINTS 





f) CUT-OFF WHEELS (.) INSERTED-NUT DISCS AND CYLINDERS () 
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TACKLE THE TOUGH JOBS 
WITH 


RAINFAIR 
PROTECTION 



















































Rainfair's Corliss coat is made from sturdy 
rubberized white sheeting. Has full protective 
collar with corduroy tipping, double back, 
ventilation, and roomy patch pockets with 
flaps. Ruggedly constructed with cemented 
seams ond rivets at all points of strain. 


For men whose work requires exposure to extreme dampness indoors 
or wet weather outdoors, there’s no safer, more comfortable way to 
be clothed than in Rainfair Waterproof Work Clothing. These gar- 
ments offer more protection from cold driving rain and excessive 
dampness because Rainfair’s Vulcanizing process makes them 100% 
waterproof. They’re more comfortable because proper ventilation is 
provided—preventing condensation on the inner surfaces. Whether 
your customers’ requirements call for protection against acids, oils, 
alkalies, or water, there is a Rainfair-Vulcanized garment that com- 
pletely meets their needs. 


Rainfair’s national advertising, appearing in Mill and 
Factory, Factory Management and Maintenance, Indus- 
trial Equipment News and National Safety News, is 
helping to make it profitable for dealers to stock the 
Rainfair line. Write for information on the Rainfair 
distributor franchise. 


RAINFAIR, INC. ¢ Dept. 56-D + RACINE, WISCONSIN 


RAINFAIR-: vutcanizep 


WATERPROOF WORK CLOTHING 
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A 10-0z., 5-tube pocket radio, meas- 
uring 3x34x614 in., has sub-miniature 
tubes 114 in. long. Power requirements 
are 1% watt, from a 2214-volt B battery. 


Synthesized from natural gas, two new 
lubricants provide cleaner engine oper- 
ation, easier cold starting, lower pour 
points and higher viscosity than petro- 
leum base oils, but cost is higher. 


A plastic fabric, made from regenerated 
cellulose, weighs only 4 oz. per square 
yard. First used for the 9-story stage 
curtain in the Radio City Music Hall, 
New York, it has excellent color reflec- 
tivity. 


During the war, power consumption in- 
creased 73%, with additions to plant and 
equipment of only 23%. Production of 
electric power plant equipment is ex- 
pected to reach an all-time high this 
year, and utilities anticipate electrical 
energy requirements will surpass the 
wartime peak. 


Electronic heat cures foam rubber mat- 
tresses in 5 min. where 35 min. were re- 
quired by the old-steam-jacket method, 
and the product is structurally superior 
because the instantaneous heat is uni- 
formly applied to all parts of the mat- 
tress and accurate control is possible. 


Expenditure of more than $107 million 
in the next 18 months is planned by 22 
manufacturers of plastic materials, in- 
creasing their output 300 million pounds 
per year. Necessary tooling by users is 
not included. 


A new radio signal transmitter devel- 
oped for railroad safety broadcasts a 
series of high-pitched notes from a stalled 











Coutineutal 
COUNTERBORE SETS 


A Size 
For Every 
Purpose 


——— 


he ee ee ee ge 





Co 


(Tool Room Sets) 


Counterbore 
~ Pilots — 


Inserted Blade 
le Tipped 


cies Interchangeable Coun- . 
terbores are now available in a choice of 
three sets, each providing a wide variety 
of useful, dependable tools. In complete 
yet compact form, you will find a selection 
designed to fill the needs of the large or 
small toolroom. Set No. 1 (illustrated), for 
the small shop, includes cutters up to 14s” 
diameter, with two holders. Set No. 2, 
also With two holders, has cutters up to 
12” diameter. Set No. 3 provides cutters 
up to 2” diameter and has four holders. 
Whichever you choose, you will be sure 


to get fine, precision-made cutting tools. 
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3 STEPS 















/ ¢ Prospect sees Bel- 
mont advertising* fea- 
turing handy PACKING 
RECOMMENDATION 
CHARTS. 





TO MORE PROFITABLE 
PACKING BUSINESS | 












Z, Belmont distribu- 
torsalesman uses PACK- 
ING RECOMMENDA- 


TION CHARTS to help 
prospect select right 
packing. 
















S. ¢ Satisfied customer 
decides to standardize 
on Belmont Packings to 
avoid power-wasting 
leaks and time-wasting 


replacements. 





















*in POWER, POWER PLANT ENGINEERING, SOUTHERN POWER’& 
INDUSTRY, INDUSTRY & POWER, MILL & FACTORY, NATIONAL 
ENGINEER. Also in THOMAS’ REGISTER and REFINERY CATALOG. 





THERE’S A BELMONT PACKING FOR EVERY SERVICE 


Water, O: 
Air, Acid 
Alkalies, Ammor 


Steam Rings, Spirals, Coils 


ier Reels, Spools, Sheets 


Gaskets 


THE BELMONT PACKING & RUBBER COMPANY 


BUTLER AND SEPVIVA STREETS e PHILADELPHIA 31, PA. 
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| be hermetically sealed has been invented, 
| and will soon appear on the market. 


| bronze pump with water-lubricated bear- 


| to pass without harm to the pump. 


| and roaches into old-type electrical me- 
| ters in groceries, cafes, etc., where these 
| saboteurs eat out the felt gasket and 
| stop the works. 





train and warns the engineer of an ap- 
proaching train, allowing him 4 or 5 
miles to slow down. 


Two new heat-stable, water resistant sil- 
icone greases, compounded with metallic 
soaps, will lubricate bearings to 10,000 
rpm., as low as 94 deg. below zero, or up 
to 374 deg. above. 


A heavy aluminum-foil package that can 


The impeller of a newly developed all- 


ings is a tough, resilient, laminated ma- 
terial which permits abrasive particles 


Two mothballs have been found the best 
means of prevention of invasion by ants 





es 

A welded rail framework attached 
to this bulldozer, engaged in clear- 
ing land for a reservoir, supports 
a high pusher blade for uprooting 
trees, and a set of sturdy teeth 
near the ground for windrowing 
the felled trees. 





A weather-tight newspaper vending ma- 


chine can be adjusted to publications of 
different sizes, and it can be equipped 
to make change when the price is less 


| than a nickel. 


The Naval Ordnance Materials Handling 


| Lab. sets pallets on end as obstacles to 


test the proficiency of fork-lift truck 
drivers. They must do a first class job 
to miss them with a load, spot loads pre- 


| cisely, and maneuvre in limited spaces. 





The objectives are to save time and avoid 
accidents. 


A new electric buzz saw cuts through 
plaster at 10 ft. a min. and vacuums the 
dust into a water-filled container, to 
speed installation of well-encased piping. 


Of 566 companies recently surveyed, 
63.9% expect to use more arc welding, 
42.1% more gas welding, 17.7% more 





a —_— -—™ + 








HEAVY GAUGE STEEL 





@Heavy guuge steel chosen for 
strength and rigidity. Each sheet ™ 
is carefully inspected to assure 
uniform quality 


NON-TELESCOPING 
ALIGNMENT 





RAISED, CONCAVE 
BOTTOM 


Be’ 


=! 
—— 


ee 






A 


If it weren't for WITT OUALITY 


: @ Ovter circumference 
+ of body is practically in 
* line with top and bottom 
‘bands, eliminating sharp 
+ angles. As a result, Can 
‘ 
‘ 
. 
' 
’ 


eee WE COULD SUPPLY A LOT MORE WITT CANS 


ONE-PIECE LID ONE-PIECE BODY 


om @ Lock-seamed and electric- 
4, ss / ally welded—o tough, dur- 
s— mene cei able, wear- resistant and 
s leak-proof body con- 
@ Lid is constructed in one piece, with struction. 
strong 16-gouge handle riveted in ™ 
center. Lid fits well, retains its shope— 
and lids are interchangeable. ™ 


































f . 
Pd 
f 


LARGE SIDE-HANDLES 


@ Formed of high-grade 11/32” 
steel wire. Provide ample space 
for largest hands. Handle stops & 


at right angles, preventing pinching 
al the hands. 


—_—_—— ee” 


DEEP, ROLLING-TYPE 
CORRUGATIONS 


Strongest type known — well- 





i “= . i rounded, closely-pitched, as- 
pep sda sang oe Rais » 7 , ‘ % suring freedom from cracks or 
lect around bottom. j » 


weok spots. 


, SHOCK -ABSORBING 
@ Slightly concave STEEL BANDS 
shope gives moximum | 
strength. Bottom is made | 
in durable one-piece con- 


— at top and bottom of 
Can, provide spring-like 








. action, hold body of Can 
struction, and is raised com- b ' iy firm and rigid even under heav- % 
pletely from the ground. Shown above are some of the out- jest abuse. 


standing quality features that make 
WITT Corrugated Cans outlast the 
ordinary kind from three to five times. 
The demand for this rugged, dura- 
ble, attractive, more economical 
Can is naturally tremendous. We're 
now supplying as much of this de- 
mond as is humanly possible. We 
could supply more, by letting 
down just a little on WITT quality. 
But that—depend upon it—we will 
never do. You may not be able to 
obtain all the WITT Cans your 
trade calls for... but those you 
do obtain will be WITT Quality 
through and through! 


HOT-DIPPED GALVANIZED 





@ A special hand proc- 

ess that completely covers 

the Can with the thickest pos- 

sible coating of rust-prevent- 

ing zinc. This method, plus diner 

terials and ke hip, helps 

prolong the life of Witt Cans as much 

as five times that of ordinary corru- 
gated cons. 




















THE WITT CORNICE co. 


ets  Cincinnati.14, Ohie . 


aay 
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a name good workmen 
recognize... 





Klein users fall into three groups — 
* linemen whose very safety depends upen the qual- 
ity of tools they use 
* electricians who knew that Klein Pliers play an 
important part in the quality of work they do—the 
speed with which they do it. 
* goed workmen in every field whe know ond 
appreciate fine tools. 
Every hardware store counts these men 
among its most valued customers. To 
serve them you will want a stock of 
Klein side cutters, Klein oblique cutters 
and Klein long nose pliers on your 
shelves. 


Under today’s unusual conditions, 
production cannot keep pace with de- 
mand. But Kleins are now in produc- 
™ tion and your order will be filled as 
Mates soon as possible. 

Foreign Distributor: International Standard 
Electric Corp., New York 
The Klein Pocket Tool Guide showing the 


Klein line and containing useful tables and 
information will be sent without charge. 







Since 1857 


ooo MO LEIN= 
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resistance welding. Most startling de- 
velopment of 1945 was a device which 
injects a powdered flux into the flame 
of a cutting torch so cast iron, stainless 
steel and aluminum may be flame-cut 
with ease. 


Waste basket fire hazard from carelessly 
tossed matches or cigarettes has been 
largely eliminated by a new design in 
which the carbon dioxide from the com- 
bustion gasses collects under double open 
lids, or collars, and prevents air from 
feeding the flames. 


Domestic airlines set impressive records 
in 1945, with revenue miles 54.5% over 
1944, revenue passengers 47.1% and rev- 
enue passenger miles 58.3% over the pre- 
vious year. Mail ton miles, and express 
and freight ton miles were both about 
45% higher than in 1944. Before the 
end of 1946, the airlines expect to have 
1,350 planes, as against 315 about one 
year ago. 


A newly devised electronic canteen de- 
livers a hot sandwich,—frankfurter, ham- 
burger, or cheese,—at the drop of a coin 
and push of a button. The precooked, 
wrapped sandwiches first drop into an 
oscillator coil to be dielectrically heated, 
then fall into a reach-in compartment. 


Only 5% in. high, a midget dry cell battery 
developed for wartime use in walkie- 
talkies, will have many peace time uses, 
including hearing aids. 


A plastic sectional canoe weighing 65 
lbs., can be carried in two small zipper 
bags, although its assembled length is 
14% ft. The saving in weight results 
from use of molded plastic in each of 
the craft’s ten sections. 








The smooth hydraulic power of 
this engine-driven handling eleva- 
tor lifts or lowers any load up to 
one ton, regardiess of weight dis- 
tribution, from ground level to 
truck-bed level in 10 seconds. It 
can be installed on either truck 
or trailer. 
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F.L.A.T. Drive is selected for short-center drives for many 
reasons — power economy, efficiency above and below rating, 
low first cost (in most cases, less than for a complete V-belt 
drive) — but there is one selling point that has proved the 
most successful of all: 


FREEDOM FROM MAINTENANCE 


F.L.A.T. Drive (Flat Leather Automatic Tension) gets 
along on its own hook. Other short-center drives require 
frequent regulation in order to maintain efficiency . . . but 
F.L.A.T. takes care of tension by itself. You can tell your 
customer that he will always know tension is correct — auto- 
matically regulated by the action of the pivoted base. 

Consistent promotion of F.L.A.T. Drive will continue dur- 
ing 1946 in order to capitalize on the growing interest in this 
simple, dependable drive. 


It is the pivoted base that regulates the tension, but it is 
the belt that delivers the power. Graton & Knight's 
“Research” Leather Belt has shown it has ideal characteristics 
for dependable service: 


* less initial tension needed — due to weight-controlled 
curry that “builds in” high coefficient of friction 


® longer non-stretch life — it is “pre-stretched” according 
to hide characteristics 


® highest ply adhesion strength — ‘Tension-Cemented” 
(patented) 
Talk up F.L.A.T. which is becoming the choice of so many 
plants — and a star performer in many distributors’ lines. 
For complete sales data, write Graton & Knight Company, 
339 Franklin Street, Worcester 4, Mass. 


») Q Seale h 


from Graton & Knight’s complete line... manufactured under one control from 

green hide to finished product. Graton & Knight distributors are listed under 

“Graton & Knight” in “Belting” Section of Classified Telephone Directory and 
THOMAS’ REGISTER. 


MILL SUPPLIES © APRIL, 1946 











































builds demand © 


25 Years Ago 


The Van Camp Hardware & Iron Co., 
Indianapolis, does things ona big scale. 
The aim of the supply firm is to serve 
every manufacturing plant in its terri- 
tory, no matter what the nature of the 
industry. Its buildings and warehouses, 
covering two city blocks, testify to the 
efforts made to fulfill that ambition. 

Salesmen’s compensation was the sub- 
ject of a recent questionnaire sent to 
} - | members by the National Supply & Ma- 
chinery Dealers’ Association. The sur- 
vey was made after one supply firm 


Paasche Advertising in Leading Trade — 
y, 
in 


Papers constantl 
for Paasche Airpa 





wrote to the Association asking whether 
or not salesmen’s salaries were being 
reduced throughout the industry. Of the 
20 firms replying, none state that they 
have actually put into effect reductions in 
compensation, although many, pointing ; 
to the fact that their salesmen are on 


Your customers will be interested to learn 
how this Paasche-designed and built unit 
pioneered a new method in the applica- 
tion of flock. Typical of the economy it 
effects, is one manufacturer’s report that 
it cut costs to the extent of $2400 in a 
single year. A fully automatic installation, 
it applies flock to the product in three 
continuous steps — Applies adhesive in 
the “water wash” booth; then flock is 
applied; and finally the Rotoclone unit 
draws off sur- 


crv bat Saved One Manufacturer $2400 


and used again, the first Year of Operation... 
eliminating waste. f 


commission, say that reduced sales have 
pulled down compensation. 

The Pittsburgh office of Joseph T. Ry- 
erson & Son, Inc., Chicago, has been 
clesed and all business in that area is 
now being handled through the Buffalo 





office. 
This:--year, says an: editorial, will test 
the salesmanship of the men who grew 


Whether. 0's & potest Cant miquices 0 fat and careless during the war years. 


special finishing technique, like the one 








a : se There will have to be a renewal of old ’ 
shown-here — or a standard finishing : . 
ae fashioned salesmanship, and the article 
process; whether it’s a one-man depart- ; , 
ment or a mile-long production line speculates as to just how many easy-time 
Paasche products meet any requirements Eddies will be able to swing over to a 
of your customer, for quality finishing post: war outlook. 1 


equipment — manual or automatic 
operations. | 


10 Years Ago 


Paasche WATER WASH BOOTHS save 





your customer cleaning time, conserve The Hartford branch of Hunter & 
paint and reduce fire hazards. Havens, Inc., Bridgeport, has installed 
| a handsome display room. Floor plugs 

. | in strategic locations enable demonstra- 

A | tors to show the performance of the ma- 


chines, according to E. C. Sullivan, man- 


tees 1962 Diversey Parkway, Chicago 14, Illinois eee 
Paasche Airbrush (Canada) Ltd., 300 Main Street, Toronto 13 | ager of the wane a. 
41 YEARS PIONEERING IN AIRPAINTING | The Southern Supply Co., Dallas, has 
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AS PROTECTION ACAINST 


Vibration . . 


. friction . . . wear—that’s the story 
even under normal service conditions. Result? 
Bolts and screws won't hold tight, assemblies 
become loose and breakdowns often occur. 
How fo prevent this? Use a good spring lock 
washer built to provide positive spring tension as 
the wear occurs ... to keep the assemblies tight... 
and prevent breakdowns. That positive Controlled 


Tension is found in every Diamond G Lock Washer 


and only in Diamond G's. It assures unfailing 
spring tension... plus thrust washer bearing. 
With a Diamond G equipped assembly you can 
tighten the bolt fully and depend on a safeguard 
against excessive vibration, shock and wear. 
Next time specify Diamond G for safety. For 
complete details on the new ASA and SAE 


specification on spring lock washers write for our 


new, free folder. 


GEORGE K. GARRETT CO., INC. 


1421 CHESTNUT STREET, PHILADELPHIA 2, PA. 


MANUFACTURERS OF 


DIAMOND <> PRODUCTS 


ICK WASH AT WASHERS « STAMPINGS -« 


e SPRINGS « « 


HOSE CLAMPS +* * SNAP AND RETAINER RINGS 
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NEw! 


THE “AMERICAN” 5-TON 
ALL-STEEL HANDIWINCH 













mn Lee 
& 















f SELLS FOR $] ” 


F.O.B. YOUR WAREHOUSE 


The new “American” Handiwinch 
is simplicity itself and has the 
safety features that users want. Is 
exceptionally well-built, strong, 
dependable. Weighs only 95 Ibs., 
is 16/2” by 16%” high. Maxi- 
mum crank load is 70 lbs. Capacity 
is 10,000 Ib. double reduction or 
1900 Ib. single reduction. Tail 
Yoke weighs 5 Ibs., sells for $4.00 
extra. 


BIG SALES VOLUME, fast turnover and a very satisfactory margin 
of profit are being enjoyed by the distributors and dealers who are 





selling the new “American” Handiwinch. Applications are plentiful 
' —for use on trucks and in construction work, oil field operations, 
mines, factories of all kinds! Product is typical “American” top 


quality. Write for complete Distributor Plan information. 


AMERICAN 


HOIST & DERRICK CO. 
St. Paul 1, Minnesota 
NEW YORK SAN FRANCISCO 





CHICAGO 


(Manufacturers of the well-known Genuine Crosby Clip) 
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installed H. A. Moore as a specialist in 
welding equipment. The distributing 
firm has injected a new idea by giving 
Mr. Moore a light truck to use in his 
special work. 

The F. E. Satterlee Co., Minneapolis, 
has found a way to reach “the man in 
the shop”. The firm furnishes machine 
shops and tool rooms with “want books” 
in which to jot down their needs as they 
occur. Advertising is carried on the cov- 
ers and in the center spread. 

The Towner Hardware Co., Muskegon, 
Mich., recently held the first industrial 
show of its home city in the Occidental 
Hotel. According to D. K. Towner, it 
was so successful that it will probably 
become an annual event. 

The Pye-Barker Supply Co., Atlanta, 
has opened its doors as a mill supply 
house. The new company will specialize 
in industrial power transmission equip- 
ment. 

The Charles C. Lewis Co., Springfield, 
Mass., distributing firm, has completed 
its fiftieth year in business. 

An article praises the work of distrib- 
utors throughout the flooded sections of 
the north eastern States. Firms in Pitts- 
burgh, Springfield, Mass., Hartford, 
Conn., and other cities in the area, though 
deprived of light and power, continued 
to do their best to meet the demands of 
their inundated territories. 





Both in Pittsburgh (above) and in 


Hartford (below), distributors 
found flood waters of 1936 surging 
through their buildings, ruining 
papers and stock. 
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JALLOY is a special steel particularly applicable for machine 
parts that are subjected to dynamic stresses, sudden shocks or 
abrasive action. It can be forged and heat treated to obtain 


the desired physical properties. Write for further information, 


JONES & LAUGHLIN STEEL CORPORATION 


PITTSBURGH 30, PENNSYLVANIA 
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ALLEN Distri 


alone sell these 


butors 


The original cold-drawn and “pressur-formd” hollow screws, 


— which won acceptance of ALL hollow screws under the 


name of ‘ALLENS’. Sold by you and only through you as 


the local Allen Distributor. Promoted by top-ranking mill sup- 


ply houses for 36 years under the Allen policy of selective 


distribution and protected franchises. Symbol of successful co- 


partnership of Distributdr and manufacturer in the merchandis- 


ing of mill supplies. 


ALLEN HOLLOW SET SCREWS »« PRES- 
SUR-FORMD CAP SCREWS ° TRU- 
GROUND SHOULDER SCREWS « PIPE 
PLUGS * SQUARE HEAD SET SCREWS 
TRU GROUND DOWEL PINS °« FLAT 
HEAD CAP SCREWS « TAP EXTENSIONS 


THE ALLEN 


‘ \ } 
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f 
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MANUFACTURING COMPANY 


HARTFORD, ALLEN ye CONNECTICUT, U.S.A: 
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Williams Retires From 
National Supply 





E. H. Williams, veteran works manager 
of the National Supply Co., Toledo, re- 
tired from the organization on April 1. 
He was succeeded by his assistant, L. 
A. Ringman. Well known among Toledo 
industrial executives, Mr. Williams is 
also a recognized authority in the engi- 
neering and manufacture of oil field ma- 
chinery and equipment. 

For many years Mr. Williams has been 
prominently identified with the activi- 
ties of the American Petroleum Institute, 
serving as chairman of the committee for 
standardization of cable tools. He for- 
merly was a member of the administra- 
tive council, National Metal Trades As- 
sociation, and a director of the organiza- 
tion’s Toledo branch. 


Industrial Customers 
Alert To Improvements 


One of the functions of an industrial 
distributor is to keep ahead of the de- 
mands of his customers, believes P. C. 
Cosner, purchasing agent, Wigman Co., 
Sioux City, Iowa. It is better to already 
have a new line or item than to be forced 
to say you haven’t but will order it. 
The process of adding new lines is a con- 
tinuous one, according to Mr. Cosner. 
This does not mean indiscriminate addi- 
tion of lines, but rather continuous care- 
ful appraisal of their merits, a sharp 
eye for new products and close contacts 
with customers. 





P. C. Cosner, purchasing agent of 
the Wigman Co., Sioux City, lowa, 
urges a constant watch for new 
products in order to keep ahead 
of demand. 
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IcK Power TRANSMISSION EQUIPMENT 





..  PHE Line THat SATIsFies 
THe DEMAND For EsseNnTIAL ITEMS 


IG volume with worth while profits are Dick Rope V-Belt Drives .. . providing high 

assured distributors who make DICK efficiency, longer belt life and all around sat- 
their source of supply for the essential items —_isfaction with a minimum of attention. Care- 
in power transmission equipment in the Dick 
Line. The reasons are based on the fact that 
these items are in demand by industrial 
users and meet specific requirements in Dick's Balata Belting cool strong, durable, 
power transmission. This demand is pro- uniform construction, and applicable to a 
moted by ability to standardize on tried and wide range of power, elevating and con- 
proved equipment which offers savings in 
power and maintenance. For example: 


Barry Steel Split Pulleys . . . the light weight, 
strong pulleys of welded construction: which 
effect savings in installation and can be de- 
pended on for high efficiency and long- and steam are present, because it is immune 
lived accuracy. to such conditions. 


fully balanced and accurately machined 
sheaves assure smooth, carefree operation. 


veyor requirements. This belting has long 
since proved itself in service to operate with 


minimum stretch and maximum efficiency. 
Furthermore, it can be used where water 


R. & J. DICK COMPANY Inc. PASSAIC, NEW JERSEY 


San Francisco, Cal. Chicagag, III. Seattle, Wash. 
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ARC STRIKING 





REGISTERED U.S. AT. OFFICE 





A.C. ARC WELDERS Vy) 
WB. __— 








* Marquette Engineers’ latest triumph . . . INSTANT Arc 
Striking without extra high frequency or booster gadgets. 
Model 262 C has built-in capacitor for high power factor. 
It's wide range of 20 to 275 amperes takes all maintenance 
and production jobs in stride from light sheet metal to heavy 
steel beams. New Telnic Bronze plugs and sockets doubles 
current carrying capacity. Generous use of aluminum in- 
creases transformer efficiency. Models: 262 and 262 C, 20- 
275 amps.; 261 and 261 C, 20-200 amps. 


FOR PRODUCTION 


Welding eliminates unnecessary 
flanges, excess metal, drilling, tap- 
ping, riveting and provides a 
stronger finished product. It is the 
modern shortcut to faster pro- 
duction. 


FOR MAINTENANCE 


These Portable Marquette 
Welders speed plant maintenance. 
Vital production machinery can 
be quickly repaired without dis- 
mantling. Welding is ideal for 
building sturdy, low cost trucks, 
racks, bins, guards, jigs, fixtures, 
gauges and many other items. 


FOR TOOL AND DIE 
WORK 


Marquette Tool Rod and other 
Marquette Hardsurfacing Rods 
save time and money in repair- 
ing cutters, drills, punches, high 
speed tools, etc. Make new tools 
and dies from low carbon steels 
and hardsurface the cutting 
edges. 








LOOK TO MARQUETTE FOR LEADERSHIP 


MARQUETTE WELDING EQUIPMENT SOLD EXCLUSIVELY 
THRU THE NATION'S LEADING DISTRIBUTORS 







REGISTERED U.S. PAT. OFFICE 






A.C. ARC WELDERS + ELECTRODES 
GAS WELDING And CUTTING EQUIPMENT 
aidoreh tet tt aan ACETYLENE GENERATORS - ACCESSORIES 
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Clarke And Ross 
Head Ross-Willoughby 





ROGER M. CLARKE 


Roger Clarke, formerly manager of 
the Springfield branch, Ross-Willoughby 
Co., Columbus, has been elected presi- 


| dent of the firm, succeeding W. C. 
| Hunter who has been elevated to the 








chairmanship of the board. J. B. Ross, 
II, was elected vice-president and treas- 
urer at the same time, while R. E, Davis 
was named secretary, and H. W. Voelker, 
sales manager. 

Believing that salesmen should share 
in the decisions made by management, 
Ross-Willoughby has elected two of its 
outside men to the board of directors. 
They are R. D. Hennon and R. E. Gil- 
ham. Other new directors are J. D. 
Connor, attorney, and H. L. Martin, who 
succeeded Mr. Clarke as manager of the 
Springfield branch. 

Mr. Clarke, who started his career 
with the Queen City Supply Co., Cin- 
cinnati, has been with Ross-Willoughby 


J. B. ROSS, Il 
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No V-belts built by anyone before the war had any- 
where near the strength and durability that was found ne- 
cessary on U. S. Army tanks, tractors and self-propelled big 
guns in combat service. Gates developed these greatly super- 
ior V-belts for Army use—and here is why this fact is im- 
portant to industrial users of V-belts: — 





i Every improvement developed by Gates for 

hore U.S. Combat Units — and many later im- 
provements, also—have been added, day by 

ale / day, to the quality of the Standard Gates 
Vulco Ropes which have been delivered 


to you. 


That is why, long before the war was over, you were 
getting in your Standard Gates Vulco Ropes a product 
built to far higher service standards than any V-belts 
ever built by anyone before the war. 


And that is not all of the story. Through contin- 
uing specialized research, the service qualities of these 
superior Gates Vulco Ropes have been still further im- 

’ proved as all of Gates facilities and energies have been All Gates V-Belts 


returned to the service of industry. oe ars we 
e Faren 






These are the simple reasons why the standard 
Gates Vulco Ropes you are getting today are far and 
away the best V-belts Gates has ever delivered to you. 


THE GATES RUBBER COMPANY 


Engineering Offices and Jobber Stocks in All Large Industrial Centers 


LOS ANGELES 21, CAL., 2240 E. Washington Blvd. DENVER 17, COLO., 999 S. Broadway. DETROIT 2, MICH. 223 Boulevard Bldg. 
PORTLAND 9, ORE., 333 N.W. Sth Ave. DALLAS 2, TEXAS, 1710 N. Market St. SAN FRANCISCO 3, CAL., 170 Ninth St. 
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jlriblO filed 


i DOCKSON’S 


The master casting flux 


* 


FLUX 


for BRASS— BRONZE —IRON 


AND ALUMINUM 





Preferred by foundrymen for over 25 years 


because it— 

Will not change your metal analysis. 

Gives off no offensive or stifling gases. 
Contains no silicon, manganese or phosphorus. 
Is not expensive. 

Allows lower pouring temperatures. 

Makes metal more fluid. 


Eliminates oxides and other non-metallic 
materials. 


Eliminates dross pile losses. 


Produces castings that machine and polish 
better. 


Used by U. S. Government, Railroads, Univer- 
sities and hundreds of reliable foundries 
throughout the country. 


Free samples upon request 


Reka Ged, Maelo Tel F waned, | 
Detroit 8, Mich. 


3839 Wabash ° 
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Mr. Ross, son 


for more than 25 years. 


of the late W. W. Ross who was the 


company’s first president, joined the 
supply firm in 1930 and has served as 
secretary and treasurer. Mr. Davis is 
the son of C. E. Davis who served as 
general manager from the time the com- 
pany was founded until 1926 when he 
resigned. Mr. Voelker has been con- 
Ross-Willoughby for 20 
years, serving as assistant sales man- 
ager for 15 years. Both Mr. Hennon 
and Mr. Gilham have been with the 
company for more than 25 years. 


nected with 


Steel Resale Price 
Ruling Explained 


To clear up some of the confusion re- 
garding recent advances in steel product 
prices authorized by the Office of Price 
\dministration, the agency has issued an 
official interpretation which will govern 
the method of applying the advances on 
resale wherever any uncertainty exists. 

Because of the fact that increase of 
$6.00 a ton on very small sizes of pipe 
does not ordinarily result in a 3-point 
change, OPA adjusts the discrepancy in 
Item 13 of the interpretation which 
reads: “The increases granted by Amend- 
ment 15 for pipe and oil country tubu- 
lar goods may be computed by making 
the appropriate reductions in the applic- 
able off discounts. Thus the increase of 
$6.00 per ton for buttweld and lapweld 
may be accomplished by reducing the 
applicable discounts by 3 points while the 
$5.00 increase for electric weld and 
seamless may be figured by reducing dis- 
counts by 2.5 points.” 








Sitting at his desk, F. W. Cook, 
president of the Cook Iron Store, 
Rochester, N. Y., awaits the first 
interview of the day’s schedule. 
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THE RIGHT PAINT 
— Immediately Ready to Use 





SPECIALISTS 
make Permite Paints 


In America’s only plant 
designed exclusively for 
aluminum paint making, 
Permite Aluminum Paint 
Specialists — chemical en- 
gineers and laboratory tech- 
nicians — devote their skills 
to a single task — making 
first-quality aluminum paints, 
always dependably uniform. 











PERMIT 





Permite’s BETTER LEAFING means 


GREATER DURABILITY! 


PicMment -99+% pure aluminum pigment - and an exclusive vehicle 
processed from synthetic resins and specially adapted oils. These give 
Permite Ready-Mixed Aluminum Paints their fine quality. But... there's 
another — an extra — difference in Permite. It accounts for their better 
leafing, their greater durability. 


It's HOW the exclusive Permite Vehicle is combined with the pigment. 
It's a matter of delicate measuring (for uniformity) and heating (for acid 


elimination) and timing - all precision controlled. The result is paint 
scientifically stabilized to give smooth “armored” protection against 
moisture, heat and cold, smoke and fumes... paint that does a better job 


of locking out corrosion. 


Give your customers the opportunity now to brighten and protect wartime- 
neglected surfaces — indoors and out — with the superior paint that's ready 
to use on opening the can... Permite Ready-Mixed Aluminum Paint. 


ALUMINUM INDUSTRIES, Inc., Cincinnati 25, Ohio 


LUMINUM PAINTS 
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Production 
Simplifies 
Inspection 





f Glass 


ste 


a 


Granite Ware 


ELL American “5000” 

Marking Crayons — the 
perfect permanent mark for 
all rough and smooth sur- 
faces. 











Write for the 
FREE Industrial Crayon Guide 





When Skilsaw, Inc., Chicago, opened its downtown sales office, these men 
attended the ceremony. They are, left to right, Otto Orlich, Simonds Saw 
& Steel Co.; Martin Olson, Knives & Saws, Inc.; Charles Grentz, Crerar, 
Adams & Co.; Bill Knourek, Jr., Woodworkers Tool Works; Ed Sterba, 
Skilsaw, Inc.; Al Smirt, Acme Tool Service Co.; Herb Kummer, Knives & 
Saws, Inc.; Bill Baker, Standard Equipment & Supply Co., and Kal Kalconay, 



















Pulver Machinists Supply Co. 


New Sales Office 
Opened by Skilsaw 


A new factory sales branch at 330 S. 
Jefferson St., Chicago, has betn opened 
by Skilsaw, Inc., which combines utility 





| 
| with modern decorative beauty. The 
| branch is located close to the wholesale 
machinery district and is within two 
| blocks of the Union Stations, a convenient 
| location for distributors and their cus- 
| tomers. A séparate demonstrating room 
| is featured and the layout of the prem- 
| ises is such that the demonstration room 
and general conference room can be com- 
| bined for group sales meetings. 


Monahan Promoted 
By American-Marietta 


Martin J. Monahan was named tech- 
nical director of all trade sales division 
of the American-Marietta Co., Chicago, 
Ill. A member of the technical staff 
since 1929, Mr. Monahan will be re- 
sponsible for the coordination and stand- 
ardization of the trade sales items of the 
various A-M plants. He is located at the 
Kankakee, Ill., plant. Mr. Monahan was 
graduated from Newark Engineering Col- 
lege, receiving his B.S. degree in Chem- 
ical Engineering in 1926 and his Ch. E. 
degree in 1928. 








Members of the Connecticut Industrial Supply Club entertained Harry 


ad 








Reinhart (second from right), National Supply & Machinery Distributors’ 
Association, Philadelphia, during a recent club meeting in Wallingford, Conn. 
Pictured are, left to right, William Starkie, L. L. Ensworth & Son, Inc., 
Hartford; Merrit Treat, Clapp & Treat, Inc., Hartford; Henry Stagg, Hawley 
Hardware Co., Bridgeport; Mr. Reinhart, and Nelson Flagg, Page, Steele & 
Flagg Co., New Haven. 
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This famous 


RiFaIb 


gives most pipe 
wrench for the 
money... 
















re) ) They get perfect 
threads more 
easily with this 


M RIceAID 


Self-contained Semi- 


automatic Ne. 65R 








Only FRIEZEXID offers you 


this money-saving guarantee 










UNCONDITIONAL GUARANTEE 
If this Housing ever 
Breaks or Distorts we 


will replace it Free 
THE RIDGE TOOL CO, 
ELYRIA, O. 





@ Its popularity is growing fast be- 
cause this modern threaderis always 
ready to cut perfect threads on 1”, 
1%", 1%" or 2” pipe. One set of they’ve got, barehanded. Preci- 
chasers that stay in the die stock ,,.., ieapdand sion-cut alloy jaws take-hold, 
adjust to size in 10 seconds—work- ity on the floor. let-go instantly — full-floating 
holder sets instantly, no bushings. hookjaw has handy pipe scale, 
Precision-made in all 23 of its rugged steel-and- _heeljaw is replaceable. Adjust- "mip End Wrench for 
malleable parts, it assures micrometer perfect ing nut won’t bind, spins freely /*P¢ ” ¢#s, against flat 
threads with least possible effort—and quickly.  inall sizes. And the guaranteed eae 

It pays you to cash in on the increased demand _ housing means long expense-free service — most for 
for the efficient Rimmaip No. 65R. the money. No wonder rimaip is leading! 


@Yourcustomers get a powerful 
I-beam handle so comfortable 
they can give it ali the pull 








Millions of RITFAID The Ridge Tool Company 
Tools in use Elyria, Ohio, U.S. A. 
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Now Your Customers Can 


GRIND CARBIDE AND CAST ALLOY CUTTING TOOLS 


Grinding Wheels 
Reduces Wheel Wear 


Better Finish, Longer 


on BuXite-Processed Abrasive Wheels 


at 5 to 20 Times Lower Grinding Cost 


The BuXite Process “case” hardens all types of grinding wheels. It 
coats the grain of the wheel, and, under the heat and pressure of 
grinding, this coating changes to a hardness comparable to that of the 
diamond wheel. With BuXite-Processed wheels, sintered carbide and 
other superhard metals and alloys can be successfully ground under 
ordinary shop conditions—and with remarkable tool economy, due 
to the improved finish, cleaner grind, and the absence of excessive 
heat. BuXite Processed wheels grind the shank of the tool and the 
carbide at the same time without “loading’”—saving many extra 
operations. . 


BuXite Processed wheels give equally good results on tool steels, cast 
iron, brass, all metals—in precision grinding, form grinding and 
snagging. This process is now available on all wheels in the 


“Bridgeport” Standard Line 


“Bridgeport” ALUMINA Wheels—Aluminous oxide abrasive— 
hard, tough, sharp—for grinding materials of high tensile 
strength. Cool, free cutting. 


“Bridgeport” LC ALUMINA Wheels—Refined aluminous oxide 
for certain types of surface grinding. 


“Bridgeport” SILEXON Wheels—Carbide of silicon, an arti- 
ficial abrasive harder than any mineral except the diamond and 
very brittle. Makes a wheel that is unsurpassed for grinding 
metals of low tensile strength, clay products, etc. 


“Bridgeport” VITRIFIED Bond—Abrasive is fused in ceramic 
clay. . wheel of great strength, made in grades for most grind- 
ing jobs. . - 


“Bridgeport” SILICATE Bond—Abrasive is bonded in silicate 
of soda. Very free cutting. Excellent wheel for knife and shear 
blade grinding and general face and surface grinding—also for 
use in large wet tool grinders. 


“Bridgeport” RESINOLD Bond—Abrasive is bonded in a syn- 
thetic resin, producing a wheel of great strength. Good for 
speeds up to 9,500 SFM in foundry work, removing metal at a 
very rapid rate, and up to 16,000 SFM in cut-off work. 


The above wheels, which comprise but a part of the 
“Bridgeport” line, are furnished either with or with- 
out BuXite Processing, in sizes from 4" to 36” in dia- 
meter 


THE BRIDGEPORT SAFETY EMERY WHEEL CO., Inc., 
; Bridgeport, Conn., U. S. A. 
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A New Hardener Added to 
Affords Cooler Cutting, 


Wheel Life 
Makes Grinding Easier 



















service as a 


After three years’ 
major, V. B. Harris (right) has 
returned to the Capital City Supply 


Co., Charleston, W. Va., and has 
taken charge of the merchandis- 
ing program. He is shown here 
with C. W. Dabney, vice-president. 





Master Lock Product 
Wins Marine's Regard 


The Master Lock Co., Milwaukee, has 
made mimeographed copies of a letter 
recently sent the company by a technical 
sergeant of the Marines in which he re- 
counted the rugged life his combination 
Jock had lead since 1942. 

The Marine bought the lock upon en- 
tering boot camp, it accompanied him 
during a hard recruit training period in 
camp and during desert training. It was 
on his seabag during his travels in the 
south Pacific and was bounced around 
in holds and landing barges. The lock 
went through the Guadalcanal campaign 
and other engagements before the Marine 
returned to this country. 

Despite all this, the Marine says, the 
combination lock (which he can now 
unlock in the dark) has never given him 
any trouble and has never had a drop of 
cil or any other attention. Naturally, 
the sea soldier’s commendation has made 
the Master Lock men very proud. 








fully dis- 
cussed when F. E. Bourbonnais, 
treasurer, E. A. Kinsey Co., Cin- 
cinnati, and J. S. Radcliff, vice- 


Financial affairs are 


president, get Mr. 


Radcliff’s office. 


together in 
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PROLUCTS 








REG. U. S. PAT. OFF. 
INDUSTRIAL 
RUBBER PRODUCTS 
that Quaker is making 
NOW for civilian use 


(PARTIAL LIST ONLY) 


Transmission Belting 
Agricultural Belting 
Conveyor Belting 
Elevator Belting 

Air Drill Hose 
Chemical Hose 
Creamery Hose 

Fire Hose 

Fuel Oil Hose 

Garden Hose 

Gasoline Hose 

Tank Car and Tank Truck Hose 
Sand Blast Hose 

Spray Hose 

Steam Hose 

Suction Hose 

Oil Suction and Discharge Hose 
Water Hose 

Road Contractors’ Hose 
Welding Hose 

Tubing 

Rod Packings 

Sheet Packings 

Gaskets 

Washers 

Pump Valves 

Moulded Articles 























>... industry, and everyone who has any 
part in the operation of factories, mills, foundries, mines, 
transportation companies, utilities and institutions finds in- 
dustrial rubber products absolutely essential for their suc- 
cessful operation ... just the kinds of products that Quaker 
manufactures. 
And they are just the kinds of products that the Distributor 
can profitably stock to give service to the consumer. 


QUAKER 


INDUSTRIAL RUBBER PRODUCTS 


BELTS that will deliver power on hard and difficult trans- 
mission drives; Belts that will convey thousands and thou- 
sands of tons of all kinds of materials; and delivered at an 
economy that will interest and surprise your customers. 

Then, too, every conceivable kind of HOSE; air, water, 
steam, fire protection, oil, gasoline, suction, spray, weld- 
ing, acid, chemical, vacuum, sand blast, etc. 

ROD and SHEET PACKINGS for every kind of plant 
or building. You will find a proper type of Quaker Packing 
for any service condition. 

Quaker products are sold through Distributors all over 
the country. When rubber goods are being considered 
send Quaker your order. Quaker Quality Industrial Rub- 
ber Products cost no more and sell readily. Give your 
customers real service and satisfaction. Sell them Quaker. 





“If there is a way to get it done—Quaker will do it” 


QUAKER RUBBER CORPORATION 


PHILADELPHIA 24, PA. 
NEW YORK 7 «+ CLEVELAND 15 « CHICAGO 16 + HOUSTON 1 


Western Territory: QUAKER PACIFIC RUBBER COMPANY 
SAN FRANCISCO 5 «+ LOS ANGELES 21 
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As long as there's industry there'll be 
HOISTS... 


As long as there's a need for HOIST 
there'll be COFFING HOISTS to suit 
the job... 


As long as there are COFFING 
HOISTS you'll have the opportunity 
to SELL all requirements . . . 


As long as you SELL COFFING 
HOISTS you'll be rewarded with 
good, steady, profitable returns . . . 
































SPUR “SAFETY- " 

GEAR PULL” og 
CHAIN RATCHET a 
HOIST LEVER 


HOIST HOIST 





COFFING HOIST COMPANY 


RATCHET LEVER HOISTS - SPUR GEAR HOISTS - ELECTRIC HOISTS 


LOAD BINDERS - DIFFERENTIAL HOISTS - TROLLEYS 
DANVILLE, ILLINOIS 





184 MILL SUPPLIES © APRIL, 1946 














The distaff side of Sioux Machin- 
ery & Supply Co., Sioux City, la.: 
Mrs. Charles Monroe (wife of the 
president and office manager), 
Charlotte Beacom, Helen Leshner 
and Susan Hanshaw. 





Scherr Holds Exhibit 
And Open House 


The George Scherr Co., New York 
distributors of machine tools and sup- 
plies, held open house during the even- 
ing of Mar. 12. Many shop owners, su- 
perintendents and foremen from plants 
located throughout the New York area 
attended. A feature of the evening was 
a sound and color motion picture show- 
ing various intricate milling operations 
performed by machines the firm distrib- 
utes. The visitors then inspected the com- 
prehensive Scherr exhibit of machines 
and tools under actual operating condi- 
tions. 


Steel Institute 
Studies Building Codes 


The American Iron and Steel Institute 
reports progress in its study of building 
code modernization as far as steel con- 
struction is concerned. The program was 
begun in 1938 but was delayed on ac- 
count of the war. The purpose is to as- 
sist all building code authorities in the 
drafting of modernized codes for steel 
construction. 

A series of eight bulletins dealing with 
building-code modernization, ranging 
from general building code considera- 
tions to structural and functional details 
of building, were made public recently. 
A 270-page booklet covering fire protec- 
tion by means of steel construction, in- 
cluding factual data and translation of 
the data into regulatory form, had been 
issued previously. 

Although no particular effort has been 
devoted to prefabrication in the insti- 
tute’s studies, it is said that the ground 
covered is broad enough to include fac- 
tory-built housing in codes modernized 
in keeping with the data presented. 





. ‘ 


This catalogue illustrates and describes the most com- 
plete line of brushes offered today. Copies available 
for Purchasing Agents, Executives, Superintendents, etc. 


Write for your copy today on your business letterhead. 


THE SOLO-HORTON BRUSH CO. INC. 
135 WEST 19TH STREET e« DEPT. A-4 e NEW YORK 11, N. Y. 
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HFIN-WERNER nyorauuic sacks 


gat hor e Lifting Heavy Loads 
we GF 


¢ Moving Machines 
e Pressing Bushings 


Industrial plants have found many time and labor saving uses 
for Hein-Werner Hydraulic Jacks. For maintenance work, recon- 
version jobs or production line operations, these hydraulics are 
great for pressing gears, pinions or bushings—or for helping shift 
heavy machinery,move heavy stock, or other load lifting operations. 

These jacks are sturdy, compact, super-powerful, easy-opera- 
ting, and absolutely dependable . . . Made in models of 3, 5, 8, 12, 
20, 30 and 50 tons capacity. 


Write us for details 
HEIN-WERNER MOTOR PARTS CORP., Waukesha, Wis. 


HEIN-WERNER 
HYDRAULIC JACKS 


Are Built Right and Priced Right 
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DAVID A. COULTER 


Coulter To Rejoin 
Marketing Group 


David A. Coulter will rejoin the Basic 
Manufacturers’ Sales Corp, a firm es- 
tablished by his father in 1921, as vice 
president and director of marketing. 
Mr. Coulter has been with the Fred El- 
dean Organization for the past two years 
as an account executive. 

Prior to that, Mr. Coulter was six years 
with the New Britain Machine Co., in 
charge of sales, public relations and ad- 
vertising for the tools division. He will 
make his headquarters in The Sun Build- 
ing, New York City. 


Weirton Steel Plans 
Oven Construction 


Construction will be started in the 
near future on two new batteries of coke 
ovens for the Weirton Steel Co., Weirton, 
W. Va., by Koppers Co., Inc., Engineer- 
ing and Construction Division. It is ex- 
pected that the ovens will be ready for 
operation in about a year. 

The contract provides for the construc- 
tion of a total of 106 new Koppers- 
Becker underjet ovens consisting of two 
batteries of 53 ovens each. The ovens 
will have a total carbonizing capacity of 
2,600 tons a day and will be underfired 
with blast furnace gas. 

To provide for additional capacity, 
Koppers will make changes and addi- 
tions to the present by-product, benzol 
and coal and coke handling plants at 
Weirton. The new ovens are in addition 
to four batteries totaling 156 ovens pre- 
viously built at Weirton Steel by Kop- 
pers. 
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LUBRIPLATE 
No. 130-A 





A SUPER LUBRICANT—A MARVELOUS ANTI- 
SEIZE COMPOUND=—A REAL PROTECTION 
AGAINST RUST AND CORROSION. From 
the stondpoints of general utility and wide 
diversity of importent uses, we do not be- 
lieve there has ever been a lubricont that 
compares with LUBRIPLATE No. 130-A. It 
has everything. The outstanding perform- 
ance of this super-lubricant and its adop- 
tion by industry in general, and the Army 
and Novy ore certainly adequate proof 
of its superiority. Write for copy of bul- 
letin No. 6-41. 
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IF YOU COULD ONLY 
SELL ONE PRODUCT 


You would pick the one that sold in 
larger quantities, that the mosf people 
regularly needed, that was used up 


LUBRIPLATE 



































quickly so was re-ordered frequently. 
That is a perfect description of LUBRI- 


PLATE No. 130-A. It is much more 


than a high grade lubricant. It is an 
excellent anti-seize compound for appli- 
cation to machine parts, pipe joints, 
flanges, valves, studs, nuts, bolts, etc. 
at the time of assembly. As a protective 
medium against water, steam, certain 
acids and other contaminents, it ranks at 
the very top. 

MARINE LUBRICATION — LU- 
BRIPLATE No. 130-A is used for gen- 
eral grease type lubrication, especially 
heavy duty drives of deck and steering 
machinery subjected to weather and sea 
water. 

AIRPLANE AND AIRPLANE EN- 
GINE MANUFACTURERS use LU- 
BRIPLATE No. 130-A for application 
to various parts at time of assembly and 
for service in the field. 

PIPE AND FITTING MANUFAC- 
TURERS find LUBRIPLATE No. 
130-A is a most excellent pipe joint com- 
pound. Applied to threads, it makes a 
tight seal and the protective film of 
LUBRIPLATE allows easy disassembly. 

RUST PROOFING—Water Works 
and Sewage Disposal and Refrigerator 
plant operators are loud in their praise 
of the protective features of No. 130-A 
and the substantial savings made in 
overcoming the destructive action of 
water and acids on metal tanks, agita- 
tors, piping and other machine parts. 

STEAM ‘TURBINE MANUFAC- 
TURERS find LUBRIPLATE No. 
130-A very efficient as an anti-seize 
compound in the assembly of parts, par- 
ticularly on studs, bolts, nuts and other 
parts subjected to extremely high tem- 
peratures. 

WIRE ROPE MANUFACTURERS 
recommend the use of LUBRIPLATE 
No. 130-AA as an exterior lubricant 
for ropes subjected to extreme moisture 
conditions and acid fumes. 

CONSTRUCTION AND AGRI- 
CULTURAL MACHINERY —LU- 
BRIPLATE No. 130-AA is the ideal 
lubricant for truck chassis from the 
standpoint of wear reduction, long-life 
and all around economy. Farmers find 
No. 130-A tops for general greasing, and 
for the absolute protection of all metal 
parts against rust when farm machinery 
is not in use. Truck and bus operators 
use a light coating of No. 130-A on 
wheel rims and lugs which prevents 
rusting and greatly facilitates taking off 
and putting on of tires. 

Yes, LUBRIPLATE No. 130-A is 
used by about everyone and used often, 
in larger quantities. And we are helping 
industrial salesmen sell it. The adver- 


‘ tisements on this page are going into 


over thirty publications that circulate 
to about every industry that uses lubri- 
cants. If you don’t have LUBRIPLATE 
No. 130-A in your line ask your salés 
manager about it. 
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LUBRICATION FOR WHERE 
IT’S HOT AND WET! 


LUBRIPLATE No. 70 is a medium density, 
grease type lubricant ideal for applica- 
tions exposed to heat, steam ond moisture. 
It does a wonderful lubrication job under 
all conditions. In processing and food 


plants where moisture, steam, heat and 
fumes are prevalent, it has no substitute. 
Machines lubricated with LUBRIPLATE No. 
70 can be washed down with hot water 
without harming the lubricant in the bear- 
ings. LUBRIPLATE No. 70 prevents rust and 
corrosion. 
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\ You Can Make NEW 
Money Handling These 






THE STREAK (7M) 2-inch 


Stock delivery on this pump. No waiting! 
Complete line of pumps ranges in rated 
capacities from 3,000 gallons per hour to 
90,000 gallons per hour. 


More than 216,000 centrifugal pumps will be bought this 
year by industrial firms, utilities, railroads, mines, and others 
who are your customers—if you will go after the business. 
Here’s thousands of. dollars in new business— ripe and ready 
for your picking. 


Now, and for the first time in the history of mill supply 
jobbing, Barnes Manufacturing Company offers jobbers a greater 
merchandising combination — the first real opportunity to cash 
in on the “new money” in this pump market. First, Barnes 
Automatic Centrifugals are the “33,000 for 1” pumps. They 
deliver not 1000! — not 10,000! — but 33,000 gallons of water 
pumped for 1 gallon of gas used. That’s greater economy! 
That’s greater customer acceptance! Second, Barnes backs you 
up with more of its own money spent in national advertising — 
in jobber and dealer helps. That's greater cooperation with you. 


Remember, you won’t go wrong tying in with these Barnes 
Self-Priming “33,000 for 1” pumps. Don’t let this new money 
slip past your cash register. Write today for full details in 
handling Barnes “33,000 for 1” Pumps. 





| LJARNES MANUFACTURING CO. 


Zuatity Pump Manufacturers for 50 Years 


MANSFIELD, Ono 





MILL SUPPLIES .© APRIL, 1946 











Winship Brothers Form 
Cleveland Sales Firm 


John O., Richard E. and James W. 
Winship, sons of Gil Winship, purchas- 
ing agent of the Foote-Burt Co., Cleve- 
land, have formed an industrial sales 
organization at 4501 Prospect Avenue. 
Cleveland, known as the Midwest Mill- 
Products Co. James, the oldest of the 
young men, was in the Navy four years 
and was discharged with the rank of 
2nd class signalman. John, also in the 
Navy, came out with the rank of 2nd 
class metalsmith after three and a half 
years. Richard, the youngest, left the 
Navy as a bos’ns mate after seeing serv- 
ice for three and a half years. 


Cundall And Tudor 
Join Garrett Supply 


Herman L. Cundall, formerly with the 
S. W. Card Mfg. Co., division of Union 
Twist Drill Co., Mansfield, Mass., and 
Paul Tudor, recently in the machine tool 
department, Barber-Coleman Co., Rock- 
ford, Ill., have joined the sales force of 
the Garrett Supply Co., Los Angeles. 

Mr. Cundall, with an 18 year back- 
ground in the cutting tool field, will act 
as tool engineer, working with other 
Garrett salesmen and advising customers 
on all tool problems. 

Mr. Tudor has been employed as a 
specialty salesman on grinding wheels 
and has recently attended the special 
service school, Carborundum Co., Niag- 
ara Falls. 


Allis-Chalmers Makes 
Sales Personnel Changes 


Joseph Bronaugh, associated with 
Allis-Chalmers Mfg. Co., Milwaukee, 
Since 1929 except for 31 months in the 
Navy during which he received the rank 
of lieutenant commander, has been made 
manager of the newly established Miami 
branch office. 

R. F. Muller, sales engineer in the 
New Orleans district office, has been ap- 
pointed assistant manager of the branch 
under F. W. Stevens. J. M. Wright, for- 
mer field engineer in the Atlanta dis- 
trict office, has been transferred to the 
Chattanooga branch. R. H. Walvoord 
has joined Allis-Chalmers as a field en- 
gineer in the Amarillo, Texas, branch 
office. L. E. Stacy has been named resi- 
dent field engineer at the firm’s new 
office in Wheeling, W. Va. 
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[Your Industrial Buyers 


/ Are always on the lookout for ways to increase 

output without cutting quality. They are reading 
this advertisement in leading trade papers. You 
can profit by featuring Corbin Screws to this 
interested audience. 


“Wobble Worries” Go Out 
when Corbin-Phillips Screws Go In... 


A slip here could mean broken glass and a point steel grip that prevents wobble 
nasty cut ... “wobble worries” that slow _and side slip. Operators do more — and 
down production when ordinary screws like doing more — when CORBIN- 
are used. But the Wobble Worries go PHILLIPS Screws are used. 

out when CORBIN-PHILLIPS Screws CORBIN uniformity is another of the 
go in, because the Phillips recessed head good reasons why it pays to specify 
grips the power-driven bit in a four- CORBIN-PHILLIPS Screws. 


N 
“PILOT HOLES ELIMINATED SCREW DIVISIO 


an Hardware Corporation 


CORBIN 








ON MANY JOBS’ am CONNECTICUT 
oa explained in “ASSEMBLY SAV. NEW BRIT AIN * 

INGS WITH PHILLIPS SCREWS”, Warehouses: - 

a Report prepared by an independent re- York * Chicago 
search organization in the plants of the New 





shea * 
Heywood-Wakefield Company. This New Britain 
pioneer user substantiates every claim of 
better workmanship, faster assemblies, 
lower manufacturing costs through the 
use of PHILLIPS SCREWS. May we 
show vou a copy and discuss it with you? 


PuTLL Ie? 
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Move Materials Faster... 





Matt J. Kelly, owner of the M. J. 
Kelly Supply Co., Syracuse, picks 
up a package of drills from the 
steel cabinet in which his firm 
stores cutting tools. 





Dixon Crucible Gets 
Brand Name Award 


The Joseph B. Dixon Crucible Co., 
Jersey City, has been awarded the Cen- 
tennial Anniversary Certificate of Pub- 
lic Service of the Brand Names Research 
Foundation. The award was created to 
recognize the proven value of brand 
names in their service to the consumer 
public. In presenting the citation, H. E. 
Abt, managing director of the Founda- 
tion, described the 119 year history of 
the Dixon concern and its service to the 
public in the manufacture of graphites, 
lubricants, crucibles, paints and pencils. 

The principal speaker at the presen- 
tation dinner in New York’s Hotel Astor 

Material really moves when the BUDA was Senator Albert W. Hawkes of New 
Chore Boy goes to work. It handles thou- Jersey. 
sands of jobs speedily and economically 

—with rio time lost for battery charging or 
Soe he wt extensive repairs. The BUDA Chore Boy 
will pull, push or carry loads down narrow 
aisles—"turn on a dime”—run all day on 


a few pennies. No wonder the list of users 
is growing so fast. 
Send today for descriptive literature. 
"Lowest First Cost... 


BUDA BUDA Lowest Maintenance Cost!” 











Model 2210 25-B-10 
Automatic “Two Speed” 
Lowering Hydraulic 

Jack Jack 





‘ 


E. M. Cabaniss (right), vice-presi- 
dent, Joseph Dixon Crucible Co., 
Jersey City, and G. L. Russell, Jr., 
chairman of the Brand Names Re- 





BUDA 





Universat Diesel : search Foundation, exhibit the . 
a eee 15413 Commercial Avenue certificate recently awarded the 
HARVEY (Chicago Suburb) ILLINOIS manufacturing concern. 
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Why SHEARS mean WISS | 
to your Customers 


Straight Trimmers — the 
general-purpose shears — WES a 
for industrial and home a8 Shears ‘ond ‘ner 


use. Sizes &” to 10”. :te $0. ‘many of your 
Electricians Scissors — 


Fully Nickel Plated. 


J. WISS & SONS CO., 
NEWARK 7, N.J., U.S.A. 


ESTABLISHED 1848 | 


Bent Trimmers — For industrial 
and household work on all fab- 
rics — they cut parallel with the 
table. Sizes 6” to 12”. 
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150% Safety margin NEW LINES 
in every Dali n by 
CM HERCCALLOY Byprprrops 
SLING CHAIN — 


Dodge-Newark Supply Co., Newark, is 
now distributing the transmission items 
of the American Gear & Mfg. Co. 

J. J. Stangel Hardware Co., Manitowac, 
Wisc., is handling the industrial 


. leather products of Graton & Knight 
tensile strength that offers a 150% factor of Co. 


That's right! Herc-Alloy formula steel has a 


fety—an important contribution to uninter- 


Bronx Hardware & Supply Co., New 
rupted production and maximum safety to York, is stocking the transmission 
both men and materials. CM Herc-Alloy Sling drives of the Worthington Pump & 
seldom if ever require annealing. Machinery Corp. 

, short stubby links are electric welded Dehler Bros. Co., Louisville, is distribut- 
the patented Inswell:process: As Gana: ing the air tools of the Aro Equip- 
ment Co., the mechanical rubber 
items of the Republic Rubber Co., and 
the grinding wheels of the American 
rol mmerelatiialerelt-mme leh ay Emery Wheel Works. 

Here is sling chain par excellence measured Page, Steel & Flagg Co., New Haven, 
is handling the power transmission 
equipment of the Worthington Pump 
& Machinery Corp. 


H. N. Crowder, Jr., Co., Allentown, Pa.. 
is distributing the pneumatic tools of 
the Aro Equipment Corp. 

J. E. Haseltine & Co., Portland is han- 
dling the safety equipment of Willson 
Products, Inc. 


Dy 
ice life...some of the earlier CM Herc-Alloy 


Sling Chains are still on the job after years 


from any angle. Check it from the angle of 
om 3 
your job application and safety require 


Your mill supply distributor will help 


Standard Supply & Hardware Co., New 
Orleans, has taken on the industrial 
machinery equipment of the Worthing- 
ton Pump & Machinery Corp. 

Hendrie & Bolthoff Mfg. & Supply Co., 
Denver, is distributing the safety 
equipment of Willson Products, Inc. 

Battersby, Hendee & Prentzel, Philadel- 
phia, is handling the hydraulic equip- 
ment of the Gerotor May Corp. 

Lytle Engineering Co., Cleveland, is dis- 
tributing the gages of the Helicoid 

| Gage Division, American Chain & 
} 
| 


Cable. 
COLU M BUSeMcK | N} NON Barker-Jennings Hardware Corp., Lynch- 
burg, Va., is stocking the pneumatic 
Cc et AIN CORPO RATION tools of the Aro Equipment Corp. 
(Affiliated with Chisholm-Moore Hoist Corporation) Collier Co., Cleveland, is handling col- 


GENERAL OFFICES AND FACTORIES: 120 Fremont Ave., TONAWANDA, N. Y. | lets, feeders and machine accessories 
* SALES OFFICES: New York, Chicago and Cleveland of the Sutton Tool Co. 
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WitTH CUTTERS 


SERIO DUCA 


THAT COUNTS — 


-.- and Brown & Sharpe Cutters are outstanding for 
the High Production they deliver ... with minimum 
sharpenings ... and long cutter life. 


Brown & Sharpe designs, selected materials, scientific heat treatment and 
broad experience in cutter manufacture all contribute to the superior per- 
formance of Brown & Sharpe Cutters. 

Fast machining rates . . . minimum sharpenings . . . accuracy where 
accuracy is essential . . . long cutier life . . . these are advantages 
Brown & Sharpe Cutters give you—advantages that count—in production. 
Brown & Sharpe Mfg. Co., Providence 1, R. |., U.S. A. 
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Western 
Socket 

Cap and Set 
Screws 


-= manufacturer bringing out 
new or improved products of metal 
is influenced by the modern stream- 
line trend to use flush-with-surface 
fastenings. That hands you a ready- 
made market for Western Socket 
Screws. There are no more satisfac- 
tory screws for eliminating unsight- 
ly and dangerous protruding bolt 
heads. Their electric heat-treated 
alloy-steel strength and holding 
power mean that fewer are needed, 
assembly is faster, time and expense 
saved. It pays you to push Western 
Socket Screws now — write today for 
catalog and prices. 





Western Automatic 


Machine Screw Company 
722 Lake Ave., Elyria, O: 


ND." 





Precision Screw Products, Parts and Assemblies Since 1873 
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Alice Steckman, secretary to Ray 
C. Neal, R. C. Neal Co., Inc., Buf- 
falo, is a person of accomplish- 
ment. She is a member of the bar, 
as well as a licensed plane pilot. 








Chicago Metal Hose 
Acquires Apex Co. 


Chicago Metal Hose Corporation, 
Maywood and Elgin, Ill., acquired the 
entire capital stock of Apex Machine 
Co., Elgin, on March 1 and in so doing 
has arranged for protection of all em- 
ployee interests by merging the profit 
sharing trust of Apex Machine with that 
of Chicago Metal Hose Corporation. 
Similarly, all group insurance of Apex 
employees will be carried forward by 
Chicago Metal Hose. . 

Apex Machine production facilities 
will be operated as a division; the engi- 
neering staff of Apex will be operated 
as a department of Chicago Metal Hose. 
The capital stock of Apex Machine was 
acquired through merger proceedings on 
an undisclosed basis. 








Jane Garnett, billing clerk, and 
Florence Morgan, secretary, pre- 
pare the month’s billing at the 
Battey Machinery Co., Rome, Ga. 








OUTSTANDING ADVANTAGES 


1. Trigger Operated Automatic 
Feed—a touch of the trigger dis- 
penses the solder! 
2. Micrometer Control of Amount 
of Solder Ejected—from 1/16” to 
3/8” lengths! 
3. Anti-Fatigue Balance —Light 
Weight—can be used for hours 
without tiring the operator! 
4. Retracting Feature—Automatic in 
action prevents melting of excess 
solder on tip! 
- Cooling Vanes—dissipate unused 
heat, keep iron at proper work. 
ing temperature. 
. Non-Corrosive Tip—covered with 
F - di lloy— . . 
——_ The first and only automatic-feed 
‘Safety Utility Base—provides soldering iron. Houses the solder— 
resting place for iron, protects ‘ 
operator and bench from burns. measures the solder—ejects the 
. One-Hand Operation—leaves one pre a j 1 
rear i gee ote solder—speeds-up the soldering! 
. Cool Handle—made of molded 
non-conducting bakelite. 
. Easy Loading —sliding cover pro- 
vides quick access to loading 
chamber! — 
.Easy to Clean—tip never needs 
filing. Wipe clean with flux paste. 
12. Modern Design, Sturdy Construc- 
tion—stainless steel used liberal- 
ly throughout. 


e 
MULTI-PRODUCTS TOOL CO. i123 sussex Ave., NEWARK 4, NEW JERSEY 
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MAINTENANCE 


Bian . 








offer 
You Real 
PROFIT 
OPPORTUNITIES 


In every maintenance field—factories, mills, mines, 
railroad shops, highway departments and others— 
there is a large and fast-growing demand for OTC 
TOOLS . . . built up during the past 20 years and 
greatly stimulated by the urgent need for just such 
equipment in War production and combat service. 
Many big industrial concerns have standardized on 
OTC TOOLS for maintenance jobs. Hyatt, M-R-C, 
New Departure, Timken and SKF recommend OTC 
Tools as best for removing and replacing their pre- 
cision-made bearings without damage. 

The OTC Distributor-Merchandising Plan was 
adopted to assure the best service to users of OTC 
Tools and the widest possible distribution. Com- 
plete, whole-hearted selling cooperation with OTC 
Distributors is a basic OTC Policy. 


TOOLS 


Write Us About Your Territory. 


OWATONNA TOOL CO. 


312 CEDAR ST. OWATONNA, MINN. 
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George Laughlin 
Dies in Florida 


George McCully Laughlin, member of 
the board of directors of the Jones & 
Laughlin Steel Corp., Pittsburgh, died 
at Lake Wales, Fla., on March 9 at the 
age of 73. Mr. Laughlin was the grand- 
son of James Laughlin, Pittsburgh steel 
manufacturer who with Benjamin Frank- 
lin Jones in 1853 established the firm of 
Jones Laughlin and Co., which became 
Jones & Laughlin Steel Corp., third larg- 
est steel company in America. 

Mr. Laughlin joined the family firm 
in 1893, and after working the company’s 
Soho plant, was elected a vice presi- 
dent and a member of the executive com- 
mittee in 1923. From 1928 to 1936, 
he served as chairman of the board, and 
in 1936, he resigned from all positions 
except his directorship. 

Born in Pittsburgh, Mr. Laughlin was 
the son of Major George McCully and 
Isabel B. McKennan Laughlin. He was 
graduated from St. Paul’s School in 
Concord, N. H., and attended Sheffield 
Scientific School of Yale University for 
one year with the Class of 1895. 


Sprout-Waldron & Co. 
Names Representative 


Sprout-Waldron & Co., Muncy, Pa., 
engineers and manufacturers of power 
transmission appliances and pulleys, ap- 
pointed John H. Soars as representative 
in Ontario and Quebec. He will have his 
territorial office at }4 McRae Drive, Lea- 
side, Ontario, Can. 

Mr. Soars was in charge of the roll 
grinding department at the Sprout-Wal- 
dron Muncy plant for 12 years and for 
five years successfully operated his own 
roll corrugating and mill building busi- 
ness. For five years he served as general 
superintendent of S. Howes Co., Silver 
Creek, N. Y., and for six years was asso- 
ciated with William & J. G. Greey, Cana- 
dian mill builders, as sales engineer. 


American Hoist Puts 
McCormick In Chicago 


FE. S. McCormick has been made dis- 
trict representative in the Chicago office 
of the American Hoist & Derrick Co., 
St. Paul. Mr. McCormick, recently a 
lieutenant in the Navy Seabees where 
numerous material handling problems 
were met and solved, was connected 
with American Hoist before the war in 
the firm’s home office. 











Today the alert distributor recognizes that it takes products 
backed by experience and reputation to ring the register. 
Expediency no longer dictates the customer’s choice. 
For the past one hundred years Simonds is the name buyers have thought of 
first when ordering fine cutting tools. They recognize in the Simonds 
symbol the assurance of superior manufacturing skill, time tested 
efficiency and dependable, economical performance. On grinding 
wheels and other abrasive products this same renowned name denoting 
the same top quality sparks immediate customer recognition which 
results in quick turnover, good profits and repeat sales for you. 
Precision manufactured by Simonds Abrasive Company, members of 
the world famous Simonds family, these * Borolon (aluminum oxide) 
and *Electrolon (silicon carbide) abrasive products, can help you 
build your customer trade quickly and effectively through 





* Tune-honered Borolon and Electroion 


_ self-selling quality recognition. Month after month, year in and 
gtded te Ge eee year out, Simonds national advertising tells your customers and prospects 
SIMONDS aansanee CO. is @ how Simonds products will benefit them. Cash in now on 

Division 


this extensive promotion. It means profits for you. 
iii, 
Other affiliated companies : 


a 





SIMONDS ABRASIVE COMPANY .- PHILADELPHIA 37, PA. - DISTRIBUTORS IN ALL PRINCIPAL CITIES 
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IN CASTER- SELLING 








Proper Installation 


In truck installations, many different combinations of swivel and 
rigid casters or wheel mountings are possible, the correct types 
and arrangements depending on the customer's particular condi- 
tions of use. Generally speaking, all swivel casters are best where 
trucks must move in congested areas and must move readily in 
any direction. For long straight distances, combinations of rigid 
and swivel casters provide better handling and are more eco- 
nomical. 


In mounting the two types, there is another important differ- 
ence. For, while swivel casters do not have to be aligned, é is 
vitally necessary that rigid casters be in proper alignment. 


CASTERS PROPERLY MOUNTED 
ROLL EASIER AND LAST LONGER 


‘2 Ge él 


WRONG RIGHT 


Due to the careless mounting of Rigid wheels should be mounted 
these rigid wheels they are _Parallel to each other and to 
headed in different directions “the sides of the truck. Rolling 
This is sure to result in uneven in aligned paths, they move 
wear and hard pushing. with minimum wear and effort 



































Better service is built on just sich simple, constructive sugges- 
tions, which go far towards building up customer-confidence and 
good will. Your Bassick Truck Caster Catalog contains more 
detailed information on the various caster-combinations and how 
to install them. Use it as a guide in recommending — from the 
world’s largest line — the right caster for every job. 

THE BASSICK COMPANY, Bridgeport 2, Conn. Division of 
Stewart-Warner Corporation. Canadian Division: Stewart-Warner- 
Alemite Corporation of Canada, Ltd., Belleville, Ont. 
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William P. Clark, salesman and 
stockholder in the recently formed 
Racine, Wis., firm, General Indus- 
trial Sales, and Paul Berry, Mack- 


lin Co., Jackson, Mich., were 
snapped after a discussion of 
abrasives applications. 





Army Establishes 
Information Section 


A purchase information section has 
been established under the Procurement 
Division, Army Service Forces, Room 
3C467, The Pentagon, Washington, D. C., 
to display to prospective bidders, invi- 
tations for and abstracts of bids issued 
by Army Contracting officers for Army 
equipment, supplies and construction. 
Recently established policy of the War 
Department provides that whenever prac- 
ticable, procurement shall be by formal 
advertising and competitive bidding. 
Authority to negotiate contracts still 
exists under provisions of First War 
Powers Act and Executive Order 9001, 
but it is to be exercised only when it is 
determined that formal advertising pro- 
cedures will not produce results as fav- 
orable as negotiation. 





William T. Johnston Jr., formerly 
vice-president of the William T. 
Johnston Co., Cincinnati, has been 


made president. He succeeds 


Howard H. Johnston. 













BLACK 
ARROW 


The new, packaged line of 
Gas Cutting & Welding Apparatus 


If you’re seeking a new source of supply on Gas Cutting and 
Welding Apparatus, write today for complete details of our proposition. Like 
hundreds of other jobbers, you may find that our policy of 100% jobber distribution— 
PLUS the quality of our products— 
PLUS the type of advertising and merchandising support we provide— 


all add up to the kind of proposition that fits your sales program perfectly. 


. MANUFACTURING CO. 


1416-1428 W. BALTIMORE ST. 
BALTIMORE 23, MARYLAND 





Nike aon tit Ss 
Ny Oe # 


FORMERLY THE ALEXANDER MILBURN CO. 


PIONEERS IN GAS CUTTING AND WELDING APPARATUS SINCE 1907 
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AMERICAN SCREW COMPANY 


ADVERTISING IN FACTORY 


“PRECONTACTS” THE MEN A 


YOU MUST SELL 














ADVERTISING FACTORY 

IN FACTORY SHOWS HOW 
HELPS TO MANAGE MEN 

DISTRIBUTORS AND MACHINES 

Yours very traly, SELL TO TO SAVE TIME 


L Ue yh INDUSTRY AND MATERIAL 
H, Mayoh 
my 














Mr. H. Mayoh, Sales Promotion Manager of the American Screw Company writes, “FACTORY cuts a cross-section 


through all the major markets for our products and precontacts the men . 

whom our distributors must interest in... Phillips Screws." 

Commenting on his company’s broad program, Mr. Mayoh continues, ‘We consider FACTORY a basic part 
of any advertising campaign we design to promote the sale of our Phillips Recessed Head Screws, 

either for American Screw Company as an individual manufacturer of this product, 

or for the ‘Cooperative Campaign’ shared by all Phillips Screw Manufacturers.” 

Each month, more than 300 manufacturers use FACTORY to tell the important Plant Operating Men in industry 
how their products can help them lower unit cost and improve quality. These campaigns 

save your salesmen time, and help reduce your selling costs. 

If you would like to have a sample copy of FACTORY, we shall be glad to send yqu one, 

and you can see for yourself the kind of useful information your customers find 


in the editorial and advertising pages of FACTORY. 











FACTORY 


MANAGEMENT & MAINTENANCE 


A McGraw-Hill Publication, 330 West 42nd Street, New York 18, N. Y. 











Every Year There Is An Increasing Demand for Weinberg 
& McKee Photo Offset Printed Catalogs 
» 
mek “7 
Bit , 2 
Hs S 
A ~ TY 
N ' Ls3 
i 4 : 
-gAa A 
A+= & 
jus 1 
SAMUEL HARRIS CO. A. V. WIGGINS CO. 
Chicago, Illinois Syracuse, New York 
R. C. DUNCAN CO. THE BALBACH CO. 
Minneapolis, Minnesota Omaha, Nebraska J 
HOUSH INDUSTRIAL SUPPLY CO. MECHANICAL SUPPLIES CO. ~~ 
Evansville, Indiana Cincinnati, Ohio .\.. =. 
STANDARD EQUIPMENT & SUPPLY CO. wM. H. TAYLOR co. — Sint 
ammond, Indiana entown, Pennsylvania Edward Ss rk left j i i 
PHILLIP & EASTON SUPPLY CO. RAILEY MILAM, INC. a » is inside 
Wichita, Kansas Miami, Florida salesman, the Craft Shop, San 
IOWA MACHINERY SUPLY CO. STACY SUPPLY CO. i ; 
Des Moines, Iowa , Springfield, Massachusetts Diego, and R. A. Groninger is one 
PULVER MACHINISTS SUPPLY CO. CRAMER HARDWARE co. a of the outside men. This up-to- 
‘hicago, Illinois Nort onawanda, New Yor date su | firm i nder th 
NEAL & BRINKER CO. TERRE HAUTE HEAVY HARDWARE rony s unde ” 
New York City, New York Terre-Haute, Indiana management of W. F. Morefield. 
CLEVELAND TOOL & SUPPLY CO. M. D. LARKIN CO. | 
Cleveland, Ohio Dayton, Ohio 
TRIPLEX SUPPLY CO. HARTFIELD-HEALY CO. | 
Milwaukee, Wisconsin Buffalo, New York ; 
INDUSTRIAL SUPPLY CO. ees co. . Rebuildi G 
Salt Lake City, Utah fashington, D. C. ebulldi erman 
BARRETT HARDWARE CO. MIZE SUPPLY CO. LN ~ OY = 
Joliet, Illinois Waynesboro, Virginia WwW 
CENTRAL RUBBER SUPPLY CO. INDUSTRIAL SUPPLY CO. f ee 0-4 ears 
Indianapolis, Indiana Richmond, Virginia ‘ ss - . 
TRACY, ROBINSON & WILLIAMS CLARK HARDWARE 0. German engineers maintain it will 
artford, Connecticut Jamestown, New York ‘ 
, : take fr 0 y : 
BALDWIN SUPPLY CO. PEDERSEN BROS. CO. “ 1“ » : bor yours to sebnild Ge 
Indianapolis, Indiana Chicago, Illinois stroyed cities, William J. Hargest, Euro- 
KASPER & KOETZLE, INC. PATRON TRANSMISSION CO. : : oe 
Brooklyn, New York New York City, New York pean editor of American Machinist re- 
HARRIS PUMP & SUPPLY CO. MeCRACKEN, R. S. & SONS ports. “An idea of the task ahead is in- 
2ittsburgh, Pennsylvania Philadelphia, Pennsylvania ‘ 4 : 
GALIGHER CO. WARNER HARDWARE C0. dicated in the official statement that if 
Salt Lake City, Utah Minneapolis, Minnesota ] 000 t 3 f bbl d 
HARRIS IRON & SUPPLY CO. TOOL HARDWARE& SPORTING GOODS CO. | *’ ee ae a ee Seer 
Memphis, Tennessee Detroit, Michigan day of the year from Essen, it would 
LINDQUIST HARDWARE CO. MORRIS ABRAMS, INC. ; 
Bridgeport, Connecticut New York City, New York take 30 years to clear the city completely. 
HARPER FOUNDRY & MACHINE CO. OLIVER ABRASIVE & TOOL CO. : a 
Jackson, Mississippi Buffalo, New York In Berlin, 65,000 tons of bombs and 40, 
LEWIS SUPPLY CO. ABRASIVE MACHINE & SUPPLY CO. 000 tons of shells and mines reduced the 
Memphis, Tennessee Newark, New Jersey “ tS - 
PERTH AMBOY HARDWARE CO. J. T. WING & CO. center of the city to a sprawling wilder- 
ert mboy, New Jersey Detroit, Michigan _ d sh j ; 
2 ness and shattered the surrounding dis- 
R. C. NEAL CO., INC. : YARROW INDUSTRIAL SUPPLY CO. hh . g 
Buffalo, New York Philadelphia, Pennsylvania | tricts. 
MACHINISTS TOOL & SUPPLY CO. STAR MACHINERY CO. . : 
Los Angeles, California Seattle, Washington “Estimated destruction ranges from 
gm gy & CO. AIRCRAFT STEEL SUPPLY CO. 70 percent of the Ruhr cities to 65 per- 
oenix, Arizona Wichita, Kansas 
HART INDUSTRIAL SUPPLY CO. W. T. WEAVER & SONS cent of the North Sea ports of Ham- 
ahoma City, lahoma Washington, D. C. ® s 
PRODUCTION TOOL & SUPPLY CO. PACIFIC TOOL & SUPPLY CO. burg, Emden and Bremen. Major is 
St. Louis, Missouri : Oakland & San Francisco, California land industrial centers such as Dresden, 
JONES & AUERBACHER, INC. MID-STATES INDUSTRIAL CORPORATION aes 
Newark, New Jersey Rockford, Illinois Leipzig, Kassel, Frankfurt, Hanover, 
WALTER A. CARR CO. STANDARD-SHANNON SUPPLY COMPANY : 
ay Francisco, California , Philadelphia, Pennsylvania . Brunswick, Damrstadt, Karlsruhe, Mann- 
%HS MACHINERY & SUPPLY CO. THE F. HALLOCK COMPANY : 
"Omaha, Nebraska ody ma heim and Stutgart suffered and estimated 
GLOBE MACHINERY & SUPPLY CO. THE WARREN COMPANY 50-60 percent destruction. These esti- 
es Moines, Iowa Troy, New York 2 kids ss 
BARRETT-CRISTIE CO. THE FAETH COMPANY mates include buildings or portions of 
Chicago, Illinois Kansas City, Missouri nae . ” 
COGGINS & OWENS CO. BARRON MILL SUPPLY CO. buildings slated for razing. 
Baltimore, Maryland Cedar Rapids, Iowa 
METROPOLITAN SUPPLY CORP. STANDARD BATTERY SUPPLY CO. 
Los Angeles, California Waterloo, Iowa 
MACHINERY SALES & SUPPLY CO. TRANTER MFG. COMPANY ° ® 
Dallas, Texas Pittsburgh, Pennsy!vania Broderick Joins 
a dvan ales Staff 
® Tools Made of HIGH SPEED STEEL, are priced in red. A ce Sales 
© Nationally Advertised Lines are tied up with manufacturers adver- Edward Robert Broderick has been 
tising by use of their trademarks. ; made a member of the sales engineering 
¢ Action illustrations demonstrate the use of many products. force of the Advance Pressure Castings, 
e Every catalog is printed from New Plates. Inc., Brooklyn, N. Y. Mr. Broderick had 


just been relieved from his government 
duties as designing and development en- 
WE | \ B } R G X. M (* h b t | gineer on bombs and bomb fuses. Work- 
, & ; , N C * ing out of the home office, Mr. Broderick 
will cover the New York, Brooklyn and 

610 W. VAN BUREN ST. CHICAGO 7, ILL. | Long Island territory. 
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Solid Woven, Canvas Stitched and Balata oe 


brings CUSTOMERS 


your way! 


Case after case of bottled drinks. . 


. they’re just one of the count- 
less products moved daily on Victor Belting. You can serve bottlers 
well — and serve scores of other big belting users, too — when you 


handle VICTOR — the most complete textile belting line in Amer- 
ica. There’s a Victor Belting that’s preferred by almost every in- 
dustry for efficient and economical service in elevating, conveying, 
or power transmission. 

Victor Belting is a repeat seller, too. It has won acceptance, 
keeping satisfied users coming back for more. The demand for 
Victor Belting is especially heavy today because much belting 
that has served under the strain of wartime needs replacing right now. 

The Victor line includes balata belting, solid woven cotton 
belting, and canvas stitched belting, in numerous widths and plies. 

Serve and satisfy more belting customers. Sell Victor Belting. 
Write today for details on the all-inclusive Victor line. 


THESE INDUSTRIES USE BELTING — SELL THEM VICTOR 
Meat Packing + Grain & Feed * Bottling 


Canning * Baking * Stone Products 
Packaging * Mining * Dairy Products 
Confectionery * Ceramics 


VICTOR BALATA & TEXTILE BELTING CO. 
Manufacturers of 


53 Park Pl., New York 7, N. Y. 
345 W. Hubbard St., Chicage 10, ill. 
Factory: Easton, Pa. 


® 216 
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The five new Blackhawk Mfg. Co. 
representatives are, left to right, 
Frank Smith, Bill DeMoss, Chuck 
Tolzman, Ed Parsons and Jerry 
Cheek. 


Sales Force Expanded 
By Blackhawk 


The post war sales plans of the Black- 
hawk Mfg. Co., Milwaukee, moved into 
high gear several months ago when five 
additional salesmen moved out into the 
territory. The men graduated from the 
company’s well-rounded training pro- 
gram in January and were assigned as 
follows: Frank Smith, Ohio, West Vir- 
ginia and west Pennsylvania, under dis- 
trict manager D. H. Osburn; Bill DeMoss, 
Arkansas and east Oklahoma; Chuck 
Tolzman, Iowa, Nebraska, northwest IIli- 
nois and southern Wisconsin under dis- 
trict manager H. F. Van Horn; Ed Par- 


' sons, New Jersey under district manager 


J. C. Kuhn; and Jerry Cheek, southeast- 
ern United States under district manager 


D. E. Lunsford. 


Buehler And Ryan 
Advanced By Hajoca 
Fred W. Buehler and J. Sherman Ryan 


have received promotions in the Hajoca 
Corp., Philadelphia distributing firm. 
Mr. Buehler, formerly an industrial sup- 
ply salesman in the Newark, N. J., area, 
has been made manager of the Hajoca 
branch in that city. Mr. Ryan has been 
appointed manager of inventory control 
in the firm’s home office. 


Dittmar Made Official 
of Heitmann Firm 


Gus C. Dittmar, a veteran of two wars, 
and recently returned from four years of 
service as Civil affairs officer on the staff 
of General Omar Bradley, has been 
elected a vice-president of the F. W. 
Heitmann Co., Houston distributing firm. 
Mr. Dittmar, formerly purchasing agent 
for Heitmann, is active in civic and trade 
groups, and is now vice-president of the 
Texas Wholesale Hardware Association. 
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UNITED STATES 
ELECTRICAL TOOLS 


assure economy 
in operation 


Lr HE of line as a greyhound ... and as speedy . . . sweet running... 
long-lasting . . . without unnecessary parts to cause extra maintenance or 
replacement costs... ruggedly strong for unhesitating and unvarying 
performance. 





YOUR INDUSTRIAL SUPPLY DISTRIBUTOR 
IS READY TO SERVE YOU 


Save time and money, take advantage of his stock-carrying facilities, 
his efforts to follow through on your orders, his technical experience, 
his advice on your problems. 


Distributors: Write us about our 6-Point Plan. 





@ arse 
US 


REGULAR AND 
HEAVY DUTY DRILLS 


MODEL 14RG '%4" REGULAR 


Ball bearing throughout. Quick 
make and break trigger switch. 


ELECTRICAL MODEL 14HD 4" HEAVY DUTY 





HEAVY DUTY DRILLS 


MODEL 58HD ‘%" 


Super-powered, especially designed for 
heavy production work or maintenance. 
Ball bearings on armature. Chuck 
spindle mounted in two radial thrust 
ball bearings. Chrome nickel steel 
gears, heat treated, packed in grease 
and sealed. Two pole quick make and 


switch, if desired. 


MODEL 34HD %" 
Model 34 HD can be furnished with No. CINCINNMATI 14,-0HI0 
2 or 3 Morse Taper Socket without ad- 
ditional charge. 


break trigger switch, Momentary T 0 0 L c 0 Ball bearing throughout. Double 
. pole trigger switch, automatic 
release, thumb latch. 















4 
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NOT ONCE... 
but 


EVERY MONTH © 
a 


Advertisements like these % 
help you sell more STAR blades 


wht 

a 

| 
eo 


a 

Frank Watkins (center), sales- 
man for Weed & Co., Buffalo, is 
flanked by two Weed men who 
specialize on Carborundum. Judg- 
ing by their expressions, business 
must be good for H. B. Klenen 
(left) and Henry Stegman. 


Safety Council To Launch 
Nationwide Campaign 


“There is no more sense in our suf- 


| fering an accident toll of nearly 100,000 
|-death, ten million injuries and five bil- 


lion dollar economic loss each year than 
there would be in our tolerating the ty- 
phoid rate of 50 years ago. We know 
just as definitely how to prevent acci- 
dents as the medical profession knows 
liow to prevent typhoid,” said N. H. 
Dearborn, president of the National 
Safety Council, in announcing a nation- 
wide fund-raising campaign to be opened 
in May. 

The drive, marking the first time in 
its 33-year history that the Council has 
gone directly to the public for funds, 
comes at a time when the. public is grow- 
ing increasing aware of the accident prob- 
lem in the home, on the street and in 


| the factory. 


The campaign, termed the Green 
Cross for Safety, will use the facilities 
of magazine, newspapers, bill boards. 


| car and window cards, and motion and 
| still pictures. The Council hopes its in- 


34 publications bring STAR advertisements to 
your customers’ attention every month. The 
STAR message urges hack saw users to buy 
blades and frames from the men who know tools 
best — their industrial distributor — YOU. 


CLEMSON BROS., INC. © Middletown, N. Y. 


CLEMSON | 


Makers of Hand and Power Hack Saw 
Blades, Frames, Band Saw Blades, / 
and the Clemson D-1]7 lawn Machine / 


{ | 


@& 7076 
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signe, a green cross encircled in a green 
hand, as part of the American scene and 
a constant reminder to all citizens. 


Leinbach Joins 
Briggs-Weaver 


Lawrence H. Leinbach has joined the 
Briggs-Weaver Machinery Co., Dallas, 
as outting tool engineer. Mr. Leinbach, 
who was connected with Continental Mo- 
tors Corp. in Detroit and Dallas working 
with cutting tools and design, has just 
returned from an extensive course of 
schooling at the Carboloy Co. in Cin- 
cinnati, Cleveland and Niagara Falls. 





a Galauced 





MUST HAVE 
ALL FIVE... 


QUAL emphasis upon all five vital qualities makes 

Columbian Tape-Marked-Pure Manila Rope a balanced rope! 

In a good rope none of these qualities should predominate, 
for the accenting of one quality is at the cost of the others. 


STRENGTH .. . The test for breaking strain alone does not make 
quality! The minimum point established by the United States Bureau 
of Standards is one which Columbian Manila Rope has considered a 
minimum for years. Our standards were so high we had to make no 
change to meet government requirements. But strength alone is not. 
enough. COLUMBIAN Balanced Manila ROPE has equal emphasis. 
on all five! 


COLUMBIAN ROPE COMPANY 
320-50 Genesee St., Auburn, “The Corddge City,” N. Y. 
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7 Best Sellers 


will move your business ahead 


--ewhen you sell G-E Lamps 


TAKE A MINUTE —read the tag at left. Then put 
those advantages up front on your list. For, no 
matter what type of G-E Lamps you sell, they give 
you a seven-way lead and open up a larger share 
of business for both new lighting jobs and lamp 
replacements. They mean more and better business 
selling the complete line of G-E Lamps in today’s 
huge lighting market that exists in stores, offices, 
factories and homes throughout your territory. 


Here are the G-E “Best Sellers” 
that Step Up Profits 


1. G-E FLUORESCENT LAMPS—standard F line, 14 to 100-watts 
in white and colors. G-E Slimline, 42 to 96 inches long, cur- 
rent range from 100 to 200 milliamperes. G-E Circline will 
be made 8%, 12 and 16 inches in diameter. 


2. G-E FILAMENT LAMPS — General lighting service lamps in 
sizes from 6 to 1500 watts; all types of bases and finishes. 
Operate on 115, 120 and 125 volt circuits. 


3. G-E MERCURY LAMPS — industrial lighting types are 400, 


1,000 (water-cooled) and 3,000-watts. Highly efficient arc 
sources used for lighting high and medium high bays. 


4. G-E DRYING LAMPS—250 and 375 watts, suitable for all 
types of infra-red drying, pre-heating, baking and dehydration. 
5. G-E GERMICIDAL LAMPS—four sizes; 4 watts (U-shaped), 
8, 15 and 30 watts. Larger sizes for general room use; smaller 
sizes for sterile storage cabinets, etc. 

6. G-E SPOTLIGHT AND FLOODLIGHT LAMPS. Used with proper 
reflectors, G-E Spotlights produce a narrow, powerful beam 
of light. G-E Floodlights, lower candlepower but longer life. 
7. G-E SPECIAL SERVICE LAMPS—two types made to stand up 
under rough service and high frequency vibration. Specially 
suited for forging presses, welding equipment and similar uses. 


Build a better business with these 7 best sellers. For full information abovt General Electric Lamps, call your nearby G-E Lamp office. 


Visit the International 
Lighting Exposition, 
Hotel Stevens, Chicago, 
April 25th through 
30th. See the G-E dis- 
play, booth Nos. 27-32 
inclusive. 
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MEET EVERY CUSTOMERS’ 
GRINDING WHEEL DRESSING 
AND TRUING NEEDS WITH 
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After serving in the armed forces, 
Fred Chase has joined the Provi- 
dence Hardware & Mill Supply 
Build immediate prof- Co., Providence, R. |., as an inside 
its and resale openings = 


in your territory now ——=— 


with DESMOND Dres- 
Desmond Diamond 


sers and Cutters. Hand Tools and Nibs 


Desmond Diamo-Carbo Dresser 
Best all-around tool room dresser 











There is a DESMOND 
tool for every dressing 
and truing job... and 
the results your cus- 
tomers get with them 
will open the door for 
re-sales every time! 






Dtsmond Hex Dresser 
Most durable made 


We are ready to help 
on individual dressing 
problems, so write to- 
day — get acquainted 
with DESMOND Grind- 
ing W heel Dressers 
and Cutters—the only 
complete line made! 
Catalogs and. price 
sheets will be furn- 
ished on request. Get 
yours now. 


Desmond Huntington Cutters 
ade in all sizes 





Desmond No. 2i Dresser 


SIMPLEX Stee/ Slide VISES 


Machinists’ and many other 
types available—all with the 


Welders’, Filers’, Production, 
exclusive Steel Slide. | 


Write for complete 
Catalog Information 


Stationery Base Type 


THE DESMOND-STEPHAN MEG. CO. 


URBANA 
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| costs. 


23,870 Express 
Shipments Each Hour 


More than 209 million individual ship- 
ments were handled by the Railway Ex- 
press Agency throughout the United 
States in 1945, according to J. F. Ross, 
general manager of the New York City 
department of the agency. This total 
averaged some 572,800 express shipments 
daily for the 365 day period, or an aver- 
age of 397 shipments every minute of 
the year—or 6.6 shipments every sec- 
ond. 

Express offices in New York City for- 
warded 40,782,860 shipments and 11,- 
407,575 shipments were consigned to 
this city, Mr. Ross stated, with a yearly 
total of 52,190,435 shipments averaging 
more than one million shipments han- 
dled in New York City each week. The 
highest shipping month in 1945 was 
October, with 4,354,255 express ship- 
ments forwarded and 1,118,809 received, 
totaling 5,473,064 shipments. 





Announces Price Rise 
In Stainless Steel 


The Allegheny Ludlum Steel Corp., 
Pittsburgh, has announced an immedi- 
ate rise of 8.2 percent in the price of 
stainless steel. Company officials say 
that this is the first price advance made 
on the product, despite the suspension 
of ceiling prices in October, to offset the 
large increases in material and labor 




















Now Available— 


A new series of streamlined, 
modern management manuals 


to give you tested methods, ideas 
and pointers for solving tomorrows’ problems 








Stowers—Management Can Be Human, $1.50 


- Ells—Salary and Wage Administration, $1.50 
- Evans—A Program for Personnet Administra- 


tion, $1.50 


- Gardiner—When Foreman and Steward Bar- 


gain, $2.00 


- Morgan—Industrial Training and Testing, $2.50 


Biklen and Breth—The Successful Employee 
Publication, $2.00 


McGRAW-HILL 
INDUSTRIAL 
ORGANIZATION 
and 


MANAGEMENT 
SERIES 


L. C. MORROW 


* Consulting Editor 
This series constitutes an au- 
thoritative, up-to-date industrial 
management library, with par- 
ticular emphasis upon the new 


7. Presgrave—The Dynamics of Time Study, $2.50 influences bearing upon the 
ip- American economy. Each book 
x 8. Fitzpatrick—Understanding Labor, $2.00 > eee eget es eo 
red perts in the field of industrial 
ce 9. Kalsem—Practical Supervision, $2.00 management, assuring you of 
ag ooks of utmost authority, timely, 
ity 10. Wiren and Heyel—Practical Management Re- practical. and dependable in 
tal search, $2.50 their aid to you. 

- 11. B Music and S — 
er- - Benson—Music and Sound Systems in Industry, Specific 
- $1.50 Inexpensive 
eC 
h book fii- 
12. Bethel, Atwater, Smith and Stackman—Iindus- pee ‘within your plant." Each 
for- trial Organization and Management, $4.50 wr og ae ee 
11 Z ‘ ‘ . . . 4 
+] * J ] 
to 13. Hill and Hook—Management at the Bargaining —70¢20) industria! process, feline 
rly Table, $3.00 how you can do it to make your 
ing methods more effective, more 
oo 14. Hannaford—Conference Leadership in Busi- fyoivctive, Bach book wilt more 
The ness and Industry, $3.00 pap he Sivien yen a 
was P ae é 
7 15. Cantor—Employee Counseling, $2.00 —— eee 
- 10 DAYS FREE 








EXAMINATION 
Simply mail the coupon 


McGraw-Hill Book Co., Inc., 330 W. 42 St., New York 18, N. Y. 
Send me the books encircled below for 10 days’ examination on ap- 
proval. In 10 days I will pay for books plus few cents postage or 
return books postpaid. (We pay postage on orders accompanied by 
cash remitiance; same return privilege.) 


* 12345678 9 10 11 12 13 14 15 
edi- ACER GAC eb Ke ue kde kee THERE Caccdeceeecectnsedepaddeswheehecnavere 
e of 

I Cade niR needs sScndde eel bssvecchecanckeindebd wteneeeatadeseeess 
say 
rade A. gcbd kane de ROUeKEe LAs s «edie ve EXEMERARICaR OWS AGREE Cb ees 
sion I Stat ate trea bd de 6905600066 0.044 sa EROS dan Uidecuuereuneetass 
- the TRS) chee is URS xe cionndaGaraedsdentavakces@enaxe 6i00 F.M.S.-4-46 
abor In Canada: Mail to Embassy Book Co., 12 Richmond St. E., Toronto, 1 
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LARGEST nuTs—EMPIRE Nuts larger than 134” bolt size are pro- WORLD'S LARGEST—This cold-punching machine, fed rectangular 
duced on machines of this type, especially adapted to RB&W require- bars, punches the hole, cuts the blank, chamfers, retrims, repunches to 
ments, Sizes up to 634” across the flats are processed, 7 clear and center the hole, burnishes the sides — everything but tapping. 


We spent millions... 


You pay no more for RBG W 

EMPIRE Nuts, when you buy 

their superior strength, accuracy,* 
finish... you get freedom from 

assembly ah and the per- 

manent dependability assured 

by the millions RB& W bas in- 

vested in equipment and qual- 

ity control. 


Quality control is found in 
actual processing as well as 
in the laboratories and in- 
spection departments. For 
example, the method of cold- 
punching which RB&W 
developed has the valuable 
asset of insuring continuous 
inspection as -part of the 
manufacturing process. 
Faulty bars cannot escape 
detection...the nuts must be 
uniform in size...and the 
hole must be central and 
concentric after repunching. 





MILL & FACTORY, PURCHASING 
IRD and FARM IMPLEMENT NEWS 


directed to the RB&W distributor 
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NEWEST MACHINES—RB&W works constantly to develop and per- HIGHEST SPEED—One thousand -inch Square Nuts a minute is the 
fect new processes. These machines are radically different in design and pace of this machine which eats up a ton of steel every three hours, The 
principle . . . are the only ones of their kind in the world. raw material is cold-rolled in RB& W's own bar mill. 


WIDE RANGE—RB&W produces light, regular and heavy nuts, hot- LARGEST PLANT — RB&W’s Coraopolis (Pa.) plant is the world’s 
pressed, cold-punched, semi-finished and slotted. The 11,040 6-32 nuts largest devoted exclusively to manufacturing cold-punched nuts, Sev- 
in the pile are equal in weight to the single 4” nut. eral millions of nuts are produced and shipped each day, 


RBcw The complete quality line 
101 YEARS rf Sthong the things that make America eeng 


Plants at: Port Chester, N.Y., Coraopolis, Pa., Rock Falls, Ill. Sales Offices at: Philadelphia, Detroit, Chicago, Chattanooga, Los Angeles, Portland, Seattle. Distributors from 
coast to coast. Order through your distributor and get prompt service for your normal needs from his stocks. Also, the industry's most complete, easiest-to-use catalog. 
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uper-sterling 


BROACH SAW 


Here is a radically different hacksaw blade 
with a special appeal to your customers, one 
certain to gain a higher percentage of repeat 
orders for you. 


The teeth in the Broach Saw progressively 
increase in pitch and height from the starting 
to the finishing end of the blade. This patented 
feature produces generating cutting action— 
assures faster, cleaner cutting—eliminates 
chattering and sticking in the cut. 


Why not switch to SUPER-STERLING, the line 
complete in all types and specifications of hack- 
saw and metal cutting band saw blades—with 
real “selling points”. 
full information. 


Your inquiry will bring 


The Complete Line ... PLUS 


DIAMOND SAW WORKS, | 


BUFFAL NEW YORK 








Valley Pipe 
Adds Four Men 


The Valley Pipe & Supply Co., Fresno, 
Calif., has made four recent additions 
to its personnel, three of whom are former 
service men. 

K. K. Fifer has joined the outside sales 
force, Dale Poston is doing general office 
work, Marvin Rhodes is training in the 
warehouse, and Edward Gilstrap, for- 
merly attached to the Fresno Fire De- 
partment, has been put on as receiving 


clerk. 


Chicago Products 
Exposition Cancelled 


Due to the uncertainty of products 
and delivery schedules of great numbers 
cf the nation’s leading manufacturers, 
the Products of Tomorrow Exposition 


-due to open in the Chicago Coliseum on 


Apr. 27 has been indefinitely postponed. 
according to Marcus H. Hinson, gen- 
eral manager. The majority of manu- 
facturers now consider it inadvisable to 
participate in public exhibits until they 
are more certain of their future capacity 
for delivery, Mr. Hinson said. 


Willson Releases 
Safety Posters 


In the interest of reducing eye acci- 
dents, which cost industry an average 
of $2,150 each, Willson Products, Inc., 
Reading, Pa., has developed a new edu- 
cational program based on posters. The 
safety posters sell eye protection on a 
personal benefit basis. Colorful pictures 
made by some of the nation’s best pho- 
tographers show the joys of life which 
only a man with full sight can know. 
Contrasted is a large patch of black 
nothingness. 


Republic Moves Meith 
To Outside Territory 


Dick Meith, formerly store manager for 
the Republic Supply Co. of Calif., Bakers- 
field, has been made an industrial sup- 
ply salesman to assist Gordon Price, who 
has been building up business in that 
area since the department was started 
about two years ago. To aid in the ex- 
panding activities of its Bakersfield 
branch, Republic is building a 75- by 
100-ft. addition to the present building, 


a considerable portion of which will be 


devoted to industrial supply stock. 
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NO JOB TOO TOUGH FOR A 


RUGGED ISW HI CONVEYOR BELT! 


Over 15,594 tons of copper ore daily ... 
for 2,256 days ... that’s the record of a 
Bull Dog Conveyor Belt in one of America’s 
great copper mines. 

That, the operators told us, is a record 
to be proud of! But, our records show that 
similar dependable service is being rendered 
by other BWH belts in all types of industry 
from coast to coast ... and at lower main- 
tenance cost. Such ruggedness is due to the 
exclusive BWH ROTOCURE process of 
continuous vulcanization. 

The dependability of BWH for produc- 
ing conveyor belts and other products of 


remarkable toughness has established it as 
a leader in the industrial rubber goods field. 
So depend on BWH for dependable rug- 
gedness .. . on BWH distributors for de- 
pendable service. 


HAVE YOU A JOB WHERE STAMINA COUNTS? 
Bring us your toughest problems . . . we're specialists 
in solving them. Consult your nearest BWH distributor. 
or write to BWH direct. 


Boston Woven Host & RUBBER COMPANY 


All Principal 


Distributors in 


WORKS: CAMBRIDGE, MASS. U. S. A; 


@ 


Cities 


P, ©. BOX 1071, 
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"LENOX" 
MESSAGE 











7 


TO DISTRIBUTORS FOR 1946 


There isn't a metal cutting problem that you 
Mill Supply people can be asked about that 
LENOX BLADES cannot solve with satisfaction. 
The LENOX Sales Policy of selling only through 
Distributors with full protection to stocking Dis- 
tributors will be carried out. 


The LENOX QUALITY HACK SAWS and BAND 
SAWS accepted by industry and backed by 
modern factory equipment and highly trained 
mechanics will continue. 


LENOX Has The Right Blade 


Mees ' For Every Job 
oe 
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LENOX BLADES are made 
to meet the demands. of 




































st 
: HACK SAYER : Metal Cutting Men who ac- @& 
: HAC speeD ’ cept no excuses, whose . 
: MO SO ARD ‘ standards are results. If you N ’ 
SUPER FLEE S : have customers who demand N 
* BAND Sarr : the sort of performance that e 
DIE CUTTING 4 only quality can give sell * 
NGKIP-A=TOTING 4 them the right blade for . 
° their job from the complete NN 
; LENOX LINE. 
“THE BLADES IN THE PLAID BOX" < 
AMERICAN SAW & MFG. CO., SPRINGFIELD 1, MASS. ‘ 
a 
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Don F. Johnson (seated right) 
presides at a sales meeting with 
H. A. Neubecker (also seated), and 
(standing) George W. Yung, Hen: 
ry Slater, Edward Davis and 
George Maier, all salesmen of Don 
F. Johnson & Co., Inc., Buffalo. 





Bantzhaff Appointed 
Barrows Lock Agent 


George W. Bantzhaff, was appointed 
sales representative of the Barrows Lock 
Works, North Chicago, IIl., for the states 
of Michigan, Ohio and Indiana and some 
of the larger cities bordering on this 
area. Mr. Bantzhaff’s home and head- 
quarters are in Toledo, Ohio. 

Before his appointment, Mr. Bantz- 
haff was employed in the office of the 
firm where he created new general cata- 
logues. He began his career in hard- 
ware more than 25 years ago with the 
Rayle Co., Detroit, Mich., where he 
worked successively as stockroom man, 
outside detail man and contract build- 
ers’ hardware salesman. After six years 
with that firm, he joined Buhl Sons Co.. 
another Detroit distributor, and was with 
that firm for 18 years. He served one 
year of active duty in World War I in 
France. After leaving Buhl, Mr. Bantz- 
haff was employed as a buyer by the 
Bullock-Green Hardware Co., Detroit, 
which he left to join the Barrows Lock 
Works in North Chicago. ° 


Hammers, Sledges, V-Belts 
Sold By War Assets Corp. 


An indication of the surplus goods to 
he disposed of by the War Assets Corp. 
is the recent sale of approximately 50.- 
000 surplus V-belts for multiple groove 
service, valued at $73,392, and approxi- 
mately 456,548 hammers and sledges. 
valued at $420,000. Sale of the V-belts 
closed on April 15, but the hammers and 
‘ledges will be on sale through 11 re- 
gional offices until the supply is ex- 
lhausted. 
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Sala four fastener Ones 


WITH OLIVER QUALITY PRODUCTS 


The complete line and high quality of 


OLIVER Industrial Fasteners—bolts, nuts,. 


rivets, lag screws, cap screws—make your 
sales easier. Accurately made, cleanly 
threaded, Oliver Fasteners meet the most 
strict requirements of your customers. All 


SOUTH TENTH AND MURIEL STREETS, - 


Oliver products are aide by modern man- 
ufacturing methods, and are dependably 


* uniform. 


Your customers’ satisfaction with Oliver 
Fasteners assures repeat sales for you! 


PITTSBURGH 3, PA. 
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Standard Firsts 


HE Standard Tool Company was established in 1881. Since that 
T time it has operated under a continuing management. 

A very large number of the improvements in design, construction 
and manufacture, responsible for today’s high efficiency of modern high 
speed cutting tools have been pioneered by Standard. 

The use of high speed steel in drill construction is one of the most 
important of such Standard developments. 

The method of welding a high speed steel barrel to a carbon steel 
shank is another Standard development that contributed to the present 
reasonable cost of high speed steel drills. 

Result, we have enjoyed for 65 years a constantly increasing patron- 
age from America’s leading industries. 

A wealth of experience gained through these 65 years in meeting 
tough drilling, reaming, milling and tapping problems is at the disposal 
of users of our products, without cost or obligation. Let us work with 
you on your tough jobs. Write 





THE STANDARD [OOL (0. _ 


CLEVELAND 





NEW YORK STORE DETROIT STORE CHICAGO STORE 


















TVD AR AE 


b 
WITH STANDARD DRILLS 





( \\UR stock of over 10,000 items provides the right 
J drill, reamer, cutter, tap or die for each job. 

Unequalled manufacturing experience provides 
utmost uniformity in construction and performance. 

Our distribution, through leading Mill Supply Dis- 
tributors, from coast to coast, provides prompt adequate 
service to all users. 

Superior service and superior performance are two 
direct benefits gained by Standardizing on Standard 


Shield Brand Tools. 


TANDARD TOOL (0. 


CLEVELAND 

















For the big job in 


Tou Buabing 


When you unfold the blueprints for new ~ 
homes...new commercial buildings...new plants 
and reconversion,..startthe job right with TOLEDO 
Pipe Tools! These are the tools for best work by 
green hands orexperienced mechanics—unbeat- 
able for accurate, reliable, easy-threading 

operation for nearly half a century. 


Toledo Engineering 
Leadership designed this 
ahead-of-the-times tool...the 
Toledo SIMPACT Threader! En- 
tirely self-contained, adjustable for 
1” to 2” pipe. Sizes changed instantly 
with one set high speed steel dies. Accu- 
rate, dependable. Specify TOLEDO for 
better pipe tools and better building! The 
Toledo Pipe Threading Machine Company, 
Toledo, Ohio. New York Office, 

No. 2 Rector Street Bldg. 
ee 


FOR PRECISION PIPE TOOLS 
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BAY STATE 


ON NEARBY SHELVES 
OF INDUSTRIAL SUPPLY DISTRIBUTORS 


BAY STATE TAP AND DIE COMPANY 
MANSFIELD, MASS. 
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E. R. Hawkins (left), an oil well 
contractor, was on the point of 
being convinced by Ivan Champlin, 
Bud Bowen and W. M. Plummer, 
Howard Supply Co., Bakersfield, 
Calif., when a light earthquake 
shook the building and changed 
the subject of conversation. 








Demand Raises 
Petroleum Production 


Petroleum’s time-honored midwinter 
seasonal recession has gone into reverse 
due to very heavy demand for fuel oils, 
according to Business Week. “It may 
be the tail wagging the dog—fuel oils 
brings a much shorter price than gasoline 
—but it’s a fact just the same. Petro- 
leum production fell off from a wartime 
peak of 4,944,000 bbl. daily last July to 
around. 4,450,000 in November. Since 
then, it has risen to above 4,700,000 bbl. 
at a time when it should be scratching 
bottom. The oil industry isn’t getting 
the breather it had hoped for. Now it 
remains to be seen if a high-level econ- 
omy is going to smooth out the seasonal 
curve of petroleum production perman- 
ently.” 





E. O. Winans believes his prac- 
tical engineering experience is in- 
valuable in his training for outside 
salesman with the West Virginia 
Mine Supply Co., Clarksburg. 
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UPSON-WALTON 
6x37 LAYRITE WIRE ROPE 


OR overhead traveling 

cranes in steel mills, for 

winch lines and slings, for hold- 

ing and closing lines on grab 

buckets, for towing hawsers and 

mining machine ropes—industry 

after industry has conditions where high strength must 
be combined with great flexibility. 

Wherever drum or sheave diameters are small, or where 
reverse or acute bends are encountered, fatigue stresses 
are high. For this type of service Upson-Walton 6 x 37 
Perfection Layrite Cable is best because the individual 
wires in the strand are finer; therefore they are more flex- 


ible and better able to resist fatigue stresses. In addition, 
the greater number of fine wires in the rope gives it a 
greater metallic area, so strength is still high. 


Hemp center or, where crushing conditions are ex- 
tremely severe, IWRC (independent wire rope center). 

Specify Upson-Walton 6 x 37 when you need maximum 
flexibility plus a high degree of strength. 


Specify Perfection grade because this improved plow 
steel is the strongest and toughest and most resistant to 
wear of all the grades of wire used to make rope. 


Specify Layrite because this fine preformed wire rope 
results in longer life, greater safety and greater economy. 


Upson-Walton 6 x 37 Perfection Layrite is worth specifying, 
and always up to specifications! 


Established 1871 


Copyright 1946—The Upson- Walton Company 


THE UPSON-WALTON COMPANY 


WManupacturers of Wire Rope, Wine Rope Fittings, Jackle Slocks 


MAIN OFFICES AND FACTORY: CLEVELAND 13, OHIO 


737 W. Van Buren. Street 
Chicago 7 


114 Broad Street 
New York 4 


241 Oliver Building 


Pittsburgh 22 


= 
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A complete line from a single 
source... easier to sell ...greater | 
dependability...enables you to | 
give better and quicker service | 
to your customer. Three reasons | 
that add up to more profit for | 
you. Medart’s outstanding ad- | 
vertising campaign in leading | 
trade journals means a greater 
1946 Medart market for you! 









V-belts and 
V-sheaves 


All Other Power 
Transmission 
Equipment 





Not just catalogs... but informa- 
tive, helpful power transmission 
equipment guides. Minimize 
complicated engineering compu- 
tations. ..excellent for your refer- 
ence files. Write for yours today! 











Cedar Rapids, la., branch of the 
Globe Machinery & Supply Co., is 
pictured as he starts to make out 
an order phoned in by a customer. 





Kennametal Opens 
Pittsburgh Office 


Kennametal, Inc., Latrobe, Pa., man- 
ufacturers of cutting tools, milling cut- 
ters and wear-resistant parts, has estab- 
lished a district office in the American 
Bank Bldg., Pittsburgh, Pa., to cover 
Western PennSylvania and West Vir- 





ginia. Field activities of Kennametal 
offices in Erie. Rochester and Syracuse 
will be supervised from Pittsburgh. Fred 


J. Hennig, Jr.. is manager of the new | 
office and will be assisted by F. R. Dinger, | 


| another well-known tool engineer. 


A new Kennametal office was estab- | 
lished at 538 North Erie St., Toledo, 
Ohio, to distribute and service single- 
point tools and milling cutters in that 
area. E. D. Porter is in charge. 








The financial and clerical duties 
of the John J. Normoyle Co., Mo- 
line, I., are handled by Mrs. 
Helen. Timmerman, Mrs. Nor- 
moyle, wife of the owner, and 
Mrs. Dorothy Andrews. 
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Rubyfluid Soldering Flux 
Keeps Customers 
Coming Back 


Customers keep coming back 
for more Rubyfluid Paste or 
Liquid Soldering Flux. They 
like the way it wets out freely 
and properly prepares metal to 
give solder a firm hold. They 
want more of this flux that has 
no harmful or objectionable 
fumes—is easy and economical 
to use—assures strong neat 
unions every time. Recommend 
Rubyfluid—enjoy repeat busi- 
ness. 


The Ruby 
Chemical Co. 


76 McDowell St. 
Columbus 8, Ohio 


‘ 























AMERICAN 


CORDAGE PRODUCTS 


A Complete Line 


ROPE © TWINE © OAKUM 
PACKING 





AMERICAN MANUFACTURING CO. 


BROOKLYN 22, N. Y. 


Branch Factories: 
ST. LOUIS CORDAGE MILLS, St. Lovis 4, Mo. 
DELAWARE RIVER JUTE MILLS, Phila. 48, Pa. 


Sales Offices: Baltimore * Boston * Chicago 
Houston * New Orleans ° Philadelphia 
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Most Every Call 
a Potential Sale for 


SOME Walker-Turner 


MACHINE TOOL 




































@ Walker-Turner Machine Tools are streamlined, speedy 
and versatile. They handle so many operations in industry 
that almost every production and maintenance shop is a 
prospect for a profitable sale. 


CONSISTENTLY ADVERTISED 


This company backs up your sales effort with a sound 
advertising program which has expanded consistently 
for years. It reaches all industries. 





BROAD INDUSTRY ACCEPTANCE 


Tens of thousands of Walker-Turner 
Machine Tools are piling up production 
records and reducing cost-per-operation 
figures. They are handling countless jobs 
in maintenance work, at a profit, too. 


IRON CLAD DEALERS’ POLICY 


In force for eight years. We have never 
sold direct in the entire period. No distri- 
butor has ever failed to get complete 
protection on sales in his territory, and list 
prices are always enforced. 





RADIAL DRILL 
Drills to any point 
in 62” circle. 110 
to 8300 R.P.M. 


20” DRILL 
PRESS 

12 models—1! 
fo 6 spindles. 
260 to 5200 
R.P.M. 








BAND SAW 
14” and 16” 
models. 200 to 
5300 S.F.M. 


rusts MACHINE TOOLS 


company inc. DRILL PRESSES — HAND AND POWER FEED © RADIAL DRILLS 
PLAINFIELD. 1.2. METAL-CUTTING BAND SAWS @ POLISHING LATHES © FLEXIBLE SHAFT MACHINES 
v.60, RADIAL CUT-OFF MACHINES FOR METAL © MOTORS © BELT & DISC SURFACERS 
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Pennies. not dollars! 


Now that factories are running 
on competitive business and 
wages and materials are going 
up, the surest way to a prospect’s 
heart is to talk money — savings, 
profits, the value of increased hu- 
man and mechanical efficiency. 


What an opportunity to sell 
‘Budgit’ Hoists. Increased pro- 
duction at lower cost! Daily 
amount of electrical current used 
so small as to be negligible! 
Workers’ energy diverted from 
lifting, and concentrated on pro- 
duction that means profits! Free 
from the danger of rupture and 
strain, the worker is happier in 
his job—an important factor 
these days. 


Naturally you will point out 
that ‘Budgit’ Hoist was not only 
the pioneer among portable elec- 
tric hoists but it is still far and 
away the leader with its modern 
design, mechanical éfficiency, 
anti-friction bearings throughout 
and all working parts operate in 
grease in a sealed housing. 


But the main idea today is 
cutting costs with ‘Budgit’ Hoists. 


Send for as many 
copies of Bulletin 
No. 37l as you 
need in your sell- 


ing. 
MAXWELL 


Ml 





‘BUDGIT” 


Hoists 





MANNING,MAXWELL & MOORE, INC. 


MUSKEGON, MICHIGAN 
Builders of ‘Shaw-Box' Cranes, ‘Budgit' and 
“Load Lifter’ Hoists and other lifting specialties. 
Makers of Ashcroft Gauges, Hancock Valves. 
Consolidated Safety and Relief Valves and 
‘American’ industrial instruments. 
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Distributors 


The COLUMBIAN VISE & MEG. C0. 


9025 BESSEMER AVE. ° CLEVELAND 4, OHIO 








LEADERS IN LIGHTS AND 
LEADERS FOR you 


Pecause they re JUSTR ITE 


You'll make profits with these fine sturdily built Justrite 
lanterns—they sell fast because they give satisfaction. 
Justrite Industrial “head” lantern No. 1955 at left is 
designed for all types of maintenance work. Powerful 
beam can be focused exactly where you want it because 
of specially designed bulb housing that fastens on 
head, shoulder, wrist or knee. Battery case fastens with 
shoulder and waist straps—hands left free. Uses stand- 
ard 6-volt dry cell battery. 























All-Purpose Headlamp 


Justrite 4-cell headlight lantern 
No. 1904 provides powerful 
spot beam or can be used with 
Justrite Honeycomb Lens for 
wider spread of uniform light. 
Fastens around head or hat by 
elastic band. Battery case slips 
‘in pocket or clips to belt. Uses 
standard flashlight batteries. Model 1904 





Available soon! Check your requirements or write today for the name 
of your nearest Justrite distributor. 





JUSTRITE MANUFACTURING COMPANY 
2063 N. Southport Ave., Dept. A-1, Chicago 14, Ill. 
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Franklin A. Alter, manager, Harry 
Alter & Sons, Davenport, finds the 
telephone a great help in urging 
along lagging deliveries. 


Coal's Fatality Rate 
Lowest In 1945 


The coal industries fatality rate for 
1945 was the lowest of any year in a con- 
tinuous series of annual statistics on 
coal-mine injuries extending back to the 
early 1870's. Coal Age disclosed in an 
article by Forrest T. Moyer, chief, Ac- 
cident Analysis Division, U. S. Bureau 
of Mines. 

“Reflecting the relatively high produc- 
tion during 1945, estimated at 630,615,000 
net tons, the fatality rate was 1.72 per 
million tons. a reduction of 10 percent 
from 1.91 per million tons in 1944, The 
rate of 1.72 was less than half that of 
3.80 per million tons in 1918, a war year 
with conditions of pressure and _ stress 
somewhat similar to those in 1945. 


Chilson Expands 
Industrial Services 


Francis Chilson. industrial consultant 
in the process and packaging industries, 
has announced the expansion of his serv- 
ices. The firm is now known as Francis 
Chilson Industrial Consultants and will 
add to its present research offices in the 
Harwood Building. Searsdale, N. Y. The 
New York City offices will continue at 
101 Park Ave. 


Partnership Changed 
Into Corporation 

The partnership of Earle Ludgin & 
Co., Chicago advertising agency, was 
succeeded on March 1 by a corporation 
of the same name. This is a change in 
form only. Both the ownership and the 
management of the company remain un- 
changed. 





NELL CASTERS 


DAR 


Darnell Dependa- 
bility assures sav- 
ings, service, safety, 
speed. A caster or 
wheel for every use. 


og FOR NEW 192 PAGE 
Write DARNELL MANUAL 


DARNELL CORP. LTD 
LONG BEACH 4. CALIFORNIA 
60 WALKER ST NEW YORK 13. NY 
36 N CLINTON CHICAGO 6. ILL 
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Iu Desiqu 
The many features orig- 


inated by C & L testify to 
their design leadership. 


Iu Performance 


The sound construction 
of C & L Torches and Fire 
Pots assures top per- 


formance and long life. 


Iu Popularity 


For more than 50 years, 
C&l tools have been 
the favorite of mechanics 


and jobbers. 


Distributed through all 
leading jobbers. 


TORCH 
NO. 32-A 





CLAYTON & LAMBERT MFG. CO. 


Torch and Fire Pot Division 


1701-1715 Dixie Highway 
Louisville 10, Kentucky 








Headed by Harvey J. Stangel (far right, back) and Adolph C. Stangel (third 
from right, front), the men of the J. J. Stangel Hardware Co., Manitowac, 
Wis., recently attended a sales meeting with representatives of the Graton 











& Knight Co., Worcester. Dick Howarth (second right, back) and Edwin 


Morris (fourth right, back) represented the leather concern. 





Crandall Retires, 
Headed California Firm 





| Shannon Crandall, president of the 
California Hardware Co., Los Angeles. 
| las withdrawn from active management 
of the distributing company and retired 
to the chairmanship of the board of di- 
| rectors. Mr. Crandall has been associ- 
|ated with California Hardware for al- 
|most 50 years, and entered the whole- 
‘sale business in San Francisco in 1887. 
| Walter W. 
| president and Shannon Crandall, Jr.. 
executive vice-president, with E. P. Hal- 


Coulson has been named 


lock as vice-president and sales manager. 


Specializes In Odd 
And Hard-To-Get Items 


H. G. Baker. president of the Baker 
Mechinery Co., Des Moines, is pleased 
with his firm’s reputation for carrying odd 
sizes and hard-to-get items. The Des 
Moines distributing firm differs from 
others in another important point, too. 
Unlike some automotive parts firms which 
have entered the industrial supply field, 
Baker reversed the process and entered 
thé automotive accessory market several 





years ago. Currently more than half of 
the Baker sales volume comes from this 
department. 
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Representatives of the Quaker Rubber Co., Philadelphia, recently conducted 
a sales session with the men of L. L. Ensworth & Son, Inc., Hartford. The 
meeting lasted from early afternoon until almost 10 o’clock and was devoted 
to sales instruction on hose, belting and packing. 


ae ee 




















Great Lakes Supply 
Publishes House Organ 


A house organ edited and. produced 
by employees, Great Lakes Supply Corp., 
Chicago, has just come off the press. It 
is tentatively titled, “What's My Name?”, 
and will be published monthly as a five- 
page newspaper. A contest is under way 
to select an appropriate and permanent 
name for the publication. Acting as ad- 
visor to the editorial staff is Lewis Glass- 
ner, company personnel director. 


Watson-Stillman Co. 
Advances Stillman, York 


A. G. York and F. H. Stillman were 
elected to the board of directors of The 
Watson-Stillman Co., Roselle, N. J. Mr. 
York continues also as vice president 
and general sales manager of both the 
Hydraulic Machinery and Distributor 
Products Divisions of the company. He 
has been associated with Watson-Still- 
man for more than 25 years. Mr. Still- 
man, grandson of the firm’s founder and 
nephew of the present president, has 
been with the company for 11 years. 


Jessop Steel Forms 
Export Sales Unit 


The Jessop Steel Co., Washington, 
Pa., has formed the Jessop Export Sales 
Corporation with offices located in The 
Evening Post Building, 75 West St., New 
York City. The new firm is a wholly 
owned subsidiary of the Jessop Steel 
Co., but is independently operated. R. M. 
Paxton, Jr., district manager of the 
Jessop Steel Co. is vice president and 
manager of the Jessop Export Sales unit 
and is assisted by H. M. Dawson as di- 
rector of sales. 


Cutler-Hammer Adds 
To Research Staff 


C. T. Evans, C. W. Kuhn and R. A. 
Millermaster, all members of the devel- 
opment department for some years, have 
received new appointments on the re- 
search and development staff, Cutler- 
Hammer, Inc., Milwaukee electrical 
manufacturers. 

Mr. Evans, with the concern since 
1908, is now consulting engineer. Mr. 
Kuhn, who joined Cutler-Hammer in 
1923 as a student engineer, is now as- 
sistant manager of development. Mr. 
Millermaster, associated with the firm for 
19 years, is also assistant manager of 
development. 




















































REJECTION 
LOSSES 





Zs REWORK 


4 with OILSTONE Files 


Machined parts, rejected at inspection for scratches, 
burrs, snug radii or sharp edges, represent a critical 
investment in scarce materials and high production 
costs. Expensive machine salvage operations or out- 
right scrap loss can be avoided—for these parts can be 
quickly reworked, free-hand, with oilstone abrasive files. 


Whether on revolving work or bench pieces, the hard, 
sharp abrasive crystals in Oilstone Files, shaped for 
conformity to work contours, quickly but delicately re- 
move burrs and sharp edges, refine radii and bevels or 
climinate binding of mated parts. 


India (Aluminum Oxide, oil-filled), and Hard Arkansas 
(natural abrasive) files offer Industry a complete size 
and shape range of over a hundred standard stock items 
with a finish spread from coarse, medium and fine India, 
to the surgical fineness of Hard Arkansas. Write for 
descriptive folder, ‘“‘Oilstone Files.” 


*An ABRASIVE File is ALL FILE! 


WN BEHR-MANNING - TROY,N. Y. 


10) 0 #t-)0e), Mle) am, [e) ie), Mee) 07.0. ba) 


~ Aue Quality Coated Abrasiues Since 1872 
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DUDGEON 
TYPE 22 


The new DUDGEON 
22 series is a stream- 
lined design, increos- 
ed in ruggedness by 
simplified construc- 
tion. The sturdy one- 
piece frame with- 
stands heavy use 
without cracking or 
worping . . . assure 
life long rapid pro- 
duction in rolling 
tubes. A hardened 
guide ring becring 
against the hardened 
surface of the frame 
provides longer life 
thon the customary 
bronze bushing. This 
series expands oa 
forge range of tube 
govge sizes, draws 
ond sets the tubes 
automatically and 
gives smooth, rapid 
expansion ond feed. 






































Complete literature 
on DUDGEON prod- 
ucts — exponders, 
hydrovlic pumps ond 
jocks — ovoilable. 
Write Deport ment 


24 COLUMBIA STREET, NEW YORK 2. N. Y. 





Customers need extra 


GRIPPING POWER? 
Sell poe ls 





Mac-if alloy steel 























savare head set screws 

) 5 | are. milled from the 

‘ : solid bar with die-cut 

- Ago ws : s threads. Heat-treated 

OOD 44 bo for maximum torsional 
i “3 7 strength and to 
resist upsetting 
. : of the points. 

; ts antead 


Moc-it Products Include: Socket Heed Cop 
Screws, Hollow Set Screws, Hexagon Head 
Cop Screws, Squore Heod Set Screws, 
Stripper Bolts, Hexogon Socket Pipe Plugs. 








NG, CARLISLE & HAMMOND CO. - Cleveland 13, 0. 


230 MILL SUPPLIES © APRIL, 1946 











Machinery & Supply Co., Sioux 
City, la., believes in keeping floor 
space occupied with neat displays 


of merchandise. Customers com- 
ing in for some small purchase 
often make a bigger one as the 
result of seeing equipment on 
display. 





Thesz Replaces Tahsler 
For Pattison Supply 


George Thesz has taken over the Elyria 
and Lorain, Ohio, territory for the W. M. 
Pattison Supply Co., Cleveland. Mr. 
Thesz replaced Richard Tahsler, who, af- 
ter 36 years with the distributing firm, 
is now connected with the Harrison Tool 


Co., Elyria. 


Clark And Marion 
Rejoin Central Supply 
Hubert Clark and W. H. Marion, both 


returned service men, have taken over 
outside territories for the Central Supply 
Co., Fresno, Calif. Mr. Clark was in the 
Army for two years, while Mr. Marion 
served in the Navy for four. The former 
will handle general lines and the latter 
will specialize in the cotton gin and mill- 
ing trade. 


Minick And Fluke 
Transferred By Goodrich 


W. L. Fluke and Lee S. Minick, mem- 
bers of the helting sales department, 
industrial products sales division, B. F. 
Goodrich Co., Akron, have been trans- 
ferred to new territories. 

Mr. Fluke, V-belt sales engineer, has 
been sent to Los Angeles to promote the 
sales of V-belt sheaves and related trans- 
mission equipment. Mr. Minnick, who 
returned to the company last June after 
thgee years in the armed forces, has gone 
to Mexico City, where he will be a sales- 
man for Compania Hulera “Euzkadi,” 
S.A., a Goodrich associate firm. 
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Harry Truair, store manager, and 
Elmer Repp, sales engineer, Cur- 
tis Supply Co., Buffalo, work to- 
gether filling counter orders when 
business gets heavy. 





Bowman Again With 
Automatic Sales 


A. Donald Bowman, who represented 
Automatic Transportation Co., Chicago, 
in the Connecticut territory before the 
war, has returned to the company and 
will resume his activities in the state of 
Connecticut. A veteran of Naval avia- 
tion service during the first World War, 
Mr. Bowman joined the Army Air Forces 
in 1942 as a captain and served both in 
When re- 
he was a 


this country and in Europe. 
leased 
lieutenant-colonel. 


from active service 


Klauer Joins 
Alter Sales Force 


Al Klauer has jointed the outside sales 
Alter & Sons, Davenport 
distributing firm. according to Franklin 
A. Alter, manager. The addition of Mr. 
Klauer to the Alter selling team is in 
line with the firm’s policy calling for 
more intensive coverage of its territory. 


force of Harry 


Mr. Alter believes that now is the time 
to 
never before. 


concentrate on customer service as 











T. H. Humphreys, sales manager 
of the C. W. Farmer Co., Macon, 


Ga., answers a call while Ken 
Morse, Buffalo Fire Appliance Co., 
representatives, sits by and waits. 












yer 


= PRECISION BRAND 


SN SHIM STOCK 


and Thickness Gauge 


Easier to use—easier to sell, Precision Brand packaged shims have proved that it poys to 
sell a brand that moves fast—one that has been properly packaged to save time 
bother, and waste in handling. That’s why so many factory and mill supply houses 
feature them. Of the highest quality, Precision Brand pockaged shims come in 
attractive dispensers that have real sales appeal. 


Write for COMPLETE INFORMATION—CATALOG SHEETS AVAILABLE upon Request 


ASSORTED SHIM STOCK 


BRASS — STEEL 


Contains an assortment of the 4 
most popular shim. thicknesses —— 
6”x50” each. Incellophane wrapped 


easel type dispensers. 










SHIM sTitt 


om 


= 
e SHIMSTEEL “Sass 
HEAVY SIZES . 
6x100” and 112x120” in 200 pound 
test corrugated paper cartons. Thick- 
nesses up to .031”. Complete range 






SHIM STOCK 
BRASS OR STEEL 


Single rolls 6x100” each, 600 sq. inches 


to the carton. In all popular thicknesses. 
Cellophane wrapped. 


SHIM PACKETS 


BRASS OR STEEL 





Flat stock -—- total 6 pieces. Each 
336”x6”"—120 sq. in. 2 pieces each 
001, .002, .003. 48 packets to the 
box, 
THICKNESS GAUGE STOCK 
Ya" WIDE 
Precision Brand thickness or feeler gauge 


THICKNESS 
GAUGE STOCK 


Precision Brand quality 
polished 
ends. 12 
envelopes, 
108 pieces to the carton 
ular thicknesses. Size 


stock is manufactured from finest quality 
tempered and polished spring steel, espe- 
cially for this purpose. In dispensers and 
in 10, 15, and 25 foot lengths. All popular 
thicknesses, Cellophane wrapped 


Tempered 
and edged with rounded 
inch lengths in individual 
12 to the box, 9 boxes 


All pop- 
etched on 


each piece. 





& 





ORDER TODAY 


TaN Ol @a\ O) oa © ©) @) De B) AYA) (O)\ 


INC. 
CHICAGO 24 


PRECISION STEEL WAREHOUSE, 
4409-25 W. KINZIE STREET ° 
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Takes it! 


ERHAPS the finest quality of 

a ‘Load-Lifter’ after its lifting 
ability, is its capacity for taking 
punishment. No matter how 
grueling the job, how many work- 
ing hours a day or how near 
capacity the loads, the ‘Load- 
Lifter’ takes it—and is -ready 
for more. 

It’s a great selling point espe- 
cially for the competitive era we 
are entering. Equipment faces a 
peace time production job that 
has another element war-produc- 
tion contracts could ignore... 
“at the lowest cost” becomes 
vital. 

So a trouble-free hoist is highly 
desirable. 


The simple rugged construction 
of the ‘Load-Lifter’ has no fancy 
gadgets perpetually needing at- 
tention. The special features, not 
found in their entirety in any 
other electric hoist, are respon- 
sible for mechanical efficiency and 
long life. 


And there is a selling story 
perfect for the time. 


Write for Catalog 215 and let it help 
you sell ‘Load-Lifter’ Hoists. 


ay; LOAD LIFTER 
iM Hoists 


MANNING, MAX WELL & MOORE, INC. 
MUSKEGON, MICHIGAN 
Builders of ‘Shaw-Box' Cranes, ‘Budgit' and 
‘Load Lifter’ Hoists and other lifting specialties. 
Makers of Ashcroft Gauges, Hancock Valves. 
Consolidated Safety and Relief Valves and 
‘American’ industrial instruments. 
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Belt-Drive 
Problems? 


SOLVE THEM 


with ihe 













Get in touch 
with GLOBE 
now— cate 
logs and dis 
tributor plan 
sent on re- 


GLOBE can supply a wide selection 
of Solid Woven Cotton Beltings, End- 


less Woven Belts, 


if Webbings, etc. to 
meet most every re- 
quirement. 

Gi # &. Woven 


Belting Co, Inc. 


1400 Clinton St., Buffalo, N. Y. 














WR GOES YOUR YARDAGE 


2) GO YOUR SHOVEL 
Ny 
@ REPLACEMENT COSTS 





You can guarantee your customers 
“the most shovel service per dollar” 
with RAZOR-BACK. the only fully 
modern shovels with tapered blade 
thickness and tubular shank—giv- 
ing full 13 gauge thickness and 
strength up the middle to meet 
the wear and strain, but only 
15 gauge over-all weight and 
better balance to speed the 
work. Send for Catalog 
and Prices. 














**SURFACE PEENED" 
2/. to § 

times 
tougher 


——— 


THE UNION FORK & HOE CO. 


684 Hocking St., Columbus 15, Ohio 


RAZOR-BACK 


Only Shovel with a Backbone 
Industrial Forks, Asphalt & Road Rakes 
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“Yankee” Tools are in the 
thick of national production 
. turning screws, boring 
holes, gripping metals at the 
bench . . . doing what good 
tools were supposed to do, 
and what the ingenuity of 
“Yankee” Tools does faster, 
easier, and better. Now, of 
course, workmen who want 
good tools will want “Yan- 
kee” Tools. For they know 
the importance of good tools, 
and will remember this fa- 
mous name. “Yankee” Tools 
have what it takes to save 
time, labor, and money on 
countless jobs. 
“YANKEE” fine Mechanics’ 
Tools are standard for qual- 
ity with INDUSTRIAL SUP- 
PLY DISTRIBUTORS the 


country over, 


“YANKEE” SPIRAL SCREW DRIVER No. 130A 
A Size for Every Purpose 


“YANKEE” TOOLS 


make good mechanics better 
th Br Mfq. C Phila. 3 A 


d 1880 





Mokers, also, of *“* Yankee-Handyman”’ Tools 
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3) 
Chase Parker & Co., Boston, en- 
courages cooperation between 
inside and outside salesmen. 
Here Eddie Dowling, inside man, 
and outside man, Gordon Tobey, 
put the policy into practice. 





Two Promotions By 
Wagner Electric 


J. R. Rose and H. H. Brandenburger, 
both connected with the Wagner Electric 
Corp., St. Louis, for more than 20 years, 
have been advanced. Mr. Rose is now as- 
sistant sales manager of the firm’s auto- 
motive equipment devision. Mr. Bran- 
denburger has been promoted to manager 
of the automotive parts division, and will 
direct the service 
branches «and the distribution and mer- 


operations of all 


chandising of repair parts. 


Blakeslee Resigns 
From Strand & Co. 


Clyde W. Blakeslee, who retired re- 
cently as general manager of the N. A. 
Strand & Co., Chicago. and was employed 
in an advisory capacity, has resigned 
that position also on March 1. W. H. 
Swanson, general manager, announced 
the appointment of Jack O. Edgerton to 
the sales staff of Strand & Co. 


Curry Advanced 
By Wickwire 


J. G. Curry has been made assistant 
sales manager, structural products divi- 
sion, Wickwire Spencer Steel division, 
Colorado Fuel & Iron Corp., New York. 
Mr. Curry has been with the company 
for some years and was formerly assigned 
to special sales work. Mr. Curry will 
make his headquarters in Buffalo. 





PRECISION 
LATHES 


from any angle, better lathes for 
turning small parts with precision, 
speed and profit. 

Modern, lighter, faster, handier equipment. 


Rigidly built to hold its close accuracy under 


round-the-clock operation. Surprisingly inex- 


pensive. 





BOOTH 1831 


A.S.T.E. SHOW 


CLEVELAND 


APRIL 8th to 12th 






















(Illustrated) 
Sheldon S-56 
11}” Swing 

1” Collet Capacity 
56” Bed 


Write for 
Bulletin 


SHELDON MACHINE CO., INC. 
4232N. Knox Ave., Chicago 41, U.S.A. 
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The Complete Line with PROMPT SERVICE 





NEW QUANTITY DISCOUNTS 
Write for new discount sheets on the famous line of 
GROBET Hand Cut, Ground Cut Rotary Files, Die- 
sinkers, Burs, Countersinks, etc. Now shipped promptly 
from plants on each coast and the central west. 















IMPORTERS OF GROBET SWISS FILES 
Plants: New York © Chicago @ Los Angeles 

















SHEAR 7 
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“DIE-LESS” 
DUPLICATING 


is a widely used modern industrial production tech- 
nique of great versatility. It was made possible by 
the adaptability and easé¢ of operation of DI-ACRO 
Shears, Brakes, Benders,—precision machines which 
make parts just as accurately as dies to a tolerance 
of .001” in all duplicated work. 


The merit of the DI-ACRO System of METAL 
DUPLICATING WITHOUT DIES plus our 
consistent advertising to industrial plants has created 
a constantly broadening market 
and a remarkable interest in “DIE- 
LESS DUPLICATING”. Send 
for catalog and complete dealer 
information. 




























Write for Catalog 


Pronounced 
**DIE-ACK-RO" 





312 EIGHTH AVE. $0. - MINNEAPOLIS 15, MINN 
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C. W. Moss has charge of surplus 
material disposal for the Hartfield- 
Healy Supply Co., Buffalo, which 
was appointed an agency by the 
War Assets Corp. 





Rubber Agreement 
Protects Synthetics 
The agreement of the United States 


to buy crude rubber from the British, 
French, and Dutch at 2014¢ a pound 


| spreads an umbrella over our war-built 


synthetic industry, Business Week ob- 
served. “This price, plus shipping costs, 
just about matches the domestic ceiling 
of 22%¢ on crude,” says the publication. 

“Synthetic sells for 18%¢ against 
22%¢ for the natural product. The 4¢ 
spread allows for higher fabricating cost 
with synthetic. This spread leaves plenty 
of margin over production costs for any 
of the even moderately efficient plants. 
But protection of home industry isn’t 
guaranteed for long under the new agree- 
ment; that with the British expired 
March 30, those with the French and 
Dutch on June 30. And if these nations 
want to regain their American market, 
they will have to cut prices later on. 


| Nobody much doubts that synthetic can 


be made for 15¢, maybe 10¢.” 








Three additions to the staff at the 
Heim’s Machinery Supply Co., 
Rockford. They are, left to right, 
O. H. Reiss, manager, and R. E. 
McCartney and Elmer Skoumal, 
salesmen. 
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The metal shop crew, Tennessee 
Mill & Mine Supply Co., Knoxville, 
watches Granville Harbin at work. 
Left to right are Jim Tolliver, 
Horace Stewart and Mr. Harbin. 





Smith Takes New 
Corporation Post 





Harry E. Smith of the Manhattan-Di- | 
vision, Passaic, N. J., and vice president | 
of the Raybestos-Manhattan, Inc., has 
been placed in complete charge of the | 
rubber product sales and marketing. The | 
announcement of the change was made | 


| 


by Sumner Simpson, president. | 


Brakeblok To Build | 
In Virginia 

The American Brakeblok Division, 
American Brake Shoe Co., Detroit, has 
purchased 40 acres of land in Winchester, 
Va., for the purpose of erecting a new 
plant. Plans have not as yet been com- 
pleted, but it is known that the building 
will be of the most modern design, and 
will cost approximately $500,000 with 
equipment. The new building is the third 
to be erected under the firm’s expansion 
program. 





Gillis Represents | 
Warren Tool 

John J. Gillis has been appointed New 
England representative by the Warren 
Tool Corp., Warren, Ohio. Mr. Gillis, a 
manufacturers’ agent since Dec. 1945, was 


formerly connected with the American 
Steel & Wire Co., Cleveland. having been 
manager of sales in the firm’s Worcester 
cfice, and the Spencer Wire Co., West 
Brookfield, Mass. He was vice-president 
and general manager of sales of this last 
concern when he decided to enter busi- 
ness for himself as a manufacturers’ rep- 
resentative. 














IMPORTANCE 
TO INDUSTRY 
MEANS --:-> 


BUSINESS 
FOR YOU 


Socket Set Screws 
Socket Head Cap Screws 
Socket Head Stripper Bolts 


Socket Screws— 
Dardelet Thread 


Socket Screw Keys 
Socket Pipe Plugs 
Square Head Set Screws— 






THEIR 


GOOD 





Tool Post Screws 


THE sound, steady progress of American 
Industry is dependent in great part on such 
accessories as BLUE DEVIL Socket Screws. 
They have proved themselves equal to any 
requirement — they are safe and dependable 
for high precision work — they are manufac- 
tured with great precision and care. Out- 
standing records made by BLUE DEVIL 
SOCKET SCREWS in plants all over the 
country have set high standards for future 
manufacturing perfection. They will continue 
to uphold and sustain these fine records. You 
can make us your valuable supply source for 
Screw Products that have a good sales future 
... let us send you facts that will aid your 
selling. 


SAFETY SOCKET SCREW CO. 


4445 WN. KNOX AVE. CHICAGO 30, ILL. 
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CARBIDE TIPPED CUTTING TOOLS 


40, /0, 
wearer 









A wide range of tools of all types to 
meet a variety of needs. 





More quality sales features per tool. 
They're better, therefore more saleable. 






W-S Tools are easy to stock, easy to 
find, easy to identify. 






Every tool protected with molded plastic 
tip easy to remove and replace. 











Leading publications carry. Wendt-Sonis 
ads where they count the most. 










Generous discounts assure you of a 
liberal profit on W-S line. 






Write for the full story about this finer line .of carbide tipped 
cutting tools today ... it’s the line you're looking for! 


\ 
a. 


< 


WENDT-SONIS COMPANY, HANNIBAL, MISSOURI 
Branch Warehouse: Long Beach, California 

BORING TOOLS © CENTERS © COUNTERBORES © SPOTFACERS © CUT-OFF 

TOOLS © DRILLS e¢ END MILLS e FLY CUTTERS © TOOL BITS oe 

MILLING CUTTERS © REAMERS © ROLLER TURNING TOOLS ¢ SPECIAL TOOLS 


parma 
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Officials of the Frank Groves Co., 
San Francisco, discuss their ex- 
panding territory. Left to right, 
E. A. Thirkeli, manager, Portland, 
Ore., branch; Frank Groves, gen- 
eral manager, and H. P. Waldron, 
manager, San Francisco. 





Peebles Heads Committee 
For Houston Chamber 


John L. Peebles, president and gen- 
eral manager, Peden Iron & Steel Co., 
Houston, has been made chairman of 
the domestic trade committee of the 
Houston Chamber of Commerce. He 
will direct an extensive program for the 
development and expansion of Houston 
domestic trade during 1946. 


Curran Made Director 
Of Rheem Company 


William FE. Curran, vice-president in 
charge of manufacturing activities, The 
Rheem Mfg. Co., New York, has been 
elected to the board of directors. An 
aviator during the first World War, Mr. 
Curran later joined the Republic Steel 
Corp., Youngstown, Ohio, as chief chem- 
ist, then became works manager of the 
firm’s Birmingham Coke plant. He joined 
Rheem, manufacturers of steel contain- 
ers and steel storage water heaters and 
tanks, in 1942. 


Gaites In New York 
For Bristol 


G. H. Gaites. recently regional sales 
supervisor, Cleveland and Pittsburgh ter- 
ritories, the Bristol Co., Waterbury, 
Conn., has been appointed district man- 
ager of the New York office. A veteran 
of the first World War, Mr. Gaites 
joined Bristol in 1920, was attached to 
the sales organizations of the New York 


| and Cincinnati offices until 1935 and was 
| then made manager of Bristol’s Instru- 


ment Co., Ltd., London, where he re- 
mained until 1937. On his return to 
this country, he became district manager 
of the Pittsburgh Bristol office. 




















Discussing electrical sales is this 
sales trio, J. M. Munn, Paul Cog- 
gins and L. D. Sies, Jr., in the 
office of Mills & Lupton Supply 
Co., Chattanooga, Tenn. The latter 
is recently out of the Air Force. 


Bomber Pilot Turns 
To Selling Career 


The lure of aviation had every chance 
to operate on 25-year-old Lawrence D. 
Sies, Jr., son of L. D. Sies, vice president 
of Mills & Lupton Supply Co., Chat- 
tanooga, Tenn., but when it comes to 
making a living, young Mr. Sies follows 
his dad’s footsteps and picks selling as a 
career. 

A little more than four and a half 
years ago, Mr. Sies, Jr., was learning 
about the supply business as a city desk 
man for Mills & Lupton. However, the 
war came along and young Mr. Sies de- 
cided he would have to be in it and, if 
he was going to be in it, he’d be a pilot. 
He joined the Army Air Forces and be- 
came a bomber pilot. He flew in some 
50 bombing missions from England over 
Germany. 

Recently discharged from service, Lt. 
Sies returned gladly to the job he left 
so hurriedly four and a half years ago. 
After brushing up on stocks, new prod- 
ucts and prices, Mr. Sies expects to at- 
tend a manufacturer’s selling class and 
then, with catalog and price lists, go out 
as a salesman—his original intention. 


Boylston Manages 
Patterson Store 


Thomas M. Boylston has been made 
store manager for Patterson Bros., New 
York distributing company. He joined 
the concern eight years ago as an in- 
dustrial supply salesman and had since 
advanced through the price, order con- 
trol and traffic departments. Before 
joining Patterson, Mr. Boylston was 
connected with Hammacher-Schlemmer, 
New York. 





IMPORTANT 








IF YOUR CUSTOMERS 
USE PRESSURE GAGES: 


This is the first technical catalog 
written on pressure gages. It explains 
the theory of operation and gives all 
the technical details of modern gage 
construction. It tells how the Helicoid 
movement works—an exclusive feature of 
Helicoid Pressure Gages. If you sell 
any quantity of pressure gages, it will 
pay you to get the complete story of 
Helicoid. We'll be glad to send you a 


copy of this new catalog on request. 


HELICOID GAGE DIVISION 
AMERICAN CHAIN & CABLE 
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32% NICKEL TYPE 317 STAINLESS @ wseDIUM CARBON 


18/8-MOLY 3% TO 4% 
GAS SHIELDED ARC SHIELDED ARC 
WELDING RODS 


29 H Tey 9 Co) ») t 9 Ow TO) BD 2.) 


With these three popular types of welding rods back in 
production, PAGE today offers an even more complete range 

of electrodes and gas rods — with quality and uniformity 

up to the usual PAGE high standard. If you sell welding 
equipment, it will be worth your while to get the PAGE story 
-— of product, promotion and field service. It will pay you 
to get in touch with PAGE. 


‘Monessen, Pa., Atlanta, Chicago, Detroit, Denver, Los Angeles, New York, Philadeiphia, Pittsburgh, Portland, San Francisco, Bridgeport, Conn. 


BAGE STEEL AND WIRE DIVISION 
AMERICAN CHAIN & CABLE 
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THE TOUGHER THE JOB-THE MORE 


REASON TO BUY AMERICAN” 








Notwithstanding the current great demand for American loading 
chains, sling chains, coil chains, conveyor chains, logging chains, 
railroad chains, machine chains — in fact, all types of welded and 
weldless chains — we will take no short cuts in manufacturing, 
inspection, or testing ... We will not compromise with American 
Chain quality, for that is something which our customers have 
depended on for many, many years, and we want them to continue 
depending on it for many years to come. Any chain made by American 
Chain must be safe, must be dependable ... We are making all we can, 
as fast as we can, under these principles. , 


AMERICAN CHAIN DIVISION 
AMERICAN CHAIN & CABLE 


In Business for Your Safety 
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WANT— 


(Continued from page 99) 














who doesn’t believe that his plant should 
be closed on Saturdays because the clos- 
ing would interfere with the firm’s ren- 
dering of service. Mr. Burns emphasized 
that most of his customers did their large 

repair and maintenance tasks on Satur- ( 
days and even Sundays in order not to 
slow down production. To deny them serv- 
ice at this time would be denying his 
greatest f::nction. 

Five and a half-day operations are 
necessary in the opinion of Paul Seward 
of Chase Steel & Supply Co., and Gordon 
F. Sondraker of Chamberlain Co., both 
of Los Angeles, and M. G. Gould of 
Hazard Gould & Co., San Diego, Calif. 
1 as Safety to men and load Chase Steel remains open because of the 
manpower shortage which still plagues 
2 i % the firm and Saturdays are used to clean 

- Efficiency of operation up inside work by everybody. Mr. Son- 
draker feels that Saturday opening is 


64 “a Low maintenance necessary for catching up on office work 
and for the purpose of holding sales meet- 


& Ri h ° ings. Hazard Gould & Co., has retained 
£119. t price the Saturday noon closing as a holdover 


practice from war days. 





CAPACITIES: 
Ya TO 40 TONS 


Closing impractical 








Where possible, Saturday closing is 
desirable for the industrial supply busi- 
F ORD HaA* ALL F OUR ness, according to Howard Learn, man- 
ager of the supply department of Charles 
You can assure your customer that the Ford H. Besly & Co., Chicago. “In our case, 
however,” he added, “the combination of 
manufacturing and distribution _ busi- 


om, 


a 


—— oan is | 


=x 


~~ 
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Tribloc is safe because its load chain has 















both high strength and-elasticity, while its nesses does not make it desirable and 
: drop-forged, heat-treated hook will give hence we work a half day, closing at noon 
i on Saturdays. We have changed hours 
| visual warning of overload. With spur-gear somewhat since V-J Day and now work s 
f construction and ball-bearing load wheels, a 44-hour week instead of the wartime 
| i ; f 48 hours. Naturally overtime costs have 
the Ford Tribloc is built for hard, constant, | gone down.” 
i high-speed work. Ford Tribloc has fewer While such hours would apply to in- 
| ‘ aps : side salesmen, Mr. Learn said it was hard 
parts than any other hoist in its field to be accurate concerning the number 
: and fewer parts mean lower maintenance. of hours put in by salesmen. “The sales- s 
men,” he explained, “probably average 
n ¢o York, Pa., Philadelphia, Chicago, San Francisco, less effective time though they may put 
Denver, Los Angeles, Portland, Bridgeport, Conn. in longer hours. Our men come into the 
€ = - office between 8 and 9 a.m., leaving at 
FORD CHAIN BLOCK DIVISION about 9 ne acing, crys : < 5 
p.m., going home at or shortly aiter. 
’ AMERICAN CHAIN & CABLE Between 11:30 a.m. and 1:30 p.m., quite 
often is dead time for a salesman because = 
In Business for Your Safety of the lunch hour. The salesmen work 
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Subject: WRIGHT HOISTS -1946 





THIS LITTLE MATTER OF REMINDING 




















ee ee ee ee ee ee ee ee ee ee ee oe eee ee eee ce 


The salesman,who puts a couple or 
three copies of the little 

WRIGHT Hoisting Equipment 
booklet in his pocket 
when he goes out to 
make calls is a wise 
cookie. Because then 
he can leave the 
customer or prospect who 
has material—handling 
problems something that 
might well prove up later 
as a profitable sale. 

Of course, many of the 
booklets you hand out will be thrown away, 
—but so what?—the great majority will 

be looked at, about 40% will be read, and 
some 10% will be kept. And, mister—that's 
better interest than you can get at the bank. 






























This reminder type of advertising is more 
than worth while. Whether it ever results 
in a visible reaction is beside the point. 
The booklet is a reminder of you and your 
WRIGHT line. And people need to be 
reminded—constantly. People are too busy 
thinking about themselves to be thinking 
of you or WRIGHT hoists. They have to be 
reminded to remember. ( Has anyone 
"reminded" you of Jap Rose soap recently?) 


You can get a supply of these small 
booklets, imprinted with your name, 
by simple request. 





WRIGHT MANUFACTURING DIVISION 
AMERICAN CHAIN & CABLE 
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Wlake EVERY B 


@ Regardless of how the branch pipe is to be attached — 
butt-welded, socket-welded or threaded—there is a sales 
opportunity for WeldOlet Fittings. 


These unique “fittings are designed expressly for making 
branch pipe outlets. It is only necessary to cut a hole in the 
run pipe, weld the fitting securely in position over the hole and 
then attach the branch pipe. 


In addition to simplifying the job of mdking branch pipe out- 
lets, WeldOlet Fittings provide full pipe strength at the joint 
and improve flow conditions. 


With features like these, you can readily see how easy these 
fittings are to sell. Write today for the new WeldOlet Catalog 
and distribution policy. With WeldOlet Fittings in your line, 
you'll be able to increase your welding fitting sales volume. 





RANCH PIPE 
OUTLET A SALES OPPORTUNITY 


BUY MORE BONDS AND KEEP THEM 


Forged Fittings Division 
BONNEY FORGE & TOOL WORKS * 645 N. Meadow St., Allentown, Pa. 


WELDQLETS 


WELDING OUTLET=-~THREADED OUJLET-SOCKET OUTLET 


), 


~ ee yy 4 2 j j ‘7 4/4 
“ar Wetted (s14GacH //ile VHtett 
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Saturday mornings getting records in 
shape and generally getting set for the 
new week. Quite possibly the average 
salesman has but 20 to 25 hours a week 
in which he can count on seeing his cus- 
tomers face to face.” 

Supply houses with automotive supplies 
are faced with the same problem as coun- 
ters are an important factor in their mer- 
chandising scheme and these require Sat- 
urday opening because Saturday morning 
business is most brisk. William S. Roby, 
vice president of The Sidney B. Roby 
Co., Rochester, N. Y., believes the Satur- 
day closing is possible in a strictly mill 
supply firm but with automotive supplies 
to sell, his firm must remain open. There 
is an overlapping of industrial and auto- 
motive supply lines and, since the firm 
is organized to handle counter business 
effectively, it is requisite and advisable 
to have both departments open on Satur- 
day. At the Frank E. Laffan Co., in the 
same city, a similar situation exists and 
even closing at 1 p.m. Saturdays is re- 
garded as costly as most people have 
their auto repairs made on that day. 





Service Sells 
Lubricants 
(Continued from page 89) 





choice of a particular lubricant for a 
specific application, are: 


1. Viscosity—Stickivess, ability to 
adhere. 

2. Density—The ratio of mass to 
volume. 

3. Stability—The ability to resist 
oxidation, change color, or be- 
come rancid in storage. 

4. Flash Point—The lowest temper- 
ature in degrees F, at which suffi- 
cient vapors are given off, to 
form, with air, an inflammable 
mixture that will burn momen- 
‘ tarily when a small flame is ap- 
plied. 

5. Consistency—The consistency of 
grease is the measure of its body 
content. 


There are other qualities: and char- 
acteristics of various lubricants, but the 
above will serve to indicate the indi- 
viduality of these vital products. 

The ability to make intelligent and 
well-founded recommendations in the in- 
dustrial lubrication field comes from the 





industrial supply salesman being able 
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to take accurate and careful note of ex- 
isting operating conditions and then to 
choose a lubricant. The lubricant must 
have the qualities and characteristics 
that will come the nearest to making it a 
perfect and long-lasting lubricant un- 
der specific operating conditions. 

Some of the most important operating ‘, 
conditions to take into consideration are: 


BRONNES 


Easy-to-use 


. e | 
1. Type of equipment—Heavy, me- St N 5 a XK TT “ b n C 4 t S 
dium, light. *s 


2. Speed of moving parts—Rapid, ‘ ie 


medium, slow. 

3. Type of operations—Constant, in- 
termittent, seldom. 

4. Climatic conditions — Hot, cold, 
dry, humid. 

5. Atmospheric conditions — Dust, 
moisture, salt, gas. 

6. Working temperature of equip- 
ment—High, medium, low, alter- 
nating. 

7. Parts to be lubricated—Internal, 
external. 

8. Purpose for which equipment is 
used—Power-plant, food-process- 
ing, textile fabrication, manu- 
facture. 

9. Method of applying iubricant— 
automatic, pressure, manual, 


brush. 


Upon the specific answers to the above 
and many other questions, will depend 
the type and grade of lubricant to be 
recommended. 


Easier to Sell 








\ sore Easter ta Sell 





a Everything that makes box wrenches easy-to- 
Lubrication service is easier to sell use—that makes them the way mechanics 
than many other less tangible services. like them—in short, everything that makes a 
All men working with, or responsible : ie , 
for valuable mechanical equipment are tool easy-to-sell you'll find in Bonney Box 
well aware of the havoc wrought by Wrenches. They are slim, light, well balanced. 
faulty lubricants or lubrication. You do : : ° 
not have to sell them on lubrication as a sasctinsanen-sthmatiptoniametline ctamaeeas 
whole, but on the superior service ren- pull-broached to exact size. 
dered by the line you handle. 
What does your line have that you Like all the tools in the complete Bonney line, 

consider unique in the field, or more . 
valuable than any competing line? Does they are drop forged from finest alloy steels 
it contain a larger number of special and “custom” heat-treated. Be sure the tools 
products for specific applications? Does you stock carry the name Bonney—the tools 
it stand up better under severe operating : . 
condiiens? fe f2 meso estneniad w that are easier to sell. Write for the new Bonney 
use from a standpoint of quantity neces- Tool Catalog and distribution policy. You will 
sary, or length of time it can be used? : 

~ Does it have a higher percentage of re- de glad you did. 

he claimability, or, are there other qualities 

di- and characteristics of your line of lubri- 
cants that will mean more and better BONNEY FORGE & TOOL WORKS 

- service to the user? 645 N. MEADOW ST., ALLENTOWN, PA. 

in- A small can or vial of some particular In Crentts Cuntenney Suet Commnenh Ltd. 

the lubricant with a specific application, at- ote channeneen aimee wile 

ble tracts attention and can often be used 








MILL SUPPLIES © APRIL, 1946 














R.. on row of revolving spindles hum, twisting 
loose fibred ribbons of “sliver” into strong rope-making 
“yarn”. Upon the uniformity of this yarn, depends much of 
the final quality in the rope that is being produced. Crafts- 
manship accumulated through over seventy-five years of 
experience, enables H & A engineers to d«termine exact 
specifications for the yarn needed to make ‘any particular 
grade of rope. With uniformity of twist and tension assured 
by automatic controls, spindles at the H & A mill confidently 
sing of quality cordage. All yarns, whether for the famous 
H & A “Blue Heart” Man- 
ila Rope, or for any other 
of the popular H&A 
brands, are spun with the 
same meticulous care. 


. 


Dealers and jobbers are invited 
to write direct for trade infor- 
mation on the complete H & A 
line of Rope, Twine, Packing, 
Oakum, etc. 








THE HoovEN & ALLISON COMPANY 


XENIA.OHIO 


7M 
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as a wedge to secure a trial of other 
products in the same line. Let your pros- 
pect see, feel, smell, and taste your 
product if he so desires. If he knows 
iubricants he’ll recognize many qualities, 
if not, he will still feel flattered that you 
think he has this knowledge. 

Often a small, working model of hand- 
operated gears lubricated with the proper 
grease, will demonstrate far more rapidly 
and convincingly, than hours of talk, the 
value of a particular application. 

The offer of sample quantities, when 
available, will make a good impression 
as it will prove your faith in your prod- 
uct and your willingness to let the cus- 
tomer, himself, be the final judge. 

The telling of little-known, or unusual 
facts pertaining to lubrication, during a 
salestalk will have a tendency to hold 
or revive interest in your subject. For 
example: the fact that one of the first 
methods of lubricating the old grand- 
father clocks was to hold a fat hickory- 
nut meat, in a pair of pliers, over a pin- 
ion and squeeze until a drop or two of the 
natural vegetable oil fell into the bearing, 
is not generally known. 

But, back of the best product, the best 
sales talk, or the best demonstration there 
must be sound mechanical knowledge 
and logic used for each specific appli- 
cation recommendation. 


Know Other Products 


The industrial supply salesman should 
also know some of the lubricant prod- 
ucts other than those used in regular 
lubrication applications, such as: quench- 
ing oils, cooling oils, cutting oils, and 
those products used as a_ protection 
against natural oxidation and corrosion. 

With this knowledge in mind, or read- 
ily available, he is then in a far better 
position to analyze a lubrication problem 
and intelligently recommend a specific lu- 
bricant for that application that will do 
justice to the manufacturer, reflect credit 
on his own firm of distributors, and put 
well-earned dollars into his own pocket. 

Good, informative advertising litera- 
ture on these products is generally avail- 
able from the manufacturer and, when 
properly distributed, can be of material 
help in holding and increasing their sale. 

The personal presentation of this lit- 
erature by the salesman is always most 
effective. However, direct-mail advertis- 
ing campaigns often do much toward 
keeping the brand-name of the product, 
and the name of the local distributor in 
the minds of customers and prospects, 
thus aiding in securing repeat business. 
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The time is coming when you must have what construc- 
tion men (contractors, consultants, municipal, state and 
federal engineers) ask for by name. 


It Is Still a Seller’s Market 

During the war period, we were in a seller’s market 
... and still are in its aftermath. 

You, the construction supplier, are obliged to stock 
many makes of products which are unknown even to 
you. 

But this will not last forever. The construction buyer 
will soon again be king. 

The demand for known, advertised brands will develop 
into a must. The supplier who can meet this demand 
will profit most. 


Prepare now! 

Why not get in a position now where you will be pre- 
pared to meet this demand. Make it a point now of 
carrying only known construction products. 

Each week and month more than 581 manufacturers of 
construction products reach over 64,000 construction 


men with their sales message through ENGINEERING 
NEWS-RECORD and CONSTRUCTION METHODS. 


This selling barrage is creating a huge potential demand 
for their products. 


How Big Will This Market Be? 


A $30 billion backlog of engineering construction 
projects is now in the books . . . a market potential well 


worth shooting at . . . and it is increasing steadily. 


According to the contractors’ 1930 census, the average 
contractor spends $1.90 out of every $100 for new 
equipment and supplies, and his plant inventory is $7.20 


_ for every $100 worth of work proposed. The ratio 


varies with the types of work handled, but you can see 
from these figures, your stake in this market is plenty 
big. 

Make sure you'll be ready to cash in on this market, by 
being prepared to meet the demand for known con- 
struction products. 


Consult the advertising pages of ENGINEERING 
NEWS-RECORD and CONSTRUCTION METHODS, 
where leading construction products are regularly 


advertised. 


Engineering News-Record 


Construction Methods 
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ARMOURCLAD 





HERE pee cd an 
ARMOURCLAD FIBRE COMBINATION DISC! 


Armour Abrasives Cut Clean and Fast, Last Longer 


To meet today’s big demand for their products, your 
customers need the fastest tools and the best abrasives 
possible... tools and abrasives that will do their jobs more 
efficiently, more economically. 


For better, faster finishing . . . in cutting welds, in remov- 
ing burrs, in leveling metal surfaces—in any operation... 
there are specialized ARMOUR ABRASIVES designed to 
do a better job at less cost. The faster, sharper, cooler-cutting 
Armourclad Fibre Combination Disc is only one of Armour’s 
complete line of better metal-working abrasives. 


Many of your customers call on Armour’s experienced 
technicians to help them choose the abrasives and methods 


which do their jobs best. 





DIVISION OF ARMOUR AND COMPANY 
1355 West 31st Street + Chicago 9, Illinois 
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Know 
the Answers 


to quiz on page 105 





ANSWERS: 


1. Hemp, saturated with a lubricant. 
2. (c)—act as a cushion to preserve 
rope shape and lubricate the wires. 

3. To shut out the elements which would 
eventually rot the hemp fibres, to prevent 
the fibres from becoming brittle, and to 
minimize friction between the core fibres. 
4. Friction between it and the outer 
strands causes the core to wear as rap- 
idly as the rope exterior. This results 
in premature weakening. 

5. (b)—85 percent. 

6. (d)—lang lay rope. 

7. Six strands, each with 37 wires. 

8. Iron, cast-steel, extra strong cast-steel, 
plow steel, traction steel, bronze. 

9. Iron wire rope is soft, tough and pli- 
able, and is not so likely to wear grooves 
in sheaves as are other types. It is use- 
ful where rope must be run over multi- 
ple-grooved sheaves, for passenger eleva- 
tors, and similar services where rope 
abrasion is not a serious problem, speed 
is high and loads moderate. 

10. Plow steel wire rope may be used 
in place of cast-steel rope where it is 
desirable to reduce rope dead weight, or 
where an increase in rope strength with- 
out increase in diameter is required. It 
has maximum strength and toughness. 
11. The wires and strands are formed to 
the helical shape they will assume in the 
finished rope, before they are closed into 
the rope. 

12. Because the strands of preformed 
rope are at rest, and have no internal 
stress when not under load, both metal 
fatigue and abrasive friction are kept at 
a minimum, and the rope is free to serve 
to the limit of the ability of its combined 
parts. 

13. (b)—the rope has been damaged by 
the un-laying, or pening up, of the 
strands. 

14. It is the distance, measured parallel 
to the rope’s axis, in which one strand 
makes one complete revolution about the 
core. 

15. Short length of lay. 

16. (d)—20 percent. 

17. (b)—the number of strands is in- 
creased. 

18. The strands of left Jay rope run from 
right to left away from you as you look 















uch, 


... based. 


The mill supplies salesman or the 
sales manager who “keeps notes” on 
his customer contacts has the right 
idea—but only the germ of a method. 

The idea is that improved knowl- 
edge of customers and markets in- 


evitably pays out in increased sales 


and profits. The meth- 
odis developed into, a 
powerful selling tool 


T 


contains details of many suc- 
cessful systems. Write us fora 
copy of ““Graph-A-Matic Con- 
trol tor Sales Management,” 













The Distributor’s Answer to 1946 and After... 


in Kardex Visible Sales Control Sys- 
tems now employed by leading dis- 
tributors. With the aid of these 
systems, “Whole-selling’’ becomes a 
reality. The share of available poten- 
tial being sold in each territory is 
known, not guessed. Sales of major 
product lines to new prospects and 
present customers can then be stepped 
up at lowest possible cost. 


SYSTEMS DIVISION 


stomers and 






ee verage 


With Kardex and Graph-A-Matic 
marginal signal control, it becomes a 
simple matter to plan sales calls for 
maximum production of orders. 

Kardex Administrative Control 
serves as a factual basis for realign- 
ing territories and for quickly es- 
tablishing new salesmen or returned 
veterans in their accounts 

Let’s talk it over! 


B  Remingion Rend 





315 Fourth Avenue. New York 10, N. Y. 
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CHICAGO ‘Safety Plus’ 
means 2” holding power 


Precision-made Chicago “Safety Plus” 





Products are the solution to many current pe gal line 
production problems. Seaieteeenteatete 

Exacting inspection standards insure ee 
sharp, full threads, uniform pitch diameter Ogun Mond Dog Point Set 
and clean true sockets. “Safety Plus” Socket Pipe Plugs 

Keys for Safety Plus” 
Products are manufactured from the finest _ Products 
& 


selected heats of electric furnace alloy 


ludes: 
steel which provides added strength, Complete line includes 


Hexagon Head Cap Screws 


toughness—and EXTRA holding power. are Head Cup Point Set 
ri s 
These outstanding features combine to Headless Set Screws 
Fillister Head Cap Screws 
make a truly fine product—ideally suited Flat Head Cap Screws 
T Pi 
to modern production methods. settee’ inde 
Semi-Finished Hexagon 
Nuts 
Theis Fine Products are sold Semi-Finished Hexagon 


Castellated Nuts 








ovly thrse Authorized Distributors 
THE CHIcaGo Screw Co. 





ESTABLISHES 872 


1026 So. HOMAN AVENUE CHICAGO 24, ILL. 
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down the length of the rope; those of the 
right lay rope run from left to right. 

19. The job requirements dictate which 
lay is to be used. Certain operations, 
such as in oil drilling, involve a twisting 
motion which, if rope of the wrong lay 
is used, tend to unwind the strands and 
weaken the rope. Also the way a rope 
is to be wound on a drum (top or bot- 
tom, right or left) determines rope lay. 
20. (a)—replaced;—it is ruined. 

21. (b)—%e in. to \% in. 

22. The point of stress beyond which 
the rope is incapable of recovering its 
original shape. 

23. (c)—a binding, usually wire, wrap- 
ped around a wire rope at its end, to 
keep the wires and strands from fraying. 
24. One that is stationary, such as a guy 
rope, to which no motion is imparted. 
25. About 75 to 90 percent. 





Sales 
Meeting 


(Continued from page 104) 








RA IOS 

Two home office officials, V. A. 
Hazzard, purchasing agent, and 
S. M. Stroh, sales manager of the 
plumbing and heating division, 
were on hand at all sessions to 
meet and talk with salesmen. 


Dodge, manager, engineering division, 
“Engineering Problems”; and R. L. Ru- 
dulph, sales manager, industrial division, 
“1946 Industrial Sales Program”. 

Mr. Rudulph outlined the company’s 
plan for increasing its sales efficiency by 
the careful selection and training of sales- 
men, He stressed that branch managers 
were expected to analyze accounts care- 
fully, pointing out that it was only by do- 
ing this that they could give effective 
supervision. 

Mr. Rudulph endorsed the plan of 
sending men to manufacturers’ schools 
and proved that such trips were valuable 





Bunting Authorized Distributor is carefully se- 


lected for his ability to serve you from a well-maintained 


stock near you. He is backed by Factory Branch stocks 


and by our main stock at Toledo. Ask him for catalog 
of Bunting Standard Stock Bearings and Precision Bronze 
Bars. The Bunting Brass & Bronze Company, Toledo 9, 


Ohio. Branches in principal cities. 


37 


BRONZE BEARINGS x BUSHINGS ~¥ PRECISION BRONZE BARS 
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SURE, I'LL 7 
TAKE “K's” 
SO SEND 
‘EM OVER 
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With a record building program getting under way, 
mill supply houses and their outlets cannot be too 
careful when judging the merit of the materials they 
stock or use on their installations. 

; “K” cast fittings will stand the closest scrutiny 
for “K” fittings are precision-cast, precision-ma- 
chined and painstakingly inspected at each progres- 
sive stage of operation. 


@ Standard and extra heavy cast iron 
screwed fittings. 


@ Standard flanged fittings. 


@ Standard and extra heavy com- 
panion flanges. 


@ Drainage fittings. 


KUHNS BROS. CO. 


DAYTON 1, OHIO 














“K’’ CATALOG 







ON REQUEST. 


“K" stocks at Malleable Iron Fittings Co., Branford, 
Conn., to draw upon in the East. M.I.F. Malleables 
at Kuhns’ for Mid-western and Western buyers. 
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by calling on three salesmen who had re- 
cently returned from a school. The sales- 
men recounted their experiences at the 
school and agreed that attendance had 
made them better qualified to sell the 
manufacturers’ products. 

It was after Mr. Rudulph’s talk that 
the manufacturers’ exhibits were opened. 
For more than two hours the salesmen 
milled about the booths, plying the manu- 
facturers’ men with questions about prod- 
ucts and gathering data to pass on to 
customers. 





Inside 
Salesman 


(Continued from page 101) 





Smithers likes to have them go out with 
outside men to meet the customers per- 
sonally. He recalled an inside man who 
had difficulty with one customer whose 
telephone manner was anything but pleas- 
ant. The inside man was unable to eradi- 
cate this bad impression whenever this 
particular customer called. The result 
was that relations grew strained between 
the two and the customer, unaware of his 
own failing, complained to the outside 
salesman. Knowing both men to be agree- 
able gentlemen, Mr. Smither was puz- 
zled as to the cause of the misunder- 
standing. He finally hit upon an idea: 
he introduced the two men to each other. 
Each was surprised by the other’s cor- 
diality. 

Oddly enough, one of Mr. Loftin’s ex- 
periences as an inside salesman serves 
to point up the necessity for intelligence 
and cooperation in the job. Mr. Loftin 
received a call from one of the outside 
salesmen one day. The latter had come 
across a prospective large order for sev- 
eral different items and needed much 
varied information. Before the order was 
obtained that day, Mr. Loftin did little 
else but answer the calls from the sales- 
man and supply pertinent information, 
fully and promptly. 

Regardless of the attitude assumed to- 
ward the inside man’s job—whether it 
is regarded as a mere stepping stone, a 
goal or a combination of both—distribu- 
tors have had its unique importance 
demonstrated in concrete terms. Prob- 
ably some may find in it an area for im- 
proved service and improved selling 
methods when the need for these im- 
provements arises. 
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HELPS MAINTAIN FULL CAPACITY 
“and ECONOMICAL OPERATION in 
"EVERY DEPARTMENT... 


























ANAAANNY 
AKI 
\\ 


SAULALURRRBEREELY 


To your industrial customers who use compressed air, 
Kellogg-American ‘“On-the-Spot”’ Air offers definite 
operational and economig¢al advantages. Every depart- 
ment gets adequate air volume at the right pressure. . . 
whether one department, two, or the whole plant is 
operating. Pipeline air losses are eliminated. No idle 
time while pressure builds up. No plant shutdowns due to 
compressor failure. These strong appeals plus others add 
up to an effective sales presentation that will build sales 
and profits for you. Contact your Kellogg-American sales 
representative. He'll gladly give you complete details and 
help you sell Kellogg-American “On-the-Spot” Air sys- 
tems. American Brake Shoe Company, Kellogg Division, 
Rochester 9, N. Y. 





APANY 
sow er APANY - 








AAARAARALNNN 
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New 
Market 


(Continued from page 96) 








In fact, Mr. Snodgrass explained, the 
manufacturer sets yp his distributorships 
and quotas the distributor on a cow pop- 
ulation basis. 

Contact with the dairies is maintained 
principally through the ability to repair 
and completely rebuild any milking ma- 
chine that is sold. This work is mostly 
done on the spot from a truck which 
Industries Supply Co. had designed and 
equipped at a cost of several thousand 
dollars. The truck is fully equipped with 
work bench, tools, testing equipment and 
spare parts necessary to do a complete 
repair job in the field. 

And that is not all. There is room to 
carry a line of samples of many of the 
dairy accessories. The truck is operated 
by a service man, Anthony Welch, who is 
1 combined mechanic and salesman. He 
takes orders for any and all equipment 
and accessory dairy farm supplies that 
the firm carries. If milk processing 
plant items are included, the department 
now cdrries a total of approximately 
2,500 items. The processing plants— 
creameries, cheese factories, condensed 
milk plants, and so on—are larger insti- 
tutions than the individual dairies, nat- 
vrally, and consequently can be covered 
by regular salesmen. “The combined 
service man and salesman confines his 
activities to the dairy farms.”’ Mr. Snod- 
grass explained, “but the whole milk 
producing and processing industry is so 
closely knit together that you never know 
when sales activity and promotion in 
one branch may produce orders in some 
other branch.” 





Topic of Month 


(Continued from page 138) 





product. The distributor should realize 
that in the case of the few huge buyers 
and in some lines he will not get the busi- 
ness in any event. On the basis of a 
clearly understood agreement, the man- 
ufacturer should be free to go after these 
huge volume accounts. On the quantities 
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Below—an inspection bench in the 
Broaching Department, and in the big 
illustration—the New Britain Torque 
Tester at work measuring the tough- 
ness of these Tools...actually break. 
ing them under tremendous 
pressure. 


Breaking 
Perfectly Good 


TOOLS 
Scientifically 


Every day—beautiful, glistening New 
Britain Tools . . . Tools as fine as any 
mechanic ever handled . . . are offered 
up on the high altar of SAFETY—guil- 
lotined to protect your customers! The 
New Britain Torque Tester shown above 
is a hard bitten, cold blooded judge of 
Tool perfection. It registers to the frac- 
tional ounce of strain the ultimate capac- 
ity of a Tool’s ability to “take it”. It’s 
the final, positive proof that every New 
Britain Tool you put in any crib or kit 


ee 


knuckle and job insurance for your cus- 
tomers as well. From the time these 
Tools start as a rough piece of selected 
alloy steel, they must pass countless tests 
and inspection after inspection. Every 
step of their manufacture is controlled, 
checked and rechecked . 

Ask to see the quality tested New 
Britain Line. Every Tool in it has been 
engineered for the future—they’re tomor- 
row’s Tools TODAY! Once your custo- 





is RIGHT! 
New Britain Tools are not alone main- 
tenance aids of the first order—they’re 


Miery Eipilain 


GREATER STRENGTH © BETTER FIT | ~ a) ae | 


mers use one, any other tool “just won’t 
do”—they’re that good! The New Britain 
Machine Co., New Britain, Conn. 
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DeE-STA-CO 
PRODUCTS 


Greater satisfaction to your customers 
Liberal Profit for YOu 














Steel or Brass «+ 12 Standard Thicknesses 
from .001 to .015 


Made from selected materials, rolled to precision limits. 
Carefully oiled to resist rust and stains. All stock is 
clean and free from burrs or ragged edges. De-Sta-Co 
is the finest shim stock available. 


Two convenient sized packages: (A) contains twelve 
sheets of assorted thicknesses, .001 to .015, each sheet 
measuring 6” x 12”, and each identified to indicate 
thickness. (B) contains a roll measuring 6” x 120”, with 
thickness indicated every six inches of its length. These 
packages allow ease in storage—prevent waste and 
roan to stock. 


De-Sta-Co r 


A PRECISION PRODUCT 
Essential for close tolerance work. 
Used for fitting piston, valve tappet 
clearance, spark plug gaps, for 
inspection and production work 
where accuracy is vital. 


12” lengths + 2” wide 
Rounded on Both Ends 


14 standard thicknesses from .0015 
thru .015. Every piece identified 
to indicate thickness. Each piece 
packed in moisture-proof cello- 
phane envelope; 12 oo ney of a 
thickness to a box. splay carton 
containing ten dl " most pop- 
ular thicknesses now available. 


25-Foot Rolls 
Also supplied in 25-foot rolls packed 


| in clear plastic case. ‘ — 
De-Sta-Co 
ARBOR SPACERS 


For fast, accurate spacing of Milling Cutters, 
Gang Saws, Slitters, etc. 


Thicknesses .001 to 3” 
20 Standard Sizes from x" to4” 








| sod Rolls sl x 120” 

















SHIMS 


For Gears, Bearings, etc. 








DETROIT STAMPING Co. 


Finished Products Division 


An old-established institution with a record 
of more than 30 years’ continuous operation 


332 MIDLAND AVENUE ° DETROIT 3, MICHIGAN 
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below the set upper limit, the manufac- 
turer should protect the distributor. 
Unit packaging by the manufacturer 


Should be tied in with the “break points” 


on the net pricing schedules. The pack- 
aging unit itself might be reviewed to 
get away from dozens, quires, reams, etc., 
working toward a decimal system. In a 
somewhat similar vein, manufacturers 
should strive to simplify the systems of 
product numbering which on some lines 
is chaotic at the present time. 


ADVANTAGES OF THE SYSTEM: We 
are sold on the advantages of quantity 
differential pricing to the customer, to 
the distributor and to the manufacturer 
(that is the proper order as we see it). 
Someone else can present the objections 
to the system if they like, but, by way of 
conclusion, we will stop with a listing of 
the advantages to each of the three par- 
ties who have an interest and a stake 
in the matter of better pricing through 
provision for quantity differentials. 

To the customer, it means that he can 
get any item he wants, direct from the 
industrial distributors’ shelves. The cus- 
tomer who is the king pin in the whole 
setup is able to find slow-moving items 
as well as fast movers in stock. He pays 
more for a single item than he would 
under the old system, but the point is, 
he can get it. The distributor has the 
inducement to carry complete stocks. 
Over the years we have encountered no 
attempt upon the part of buyers to in- 
sist on the large-order price for small 
orders. The figures are all out in the 
open, and they realize that they must pay 
for the expense of handling small orders. 
That point is obvious from their sales 
experience with their own products. When 
a customer wants a 192 tooth gear he 
wants a 192 tooth gear. He would prefer 
to get what he wants, when he wants 
it, right off the shelf, even though at a 
slightly higher price, than take a sub- 
stitute at a lower price that wil! have to 
be “adapted” with doubtful results. On 
the other hand, with quantity purchases, 
he gets a low price that reflects the lower 
unit costs involved in handling the large 
order. 

To the distributor, it means he is put 
in a position to capture the large order 
business that in many cases would other- 
wise go direct. Conversely, the higher 
unit prices realized from small orders 
go a long way toward meeting the costs 
of handling such orders. Furthermore, 
the pricing system offers an inducement 
to customers to bunch their orders to 
take advantage of the lower prices on 


















Here is a stainless steel valve that has a special sales feature-certi- 
fication of analysis. Cooper amplifies routine foundry practice by 
actually registering and certifying the analysis of each heat that 
goes into & valve castings. The heat number is stamped on each 
casting certifving to the analysis of all parts that come in contact 
with the fluid handled. A certificate covering the analysis of each 
unit is available upon request. 


SELLING COOPER CERTIFIED STAINLESS STEEL VALVES IS AS SIMPLE AS A.B.C. 


A_When you recommend a & valve you eliminate guess-work. . . . You and your 
customer know the analysis. Duplication of analysis is simplified when re-ordering 
and the possibility of a mix-up in storage is minimized. 


B_When you deliver a Cooper Certified Stainless Steel Valve you may lean back and 
relax, confident that you have added th tisfied cust to your “Best Seller” 
list. 





G—Other salient sales features that make both Cooper S.S. Valves and S.S. Fittings 
easy to sell... and easy to build profitable repeat business are: 





Made in the country's largest foundry specializing in stainless steel castings. 

Cooper's facilities for machining stainless steel. are the largest and most 
modern in the industry. 

Complete laboratory control over raw materials, processes 2"¢ products. Ex- 
pert inspectors employ X-Ray and Gamma-Ray and Zyglo ultra +..'*t rays for 
detection of defects. 

Advanced methods of both hand and machine molding. ; 

Accurately machined threads in perfect alignment promote faster assembiy of 
piping layouts. 

The design of these Stainless Steel Valves reflects the unexcelled “know-how” 
developed during 25 years of superior valve making. : 

Standard screwed, flanged, butt-welded and other special use valves and fit- 
tings available in a full range of sizes from 1%”. 

Available in LUSTRACAST finish with a sparkling appearance and greater 
resistance to corrosive liquids. 








Backed by national advertising read each month by 110,000 key buyers of fittings. 








THE COOPER ALLOY FOUNDRY CO. 
130 Bloy Street 


Hillside, New Jersey CA.105 


\ ee ae 


STAINLESS STEEL VALVES 
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ALLOY FOUNDRY CO. 





THE ONLY ALLOY FOUNDRY 
WITH ALL THESE FACILITIES 


® Laboratory control over raw mate- 
rials and finished products, 


® Dual foundry . .. both hand and 
machine molding. 


® Electric arc and high-frequency- 
induction melting furnaces. 


© Centrifugally-cast castings, 


® Heat treating of castings up to 
six feet. 

© X-ray and Gamma-ray inspection. 

© Zyglo detection of surface imper- 
fections. 

© Precision Castings. 

@ Machine shop . . . specially 
equipped for finishing stainless 
steel. 

®@ Improved cleaning . . . including 
Lustracast electrolytic finishing 
which leaves all surfaces bright. 

© Castings furnished rough, polished 
or fully machined . . . one ounce 
to two tons. 

®@ Development of special alloys to 

meet unusual requirements. 


® Technical consulting service, 
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THERE'S MONEY FOR YOU 
IN SAVING MONEY FOR OTHERS 





Photo Courtesy of The F. W. Sickles Company 


Armor Clad Tips cut service force 
from ten to just one man 


A certain radio manufacturer found 
it took the full time of ten men just 
to keep the plain copper tips on his 
soldering irons filed and shaped and . 
the irons in good repair. Four years 
ago he changed over to Stanley 
Armor Clad Tips. There was no 
more oxidation and corrosion of tips 
...no filing and reshaping of tips... 
and so he didn’t need ten men to 
keep those irons in shape. He needed 
just one. That was a saving for this 
manufacturer ... and a very hand- 
some profit for an alert distributor. 


It isn’t just the profit you make sell- 
ing Stanley Armor Clad Tips for 
Stanley and other standard make 
irons that’s the biggest advantage for 
YOU ... it’s the friends you make 
and the way a heipful bit of selling 
like that widens out the profit base. 
Ask your Salesnten to carry a few of 
these tips and some Armor Clad 
folders with them on their next trip. 
Get extra profit today and still more 
in the future. There is money for 
you in saving money for others. 
Stanley Tools, New Britain, Conn. 





STANLEY 
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larger quantities. This tendency in it- 
self helps to reduce the volume of small 
orders. In another sense, it gets away 
from the unfortunate situation which fre- 
quently prevailed in the past. Under 
older pricing systems, manufacturers al- 
lowed distributors to give special dis- 
counts to large customers. Since this 
was all on the hush hush, the large cus- 
tomer who got the discount on one line 
wanted it on all lines. This leads to the 
deterioration of the whole price structure 
with the distributor selling at cost and 
the manufacturer supporting him through 
special rebates. Under such a system of 
special discounts and special rebates, 
the whole industry degenerates into a 
Near East bazaar. Let’s get our pricing 
policies out in the open. 

To the manufacturer, it means he will 
have a healthy distributor setup operat- 
ing in a favorable business climate. He 
will give his distributors an incentive to 
carry broader and more complete stocks 
which it has been demonstrated again 
and again mean more sales. He in turn 
ic freed from much of the burden of his 
own small order problem. Distributors, 
like their customers, have an incentive 
to bunch their orders to take advantage 
of the quantity price differential. By 
putting his distributors in a position 
pricewise to capture the big volume busi- 
ness, he can go a long way toward fore- 
stalling the emergence of direct selling, 
marginal manufacturers. By putting his 
own house in order through the adoption 
of simple, clean-cut, objective quantity 
price schedules, he will enlist the sup- 
port of distributor salesmen. After all, 
these distributor salesmen are the manu- 
facturers’ representatives on the firing 
line. They need modern weapons not 
stone age axes, if they are to win the 
battle for sales. From our own experi- 
ence with the lines priced under a quan- 
tity differential system, we know it has 
meant more intensive sales efforts and 
increased sales—proportionately larger 
increases than for other lines. This has 
been due to the pricing differentials 
themselves and to the broader stock we 
felt justified in carrying because of the 
incentive supplied by the system. 

Admittedly, the revision of pricing pol- 
icies to incorporate the principles of 
quantity differential pricing is a tough 
job to load on manufacturers. But we 
are convinced that if all the energy de- 
voted to thinking up reasons why it can’t 
be done was devoted to working it out 
in cooperation with distributors, the 
whole industry would be in a better posi- 
tion to meet direct selling competition. 

Now is the time to get started. If we 
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Extra Copper Plus Molybdenum 


To assure long life for sheet metal products, you 
must protect them from rust. And the best way to 
do that is to use Toncan Iron. This material is 
especially designed to offer stubborn resistance 
to even the most severe conditions of rust. 


Extra copper plus molybdenum added to highly 
refined open-hearth iron is the secret of Toncan 
Iron’s rust-resistance. It contains twice as much 
copper as copper-bearing steel. The molybdenum 
refines the grain structure and forces the copper 
to increase its effectiveness against rust. The 
result is Toncan Iron—with the highest rust-resist- 


ance of any ferrous material in its price class. 


Toncan Iron also has high ductility. This makes it 
easy to cold work, cut, bend, punch, stamp, etc. 
And fabrication will not destroy the protection 
offered by Toncan Iron, because it is rust-resistant 
throughout its entire cross section. 

Assure long life and fast fabrication of sheet metal 
parts by making them from Toncan Iron. 


REPUBLIC STEEL CORPORATION 
GENERAL OFFICES e CLEVELAND 1, OHIO 
Export Department: Chrysler Building, New York 17, New York 


TONCA 


Hey. U. 3. Pat. of 
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Makes Toncan Iron 
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procrastinate until the urgency of the 

situation created by price demoralization 
| compels action, that action will be the 
same defensive, sub rosa meeting of cu 
prices with cut prices. Let us take ag- 
gressive action now. 








| New 
Products 


(Continued from page 109) 





and red for Not Go gages, thus identi- 
fying the units at first sight—N. E. 
Woodworth Co., Detroit 20.—Muu Sur- 
pLies, April 1946. 


Die Casting Machine 
Light, Simple To Operate 


SAID TO BE IDEAL for operation in ma- 
chine shops, a new on-the-spot die cast- 
ing machine has been put on the market. 
It is built for high speed production in 
an economical fashion. Sold exclusively 
through machine tool dealers, the die 
blank sets used in its operation will also 
be available through the same sources. 
All that is required of the operator is 
the machining of the die cavity and 
grinding the gate. It is extremely light 
and simple in operation, and may be run 


A P roven Wor. king Te ool for by unskilled personnel—DCMT Sales 
Corp., New York 13.——Mitt Supp ies, 


AGGRESSIVE ne 





COMPETITIVE SELLING Paint Can Hooks 


For Ladders Or Stepladders 


A carefully compiled new general catalog will— 





* Help your salesmen do a more informative job of sell- 
ing. 

* Keep your hundreds of present-day products before 
the buyers “round the clock.” 












For right position: A\ . M 
* Reach into the larger plants to influence the men who ° En 
orginate the requisitions for tools and supplies. om, 


NOM HOOK UHOET 
ann Ovee BUNS 


* Give you an economical means of soliciting the smaller 


shops on whom your salesmen call infrequently. Devuse 10 rnovms an anower to spilled 


cans, wasted paint and costly accidents, 
a new simple-to-use paint hook has been 


R. R. Donnelley & Sons Company | put on the market. With its use, there 


| is no bothersome can handle to interfere 








350 EAST TWENTY-SECOND STREET CHICAGO 16, ILLINOIS | (Continued on page 263) 
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ANOTHER MEMBER OF THE LARGE 


GILMER FAMILY 
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L. H. GILMER COMPANY 


Tacony, Philadelphia 35, Pa 


special sizes are included. And with 
this wide range there are those well- 
known Gilmer qualities that assure 
extra pulling power, extra long wear 
... thoroughly trustworthy service. 


This means easier, quicker sales, and 
greater customer satisfaction. 


GILMER SALES POLICY 


Gilmer provides complete tegitorial protec- 
tion...strong advertising, both publication 
and direct mail, to belting buyers... direct 
sales help from widely experienced branch 
office personnel... valuable engineering as- 
sistance when needed... adequate stocks in 
convenientiy located Branch Warehouses. 


GILMER CATALOGS 
Gilmer distributors are provided with the 
Gilmer Guide, the Kable Kord Data Book, the 
Gilmer Catalog of Special Purpose Belts, and 
the Gilmer Catalog of Belts for the Textile 
Industry. These make ordering easy. Engi- 
neering information is given completely in 
simplified form. 
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LINCOLN=WELOER 





Here is a chance to pick up arc welding equipment in any 
desired quantity at low cost. Large quantities of 300 to 





400 ampere MG type welders—primarily of Lincoln and LINCOLN DC Type: 300 to 400 amperes 
Hobart make—are available for sale. Largest inventories This and many other types and makes of welding ma- 
are in the Boston, Detroit, Cleveland, Chicago, Atlanta, chines and related equipment are available from war 
Nashville, Houston and Philadelphia offices of War surpluses. 


Assets Administration. They may be obtained, however, 
by contacting any of the War Assets Administration 
offices listed below. Equipment from 200 to 400 amperes 
in DC, gasoline-engine driven and AC sets are available in 
smaller quantities . . . also multiple operator types and 
related equipment such as electrodes, welding rods, weld 
positioners and flame cutters. Spot, seam and flash weld- 
ers are likewise available. The equipment is for both 
production and construction. Write, wire or phone your 
War Assets Administration office today. 





HOBART 


Standard models of this 
make available in large 
quantities and most ratings. 


| See 


WESTINGHOUSE 


Portable models available 
in limited quantities. 


ALL TEMS SUBJECT TO PRIOR SALE 





RESISTANCE WELDERS 


Spot, seam, butt and flash 
type welders for produc- 
tion operations—also port- 
able or gun types. 


ela: 


TO WAR ASSETS ADMINISTRATION : 
Please send me information on availability, 
condition and location of the following types 
of equipment: 


RESISTANCE WELDERS 
[| HOBART ARC WELDERS a gage ee: 


Nw, 
Be SN 
Bon 


1 


| 








I] 7 

[| LINCOLN ARC WELDERS iT a 
me oo WELD POSITIONERS 
[] FLAME CUTTERS | é " ) Many sizes and capacities, 
. WESTINGHOUSE including head and tail- 
| ARC WELDERS WELD POSITIONERS | y. [ stock combinations. 
[ ee ARC WELDERS ; PIPER Es9 o swnennss | ee fe epee ——_S =| ow ew ow a a a= am 
f 
| 











C WELDING ROD = 
(other equipment ) —— Sos 5 : i FLAME CUTTERS 
Ni | ee Both single and multiple 
Pres ere er ee ee Tee ee er eee ee Pe? torch types, portable and - 
é stationary. 

Oe een ewe ta ata kw Fe Nb SEER CR Rs | 

ES. FeGe0.c ys soak os TREO OLR sh SEM awe ee eee | VETERANS OF WORLD WAR Il 

Red oi EL west ce cu ania ale ee ro | To help you in purchasing surplus property, veterans’ 

176-1 units have been established in each War Assets Ad- 

——— a oc 3 ee — ee eee eee fee oe eee ministration Regional Office. 





WAR ASSETS ADMINISTRATION 


OFFICES LISTED BELOW ARE TEMPORARILY IN 
RECONSTRUCTION FINANCE CORPORATION AGENCIES 





Offices located at: Atlanta - Birmingham - Besten - Charlotte - Chicago - Cleveland - Dallas - Denver 
Detroit - Helena + Houst + Jacksonville - Kansas City,Mo. ~- Little Rock - Los Angeles - Louisville 
Minneapolis - Nashville - New Orleans - New York + Oklahoma City + Omaha - Philadelphia 
Portland, Ore. - Richmond - St.Louis - Salt Lake City - San Antonio - San Francisco - Seattle - Spokane 
Cincinnati - Fort Worth (Telephone 3-5381) 176-1 
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This spring you can get all the paint you need to do those paint jobs put off because of war- 


time paint restrictions. Furthermore, you can get it at the low cost of only 65¢ per gallon* in 
types suitable for interiors or exteriors. For example, look at the two types offered for sale in 
this advertisement. Both are surplus government-owned paints available in enormous quan- 
tities and many locations. Write, wire or phone your nearest War Assets Administration 


Office below or clip and mail the coupon. 


*Minimum sale 200 gallons of any one color, F.O.B. location, subject to prior sale. Packaged in 5 gal. containers... 











some in 50 gal. drums. ° 
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EXTERIOR —Oil-Type Ready-Mixed Paint T-1215 


This is a medium grade paint which is ready to use and inex- 
pensive. It produces a flat finish when brushed or sprayed on 
the surface to be protected. It is suitable for the great bulk of 
exterior maintenance painting. T-1215 may be used also as a 
first coater or undercoat over previously painted surfaces. 
'T-1215 may be mixed in with linseed oil-white lead or other 
oil paints to obtain lighter shades or higher gloss. It dries in a 
few hours. Suggested uses for wood surfaces include buildings, 
warehouses, fences, garages and barns. Paint may be used on 
primed tin and galvanized iron roofs and metal buildings; also 
on brick, masonry and concrete. 

COLORS: Black—Dark Green—Loam (dark slate color)—Olive Drab—Field 


Drab (gray-brown color)—Earth Yellow (deep buff color)—Earth Brown 
(smoke brown color). 





INTERIOR —Oleoresinous Emulsifiable Paint T-1279 


This paint is best suited for interior use. It is an oil-in-water 
emulsion type widely used today. It is thinned for application 
with water or organic solvents, such as naphtha or mineral 
spirits. The paint is bye pen to brush on and dries to a flat 
finish, easy to clean; also may be sprayed. Any two colors 
make an attractive contrasting finish. Dark colors used on 
lower part of walls hide soiling marks. T-1279 contains a 
fungicide for mildew ge It can be applied on cold, 
damp surfaces. T-1279 may be mixed in with white or light 
casein paints to produce lighter shades but not with conven- 
tional oil paints. Suggested uses include walls, and ceilin 
of plaster, composition board, concrete, stucco and brick; 
also concrete floors. . 

COLORS: Light Green—Dark Green—Field Drab (gray-brown color)—Earth 
Yollow (deep buff color) —Black—Earth Brown (smoke brown color)—Leam 
(dark slate color)—Sand—Olive Drab—Earth Red (Cinnamon color). 
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VETERANS OF | To War Assets Administration: 

WORLD WAR I! | Please send me, without obligation, information on the following: 
To help you in purchasing | Oil-Type Ready-Mixed Paint, T-1215; Bhs Go is de nebes auavesegnans re 
surplus property, a veter- Ns kissd s cea etanncubnaianeces a eda ncdi uid endaacatanns paeeWesawssendeawas 
ans’ unit has been estab- l vais 
lished in each War Assets | Oleoresinous Emulsifiable Paint, T-1279 DIB. 6 cs sccspconersnsendsuamiacscocsssvesveneds 
Administration Regional caoey occ ccssssssssvesevee OA Nuiissinisoi 
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War Assets ADMINISTRATION 








OFFICES LISTED BELOW ARE TEMPORARILY IN 
RECONSTRUCTION FINANCE CORPORATION AGENCIES 


Offices located at: Atlanta + Birmingham + Boston + Charlotte + Chicago + Cleveland + Dallas + Denver 

Detro#t + Helena + Houston + Jacksonville + Kansas City,Mo. + Little Rock + Los Angeles + Lovisville 

Minneapolis ~- Nashville + New Orleans + New York + OklahomaCity + Omaha + Philadelphia 

Portland, Ore. + Richmond «+ St. Lovis + Salt Lake City + San Antonio + San Francisco + Seattle +» Spokane 
Cincinnati + Fort Worth (Telephone 3-5381) 
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HOW TO GET, \ 


RASS 


MILL PRODUCTS! 


GOVERNMENT-OWNED uni 
SURPLUS STOCK = 


‘This stock may be fabri- 
cated by normal pro- 
. duction methods, 
in many standard and non-standard grades, 
finishes, sizes and specifications AVAILABLE NOW 
in production quantities 


—and new surplus declarations are being made daily. 


HOW TO PURCHASE 


Estimate, for any convenient period, your pro- 
duction needs in each specification, finish, gauge, 
etc. 














BRASS, BRONZE AND 
COPPER... Rod, Bar, 
Sheet, Strip, pipe, 
tubing, and wire 
fn Production 


Quantities. 


€: Write, wire or phone that information to your 
nearest War Assets Corporation office* below. We 
will advise you of the location and condition of the 
stock you need, estimate possible delivery dates, 
quote prices and help arrange credit. 


When satisfactory arrangements have been made, 
we will start shipments. 


*KWAR ASSETS CORPORATION is a Reconstruction Finance Corporation subsidiary. 
When checking telephone and other directories, simply look up RFC. 


VETERANS OF WORLD WAR II: To help you in purchasing surplus 
property from War Assets Corporation, a veterans’ unit has been estab- 
lished in each of our Regional Offices listed below. 


War AssETS CORPORATION 


(A SUBSIDIARY OF RECONSTRUCTION FINANCE CORPORATION) 


RFC OFFICES (INCLUDING FORMER DEPARTMENT OF COMMERCE REGIONAL SURPLUS PROPERTY OFFICES) LOCATED AT: Atiante 
Beston « Chicage « Denver « Kansas City, Mo. « New York « Philadelphia « San Francisco « Seattie « OTHER RFC SURPLUS 
PROPERTY OFFICES LOCATED AT: Birmingham « Charlotte « Cleveland « Dallas « Detroit « Helena « Housten ° Jacksonville 
Little Rock « Los Angeles  Lowisville « Minneapolis « Nashville « New Orleans « Oklahoma City « Omaha « Portiand, Ore. 
Richmond « St. Lovis « Salt Lake City « San Antonio « Spok e OTHER FORMER DEPARTMENT OF COMMERCE REGIONAL 
SURPLUS PROPERTY OFFICES LOCATED AT: Cincinnati and Fort Worth 





157-4 
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with the brush. The can is placed ex- 
actly where needed for dipping, stirring 
and painting and is safe and secure at 
all times. A simple adjustment permits 
can te be hung on right or left side of 
the ladder. For right position, the hook 
is slipped over the top of the rung, while 
hook goes under and over rung for left 
position.—7. G. Persson Co., Bloomfield, 
N. J—Mut Suppties, April 1946. 


Pipe Cleaning Machine 
Motor Driven 





SAFETY AND SIMPLICITY of operation 
are stressed by the manufacturers of an 
improved motor driven pipe cleaner. 
Three special features are claimed for 
the unit: first, cable can be immediately 
disengaged without stopping motor if 
cutting blades get caught in any ob- 
stacle, eliminating danger of kinking, 
backlash, and broken cable; second, cable 
can be fed in and out of pipe and a 
whole drain line rodded without stop- 
ping motor; third, when a _ difficult 
obstacle is encountered, torque can be 
built up in the cable until the blades cut 
through. The manufacturer believes that 
the location of the power unit ahead of 
the cable supply provides an advantage 
over other power driven rodding tools. 
—Spartan Tool Co., Chicago 45.—Mi. 
Suppuies, April 1946. 


Three-Core Solder 
Supplying Flux Continuously 


A NEW DEVELOPMENT offering faster sol- 
dering, a substantial saving in tin, and 
the elimination of dry joints, is said by 
its manufacturers to be embodied in a 
three-core solder. A continuous supply 





of high grade non-corrosive rosin flux | 





Air Express Goes — 








Rates slashed 22%—now more than ever, 
a money-making “tool” for every business 


No matter where you do business, even in 
the smallest town, the speed of Air Express 
is at your service — between thousands of 
U. S. communities and scores of foreign 
countries, 

Yes, when “getting something fast” 
means better serving a customer or clinch- 
ing a deal, keeping a factory open and men 
at work — Air Express more than pays its 
way. It’s a money-maker. 



















Specity Air Exoress-Better Business Buy Than Bier 


In the face of rising prices, Air Express rates have 
been slashed 22% since 1943, saving business: 
millions of dollars. And rates include special pick- 
teo_j $1.00 | $1 ce} sto) a2)}_2e | up and delivery in all principal U. S. towns and 


349 | 1.02| 1.16] 2.30] 368] 92% rt, r * P ‘ P 
ca lialial sel sul as] Cities — with fast, co-ordinated air-rail service 





RATES CUT 22% SINCE 1943 (U.S. A.) 


Over 40 ibs. 
2 the. | 5 the. | 25 ths. | 40 ths. C per tb. 

















vor [v7] 190] 700] 1220] 307m | between 23,000 off-airline points. Service direct by 
air to and from scores of foreign countries in the 
world’s best planes, giving the world’s best service 
— at lowered cost. 





3349 | 145| 353| 1745| 20.24] Tost 
Over 4 n 

ores | 147 | 248] v0.42) 29.47 ba 
INTERNATIONAL RATES ALSO REDUCED 







































GETS THERE FIRST 


Write Today for new Time and Rate Schedule 
on Air Express, It contains illuminating facts 
to help you solve many a shipping problem. 
Air Express Division, Railway Express Agency, 
230 Park Avenue, New York 17, N.Y. Or ask 
for it at any Airline or Railway Express office. 
Phone AIR EXPRESS DIVISION, RAILWAY EXPRESS AGENCY 
Representing the AIRLINES of the United States 
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the kind you know about 
— the name Porter on every 
handle and behind that name, 
nearly 70 years of reputation 
building service. 


.°H. K. PORTER, INC., BOSTON 49, MASS. 


















CAR MOVERS 


% BADGER CAR MOVERS help industrials to keep sidings 
clear—to insure immediate loading and unloading of ship- 
ments—to get freight cars back on the main line instantly ... 
available for use again. They are easy to handle, safe to 
operate, and require no maintenance. Keep your stocks ready 
for good business. Sell BADGER. Car Movers and ADVANCE 
Saiety Car Wrenches and Slip-proof Spurs. 





Badger POWER KING 


ADVANCE CAR MOVER CO., APPLETON, WIS. 
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Many a Welding Job 
is Waiting for 


This Very Welder 








A Practical, versatile, de- 
pendable welding, 
brazing and soldering tool 
that is completely portable—the Magic 
Wand Welder—“The Welder in the 
Carrying Case.” The welder that goes 
to the job—not the job to the welder! 


Plant men, accustomed to the large, 
more unwieldly industrial type weld- 
ers, find the Magic Wand Welder a 
very handy piece of auxiliary equip- 
ment, doing difficult work in close 
quarters. Does regular electric flame or 
metallic arc welding, also brazing and 
soldering. Handles any metals—iron, 
steel, bronze, brass, aluminum, etc. 































Consists of heavy-duty transformer, 
with six stages of welding heat, double- 
duty electrode holders and special 15- 
amp. polarized outlet plug, built into 
a_ serviceable, ‘shock-proof carrying 
case. Weighs less than 30 lbs. com- 
plete with kit of supplies, including 
welding, brazing and soldering rods 
and fluxes, spare carbon electrodes, 
welding helmet and 16-sheet Instruc- 
tion Manual. 


Distributor Inquiries lavited 


Write for our distributor proposition and 
full information about the Magic Wand 
Welder—available territory, discounts, etc. 
Address : 


JOHN H. GRAHAM & CO. INC. 


General Sales Agent 
Dept. L, 105 Duane St., New York 8, N. Y. 


‘WELDER 


MADE BY PATENT SPECIALTIES INC, NEW YORK WN Y 






























is always present, as the three cores 
are completely independent of each 
other. The arrangement of the cores 
places them closer to the surface and, 
since the walls are thinner than those of 
single core solder, not only does the sol- 
der melt more quickly, but the heat pene- 
trates to the flux more rapidly. Careful 
manufacture prevents premature sweating 
out of the flux, making it clean to handle. 
—Alpha Metals, Inc., Brooklyn 1.—Mi.. 
Suppuies, April 1946. 


Conveyor Unit 
Self-Contained 





A COMPLETELY SELF-CONTAINED factory 
assembled heavy-duty apron conveyor unit 
is now in production. The heavy-duty 
roller supported apron feeder is fur- 
nished in several widths and with cen- 
ters ranging from a minimum of 4-ft. 
7-in. to a maximum of 9-ft. l-in. This 
type of feeder is widely used under bins 
and hoppers for heavy lump material 
such as ore and pitrun gravel and has ex- 
ceptional large capacity. At a normal 
speed of 10-ft. per minute, capacities of 
the standard units will run up to 80 tons 
an hour. Because the heavy steel chain 
belt rides directly on large diameter 
traction rollers, the unit produces longer 
chain belt life and reduced power con- 
sumption.—Chain Belt Co., Milwaukee. 
—Mui.t Suppuies, April 1946. 


Air Separator 
Simplicity Of Construction 


Utiizinc the centrifugal principle, a 
new air separator features simplicity of 
construction and operation and highly 
efficient separation. Manufacturers claim 
that repeated tests show that air delivy- 
ered is 99 percent or more free of con- 
tamination. Air entering the inlet is 
diverted positively to the inner wall of 














@ Maintenance of tolerances was difficult on 
the illustrated thread grinder because of 
shrinkage of work piece caused by difference 
in temperature at the machine and in the in- 
spection room. This in turn caused excessive 
scrap and demanded extra skilled workers. 


By installing an industrial fluid cooler, 
equipped with the A-100 Brunner Condens- 
ing Unit, the temperature of the coolant was 
held at 70°, as compared with previous tem- 
peratures ranging up to 103°. This resulted 
in elimination of shrinkage of part and re- 
moved need of compensation for this shrink- 
age by a highly skilled worker, thus lowering 
rejects and allowing ordinary skilled workers 
to handle the job. 






In this application the coolant is pumped 
into the industrial fluid cooler by means of a 
pump unit on the grinder. After screening 
and cooling the oil, the pump in the fluid 
cooler delivers the coolant to the thread 
grinding operation. 

There are hundreds of applications for re- 
frigeration in modern industrial plants. More 
than 40 years of specialized experience in the 
design and production of compressors, qual- 
ifies the Brunner organization to give expert 
advice on any refrigeration or pneumatic 
operation. Why not consult them? 


BRUNNER MANUFACTURING CO. 
UTICA 1, NEW YORK, U.S.A. 





FOR OVER 40 YEARS THE SYMBOL OF QUALITY 


MILL SUPPLIES © APRIL, 1946 





265 








USER DEMAND plus HANDY PACKAGING 


SELLS WILCOX CONNECTING LINKS! 


CHAIN 
CONNECTING 
LINKS 


|@ Your customers know 
WILCOX Connecting 
Links are dependable. 
Stock WILCOX—be sure 
of satisfied customers — 
repeat sales—more profits. 








WILCOX Standard Pack- 
aging stimulates “‘by-the- 
box” sales—gives quick 
shelf or rack identifica- 
tion—helps keep your 
stock straight. 


Write for Catalog today! 
We Protect the Trade 


hes UNITE IM. 


DROP FORGED STEEL 


SELF-COLORED or GALVANIZED 
STRONG AS PROOF CHAIN 


saan Ns cOAAEt ie iW 


Specify WILCOX-CRITTENDEN 


win 











“METRO” HELMETS 





PROVIDE A HIGH PROFIT MARGIN 


This sturdy pair of Helmets is representative of the complete 
line of “Metro” safety equipment which is designed for providing 
maximum protection and convenience. AVAILABLE FOR IMME- 
DIATE SHIPMENT. “Metro” Helmets assure a high profit margin 
for distributors. 


METRO MANUFACTURING CO. 


LONG ISLAND CITY, 1, N. Y. 
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This Boy can 
tell * ae that 


WALDEN 


W ORCESTER 
WRENCHES 
stood the racket 


Heavy Duty 
%4" SQUARE DRIVE 


He used a set like 


ths -RUGGED 


va" SQUARE DRIVE 
A combination designed for 


many uses. 


Sockets and Attachments 
snap into position, locked 
by the keyless ball device. 


Send for 

WRENCH WALDEN 

FOLDER —Ts SS 
STEVENS WALDEN, INC. 


468 SHREWSBURY STREET 


WORCESTER, MASSACHUSETTS 














SS Se ue ae a ee ee Uk 


“= 


—™ © 





mpegenesenmnrecere smepiaee es 





KKH 


the round body and the unwanted sub- 
stances whirl out of the air stream and 
drain to the bottom. The cleaned air 
may be taken off horizontally or ver- 
tically from pipe-tapped ports. An In- 
tegral float-operated trap releases con- 
densate automatically—Swartwout Co., 
Cleveland.—Mi... Suppiies, April 1946. 


Work Glove Guard 
Leather And Steel 


WiTH COTTON AND CANVAS work gloves 
still hard to get, a work glove guard for 
punch press operators, employees han- 
dling sharp, jagged small castings and 
other materials, has been offered. The 
leather pullover guard, for finger or 
thumb, is steel reinforced and steel stitch- 
ing assures long wear and good protec- 
tion against cuts. The guard may be re- 
versed as it is reinforced. on both sides. 
It is held in place by means of an ad- 
justable tape at the wrist.—Industrial 
Gloves Co., Danville, Iil—Muu Sup- 
pues, April 1946. 


Infra-Red Equipment 
Portable 


Sai To BE greatly improved over pre- 
viously available models, two new types 
of portable electric infra-red equipment 
have been offered by Carbomatic. They 
are designed, say the manufacturers, 
for full flexibility and high efficiency. 
The 12 lamp model (illustrated) is 
equipped with three toggle switches, per- 
mitting the operation of one or all rows 
of four lamps each. The all-aluminum 
reflector may be raised or lowered as re- 
quired and may be swung over an arc of 
180 deg. The other model has a round 











THE SIGN OF QUALITY 


.... the demand for 


HARRINGTON 
ALL STEEL PEERLESS HOISTS 
AND TROLLEYS 


is growing ..... the distributor 
who supplies this rugged, long 
lived, trouble free, dependable 
and safe combination has a 
bright sales future. 


Write for Catalog P and 
Sales Franchise information 


THE HARRINGTON COMPANY 


PHILADELPHIA 30 PENNA. 
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{ 
_ couers AND FEED FINGERS FOR ¢ 
: 





BRO WN & SHARPE MACHINES 


GIAMEDIATE DELIVERY FROM STOCK 

















The addition to the Precision line of 
collets and feed fingers designed for Fi 
use in Brown & Sharpe machines gives’ » 
youa eer source for speedy - 
‘delivery . . . And_as always, the Pr 
cision name ‘on these new collets an 
fingers is your, unconditional guaran- ° 
‘tee of selected. steels, uniformity in” 
“machining, grinding and: heot treat-\’ 
ing. You will like their lasting spring 
omy, and poise pesrcey 3 





~ 


















= Precision lathe collets 
it mony .machines 


3AT, 3C, JA 


lie ; 
(ond ottochments in- neg pve 


APs 
fs ee lcding 10” Atlas, 
ae logen, Craftsmen, Spey 
Powr-Kraft, South 
for chucking 


work to 2 

















standard adop- 
ters. Head soft. 


GENERAL DIE AND STAMPING COMPANY 
PRECISION COLLET DIV., 268 Mott Street, New York 12 








Memo yw 


MR. DISTRIBUTOR 


wrcmamee VG 


TODAY 


for discounts 
and complete 
information 


Remember, 
the fast mov- 
ing nation- 
ally udver- 
tised line of 
PRECISION 
collets and 
lathe attach- 
ments is sold 
only through 
the industrial 
distributor. 


It spells 
PROFITS 
for you! 











Schedule your shut- 













= ss 

























lift much easier, 
demand iss effor 
have a tti- frictit 
throughost and afl working parts, 


WwW y? They 
Yearings 


including’, the ajomatic load 





brake, o rate jh grease ina 
sealed h fusing jt Dust and grit 
cannot ener. Lypricants cannot 


escape. 4 









t)‘Budgit’ of two- 
hs only 81 lbs. 
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J , nae a Any other ‘block of similar 
on any pipe line “Is E type and | ity weighs so ; 
gasket replacement! F ot offer much more\ one man would g 
The only toc! that takes the guesowedi tional Op- need to be a~Samson to lift and ‘ 
out of replacing gaskets, regardless of excep $ or ° ° . t 
line pressure or location. Flanges are ortunity carry it from job to job. 
parted quickly and held hg on i istri b u tor s r 
g aces 1 | t 
ore eliminbred a eae sales—becoue” | On these two vital points — ) 
a tone hn ae aay oe ai | easy lifting and portability—you k 
— eliminate on —*- clusive “A | hall h : Id ° h h ] 
pairs in 1 hon locations . . . other tool | does | can . allenge the 7 wit * e 
offer maximum safety. the job- | certainty that “Budgit’ Chain 
; e | Blocks are above and beyond any ‘ 
F Bo o- | competitive reach. 
JA 
TANDARD. ; 
Ss ENT To help you in your selling always A 
— Q U | P M - keep a supply of Bulletin 357. Check s 
now and if you are running short 
wherever pip wr or more. is 
eee “a R 
marine, petro- ’ 0 
leum, power | i ine | BUDGIT 
' e 1 
Write Dept. P for details or lant, chemica | M | 
see . stributor . | 2 e. 
mabeuegisnian refrigeration: | Chain Blocks - 
jroad, MANNING, MAXWELL & MOORE, INC. 
T. G. PERSSON COMP ANY wrwiie? indus- MUSKEGON, MICHIGAN “ 7 
224 GLENWOOD AVE, BLOOMFIELD, NEW JERSEY 27 oj installer loadin Hetil ard oer ing tae 7 
ees: ; Consolidated ‘Selety and’ Relief Velves. ond , 
tions. ” ‘American’ Industrial instruments. P = 
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reflector, 24-in. in diameter, and has six 
lamps. The units may be used wherever 
heat is required for heating, drying, bak- 
ing, dehydrating, pre-heating, evaporat- 
ing, and other processes.—Carbomatic 
Corp., New York 23.—Mitt Supp ies, 
April 1946. 


Masonry Drill Bit 
Carbide Tipped 


A CARBIDE TIPPED drill bit for use in con- 
crete, cement, brick, tile, marble and 
other forms of masonry has been put on 
the market. The manufacturer claims 
that they drill holes in these materials 
50 percent faster, and last 50 to 75 per- 
cent longer than high speed drills. They 
are used in an ordinary rotary electric 
drill, and give accurate, clean holes in 
the shortest possible time. They are 
made in stock sizes starting at s-in. up 
to, and including 11%-in. diameter— 
New England Carbide Tool Co., Cam- 
bridge, Mass.—Mitt Suppuies, April 
1946. 


Spot Welder 
Plug-In Bench Type 


Appep To the Universal line of air oper- 
ated midget bench type spot welders 
is Universal USP-74%. It is a plug-in 
type and includes solenoid valve control 
of air cylinder, pressure switch and can 
be furnished with built-in NEMA 1 A 
electronic timer. It can also be furnished 
with NEMA 3 B or 5 B in separate timer 
panel. The solenoid valve control of air 
cylinder by adjustable pressure switch 
provides a wide range of uses for weld- 
ing non-ferrous metals, wire, jewelry 





































standardize on 


*War made everyone more 
fire conscious . .. . 


Now, home-owners, industrialists, merchants and farmers 
know the destructive force of fire. They are buying now, and 
will buy more fire equipment to protect goods, property and 
equipment on hand. With post-war building, improvements, 
replacements and new acquisitions, there will be an increased 
and continuous demand for Pyrene fire extinguishers. Pyrene’s 
advertising is designed to help sell the idea to standardize 
on the entire Pyrene line. 





Pyrene Foam ex- 
tinguisher for fires 
in oil, gasoline, 
other flammable 
liquids, and ordi- 
nary combustible 
solids. Automati- 
cally spreads 
heavy blanket of 
fire-smothering 
foam, 


Vaporizing Liquid, 
quart pump type 
above, one-gallon 
stored pressure type 
left, for all classes 
of fires in incipient 
stage, especially 
fires in flammable 
liquids and electri- 
cal equipment. 


anil Sage 
ll 





Pyrene Anti-Freeze 
extinguishers for 
fires in ordinary 
combustibles, 
wood, papers, and 
textiles. May be 
used in locations 
subject to freezing 
q temperatures. Dis- 
charged by gas 
cartridge 


Pyrene Soda-Acid 
extinguisherfor 
offices, stores and 
other non-freez- 
ing locations con- 
taining ordinary 
combustibles such 
as wood, papers 
and textiles. 








ee 


PYRENE ADVERTISING HELPS THE JOBBER SELL MORE FIRE EXTINGUISHERS 


yrene Mlanufacturing Compan 
NEWARK 8 NEW JERSEY - 


Affiliated with C-O-Two Fire Equipment Co. 
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Tip to 


Mill Supply House 





You've probably always heard of 
Smooth-On No. | Iron Repair Cement. 
It has been a widely used metal repair 
necessity for the past 50 years. Most 
supply houses take it for granted as a 
steadily moving staple stock item. 


With many plants, factories and 
mills finding need to reduce operating 
expenses, you may anticipate renewed 
demand for Smooth-On from mainte- 
nance and repair men. Because 
Smooth-On is probably the handiest, 
quickest, most inexpensive aid to effec- 
tive, lasting repairs; stopping leaks, 
sealing cracks, .tightening loose parts 
and fixtures without heat, solder or 
welding. 


Here's our tip: Keep up your stock 
of Smooth-On No. |. For Smooth-On 
advertising, reaching every field of in- 
dustry, will continue to keep Smooth-On 
before your customers’ eyes and help 
to maintain demand for this easy-sell- 
ing, profitable item. 


SMOOTH-ON MFG. CO., Dept. 25 
570 Communipaw Ave., Jersey City 4, N. J. 


Say to Your Customers: 


Do it with 


SMOOTH-ON 
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CARSON 
NEWTON 


THERE IS NOTHING BETTER 


TRADE MARK 


OF QUALITY 
AND SERVICE 





FOR 
EVERY JOB 


Whatever the job you can 
furnish a Carson Newton 
File fits it. 


In these days when industry is 
demanding both Swiss and American 
Pattern and Rotary Files as never be- 
fore, when quality and service mean so 
much, it is a real advantage to get all your 
files from ONE SOURCE and know they will 
satisfy. 
“ALLIGATOR” “ALLIGATOR” “CARSON”’-"“NEWTON"’ 


SWISS PATTERN ROTARY FILES AMERICAN PATTERNS 


CARSON NEWTON CO. «Belleville, N. J. 


















MATERIALS 
HANDLING 
EQUIPMENT 


A top quality line of hoists and trolleys 
that will cut materials handling costs in 
any plant. Sell Conco units with full con- 
fidence of long-life and quality per- 
formance. Conco has been a leading 
name in the handling equipment field 
for a quarter of a century. Write for 
full information on this profitable line. 















§ 
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Differential Hoist. 
Torpedo Electric Capacities 1%, 1/2. I-Beam Trolley in Spur Gear Hoist. 
1, ly. and sens. four models, plain igh speed. high 


Hoist. Capacities 

. 500- and 1000- 
Ibs.: hook. bolt or 
trolley suspension. 


ee oe eS 


quality, in capaci- 
ties ranging from 
\% through tons. 


er geared types in 
capacities from 1, 
through 10 tons. 


A fast-selling. low- 
cost hoist. with a 
large market. 
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and it will weld two pieces of 16 guage 
steel. The 74 KVA is equipped with air 
filter, pressure guage and automatic 
lubricator. Initiation of welding cycle is 
by electric foot switch and it is equipped 
with water cooled transformer and elec- 
trodes.—Davis & Murphy, Chicago 40. 
—Miut Supputes, April 1946. 


Canvas Work Glove 
Neoprene Impregnated 


Sai TO OFFER a new type of protection 
on jobs that are too wet and sloppy for 
other types of work glove, a quality can- 
vas glove impregnated with oil-acid re- 
sistant milled neoprene has been put on 
the market by Pioneer. According to the 
manufacturer, the milled neoprene used 
is tougher and more durable than the 
latex type. The impregnating process is 
such that the canvas and neoprene are 
joined in a permanent bond, not merely 
coated. The result is a rough adhesive 
surface, giving the further advantage of 
a non-slip grip. The gloves is manufac- 
tured with both a knit and gauntlet 
wrist.—Pioneer Rubber Co., Willard, 
Ohio.—Mi.t Suppuies, April, 1946. 


Electric Cable Hoist 
Lightweight 


CLAIMED TO BE of revolutionary design 
and half the weight of any other hoist of 
the same capacity, a new model electric 
cable hoist has been put on the market. 
The manufacturers say it is one of the 
smallest on overall dimensions, and is 
made in practically three sections, per- 
mitting complete and easy access to any of 
the parts by the removal of four bolts. 
The hoist is made entirely of steel forg- 
ings and castings, plus the cable. The 
motor is enclosed in drum, with patented 
heat dissipation construction and con- 
nection. The gears are of heat treated 











This feature distinguishes a 


Dart Union from all others—it has two bronze seats ground 
to a true ball joint. That means it will close easily to a leak- 
proof connettion, and open as easily if you have use for it 


elsewhere. 


And it's hard to damage a 
Dart, for body and nut are 
made of high-test, air-refined 


malleable iron. 


Sell Dart Unions for year-in- 
year-out profit—to help build 


genuine goodwill. 










My 
y 


| 


lh 


ay 


E. M. DART MFG. CO., PROVIDENCE 5, R. I. 
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ALWAYS A DEMAND FOR THESE 
af, DRILLING «xc TAPPING 
tea: PRODUCTION BOOSTERS 


TAPPING ATT sensitive | EQOT - OPERATED | 


Make @ high-speed, 


drill press. \ 
tapper of any, 4" fhout, | TAPPING MAGHINE | E 
Quicl Y ress. 7 sizes for = hair-trigget sensitive « 
altering pres Quit H | friction clutch, | 
No. 0 to |! Be oot sane central fr rted aa | 
CLAMPS available to automatic Fey slanced | 
absolute rigidity. sensitively counter Dale 















. + pedal. All the oper | 

For full detai = soot ‘he opere: | 

2 to do is 

“= —_— oben step on the 
pedal. Unskilled operators | 
















wat meeduston | 
iLL CHUCKS can maintain P holes 
KEYLESS DR pany ee speeds rates up to 12,000 
Elimimiiling, saves energy. | per hour. | details 
a. ba hucks ideal for For ful IN No 
wr kes chu alse k for BULLET ‘ 
% women operators. d re- cE 
¥ ends $15 PP ig ae ual UCKS 
os . . ' . 
= ng construction TAP cH ring 
3 _ gage ssu 
a pols long. mr  % Grip 's ose of tepe 
- S ines S00 No. ‘lable for proper on 5 sizes, for 
Geille. Also eve every time 
j portable drills. eet 


For full details For full details 


esk for BULLETIN Neo. 6 


% 








Write for the Bulletins and 
details of the Dealer set-up 


ETTCO TOOL CO. 600 Jehnson Ave., Brooklyn 6, N.Y. 























ask for BULLETIN No. 6 





HARRIS 


STAINLESS STEEL 


FLOATS 





for most severe service 
Where higher pressures occur, HARRIS 
Stainless Steel Floats are especially de- 
sirable because of their great strength 
and their non-corrosive qualities. Di- 
ameters from 3" to 26"—special shapes 
made to specifications. Floats also 
fabricated in copper, steel, monel, 
nickel, aluminum, everdur—in fact in 
any workable metal. No cost to you 
or your customers for consultation with 
our engineers. 


ARTHUR HARRIS COMPANY 
210-218 N. Aberdeen St. Chicago 7, Ill. 






























FORGED HAND TOOLS 


DASCO Tools are made of the finest steel obtainable. 

Electrically tempered — and Diamond Point Tested _ 
for hardness. DASCO Tools are beautifully fin- 

ished and numbered separately for easy reference 

in re-ordering. DASCO supplies a complete line in a 

wide variety of dealer displays — these sales making 

displays are furnished without charge. DASCO 

Tools are sold only through recognized wholesale- 

dealer distribution channels at fair prices and a 

profitable mark-up. Send for Literature. 


DAMASCUS STEEL PRODUCTS CORP. 


» ROCKFORD, ILLINOIS 





)iamo 
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WHITNEY 







Cap '/,"" hole 2 Weight 82 
through Yj," Ibs. Depth of 
ron ‘hole throat 5''. 
through 3/16" Stock size of 
iron. 2" hole ¥ gg 


through 4" 
iron, 


} >? 


THE BENCH PUNCH 
that punches 
“two in one” 


® Worthwhile savings in time with 
this particular WHIT Bench Punch 





5) and itch angle iron 
and channel iron in one operation. 
Your customers will be enthusiastic 
about this double duty tool... 
finished work has good looking ap- 
pearance which also adds to the ad- 
vantage of using it. Send for bul- 
letins describing the complete Whit- 
ney line of punches. 


W. A. WHITNEY MFG. CO. 


ROCKFORD, ILL. 
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alloy steel with ball bearing action 
throughout. The manufacturers claim 
that a radically different inside construc- 
tion makes possible the light weight and 
small size.—Lisbon Hoist & Crane Co., 
Lisbon, Ohio.—Mitt Suppuies, April 
1946. 


Optical Center-Locater 
For Construction Of Jigs, Dies 


a 
é NER -S SONS 
ah ed 


» We 
se te Se Se ee 
8 oie eX es 


San a « 





AN OPTICAL center-locator set has been 


devised to aid in the construction of drill |- 


jigs, piercing dies, molds, templates, 
metal patterns and machine parts. The set 
allows the skilled mechanic to maintain 
a positive accuracy in the relationship 
between a series of holes, as well as ex- 
tremely close tolerances between the 
centers and other given points. The set 
consists of an adjustable optical magni- 
fier, a holding fixture, 16 precision ground 
hardened drill bushings labeled in sizes 
from @i-in to #-in., a center punch, 




































JACKSON HIGH QUALITY extends 
through the complete Jackson LINE 


Regardless of the type of product, if it bears 
the name “JACKSON” it is designed and 
built for SERVICE and HARD USE. No JACK- 
SON product has to be pampered because 
every piece of JACKSON equipment has been 
developed and toughened in the field where 
the going is tough. 

That is why JACKSON products stand up— 
why they have won such universal accept- 
ance—why they are preferred by users—and 
why distributors depend on Jackson as their 
source of supply. 

Jackson applies seventy years specialized 
experience to the making of high quality 
products that satisfy the most exacting de- 
mands—products that are profitable for dis- 
tributors to handle. 


Est. 1876 


ACKSON 


MANUFACTURING CO. 
HARRISBURG, PA. 
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"GJ-BOSS" 


GROUND JOINT, STYLE X-34 
FEMALE HOSE COUPLING 


For high or low pressure steam, air, 

. hydraulics, etc. Washerless, 
leakproof construction. Furnished 
with strong malleable iron “BOSS” 
Offset and Interlocking Clamps. Cor- 
rugated stem provides ddded hold- 
ing power. Sizes 42” to 4”, inclusive. 


“BOSS” 


WASHER TYPE, STYLE W-16 
FEMALE HOSE COUPLING 


Same as “GJ-BOSS” coupling, 
above, except that leakproof seal 
between stem and spud is supplied 
by washer instead of ground joint 
union. Sizes %” to 4”, inclusive. 


“BOSS” 


MALE COUPLING 
STYLE MX-16 


Companion male coupling for Styles 
X-34 and W-16 female couplings. 
economical. 


Strong, durable, Exten- 
sively used in place of regular iron 
pipe nipples, as each size fits same 
size straight end hose. Same clamps 
as female types. Sizes 4%" to 4”, in- 
clusive. ; 

Sold in Accordance With Our 


Established Distributor Policy 


DIXON’ 


VALVE & COUPLING CO 
MANUFACTURERS OF The 2uckly Line 
BOSS” “DIXON” “KING” “AIR KING” “DIX-LOCK”™ 
HOSE COUPLINGS, NIPPLES, MENDERS, CLAMPS 

Main Office and Factory; PHILADELPHIA 22, PA. 


BRANCHES CHICAGO - BIRMINGHAM - LOS ANGELES « HOUSTON 
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VISES AND MILLING ATTACHMENTS 
Profitable Items To Sell 


ANGLE VISES 

1¥2""-2V2"*-4"'-6""-8"" Jaws 
Solve difficult 
angle job. Quick 
accurate angle 
set-ups, save time 
and loss. Ideal 
for Drilling, Mil- 
ling, Grinding 
Fitting, Filling 
Etc. Accurately 
machined and 
graduated. Hard- 
ened steel jaws, 
plain or grooved. 


— PRESS VISES 
TV2""-2V2""-4"" J 
Accurately mociiasé. 
Best semi-steel cast- 









ings. Long bearing ad- 
= usting screw. Jaws 

rdened steel — plain 
or grooved. 





To 


MILLING ATTACHMENT 
MAKES MILLING OPERATIONS 


Graduated vertical feed screw and 
360° graduation for rotary angle ad- 
Justments. Mounts by strad- 
dling pee A yorvawe tool post. 
No. 150— i” Jaws, 1” 
$18.75. 


and ~-* $24.75. No. 


Jaws, 1%" 
deep, $39.75. 


Ne. 250 
IMMEDIATE DELIVERY 
Write for Circular No. 350 


CHICAGO TOOL and ENGINEERING CO. 
Mfrs. of PALMGREN PRODUCTS for over 28 years 
8392 South Chicago Avenue, Chicago 17, Ill. 


ATLAS 
CAR MOVERS 








IT’S THE "COMPOUND 
LEVERAGE" THAT 
DOES IT 


In 


the circle 





@ “Compound Leverage” is the key to 
the great power and speed of ATLAS 
Car Movers. It is the principle of a 
forward push instead of an uplift be- 
ing exerted in the moving operation. 
Car Movers are of tremendous im- 
portance now and we would like you 
to get in touch with us for complete 
facts. Our sales plan gives full pro- 
tection to distributors. 


Appleton-Atlas Car Mover Corporation 
1533 No. 6th Street Milwaukee 12, Wis. 
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by carrying the complete 


CLOVER LINE 





CLOVER COATED ABRASIVES, —inallgrains, 


grades, backings, coatings, sizes and shapes. 





CLOVER LAPPING AND GRINDING 
COMPOUNDS, —Famous since 1903. 





CLOVER GRINDING WHEELS, —technical, « 


general purpose and hardware. 


When you concentrate on the;com®* 
plete CLOVER Abrasives Line in a 
territory that is a// yours, you buy at 
lowest prices and sell at maximum 
profit. 


Abrasives’ selling is stable business. 
Sales are obtainable throughout in- 
dustry. Repeat business is enormous. 
Write for full information. 


CLOVER MFG. co., Norwalk, Conn. 


CLOVER 


Ab tiite- 




















hinged compartment type case, and an 
instruction sheet. The manufacturers 
claim that their instrument saves much 
time and is more accurate than the con- 
ventional methods of laying out—Master 
Specialty Co., Minneapolis 7.—Mu Sup- 
pigs, April 1946. 


Pressure Regulator 
High Capacity 


A NEW SMALL and compact regulator 
weighing less than 2-lbs. and measuring 
roughly 234-in. by 3%4-in. is suitable 
for handling pressures up to 3500-lbs. 
with adjustable control range from 5- 
Ibs. to 1500. Special models can be sup- 
plied for higher initial pressures. The 
manufacturer claims its capacity range 
to be equal to regulators ten times its 
size. Although primarily designed for 
air and gases, the small unit can also be 
furnished for liquid service. Its strength 
is attributable to stainless steel ports and 
the homogenous structure of duralumi- 
num from which it is made. It is avail- 
able for %-in. and 14-in. pipe sizes.— 
Grove Regulator Co., Oakland 8, Calif. 
—Miut Suppties, April 1946. 


Thread Gage 
Portable 


A RECENTLY PERFECTED portable thread 
gage is now on the market. It is said to 
provide for fast, accurate inspection of 
internal threads in parts where bench in- 
spection is inconvenient or while parts 
are still in the machine. It offers a quick 
method of visually indicating accuracy 
and has the added advantage of showing 
any out-of-round condition that may exist. 
It has three thread segments, two of 
which are stationary, while the other is 
attached to a moveable arm. By pressing 





GRIFFINGS TT Went a 


equals 
EXTRA SALEABILITY 


OP quality in the blade steels selected . . . engineering 
‘ten in blade design . . . precision quality blade- 

making processes—tempering, milling, etc.—all add up 
to give Griffin Hack Saw Blades saleability plus. 

Made by one of the oldest hack saw blade manufacturers 
in the country, the Griffin line stands up against all competi- 
tion, with absolutely correct types of blades for every type 
of metal cutting. The Griffin name is advertised consistently 
to the metal-cutting trades. The Griffin factory backs its 
distributors with prompt, dependable service. 

Write for information on the Griffin line and available 
distributor territory. 


GRIFFIN "BEST BUY" BLADES 


GRIFFIN TUNGSTEN HIGH SPEED STEEL power ma- 
chine and hand frame blades that cut hardest, toughest alloys. 


GRIFFIN MOLYBDENUM HIGH SPEED STEEL for 
mdst economical production metal-cutting. Power machine 
and hand frame sizes. 


GRIFFIN SOFT CENTER hand saw blades, as flexible as 
a soft-back, tough as an all-hard. 


GRIFFIN NON-STRIP hand saw blades whose teeth do 
not break out, even when sawing thinnest sheet of tubing. 


General Sales Agent 


JOHN H. GRAHAM & CO. Inc. 
105 Duane St., New York 8. N. Y. 


‘GRIFFIN’ 
Mack Saw Wlades. 


MADE BY G W GRIFFIN CO, FRANKLIN, N WH 


Hack and Coping Sow Blode Specialists Since 1880 
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that saves time and expense. 
good service on orders. 


CORNER BRUSH AND BROOM STS. 





Est. 1890 


"COMEBACKS" are welcome for 


CAPITAL “RED CAP" 
INDUSTRIAL BRUSHES ana BROOMS 





C ustomers elways come back where they get the 
best value for their money and all the “comebacks” 
you'll get when you sell CAPITAL “RED CAPS” is for 
MORE. This line works for you day in and day out— 
it is modern, practical, and complete—longer wear and 
fewer replacements can be expected from every CAPITAL 
Brush and Broom sold. Sell this maintenance equipment 
We will cooperate with 


BRUSH AND BROOM MANUFACTURING CO. 
INDIANAPOLIS 7, IND. 














nd 


Willey's General Purpose Tung- 
sten Carbide Tools, suitable for 

machining cast iron, tough hard rub- 
ber, fibre, bakelite and tough alloy 


New, Willey's 7 
This new, steel cutting grade of 
ennounced for cutting tough 
used to tip any of the 
Cetalog — or for maki 
specifications. 


@ set from your supply house 





tools, drills, reamers, 
information and new 


Buy —_ Standard Tools by 
the tools by the package. 


from your Mill Es 
tg 


rinders, 


GENERAL PURPOSE 


: | 
LLLEY © TUNGSTEN CARBIDE TOOLS 


house today. 











MILL SUPPLY HOUSES 


Some territories still open for Willey's standard and special cuttin 
and diamond tools. 
atalog ‘No. 28, and special circular covering 


Write for fu 


4 


WILLEY’S CARBIDE TOOL CO. 


1342 W. Vernor Highway 


troit |] 


MILL SUPPLIES © APRIL, 1946 


Michigan 








DISTRIBUTORS! 


There’s Bigger 


VOLUME PROFITS 
with Bird-White Products 


The new Bird-White Pur-O-fiers and 
Temperature Exchangers have already 
received wide industrial acceptance 
and have been proven in actual use by 
outstanding industrial firms. Now is 
the time to obtain your distributor 
territory under the liberal B-W Dis- 
tributor Plan, backed by a complete 
advertising program fully merchan- 
dised including factual, attractive pro- 
motional literature for distributor 
imprinting. 





A-1 PUR-O-FIER is ideal for protecting tools, 


gauges and other machinery operated by small 


compressed air systems. 


é 





A-2 AND A-4 PUR-O-FIERS offer positive 
purification for compressed air or gas lines 
with volumes up to 100 cubic feet. For volumes 
above this range multiple unit assemblies are 
recommended. 


: ‘ | ' 


dtok ADL Litt . 


TEMPERATURE EXCHANGERS by Bird- 
White provide temperature control combined 
with external heating and purification appli- 
cations. 


Profitable territories are still available. 
Write today for complete information. 


























ed 
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the operating lever, the movable segment 
is retracted, forming a pilot which can 
be inserted into the work without thread 
interference. Different sized threads may 
be inspected by changing the segments. 
—Bryant Chucking Grinder Co., Spring- 
field, Vt—Mutu Suppuies, April 1946. 


Rubber Head Hammer 
Solid Blow Without Marring 





FEATURING a renewable rubber head and 
steel head and shank, a two purpose ham- 
mer has been developed. Its manufac- 
turer believes it to be unusually practical 
for tool and die makers, set up work, sheet 
metal seaming, woodworking and caulk- 
ing work. The head is replaced when 
worn down by merely pressing on a new 
one in a vise. It has a hickory handle; 
the shank and head is a drop forging, 
heat treated and polished; the rubber 





PUTNAM END MILL 






STARTS 
WITH 


MATERIAL 


EEN MILLS used today must measure up to the 


highest quality to meet present-day requirements 


for fast cutting speeds and heavy feeds. 


Putnam End Mills cut faster and last longer 


because they are manufactured of carefully selected . 


high speed tool steels processed to rigid Putnam 


analysis specifications, expertly heat treated, and 


accurately machined to sound tool design. 


Because of their 
finer cutting performance, 
Putnam End Mills are 
preferred by machine 
operators and top plant 
executives alike. They are 
preferred, too, by dis- 
tributors who appreciate 
the ever-increasing vol- 
ume of sales and profits 
afforded by the fast- 


selling Putnam line. 


OR PUTNAM 


\\ ~ 
2981 Charlevoix Ave. 
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THIS NEW 92-PAGE 
PUTNAM CATALOG 


... illustrates and describes over 
800 types and sizes of standard 
Putnam End Mills, the country’s 
largest and most complete 
line. Write for your copy today. 





COMPANY 


° Detroit 7, Michigan 
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STRONG 


STEAM TRAPS 





Get the facts on STRONG’S 
.including: 






: complete line. . 


@ HI-CAP IMPROVEMENTS 

@ SELECTOR CHARTS 

@ CAPACITIES 

@ INSTALLATION DATA 

@ SPECIFICATIONS AND DIMENSIONS 

@ PRICES 
Here is all the information you need on 
all STRONG quality steam traps. In- 
cluded is full information on open and in- 
verted bucket traps, including the famous 
70 Series traps with HI-CAP orifices. 

As always, STRONG engineering ser- 
vice enables you to take full advantage of 
this complete line by helping you select 
the correct trap for your customers’ par- 
ticular needs. Send for Catalog 67 today! 


STRONG, CARLISLE & HAMMOND 
COMPANY 
CLEVELAND 13, OHIO 


STRONG 


STEAM SPECIALTIES 































6 X 100” ROLLS , 
Precision bows, ® or peeee 
bie i car be eoesses 
slotted aanem: ie aor 

oe l ‘shim stock throus 


oo slot—and cut 4 it off. 
























hen your customers want 
_and do your 
inkling, 


instead of the shears W 
“i lf many 4 headache. - 


nt wri 
ensing cartons preve 


of precision shim stock. 


Reach for a packa 
shim stock. You' ll save yourse 


customers a real favor. The dispe 


damage in handling, and waste 
k and Laminum shim stock 
panied by the proper certification. 


are still av ailable... but 


Packaged plain shim stoc 
be sure your order is accom 


LAMINATED SHIM COMPANY 


iiael te) 2 eas) 
58 Union Street bd 





Glenbrook, Conn. 




















A Well Known and 



















Widely Accepted Line 
[ts 


e Continuous Ad- 
LIGHTER - STRONGER - MORE ACCURATE 


vertising in Lead- 
ing Trade Journals. 
TU-MI-CO TUBULAR construction of special 
homogeneous grain structure steel is 25 to 50% 


Sales Cooperation. 
Most Complete 
Line. Precision 

lighter than solid frame, yet highly shock re- Q ua ] it Y at Fair 

sistant. Triple plated—copper, nickel 

and chrome. More sensitive feel, easier 

to use. Low thermal conductivity— 








Prices. A Real Op- 
portunity for Indus- 








combats “walk” in measurement. 89 
Tool steel spindle with threads SIZES trial Distributors. 
ground for accuracy. Adjustment and 
in bushing to maintain align- TYPES 






ment. Get TU-MI-CO preci- 
sion. Prompt delivery. 
TUBULAR 


MICROMETER CO. 
ST. SAME, | | MINNESOTA 





Write for Discounts 
and sales Helps 


TUBULAR 


MICROMETER CO. 
St.James, Minn., U.S.A. 
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head is 2-in. in diameter and compounded 


of truck tread rubber of extreme tough- 


ness.—Dan Morey, Los Angeles 35.— 
Mixu Supputes, April 1946. 


Fire Extinguisher 
Dry Chemical 








A NEW EXTINGUISHER has reached the 
market combining high efficiency under 
most conditions maximum 
tion to the user and to equipment instal 
lations. It is said to perform effectively 
under all climatic conditions, in extreme 
temperatures, and in the presence of 
winds and drafts. The dry chemical is 
ejected, under pressure, in a flat stream 
that separates the flame from the burn- 
ing material. It forms no toxic gases, it 
is a non-conductor of electricity, non- 
abrasive, harmless to finished surfaces, 
and can be removed with a brush. The 
unit is easily refilled, requiring no spe- 
cial tools or equipment, and is operative 
at a distance of 18-ft.—-Pressurelube, 
Inc., New York 31.—Miut Supptirs, 
April 1946. 


with protec 


Precision Mandrel 
Roller Clutch Expansion 


A NEW PRECISION mandrel has been 
brought out by Young. Work placed on 
the mandrel is locked in place automatic- 
ally, ready for cutting tool, grinding 
wheel, deburring and polishing opera- 
tions, and eliminating the use of “C” 
washers, wrenches or drawbars. When 
extreme pressure is encountered, the re- 
sult is merely a tighter hold on the work. 
The makers claim that the unit cannot 
be sprung or damaged under normal use. 
It has interchangeable sleeves and will 





| 











this money-making line now! 


Refrigeration Quiz 


DISTRIBUTORS! These uses of Permacel Industrial Tapes 
are advertised in national magazines. Scores of industries 
have a constant demand for Permacel tapes. Tie in with 














bal 
; ial 
\ 
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What poisonous chemical is used to refrigerate meat? 
Ammonia. During assembly and finishing 
of commercial refrigerators using ammo- 
nia, Permacel paper masking tape keeps 
threaded ends of coil pipes from getting 


damaged or scratched. Refrigerator makers 
use roll after roll of Permacel paper mask- 
ing tape—roll after roll of money for you 
distributors ! 





What industry pioneered 
the use of refrigeration? 


Brewing. The electric motor is the core of 


the modern compressor refrigerator system. 
Permacel paper electrical tape insulates 
these motors economically, efficiently. Each 
time you sell Permacel to anew company, 
you start a chain of profitable, repeat sales. 
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How long will steak keep 

in a home freezing-compartment? 
Retains flavor 3-6months. In building home 
refrigerators, Permacel cloth tape protects 
the delicate pipe and valve unit holding the 
refrigerant. Since the uses of cloth tape are 
limitless, the market is limitless, too. And 
Permacel makes many, many other tapes. 


What are some other uses of Permacel 
Industrial Tapes? 

Masking, sealing, identifying, holding, 
packaging, insulating, protecting, reinforc- 
ing. Write for free booklets, “A New Tool 
for Industry” and ‘Fact Book on Pressure- 
Sensitive Adhesive Tapes,” and learn why 
more and more industries are turning to 
this fast-selling line. Dept. MS-4, Indus- 
trial Tape Corp., New Brunswick, N. J. 


Permacel woustea TAPES 


INDUSTRIAL TAPE CORPORATION + 


NEW BRUNSWICK,N. J. 


**PERMACEL'’ REG. U.S PAT, OFF 
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Can Ship Today: 





“THE OLD RELIABLE” 


Lowell Reversible Ratchet Wrenches whose 
quality is well known, accepted and backed 
by 77 years’ of experience, will continue to 
bring smart distributors profitable business. 


Now is the time to Pick Your Targets. Don't 
delay, go over your territory, check every 


angle. 
SEND FOR OUR LATEST CATALOGUE 


LOWELL 


iss9 LOWELL WRENCH CO., Worcester, Mass. 1946 
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For Handling 
ALL CLEAN LIQUIDS 
REGARDLESS of VISCOSITY 


The Viking Pump is designed from start to finish for the handling of 
all clean liquids regardless of viscosity. It is noted for its “2 Moving 
Paris—Gear Within A Gear” principle, its single outside bearing and 
packing box, its smooth, positive performance with no pulsation, its 
simple, correctly engineering construction for the job. 


In addition, the most complete line of styles and sizes in 


tira the rotary pump field eliminates compromise in your selec- * 
—— tion. The correctly engineered Viking Pump built to fit your 
job assures dependable and economical service. 


Send for free Bulletin Series 802 today. It completely illus- 
trates and describes Viking Pumps for the mill supply field. 


VIKING PUMP COMPANY 


CEDAR FALLS, IOWA 
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GOING OVER 
INA 


BIG 
WAY 


Thousands of installations in ever-in- 
creasing numbers—on belt and bucket 
conveyors handling hard, abrasive ma- 
terials—attest to the high value placed 
on “BELT-SAVER” Pulleys as a means 
of extending belt life and thereby re- 
ducing maintenance costs. Users actu- 
aliy claim more for “BELT-SAVERS” 
than we do—and they can prove the 
reasons for their enthusiasm. 


“BELT-SAVER” PULLEYS are so designed 
that no loose jagged material can ac- 
cumulate between belt and pulley to 
abrade, puncture or injure the belt. So it 
all adds up to this—"BELT-SAVER” will 
save money for your customers—and 
make money for you because it is a highly 
profitable item to handle. 


(Left) — ‘‘BELT- 
SAVER’ used as a 
boot pulley on a 
bucket elevator. 

(Below) — ‘BELT- 
SAVER" used as a 
tail pulley on a belt 

conveyor. 






SPROUT WALDRON & CO. 
MUNCY, PA. 
Manufacturing Engineers Since, 1866 


HEADQUARTERS FOR— 


Sy |! —«_« | 
BEARINGS CONVEYORS 


PULLEYS mm 


























maintain concentricity in the low ten- 
thousandths for the entire length of the 
workpiece. No auxiliary power is re- 
quired to expand the mandrel.—Young 
Arbor Co., Cleveland Heights 18.—MA.1. 
Suppuies, April 1946. 


Tube Expander 
Simplified Design 








AN imMpROvED tube expander has been 
designed for all general boiler work, 
tailroad maintenance, boiler making and 
poiler repair. It is fabricated with a 
minimum of parts—frame, rolls and man- 
drel. The unit can be readily dismantled 
and new rolls quickly inserted. The 
frame holding the rolls is one piece heat 
treated steel, hardened and tempered for 
toughness. Mandrel and rolls are hard- 
ened tool steel. The expander is com- 
pact, permitting work close to the boiler 











rtan— 


METAL CUTTING SAWS 
BAND SAW BLADES 


It's the results obtained 
from any product that 





bring repeat business and 
profits to you and Spartan 
results do just that. 


Spartans give increased 
efficiency, faster produc- 
tion and greater economy 
in Metal Cutting. Made of 
the best steel obtainable, 





Spartanized Heat Treat- 
ment and their teeth are 
milled accurately, evenly 
and carefully. 


Furnished in Die Cutting, 
Skip Tooth, Flexible Metal 
and Spring Temper Metal 
Cutting and Wood Cut- 
ting Styles. 





FLEXIBLE METAL CUTTING 


RNDARA 


— JOIN THE 
"SPARTAN $1 









SPARTAN BAND 





If you want a line of band 
Saws that will bring re- 
sults today and tomorrow, 
2 he one that marches ahead, 
SPRING TEMPER METAL with progress and distrib- 


AND 
WOOD CUTTING 


A few territories are open 


FLEXIBLE BACK-SKIP TOOTH 


utor co-operation, 





SPARTAN SAW WORKS, INC., SPRINGFIELD 7, MASS. 
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PUMPING 
ROTOGRAVURE 
VARNISH 
AT 140° 





16 ROPER PUMPS AT 
AMERICAN PRINTING 
INK COMPANY 


Since 1940 the 16 Roper pumps, located 
under the varnish storage tanks illus- 
trated above, have been used to transfer 
heavy Rotogravure varnish from varnish 
producing kettles to storage tanks, and 
from the varnish storage tanks to the 
millroom. The heavy varnish is handled 
at a temperature of 140°. 


This is another example of Roper adapt- 
ability to a wide range of pumping 
requirements. 


You Can Sell Jobs Like These 


Roper engineered pumps are built in 
many sizes and types for pressures up to 
1000 Ibs. and capacities up to 300 g.p.m. 
Standard precision-machined parts as- 
sembled to meet individual require- 
ments. Write for details on Roper’s 
distributors proposition. 


Send For Catalog Today 


GEO. D. ROPER CORPORATION 
334 Blackhawk Park Ave. 
ROCKFORD, ILLINOIS 














eer 
assures firm grip. Biclusivet: we en Inde 
Lufkin Micromoter Depth Gages on your next order. ~ 
THE LUFKIN RULE CO., SAGINAW, MICH., New Yor cy. “<j 












| Three fine 


full price range. 
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f | 
nozzles — American-Norbide, 
American-Heanium and American V-Metal. 


They give your cus'omers complete choice 
of quality, type and size... 


. cover the 
Write today for the 


free, new Nozzle Catalog—it will help 
you to know your nozzles! 


MeC7TECHAN 
FOUNDRY EQUIPMENT CO. 
700 $, BYRKIT ST. 


MISHAWAKA, IND, 
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AN IMPORTANT PART 
OF SALES REPORTS 


How nice it is to be able to write into your 
sales report: “Asked John Jones of Smith & 
Company about his nozzle needs on my last 
trip there. Today received the attached 
order.” 

It's nice to write such a report because it 
shows that you are really alive to the sales 
possibilities of American Air Blast Nozzles. 

If you hadn't asked Jones about his nozzle 

needs, chances are he wouldn't have thought 

of it, and when he finally did think of it, the | 
order might have gone to someone else. By 
making it a point to ask him on the spot, 1 
you got an order that meant extra profit for 
you. 

Make it a point to ask your prospects about 
their nozzle requirements on every call. 
Many of them are nozzle users... all appre- 
ciate the hard-wearing and efficient-cleaning 
characteristics of American Air Blast Nozzles. 
These nozzles aren't minor sales items—they 
will become an important part of your sales 
reports and a steady profit-builder if you give 
them the “push” they deserve! 












! 
NORBIDE HEANIUM -V-METAL : : 
Soy 4p a : 





1946 


ive 











shell, rivet lines or tubes grouped to- 
gether. They bear on the ends of the 
tubes; do not draw tubes out ‘of the tube 
sheet; and roll the tube ends for their 
iull length—Richard Dudgeon, Inc., 
New York 2.—Mitt Suppuies, April 


1946. 


Saw Attachment 
For Portable Drills 








ATTACHED to any 14-in. electric drill, air 
drill or flexible shaft, a new saw attach- 
ment saws and files metals, wood and 
plastics. It chucks in drill chuck or collet 
and uses ordinary hack saw blades and 
standard 14-in. shank machine files. All 
rotating parts are ball bearing, running 
in oil, and there are no gears or cams. 
All bearing parts are heat treated. The 
manufacturers state that a new square 
plunger with takeup for wear assures 
true sawing. The unit has a light-weight 
magnesium body and a bronze connect- 
ing rod.—Wyzenbeek & Staff, Inc., Chi- 
cago 22.—Mitt Suppiies, April 1946. 


Portable Blowers 
Electric 


A NEW PORTABLE electric blower has been 
released that is equipped with universal 
motor in four styles from 100 volts to 
275. All can be ordered with suction 
end spray attachments. The blower is 


















THIS SCHIEREN ADVERTISEMENT IS APPEARING 


IN LEADING PUBLICATIONS. IT IS JUST ONE OF . 


THE WAYS IN WHICH WE CONSTANTLY TRY TO 
HELP YOU SELL YOUR CUSTOMERS. 






» ae 
Ne ’ : 
The killing, war time pace was a / 
on... The plant already keyed a \ Ni {ne 
to peak production . . . when Re ONS 4 
an emergency government order came in! The Single Spindle Presses 
weren't built to handle 54” drills—the belt drive was lighter than the 
load demanded. But, the job was vital—and Sam got it out! The 11/,” 
Duxbak Single Ply Belt on his drill press turned out to be a money belt 
for Sam. He produced more piecework per hour—collected more take- 
home pay. Other drill press operators saw it . . . insisted on Duxbak 
belts for their machines . . . got them—and everyone profited—Gov- 
ernment, Management and Operator. 

This may not be YOUR power transmission problem. It is only one 
of many case histories proving the superior, custom-built performance 
that is standard with Schieren Leather Belts. No matter what the 
requirements—big or small, common or difficult—Chas. A. Schieren Co. 
can solve your belt drive problem. The experience behind 76 years of 
super-quality belt manufacturing is at your service. 

Schieren Leather Belts are built to take it. 
Where other belts fail—due to wear, flexes, 
oil, water or other hazards—Schieren Leather 
Belts take the toughest conditions in stride. 
Their suction-like pulley grip delivers extra 
RPM—guarantees maximum power output. No 
more expensive than standard quality belts, 
Schieren Leather Belts pay for themselves over 
and again by minimizing costly shutdowns 
and reducing maintenance. 

Do you want to change your belt drive into 
a money belt? Let us quote on your leather 
belting, packing or strapping requirements. 





Let us send you free book on SHORT CENTER DRIVES 
date which show hew pivet bases give 


1. Automatic Belt Tension 

2. Boost Overload Capacity of Drives. 
3. Eliminate any possibility of slip. 
4. Increase machine output. 


CHAS. A. SCHIEREN COMPANY 
LEATHER BELTINGS @ SPECIALTIES 
iil HYDRAULIC PACKINGS 


pe eran tg 33 FERRY STREET, NEW YORK 7, N. Y. 
60 Front Street, W., Toronto, Ont. 
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Adi the best features of any Belt Lacing. 


In sales and performance features, Safety Belt 
Lacing offers the most. 


Only Safety Belt Hooks hove the patented binder 
bars that rigidly hold hook alignment and lap 
over belt ends to prevent fraying—is suitable for 
oll types of beltiag. 


Safety Belt Lacing can be applied with any stand- 
ard locer, o locing machine—and by using the 
inexpensive Safety Tu-Way Lacer, can also be 
applied with a hammer—is suitable for all belt 


lacing markets. 


SAFETY BELT-LACER CO. ter the oniversei, cil-purpese, il 


market, superior belt lacing, rétom- 
53 N., MENARD AVE. CHICAGO 30, U.S.A. mend Sofety Belt Hooks for. volume 


sales and profits. 











CAP SCREWS 
SET SCREWS 
MILLED STUDS 
COUPLING BOLTS 
SCREW MACHINE PRODUCTS 


The QUALITY Line which 
meets the exacting needs 
of your customers 


Every requirement for precision and 
strength is met by Ottemiller products. 
You can supply your customers with 
milled screw machine products which 
pass the most rigid tests and meet the 
most exacting specifications and you can 
render a profitable service if you are a 
recognized distributor of the Ottemiller line. 


won. a. (QttomiLlonr co. 


YORK, PENNA. 








Yes sit 
we're recommending 


PlasJex BELTING 
for all food 
conveying jobs 





DISTRIBUTORS REAPING PROFITS AND 
GOODWILL ON PlasTex EVERYWHERE 


How about you, Mr. Distributor! Your customers will 
appreciate knowing about this wonderful plastic 
coated belting that is impervious to oils, greases. 
acids, alkalis and moisture. Proof of this statement is 
the fact that nearly four hundred leading food proc- 
essors are already enjoying the, benefits of this 
remarkable product. Why not join with other leading 
distributors and start getting your share of the profits 
and goodwill PlasTex can bring you right in your own 
territory. Write Dept B. today, for the whole story! 

















ang WEAVING & BELTING COMPANY 


New York 
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Maintenance Men Demand 






eu THAT Flows 
pe 


THE MODERN 
CUTTING OIL 
For 
THREADING pipe 
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The Preferred Pipe-Threading Oil 
So different it’s patented! 
A compound of active suspended Sul- 
phur. Makes dies pull easier—and last 
longer. Speeds the work; cuts perfect 
threads; makes tighter joints. 
Sulfio For pipe threading with 
No. 1__ hand tools. Packed in cans 
$ - and drums. 
wie For pipe threading with 
Machine jnachine tools. Packed in 
Kut bulk. 
Sold only th h selected ctonting supply 
jobbers from coast to ¢ 
Demand SULFLO—It Sticks on the Job! 


SULFLO, inc. 


ELIZABETH 4, N. J. 
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Utica Toots 


FOR MORE TOOL MILEAGE 







useful in cleaning motors and machines 
and places that cannot be reached by 
hand. The smallest model weighs less 
than 14-lbs. and costs less than three 
cents an hour to operate. All models are 
equipped with 20-ft. of three-wire cord 
and insulated rubber nozzles.—Ace Co., 
Ocala, Fla—Mui.t Supp.ies, April 1946. 


Pressure Gages 


Streamlined 


Pliers for 
Every Need 





manship, smooth performance 
seers 2 And. mow a new 





DESIGNED For EYE-APPEAL, as well as 
utility, a new line of streamlined gages 
has been introduced. Engineers and de- 
signers, say the manufacturers, have suc- 
ceeded in incorporating rugged construc- 
tion with modern appearance and read- 
ability. The neutral gray cases of the 


gages are heightened by an ivory-toned DR 0) y + ORG £ & T 0) @) L 
dial with contrasting red and black grad- 
uations. Longer life under adverse con- omen meen mmm men. 
ditions is claimed for them.—United 
UTICA 4, NEW YORK 


States Gage Division, American Machine = = Famer 


& Metals, Inc., Philadelphia—Mu. Sup- 
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trial plants 
everywhere. 





. 
iron ond solder, 
leaves operator's 
hands free for work. 






Positive TIP control pre- 


practi con- 
trolling heat in the tip—an 
exclusive ESICO feature! 


ESICO 
SOLDER POTS 





Rugged construction. 
Variety of sizes. Designed 
for continuous non-stop 

on. — re- 








286 















OR nearly two 

decades, ESICO 
has stood for superb 
quality and over-all 
economy in solder- 
ing equipment. The 
name ESICO on 
your soldering tools 
is definite assurance 
of long, uninter- 
rupted service. Spe- 
cify ESICO — the 
name that assures 
you of satisfaction. 


Write Today for 
Complete 
Information 
On the Esico Line 


ELECTRIC SOLDERING IRON CO. Inc. 








© Ball Bearing Swivel 
© Double Ball Race 
© Non Binding Type 
High pressure lubricating fittings in 
wheels and hangers. Grease retaining 
chambers. Large balls in upper, outer 
races take load as well as side thrust 
and both races are protected from 
dust and water by overlapping lips. 
This is one of several casters of im- 
proved design manufactured by Buffalo 
Caster. Write for catalog. 


Buffalo Caster & Wheel Corp. 
182-6 Breckenridge St., Buffalo, N. Y. 





























APRONS for all 
INDUSTRIAL USES 
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Hodgman aprons are designed for 
specific uses and occupations to 
stand up under the most severe 
service conditions. ll fabrics, 
coated in our own plant. meet 
the most rigid government specifi- 
cations. Hodgman aprons remain 
soft under extreme temperature 
changes; they don’t stick, crack, 
shrink or peel. Available in many 
styles and coatings depending on 
the service required. 






Send of Aprons & 
for new Industrial 
catalogue Clothing 


HODGMAN RUBBER CO. 


Cooke Street, Framingham, Mass. 


New York {6 Chicago 2 Francises 5 
Second St. 


261 Fifth Ave. 173 W. Madison 
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SALES HELPS 


POWER BRUSHES—A 24-page booklet 
designed to serve as a virtual encyclo- 
pedia of power brush usage in manufac- 
turing operations has been issued. Gen- 
erously illustrated, the publication in- 
cludes a full-page treatise on factors 
that enter into the selection of brushes, 
taking into consideration methods that 
should be employed to gain the greatest 
use from each variety of power brush. 
—Osborn Mfg. Co., Cleveland. 


BORON CARBIDE— The manufacturer 
has issued a booklet on Norbide, termed 
the hardest material made by man. The 
9-page brochure describes the manufac- 
ture of Norbide, its characteristics and 
uses. As a metal, it is used on the wear- 
ing parts of dies, gages, anvils and noz- 
zles, and as an abrasive in powdered 
form, it is compared with diamond dust 
as a lapping agent, though many times 
less expensive.—Norton Co., Worcester 6. 


LIFTS—Hydraulic loading dock lifts are 
the subject of a recently issued 4-page 
folder. The literature illustrates the uses 
of the lifts, the labor-saving qualities 
inherent in them and gives data on the 
several styles available. The lifts are 
manufactured in standard, special, and 
heavy duty styles—Globe Hoist Co., 
Philadelphia. 


PACKINGS—A 336-page book on the se- 
lection of mechanical packings has been 
issued. Both leather and rubber packings 
are discussed and operating conditions 
governing the selection of material are 
enumerated. [Illustrations include over 
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Simplex industrjal jacks are not 
only the safest jacks made, but 
they form the most complete line 
offered industry, embodying as 
they do lever, screw and hydraulic 
jacks up to 100 tons capacity. Our 
statement that Simplex Jacks are 
the safest will stand the closest in- 
vestigation. Exclusive safety fea- 
tures found in every Simplex Jack 
include critical parts of carefully 
selected materials, tough, close- 
grained forgings, careful heat 
treatment and proved design that 
eliminates structural weaknesses. 
Every Simplex Jack is tested to 
50% overload before shipping, 
and is guaranteed to lift and hold 
its full rated capacity. Speedy 
operation combined with safety 
makes Simplex Jacks your logical 
choice. 


Write for complete pocket-sized 
catalog. 


Templeton, Kenly & Co. 
Chicago 44, IIl. 


QUALITY 


SIGN 
FOR 


COLLET EQUIPMENT 


@ drill sockets and sleeves 
@ lathe centers 

@ chuck arbors 

@ drill drifts 


COLLIS Collet Tools fill all drilling, 
reaming, and tapping needs—they are 
made by men skilled in making this 
type of equipment. They will help 
your customers to make savings in both 
time and equipment. You can supply 
the proper unit from this very complete 
COLLIS line. Great quantities of 
COLLIS equipment are being used to- 
day and will continue to be needed 
—get this business — supply COLLIS 
Collet Equipment. 








THE COLLIS COMPANY 


CLINTON, IOWA 

















‘ LOAD BINDERS 


SMOOTH HANDLE 
STEEL LOAD BINDER 


MIDGET 


(1 swivel) 14” chain 
(1 swivel) 34” chain 
(2 swivels) 43” chain 


MALLEABLE IRON 
LOAD BINDER 
Heat Treated 


LONE STAR No. 1—14 Ibs. 
( 2 swivels) 14” and 54” chain 
LONE STAR No. 2—1614 Ibs. 
(2 swivels) 44” and 54” chain 


DROP FORGED 
LOAD BINDER 
Heat Treated 


No. 1 —10 Ibs. 
(2 — 36” and ie chain 
°0.2—17% 
(2 wean yy” ol ie chain 


STEEL CONSTRUCTION 
WIRE STRETCHERS 
No. 90-——3 Pulley ,plain or roller bearings, 34” rope 
No. 75—4 Pulley ,ploin or roller bearings, ' 36” rope 
No. 80—4 Pulley ,roller bearings, 4” rope 


DURBIN -DURCO 


Manufacturers o f Certified Specialties 
Drop Forged and Malleable Iron 
6611 OLIVE ST.ROAD — ST. LOUIS 5, MO. 
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1S 
are endless for anchoring quickly and > 
securely to hollow construction. These — 
bolts have special features and are — 
sturdily built of the best materials and 
workmanship to outlast the partition — 
br'wralls to which they are attached. 1 
Arro quality is recognized everywhere. — 
Made in screw sizes bi to baile . y 





aos, pam SO | vo EF 


ARRO EXPANSION BOLT COMPANY 
MARION, OHIO 














100 drawings of packing design and ap- 
plication and many photographs of suc- 
cessful installations, causes for packings 
failure and the remedies, etc. There are 
nearly fifty reference tables to save time- 
consuming calculations. Well indexed, 
the book is bound in leather to withstand 
constant usage.—Graton & Knight Co., 
Worcester 4. 


PuMPS—A bulletin on 2-in., 4-in., 5-in. 
and 6-in. stroke power pumps is now 
available. With the bulletin is an insert 
describing the influence of groundwater 
level on turbine well pump performance. 
Illustrations of the various types of pumps 
are backed up with descriptions of their 
performances and listings of their spe- 
cifications. Typical installations are 
shown. — Worthington Pump & Ma- 
chinery Corp., Harrison, N. J. 


CLUTCHES— The manufacturer has is- 
sued a folder describing in detail a new 
automatic clutch. Designed for operat- 
ing loads up to 6 hp., the clutch operates 
smoothly, absorbs momentary overload, 
and afrives quickly at driving speed. 
The folder tells of the performance given 
by the clutch, shows how the unit is fab- 
ricated and gives dimensional data on 
the several models.—Salsbury Motors, 
Inc., Los Angeles 11. 


FLOOR MACHINES—An illustrated bul- 
letin describes an electric, self propell- 
ing floor maintenance machine with 12- 
in. drum-type accessories. The bulle- 
tin states that the machine dry cleans 
floors, picking up soilage at the same 
time; burnishes and seals with a revolv- 
ing steel wool roll; sands with a sanding 
drum, and sweeps and polishes.—G. H. 
Tennant Co., Minneapolis. 


GEARLESS PUMPS — The manufacturer 
has issued an instruction sheet describ- 
ing the installation and operation of 
gearless pumps as used in water and oil 
circulating. The sheet includes pump di- 
mensions, capacity charts, prices, and 
several typical methods of pump coup- 
ling.—Eco Engineering Co., Newark 1. 


STAINLESS STEEL—A 100-page pocket- 
size handbook presenting practical in- 
formation on 26 types of stainless steels 
has been published. The handbook con- 
tains a 44-column finder chart giving 
analyses, properties, hot working tem- 
peratures, and heat treatment of the 





ng 


MANUFACTURERS OF PRESSURE AND LEVEL CONTROLS SINCE 1879 
2003 - 43rd STREET © NORTH BERGEN, N. J. 


In pumps, valves, traps, meters, burners, 
cookers, lubricators, etc. —a little foreign 
matter can cause serious damage. It is wise 
economy and sound practice to install strain- 
ers ahead of them to protect the equipment, 
to save maintenance costs, to eliminate shut- 
downs. Kieley & Mueller makes all types and 
all sizes of strainers for you to sell for every 
Steam, gas, water, oil or chemical applica- 
tion. They are correctly engineered to assure 
maximum flow with minimum pressure drop, 
and are designed for easier cleaning. And 
they are correctly priced to give you a worth- 
while margin. 


Type 330, at top, is made in 1/," to 18” sizes, 
with strainers of bronze, monel metal or 
18-8 stainless steel. Below are “Y” strainers, 
type 340, available in 1/," to 6” sizes. 


We can fulfill your strainer requirements 
with immediate shipments from stock. Write 
for catalog 66-C which covers “Y,” basket, 
straight flow, and offset strainers. 


66 YEARS OF CONTROL PROGRESS 
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STOCK... 
4tewSeal 
HOSE CLAMPS 


FOR GREATER 
PROFITS... 


e EASY TO INSTALL 
© UNIFORM PRESSURE 
e LONGER HOSE LIFE 
e NO LOOSE PARTS 


© CAN BE RE-USED 


MANY TIMES 


“Aero-Seal” clamps are ideal for use on 
heavy and light industrial equipment, high 
and low pressure lines, automobiles, buses, 
trucks, and many other applications where 


GOOD clamps are needed. 
Write for Free sample and prices 


AIRCRAFT STANDARD PARTS CO., INC. 
1777 NINETEENTH AVE., ROCKFORD, ILL. 





Speedinst Way te 
LOCATE CENTERS 
fot Decision pulling 


MASTER OPTICAL 


CENTER LOCATOR —™ 


Your customers will be asking about the 
new Center-Locator that saves time and 
makes a drill press do the work of a jig 
boring, machine. Holes are drilled and 
spaced to within .00I" . . : round holes 
drilled in thin material . . . holes counter 
bored with an ordinary drill . . . no drill 
run-outs. Enthusiastic machinists claim 
it is the simplest, speediest, most positive 
and accurate method of locating centers 
and drilling holes yet devised. HOW TO 
OPERATE: Simply lay out work with 
height gauge, locate center through the 
powerful magnifier — then replace magni- 
fier with any of the 16 drill bushings furn- 
ished. Ask for literature. 

Advertised in Leading Trade Journals 

MASTER SPECIALTY COMPANY 


3008 E. Lake St. © Minneapolis 6, Minn. 











Handles Heavy Reels Quickly 
... Safely . . . Economically 


Saves time and money in the plant, 
warehouse or on the job. 
Roll-A-Reel is the ideal way to 
reel or unreel wire, cable, or rope 
and does an easier, better job in 
every way. 

In two sizes... 2000 Ibs. capac- 
ity —$37.50 and 4000 Ibs. capac- 





ity — $75.00 F.0.B. Cincinnati. 
Send for descriptive pamphlet. 
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Each Forsberg Blade that carries the 
famous WHALE BRAND mark of quality 
is scientifically heat treated to add the 
toughness that gives these Blades their fine 
performance. They’re gauged and checked 
throughout every step of their manufacture 
and given a stiff bending pounds test be- 
fore you get them for sale. The popular 
HY-FLEX Blade, shown above, meets to- 
day’s demand for a medium priced blade 
which is extremely flexible, yet has the guts 
for solid service. 





Here’s a Whale of a Blade of a special 
analysis molybdenum, high speed steel, that 
gives unusual cutting service. Can be 
used at the same cutting speeds as tungsten 
and deliver practically equal performance. 
If you want to promise outstanding results 
on stubborn cutting jobs, offer Whale 
Brand HY-FLEX and MO-HY Blades and 
you’l! deliver it. 


onstant 
Get to know - WHALE 


sales action ACK sAW 
ND HA p 
BLADES, and. FCO 
BAND Ses CAND 
BLADES 
DRIVE 
DRILLS. : 
log that 
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various types and a general discussion of 
types and properties of stainless steel. 
There is a table of corrosion resistance of 
four leading types to 230 chemicals, and 
a discussion of fabricating methods and 
procedures. — Allegheny Ludlum Steel 
Corp., Brackenridge, Pa. 


CHAIN LINK FENCE—A manual on 
how to erect chain link fence has been 
published as an aid to contractors and to 
those responsible for the installation and 
maintenance of this type of fencing. The 
manufacturer says that this is the first 
compilation of information covering all 
points in the erection of chain link fence. 
The handbook takes up all procedure 
from the establishment of property lines 
to the stretching of the fabric—Wick- 
wire Spencer Steel, New York. 


CONVEYOR BELTS—A 4-page folder, a 
guide to the selection of grades, has been 
issued on conveyor belts. It describes 
ten types of belt, lists the conditions 
under which each type does its best work, 
and also lists the applications for each. 
The folder goes into the construction of 
conveyor belts, and describes the differ- 
ences between natural and synthetic rub- 
ber covers.—B. F. Goodrich Co., Akron. 


RELIEF VALVES—The manufacturer has 
issued a 27-page brochure on the Multi- 
port safety relief valve.. The booklet 
describes the valve’s numerous applica- 
tions in relief of steam, air, gas, gasoline 
and oil vapors, water, etc., and its adapt- 
ability to other services is cited. Included 
are tables on pressure rise and capacity, 
as well as illustrations of applications. 
—Cochrane Corp., Philadelphia 32. 


RECORDING INSTRUMENTS — A new 
catalog containing 24 pages of informa- 
tion on automatic controlling, recording, 
and indicating instruments has been 
compiled. Specification date is given on 
each instrument listed, and the booklet 
gives hints on how and where they can 
be used effectively to save time and 
money, and promote efficient operation.— 
Bristol Co., Waterbury 91, Conn. 


MOTORS—A 4-page bulletin has been 
issued describing the Sealedpower motor. 
An exclusive design, the motor was de- 
veloped to use in dusty locations, in 
places where there is excessive moisture, 








Pr 
~Dyno: 
me Mires” 


Industry’s “Small Arms” 











Dyno-Mite Drills are the world’s 
smallest and finest production drills. 
Streamlined, simple, powerful, cool- 
running. Small and light enough 
for easy one-hand control. Two 
capacities; 3,” in steel, speeds 3500 
and 5000 RPM: \” in steel, speeds 
800, 1600 and 2500. 


One Thing In Common 


“QUALITY” 


Dyno-Mite Screw Drivers and Nut 
Runners with the patented velvet- 
smooth, sensitive “Adjustomatic” 
clutch control transmit the precise 
torque desired. Light weight, stream- 
lined and efficient. Two capacities; 
wood screws up to 114”, machine 
screws from No. 10 down to No. 2; 
speeds 800, 1600 and 2500 RPM. 


Light but efficient, small but powerful, Millers Falls 
Dyno-Mite Drills, Screw Drivers and Nut Runners 
are vital “small arms” so essential in industry’s pro- 
duction battle of keeping costs down, output up. 


All Dyno-Mites may be equipped with full ball-bearing right angle 
drives to insure the most efficient operation in close quarters. 


Millers Falls’ electric tool line includes Screw Drivers and Nut Runners, 
Portable Grinders, Bench Grinders, Hammers, Disc Sanders and Polishers. 
Their reputation for quality makes this a worthwhile line for you to in- 
corporate in your postwar: merchandising plan. We would welcome an 
opportunity to discuss a Millers Falls selective distributorship with you. 


MILLERS FALLS COMPANY 
GREENFIELD - MASSACHUSETTS 
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BEALL 


genuine KANT-LINK 


SPRING WASHERS 


KEEP BOLTED ASSEMBLIES permanently TIGHT 


BEALL Spring Washers compensate for wear, bolt- 
stretch, corrosion and break-down of finish. They 
meet rigid Army, Navy and Air Corps specifications. 
Avaiiable in Carbon Steel, Stainless Steel, Phosphor 
Bronze, Everdur and Monel Metal. Finished in Cad- 
mium Plate, Galvanized, Silver and Parkerized. 


and for all applications where the con- 
ventional..alternating current, totally-en- 
closed, fan-cooled motor has been used 
in the past. It is available in sizes from 
2 hp. to 15 hp. Besides containing de- 
tailed description of the features of the 
motor, the booklet includes cutaway 
views of six typical applications. — 
Crocker-Wheeler Division, Ampere, N. J. 


MAGNETIC CHUCKS—An 18-page bro- 
chure describing in detail a line of rec- 
tangular and rotary coil and magnetic 
chucks and accessories has been pub- 
lished. The booklet carries information 
on the application of magnetic chucking 
in a wide range of work under all condi- 
tions. There are illustrations of actual 
setups to aid the reader in visualizing 
this method of work-holding applied to 
machining problems. One section is de- 
voted to cutaway photographs of the con- 
struction of waterproof, shockproof 
chucks.—Hanchett Mfg. Co., Big Rapids, 








IMMEDIATE SHIPMENT of all standard sizes. Mich. 


WIRE US your requirements 


BEALL jgele)s Co. (Div. Hubbard & Company) 
EAST ALTON, ILLINOIS 


COATED ABRASIVES—-A new booklet 
announces a pioneering service in the 
coated abrasives field, namely the estab- 
lishment of Methods & Equipment dem- 


MASTER COST-SAVING EQUIPMENT--FOR IMMEDIATE DELIVERY | so oom: nds customer 





to use in pre-testing their grinding, sand- 
a ing and finishing operations on standard 
: commercial equipment, without disturb- 
ing their plant production schedules. The 
manufacturer invites shop men and in- 
dustrial distributors to use the facilities. 
—Behr-Manning, Troy, N. Y. 


General 
Purpose 


Floodlights MOUNTED POINTS—A new booklet on 


mounted points and wheels has been pub- 
lished. In addition to presenting the 
facts about the points and wheels, the 
booklet includes complete information 
on critical speeds, operating rules, and 
standard shapes and sizes. A _ special 
feature is a detachable form to be used 
to send information and sketches to the 
manufacturer when further information 
is needed.—Robertson Mfg. Co., Tren- 
ton, N. J. 


Portable Gas-Ejectric 
Generator Pionts. 


® 2 - 
. BIG-3 for Generation 
Sizes 500 to 17000 Watts ; ° 
Too! Operation and 
(Cateleg Nember 594) Concrete Vibration 
(Catalog Number 687) 
**Power-Blow'’ Electric 
Hammer and Spode 
(Catalog Number 688) 


Hand Tools for use with 
BIG-3 and Grinding 
Machines (Cat. No. 687) 


TORQUE WRENCHES —A new catalog on 
torque wrenches is now available. Be- 
sides specifications of all the tools and 
illustrations of many production, inspec- 
tion and servicing operations in both 
plastics and metals, the catalog gives 
complete tables of suggested torque val- 
ues for automotive work, general assem- 


bly, etc.—JO Mfg. Co., South Gate, Calif. 


(Catalog Number 683) 
Gas or Electric Grinding Machines and Power Tools 


@ 8 8 @ CLIP THIS ADVERTISEMENT— CHECK CATALOGS WANTED BB 8S 
SSB BB GNVM SOOTVIV] NO3HI— INIWISILUIAGY SIHL dll) BSS 


Send for illustrated catalog on dny item to 


MASTER VIBRATOR COMPANY 


DAYTON 1, OHIO 
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INDEX TO ADVERTISERS 


This advertisers’ index is included as a 
convenience and is in no way a part of the 
advertising contract. Although every care has 
been taken to index accurately, some errors 
may have occurred and no allowance will be 
made for them. 


Advance Car Mover ae 
Ahlberg Bearing Compan 
Air Express Division. 
Agency 
Aircratt "standard Parts Co., 
Albertson & Co., Inc 54 
Alemite Gaumnettion Div. of Stewart Warner 121 
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Allis-Chalmers Manufacturing Co 
Aluminum Industries, | 


vision 
Pron Pe Chain 4 Cable Co. Inc 
237, 238, 239, 240, 24l, 
American Chain Div. 
Cable Co., 
American Crayon Company, The 
American Foundry Equipment Co 
American Hoist Derrick Co 
American Manufacturing Co, 
American Measuring Instruments Corp 
American Saw & Mfg. Co 
American Screw Company 
American Swiss File 
Ampco Twist Drill Co 
Appleton-Atias Car Mover Co 
Armour Sandpaper Works 
Armstrong-Blum Co 
Armstrong-Bray & 
pe Bros. Tool Co 
Aro Equipment Corporation, The 
Arro Expansion Bolt Company 
Asbestos Textile and Packing Division 
Raybestos-Manhattan Inc. 
Atkins & Comppany, E. C 
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Bassick Company, The 

Bay State Abrasive Products 
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Beall Tool Company Div. of Hubbard & Co... 292 
Beaver Pipe Tool Inside Front Cover 
Behr-Manning 229 
Belmont Packing & Rubber Company 
Bird-White Company 

Black Manufacturing Co., The 
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Bonney Forge & Tool Works 

Boston Woven Hose & Rubber Co 
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Bristol Co., The 

Brown & Serpe Mfg. Co 
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Buda 

Buffalo” ott 

Buffalo Caster & Wheel Cor 

Buffalo Weaving & Belting 

Bunting Brass & Bronze Co., The 


Carboloy Company, Inc 
Carborundum Company, The 
Carson Newton C 

Century Electric Co 

Challenge Machinery Co., The 
Champion Lamp Work 

Chicago Rawhide Mfg. 
Chicago Screw Co., 

Chicago Tool & Sisincarine Co 
Chicago Wheel & Mfg. Co 
Clark yo Company 
Clayton & Lambert Mfg. Co 
Clemson Bros, 

Cleveland Cap Screw a ae The 
Cleveland Twist Drill Co., The 
Clover Manufacturing 
Coffing Hoist Co 

Collis Company, The 
Columbian Rope cancer 
Columbian Vise & Mfg. 
Columbus-McKinnon 
Commercial Credit Co 

Conco Engineering Works 
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< Gaskets and Pipe Joints 
Sealed With 


a 


[KEY | 
| OO 


LGRapwiTE? 


Cl oS 


KEY Graphite Paste 


Will Not Leak — 


That Means Repeat Sales for You 


Key Graphite Paste seals and lubricates pipe joints at the same time. 
The joint, when sealed with Key, is absolutely tight, yet will never 
freeze" — when necessary, it can be opened in a jiffy. When once 
your customers become acquainted with Key, they will use nothing 
else — that means good, profitable repeat business for you. 


Key's year-round national trade paper advertising, plus a liberal 
sampling plan, is designed to acquaint your customers with the many 
benefits of Key Graphite Paste and help you make the initial sale. 


2621 McCasland Avenue e 





Tie in with this promotion! 
Tell your customers you are 
headquarters for Key —the 
brand that will open the way 
to profits for you. 


East St. Louis, ill. 




















Ford Miniature Carbide Burrs, ground 
from solid 1%” tungsten carbide blanks, 
are available in eight standard shapes, 
to meet the most — demands for 


Prvcrd Miniature Soll Carbide Burrs cut 
with an accuracy and at a speed never 








before thought possible. Today more 
metal car be removed at high speeds with 
carbides than with any other material. 
For satisfactory performance these burrs 
should be operated at 20,000 r.p.m. and 
higher. These 44” shank burrs are avail- 
able singly or in sets. 


: DIAMETER 
SHANK 


MA. EORD HFG. C0. INC.—T42W. First t —Davenport, lowa 
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Portrait of Perfection — 


BIG CAMPAIGN TO 
HELP YOU SELL= 


Reproduced above is the first adver- 
tisement of a brand new campaign 
selling Marsh quality and directed to 
your customers through a still larger 
list of publications reaching into every 
important field. 

It will pay to tie in with this idea of 
Marsh quality .. . because it is founded 
on solid facts and confirmed by the 
performance of thousands of Marsh 
products now in service. 

Marsh Gauges and Dial Thermom- 
eters have become “The Standard of 
Accuracy” in every branch of industry. 
Marsh Traps include all basic types 
for a wide range of service require- 
ments. Marsh Heating Specialties in- 
clude radiator traps, air valves, vents 
and packless radiator valves in a com- 
plete range of types and patterns. 

Write for latest information and prices 


JAS. P. MARSH CORPORATION 
2079 SOUTHPORT AVE., CHICAGO 14, ALL. 
Export Dept.: 155 E. 44th St., New York 17 


the gauge 
with the 
“RECALIBRATOR 
— quickest and 


that has been 
the finishing 


“Recalibrator’ 

auge 

ay to correct 2 9 ér 

ae he out of adjustment ‘ 

es to a superlative gause- 
° 


GAUGES ¢ VALVES © TRAPS 
DIAL THERMOMETERS 
HEATING SPECIALTIES 


ESTABLISHED FORTIETH YEAR 


“a Sttran net 


FLEXIBLE SHAFTS and MACHINES 
ONE HUNDRED TWENTY-FIVE TYPES AND SIZES 
Ve to 3 H. P. 


ROTARY FILES . E.. 
ROTARY CUTTERS 


MACHINES 
TYPE M6—'/2 H.P. 


Send for Catalog 29 
ILLUSTRATING THE LARGEST LINE OF FLEXIBLE SHAFTS AND 


MACHINES IN THE WORLD—HIGH QUALITY ONLY 
“ MANUFACTURED BY 


N. A. STRAND and COMPANY, CHICAGO 


MACHINES 
SWIVEL YOKE 
VY, TO 112 HP. 








HEADQUARTERS , 
i 


it~ 


@ Men who lace belts like Alligator because 
it can be put on with a hammer and it drives 
straight. Its compression grip protects the 
belt ends and there is no ply separation. It 
embeds in the belt and is smooth on both 
faces. The two piece rocker hinge pin greatly 
increases the service life, and yet the t 
fasiening can easily be separated at any time, 


EAR in and year out mill supply 

houses have made money out 
of Alligator Steel Belt Lacing and 
Flexco HD Belt Fasteners and Rip 
Plates—made money because Ailli- 
gator and Flexco are used every- 
where belts are used—made money 
because a small stock will show a 
remarkably good turnover. 


Why not go after some additional 
business on both Alligator Steel Belt 
Lacing and Flexco HD Belt Fasteners 
and Rip Plates? You may be sur- 
prised to find how many dollars you 
can add to your profits by checking 
up on the requirements of printing 
plants, laundries, repair shops, plan- the 3 e 
ing mills, dairies, sand and gravel I — wo dey = = Le The socsesed 
plants, and every type of industrial separation. Patching and other Speke A. 


outfit in your section. rip plates save expensive conveyor belt re- 
acements and extended shutdowns. 


FLEXIBLE STEEL LACING COMPANY 
4633 Lexington Street, Chicago, Illinois 
Al LIGAT( JR Steel Belt Lacing for transmission belts 
For conveyor belts FLEXCO & a> Fasteners and Rip Plates 





@ Men who have charge of conv*wor belt 
maintenance like Flexco HD Belt Fasteners 
and Rip Plates b fast mak 
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CHOOSE 
CHALLENGE SURFACE 
PLATE EQUIPMENT 


For PRECISION 
in PRODUCTION 


BOX PARALLELS—I8 sizes 


These popular pi are d for 
setting and leveling to parallel and ex- 
act height for checking and inspecti 
Variety of sizes from 1%x2x4 in. to 
12x12 x24 in. 


SOLID PARALLELS—I8 sizes 


Smaller units of solid construction for 
same uses. Sizes from 4x %%x6 in. to 
1%x2=x 12 in. - 


De. 


UNIVERSAL RIGHT ANGLE IRONS 


Easy handling pieces for providing 
square reference lines. Four sizes from 
4x85x3% in. to 8x10x8* in. 


ANGLE PLATES—22 sizes 


From 344x4x4 in. to 24x24 24 in. 
Ideal for clampi and holdi work. 











V-BLOCKS—7 sizes 
For positive support and holding of 
shafts and other aunts work —= 
drilling, hecki 
Sizes from 2x2%4x8 in. eo l2n12412 1 “4 





All the above surf plate equi t 
is made of po oe special analysis, 
semi-steel 
to the required peat specially heat 
tr d. We and regrind sur- 
face and layout plates—Write for details. 











Write for 
LATEST CATALOG 


Of Challenge Precision 
Equipment. Entire line 
illustrated and described. 


THE CHALLENGE MACHINERY CO. 


SRAND HAVEN rellenne) MICH JS A 
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CLEVIS 


_ JD Owe a 


EYE END 


- i) a 
STUD END 


“Sms 
_ <r @ 
COUPLING 
6 Coe 


TURNBUCKLE 


MANUFACTURED SOLELY BY 


4121 SOUTH LA SALLE STREET 
CHICAGO 9, ILLINOIS 


























are well established in in- 
MORGAN VISES dustry because they han- 

dle all jobs well 

are noted for strength, 
MO R G A N Vy | S bE S rigidity, accuracy, and 

precision 


qj MO 








108-112 NW. 
CHICAG 


are essential tools and 
R G A N V | S E & pay the distributor well 


who sells them 





7 © MACHINISTS BENCH 
© COMBINATION PIPE 
© COACHMAKERS 
© WOODWORKING 


© SOLID NUT 
CONTINUOUS SCREW 


© QUICK ACTION 
© LIGHTNING GRIP 


MORGAN VISE CO. 


JEFFERSON STREET 


0 6, USA. 






F e'U- X 


SODERING + BRAZING 


WELDING 





TO LICK THOSE TOUGH 
FLUXING PROBLEMS 


@ ALLEN has perfected stand- 
ardized flux formulas to help 
your customers get safer, surer 
jobs. Our more than 50 years of 
experience is at your service and 
we maintain a Technical Staff 
to advise and consult with you 
to solve difficult and intricate 
Fluxing problems. Industry needs 
ALLEN Products and we want 
you to be ready to serve... 
we have Metal Fluxing Charts 
which your trade will appreciate 
—send for them. 











L. B. ALLEN CO., Inc. 
6731 BRYN MAWR AVE. 
CHICAGO 331, ILL. 




















BALL 
BEARING 





VALLEY 


Accuracy and Performance 
Records already established 


In the 27 years that Valley Grinders have been used by 
many of the country’s largest industrials, they have estab- 
lished fine records where accuracy and performance 
count. These grinders are all powered by Valley Motors 
and every unit is built to a single high standard of quality. 
This means complete satisfaction in service which builds 
a profitable market for these efficient, low-cost tools. 








BENCH 
TYPE 








HEAVY-DUTY 


GRINDERS 








Valley Electric Corp. 


4221 FOREST PARK BLVD. « 


ST LOUIS 8, MO. 
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A 
PROFIT 
PRODUCER 
That’s Easy to Sell 





Monarch 

one man 

Car Door 
opener 


Is A Fast Selling 
Profit Item 


HERE'S WHY 
@ Every Box Car User 
a Prospect 
Reasonable Price 
Saves Time—La' 
emnaton Accidents 


n 

Quantity Sales 

© Money k Guaran- 
tee 








One man instead of a gang can open the most 
binding box car door with a Monarch Car Door 


Opener. 
Write—Wire—Phone Today for details of attractive 


MINING SAFETY DEVICE CO. 


DEPT MS-2 BOWERSTON, OHIO 
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Immediate Delivery 


The Modern Positi 


-RUST-OLEUM-— 


ve Rust Preventive 


Your customers want dependable rust protection for buildings, struc- 


tures and machinery, water tanks, 
etc. 


Rust-Oleum provides lasti 


6 BIG SELL 


bridges, smoke stacks, cars, fences, 


ng protection at low cost 


ING POINTS 


1. Apply directly over rust. 


2. No flame cleaning or sand blasting necessary—simply 
wire brush to remove loose paint, rust, scale and dirt. 


3. Penetrates rust, incorporates it with the film—spreads 
an unbroken protective coating on the metal. 


4. Covers up to double the area per gallon of ordinary 


paint. 
5. Full range of colors for 
finishes. 


maintenance or production 


6. Immediate delivery on all orders from a gallon to a 


carload. 


Ask us for complete details on the sampling program that enables your customers 


to prove these claims for themselves. 


RUST-OLEUM CORPORATION 


2427 Oakton St., 


Evanston, Illinois 














Backed by almost 





OHLEN-BISHOP WOO 
won their laurels in se 
and more wood-worki 
ing for them by name. 


DESIGNED FOR 
LONG-WEAR 
ECONOMY! 


D BAND SAWS have 
rvice. That's why more 
ng craftsmen are ask- 
Plan now to stock and 


sell OHLEN-BISHOP’s for continuing satisfac- 


tion. 
machines. 


OHLEN-BISHOP MFG. CO. 


a century of 
Saw Designing 
and 
Manufacturing 


All standard sizes for wood working 


902 Ingleside, went Chio 
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WE'RE BLUSHING 
WITH MODESTY 


Because of what others are 
saying about the new 








NET PRICE CATALOG 


“Very interesting, = compiled, and the net 
prices appealed to us.” 
— §. L Hi. Co., _ Salt Lake City, Utah 
“A masterpiece of its own.’ 
— C.S. Co., St. Louis, Mo. 
“Congratulations because you ‘certainly have 
done a swell job! We were very much surprised 
to find that your my | = as complete as it is. 


. Co., Baltimore, Md. 
“Truly a work of a a 
. — J.E. Co., Staunton, Va. 
“The best we ever laid eyes on. 
— H. Industries, Chicago, Ill. 
“It's a humdinger.” — T.R. Co., Chicago, Ill. 
“A very valuable asset to our file, "and you may 
feel confident that we will use it to good ad- 
vantage.’ 
— LC. Products Corp., South Bend, Ind. 
“Certainly unique. Congratulations to you on 
stepping away oe the customary ways of doing 
things.’ - F. Mfg. Co., Cincinnati, Obio 
“Wish to compliment = Sy its skilful arra 
ment.’ — J.B ve ¢ Co., St. Louis, 
a we 2 have been ooking for for some 
— M. Inc., Savannah, G 


STRUCK.) 





Let our “‘Net Price 
Catalog’’ be your 
guide to fasteners and 
prices. An up-to-date 
encyclopedia and spe- 
cification chart for 
every purchasing agent 
and engineer. 
MANUFACTURERS SCREW PRODUCTS 
232 W. Hubbard St., Chicago 10, Ill. 


It's Faster to Phone — WHitehall 4680 
Standardize on STRONGHOLD 
AE ORI ih IG EAE ROLE OT 


& PASTE THiS COUPON ON YOUR LETTERHEAD 


MANUFACTURERS SCREW PRODUCTS I 
I 232 W. Hubbard St., Chicago 10, Ill. | 
1 Please send me a copy of the new 
\ STRONGHOLD “‘Net Price Catalog.” I 
PN. 6 6000009505005 0 005550450005 I 
I 
i iS a ie ces il od I 
ig eer 
i CR cc wcccccccccnccescnseetivess I 
| IR hn 00d Sones anes own secee0eeess 
INS on oc na t'n:s ns Kenaen ares 
! I 
] (Please send a few samples of your products. 
i Te ee peepee ony er a seg 
Cichect bere {Rurary ot Eneincering Date § 
| Sager te, (7 to technical Seieome- 


tion every user of f. © products should have i 
ee ee eee 
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Fast Accurate Measurements 
with the NEW 


QUICK ACTION 


VERNIER 
CALIPER 


THE PERFECT TOOL for machine shop, garage, oie 
repair shop, aircraft-maintenance, etc. 


A flick of the thumb and you've got your external and internal dimen- 

sions. Knife-edged jaws provide exact thread measurements. A depth 

gage blade gives speedy depth measurements. Made of stainless steel or 

toolsteel; packed in a sturdy leather case. Scientifically engineered, pains- 

takingly machined and American made, the AMIC Quick Action Caliper 

is a quality tool without a rival. 

Graduations in English—1/32" or 1/40"; in Metric—full mm. Read- 
ing on Vernier 1/128" or 1/1000" and 1/10 mm. 

Also AMIC Precision Vernier Calipers, Height Gages, Depth Gages, 
Pocket Calipers, Comparators, Precision Graduated Metal Scales. 

Write for FREE Booklet F and price list or telephone 
PEnnsylvania 6-0687 


Visit our Booth, Number 110, at the A.S.T.E. New Era 
Exposition in Cleveland, Ohio, April 8th through 12th. 











‘| saw blades and standard %4” 
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AMERICAN MEASURING 
INSTRUMENTS CORP. 


240 WEST 40th ST. * NEW YORK 18, N.Y. 








"Fe, e 
oummuenes! WYCO 


Fits any %” electric drill, air a 
drill or flexible shatt. HY-SPEED 












Speedy! Accurate! 
Powerful! Saws and 
files metals, ‘woods, 
plastics. Chucks in drill chuck 
or collet. Uses ordinary hack 


























No. 1—Absolutely 
true sawing as- 
sured by new 
Square Plunger, 


shank machines files. Easily cae ae 
used in difficult places. —_ 










@ All rotating parts ball-bearing, 
running in oil. No gears. No 
cams. ‘Always smooth-running. 

@ Square plunger with take-up for 
wear. Ail wearing parts heat 











treated. No. 2—Magnesi- 
@ Saw chuck holds firmly, aligns saw um Body—Light 

7. ae 
omplete with extra - 3 — Bronze 
saw blade and 1/4" $3500 Connecting Rod. 
No. 4—Bal! Bear- 





round machine file, 
ing wobble Plate. 











(Sold only thru jobbers) | No. 5 — Alloy: 
Steel Spindie — 
Send for Catalog on Complete Line mo age lg 
of WYCO Tools and Flexible Shaft lane. 
Equipment 


WYZENBEER solar, Inc. 


844 W. HUBBARD ST. «© CHICAGO 22, ILLINOIS 
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TRINDL ane Weivin 


DESIGNED FOR HIGH SPEED PRODUCTION ARC WELDING 


EAST 23°9% STREET 


TRINDL PRODUCTS. LTD. | 2xveezg ve 
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Please accept our gratitude for 
your patient cooperation during 
the days of war needs and con- 
sumer scarcity. We are getting 
under way for normal production. , 


DIETZ Finished in 


Wrirarty Gray Enamel 








Now Terne 
Coated Steel 







R.E. DIETZ COMPANY 
= NEW YORK 


OUTPUT DISTRIBUTED THROUGH THE JOBBING TRADE EXCLUSIVELY 





299 





backfires 


THE Manager's Page .. . where the views expressed are his own 


Mitt Supp.ies will present a 32-page feature article in 
the May issue, entitled, “Accent on Selling.” As a matter 
of fact there will be five articles under the banner of this 
general title. ’ 

Three articles, or sections, will deal with organizing, 
developing and carrying out sales programs. The other 
two will deal exclusively with one of today’s most pressing 
problems—the selection and training of salesmen. 

Every distributor executive and salesman, and manufac- 
turer executive whose organization sells through the 
industrial distributor, will find a wealth of information in 
this feature presentation—information on those elements 
in the selling functions that will prove tobe of vital impor- 
tance, in all sales programming, in the markets of tomorrow. 

If I may be allowed to stick my neck out just ‘a little bit 
I would say that taken as a whole, the industrial distribu- 
tor is more conscious of the need of sales programming 
under today’s condition than is the manufacturer. Of 
course, he probably should be. Yet, to anyone who has 
watched the flow and ebb of events in this matter of 
sales know-how, as between distributor and supplier, it is 
little short of amazing to note the progress of the one while 
the other (average) seems content to go along pretty much 
on yesterday's pattern. 

Still with my neck way out, I’d go so far as to say that 
on the average, the distributor is running circles around 
the average supplier in organizing and carrying out sales 
plans—today. He seems to know what he is after; what 
he is up against, and where he wants to go. Unfortunately, 
there are too many suppliers who haven’t the least idea 
where they want to go or what they are up against—but, 


they are after the distributor to perform miracles. The 
amount of guidance and help that this group is giving their 
distributors runs from almost zero to a pitifully small 
amount. 

This is not to say that there are only a few suppliers that 
go all out in pointing out market possibilities, in keeping 
distributors up-to-date on their products and the selling 
points and in passing along the selling know-how on their 
products. As a matter of fact, there are many manufac- 
turers that do know what they want, what they are shooting 
at and the target they expect their distributors to aim at. 

There is some room for doubt that these manufacturers 
are getting the cooperation that they rightfully deserve from 
distributors. Maybe distributors spend too much time car- 
rying weak sisters and not enough cooperating with the 
wide awake supplier. Anyway it’s worth thinking about. 





> 


For downright self-contradiction, let’s turn to a recent 
address, made in New York City, by our elastic Secretary 
of Commerce. 

“We must,” stated Mr. Wallace, “make it clear to the 
Soviet Government that no country, however powerful in 
a military or economic way, can dominate by mere force 
even the smallest country for very long.” He then went on 
to say that “the United States has nothing to gain and 
everything to lose by beating the tom-toms against Russia.” 

Shades of those little pigs and buried cotton, Mr. Wal- 
lace, can’t you make up your mind on anything? 
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The name "STARRETT" on the face of a Dial 


Indicator is a potent selling point. Your cus- 


cision Tools and that it is positive assurance 


of the finest in design, workmanship, operating 
convenience and easy reading qualities as well. 
The wide choice of types and dial calibrations 
in the complete STARRETT line lets you rec- 
ommend the one best indicator for any gaging 
need. Wherever Dial indicators are indicated, 


recommend STARRETT. 


THE L. S$. STARRETT CO. - ATHOL - MASSACHUSETTS - U.S.A. 


World’s Greatest Toolmakers 


tomers know that "STARRETT" stands for last- 
ing accuracy on Dial Indicators as well as Pre- 
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pet Sy, 
Hazard offers you a wire rope sling serv- 
ice—never before available. In the 
first place, Hazard supplies the exact 
type of sling you need for your partic- 
ular job—whether standard wire rope, 
braided wire rope or cable-laid. You 
also have choice of standard termi- 
nals or newly developed, load-tested 
endings such as the Acco-Loc Safety 
Splice and the U-Loc. 

More than this, every Hazard Reg- 


istered Sling is proof-tested to twice 
its rated capacity before it leaves the 
mill. Then it is numbered and indeli- 
bly marked with a metal tag stating 
its maximum safe load. You get a Cer- 
tificate of Test and Registry which 
certifies to the sling’s pre-determined 
safety. All Hazard Registered slings 
are made of LAy-SET Preformed Wire 
Rope—easy, fast and safe to 
handle. Write for literature. 


HAZARD WIRE ROPE DIVISION 
AMERICAN CHAIN & CABLE 
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